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WOFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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possessions and Mexico--one 
year, $2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
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New York or Chicago, post 
office or express money or- 
ders, or in American postage 
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by registered mail. Single 
copies, twenty-five cents. 
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mailing addresses changed as 
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ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
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ADVERTISEMENTS 





These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 


for honest differences of opinion, 





the publishers obviously cannot undertake to guarantee transactions between advertisers and 
offer their services in resolving any disagreements which result from relations established 


through the journal. 





customers. They do, however, 
A D 
Abbott Coin Counter Co. 228 Daco Card & Index Co. 239 
Acco Products, Inc. 148 Darnell Corp., Ltd. 220 
Acme Bulletin & Dircty. Corp...234 Dawn Mfg. Corp., Ltd 231 
Acme Staple Co. 237 Dayton Stencil Works 234 
Acme Visible Records Inc. 219 Dick, A. B., Co. 61 
Adirondack Chair Co. 200 Diebold, Inc. 206 
Agency Paper Co. 105 Domore Chair Co. 127 
Aigner, G. J. Co. 138, 183 Downey, C. L., Co. 196 
All-Steel-Equip Co. 170 E 
Yale s J 69 " sax 
pom ee Inc. ee Eaton Paper Corp. 199 
. 9: sip 
h — om & Ind C “0 Ehrlich Upholstery Works 220 
mber Mile 2x , 22 . . ae a 
o os vk en & eg x 102 Eraser Co., Inc., The 167 
Amer. Hair It . 02 is 5 ins . 
. ee : Esterbrook Pen Co., The 98 
Amer. Pad & Paper Co. 108 
Amer. Passbook Co. 234 F 
Ames Supply Co. 104 Faber, A. W., Inc. 71 
Anderson-Hickey Co., Inc........116 Federal Fibre Corp. 207 
Art Metal Construction Co......103 Feldeo Loose Leaf Corp. 213 
Art Steel Sales Corp. 145 Finch & McCullouch 211 
Associated Stationers Supply Friden Cale. Mach. Co. 158 
Co. 142 Fritz-Cross Company 215 
Atlas Stencil Files, Inc. 126 Fulton Specialty Co. 196 
Autocopy, Inc. 226 G 
Autopoint Company .-205 General Fireproofing Co. 96, 97 
B General Pencil Co. 124 
Bainbridge, Kimpton & Haupt, Gits Molding Corp. 224 
Inc. ¥ 155 Globe-Wernicke Co., The 82, 83 
Bankers Box Co. 124, 135 Graff, Geo. B., Co. 08 
Barkley, C. L. & Co. 118 Graphic Duplicator Co. 224 
Bates Mfg. Company 125 Gregory Fount-O-Ink Co. 194 
Beach Publishing Co. 235 Guide System & Supply Co.....162 
Blaisdell Pencil Co. 212 Gunlocke, W. H., Chair Co. 107 
Bolens Products Co. 120 Gunn Furniture Company 230 
Boorum & Pease Co. 123 H 
. O77 92 s : 
Box 1-127 239 Hall-Welter Co. 231 
Bright Chair Co. 211 Harding, Milo Co. 233 
riti Staty Ox rter...237, 239 , , od . 
Nan ‘poh ap tiag 37, ¥ Herring-Hall-Marvin Safe Co...232 
, - . 4 . () = . Ae 
st n, = a ro. : spa Heyer Corporation, The 241 
frowne-Morse Co. 8&5, 192 . ‘ igh hg a 
ofp ieotiaapsiaiod a : = High Point Bndg. & Chair Co...150 
Brush-Punnett Co. a 235 : : ’ i 
: ‘ E Hunt, C. Howard, Pen Co. 227 
Buckeye Ribbon & Carbon Co...208 
Business Efficiency Aids. 136, 168 I 
c Imperial Desk Co. 53 
C Me é ‘ Imperial Mfg. Co. 117 
mogaronagied a highs — Imperial Methods Co. 173 
_ ine a : “92 Indiana Desk Co. 186 
; e SS ° 1 . 
baad a he l : Industrial Tape Corp. 121 
y I . Corp. 6 . 
pap g ns rp C a Inkograph Company, ‘nc. 228 
arpa ween gee energie nity + Inserting & Mailing Mach. 
Columbia Rib. & Car. Mfg. Co. 81 Corp 223 
C ia Steel Equip. Co. 89 as acai at 
ee sigan diner : 2a a Invincible Metal Furniture Co...201 
Commercial Controls Corp. 151 
Commonwealth Publishing Co...137 a J . 
Consolidated Stamp Mfg. Co....109 Jasper Chair Co. a 
. . ‘ as Jesk Co., The ra 
Continental Ink Co. 234 Jasper Desk Co., The : 
_ . . asper ice Furni -e Co. 202 
Gok. The BH. C: Co. 184 Jasper Office Furniture ( 
¢ ay Roati ‘ 19 
Cooke & Cobb Co., The 110 Jasper Seating Co. 21 
Copy Papers, Inc. 72 K 
Copy Right Mfg. Corp. 223 Kahn, David, Ine. 149 
Corona Typewriter 63 Keep Prices Down 236 
Corry-Jamestown Mfg. Corp.....181 L 
Cotterman, I. D. 234 Leopold Co. 115 
Cram, The George F., Co. 183 Little, A. P., Inc. 216 
Cramer Posture Chair Co 182 Lyon Metal Products, Inc. 229 
WANTS AND FOR SALE ADVERTISEMENTS 
(Continued from page 5) 
KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types bought and 
sold We sp yecialize in this zo oe and offer full cooperation to dealers Commercial 
Card System, 135 Grand St., York 13, N. Y. 
ACME (Insite) 8x5—14 and + Peto units, also 6x4 and 5x3 size Quantity of 
EN Casky, Production Panels. Commercial Card System Co., 135 Grand St., New York 
“ 1 TIGRAPH RIBBONS—and other wide inked ribbons re-manufactured, also silk 
ribbons ribbons of all kinds in reel, Dealer proposition Lewis 413 
West State, Milwaukee 
VISIBLE EQUIPMENT bought, sold and exchanged We specialize in rebuilt Kardex, 
Acme and International Visible Factograph ca » as well as other makes Write 
and tell us what Visible Equipment you need or have for sale Special prices to 
Dealers I Heineman, 4 North Eighth Street, St. Louis 1, Mo 
WANTED 
ogra gt ove p> At Visible Factograph cabinets, in 6 and 12 drawer 8x5 size, complete 
with card hok Advise what you have available. E. H. Heineman, Box 552, St. 
Louis 1, Mo 
i2 I-P 20 POSTING TRAYS with covers—no_ trucks—used—Good ondition 
Brause, 83 Duane Street, New York City. 


M Royal Metal Mfg. Co., The 240 
Mailers’ Service & Equip. Co.....237 Royal Typewriter Co. 65 
Manifold Supplies Co. 67 s 
Markilo Co. 235 Saxon Paper Products, Inc. 139 
Markwell Mfg. Co. 147 Sengbusch Self Cl. Inkst’d Co 122 
Master-Craft Corp., Div. S.-W. 73 Service Flag & Emblem Co.....216 
Mayfair Company, The 159 Shallcross Co., The 188 
McClurg, A. C. & Co. 232 Shaw-Walker Co. bes 93 
Meilicke Systems, Inc. ieee Sheaffer, W. A., Pen Co. 130 
Meilink Steel Safe Co. 171 Sheboygan Chair Company 114 
Meyer & Werthe, Inc. 199 Sheppard, C. E., Co. 164 
Miami Systems Corp., The 100 Sikes €o., Inc., Ti................ 99 
Michigan Desk Co. ...218 Sinclair & Valentine Co...... 227 
Mimeograph 61 Smead Mfg. Co., Inc., The... 69 
Mittag & Volger, Inc. 101 Smith, L. C. & Corona Type- 
Moore Push Pin Co. 239 writers, Inc..... = wel 63 
Mutschler Bros. Co. 200 Southworth Company 113 
Myrtle Desk Company 217 Speed Key Mfg. Co. 234 
N Speed-O-Print Corp. 111, 112 
I a > ’ 
National Bank Book Ca... 96 Spd Prats ConA 
National Desk Co., paegg 156 Stark Calendars, Inc. ...195 
haan Fiberstok Envelope , Starkey Paper & Supply Co....239 
Rie : a Stationers Loose Leaf Co. ..230 
esha log Products, Inc. 119 Stele ives. Mie. Co. 197 
New England Woodworking Stewart, R. A., & Co. 938 
Bsn a apa age : 166 Storms, H. M., Co. 176 
New Indiana Chair Co. 144 Sturgis Posture Chair Co. mS 
Norcor Mfg. Company 226 Superior Type Co. 233 
Norta Distributing Co. 184 Swan Paneil Ge. 191 
Northern States Envelope Co...175 
O T 
Office Specialty Mfg. Co. 207 Technygraph Co., The 212 
Old Town Rib. & Car. Go. 89 Textile Products Co. 152 
Oxford Filing Supply Co. 157 U 
P Underwood Elliott Fisher Co. 
Pacific Cb. & Ribbon Mfg. Co. 94 ; Back Cover 
Peerless Imperial Co., Inc. 117 United Autographie Reg. Co...198 
Peerless Steel Equip. Co. 231 U. S. Bronze Sign Co...............235 
Perma-Bilt Equipment Co.........235 U. S. Typewr. Rib. Mfg. Co.....203 
Phillips Process Co., Inc. 226 U S. Victor Fountain Pen Co., 
Photo Materials Co. 187 Inc. 202 
Plastex Company 237 U. S. War Bonds 238 
Polychrome Corporation 222 
Post, Frederick, Company 178 Vv 
Precise Developments Go. 193 Vail Mfg. Co. 163 
Pronto File Corp. 165 Van Dyke Industries 190 
Victor Adding Machine Co. 209 
Q ‘ Victor Safe & Equip. Co. 214 
Quality Park Envelope Co. 106 Vogel-Peterson Company 215 
R oa 
Red Feather Products, Ltd. 87 ; = Ww ; 
Rassl Tyoowilter Co. 235 Wabash Filing Supplies, Inc.....128 
Reyburn Mfg. Co., Inc. 120 Warshaw Mtg. Co. 191 
Rite-Line Sales Co., Inc. IRD oacgy os hog iseanmeaesenanetngares ths 
Rite-Rite Mfg. Co. sq | (Wete Mife. Co. a er ee 
, ‘ : Wells Office Furn. Co. 140, 141 
Rivet-O Mfg. Co. 234 he . a 
he Wilson Jones Co. R5 
Roberts Number. Mach. Co.....187 : rae 
3 Wonder Lock ......... 237 
Roberts, W eléon, eubber win 4 Wood Office Furn. Institute......146 
Rochester Wire-O Binding Co...235 Wette Tue. 204 
Rockwell-Barnes Co. . oi 
Rol-Rex Company 160 » § 
Ross-Gould Company ..133 Yawman and Erbe Mfg. Co. 177 
FOR SALE: 8 I1.B.M. Tabulating and time card racks, all metal—189 to 572 pockets 
for sorting and storing cards, etc. C R. I. & P. Ry. Co., 836 S. Sher- 


each suitable 
man Street, 

FOR SALE— 
price, or exchange 
FOR SALE—New Wood 
Visible, specially priced I 
MONROE, MARCHANT, BURROUGHS 
for price list. International Office 
ELLIOTT FISHER and BURROUGHS MOON HOPKINS—AIl Models—Rough and Rebuilt 
Write for price list International Office Appliances Inc. 326 Broadway, New York City. 


Chicago 5, 
like new, 
Almond, N 


also ten No. 612 
iY. 


oi supplies, 


Multigraph No. 59-60 with type and 
Mason, 


at reasonable 
for rebuilt typewriter or adde xs 


20 drawers, green, Acme 


New York, 


and COMPTOMETER Calculators—Rebuilts—Write 
Appliances Inc. 326 Broadway, New York City 


Tabulating Files, 
rause, 83 Duane St. 


REMINGTON Account Machines—All Models—Rough and Rebuilt. Write for prices 
International Office Appliances Inc. 326 Broadway, New York City. 

SUNDSTRAND Accounting Machines Models A—C and D. Rough and Rebuilt. Write 
for prices. International Office Appliances Inc. 326 Broadway, New York City. 


Reasonable 


FOR SALE—Addressograph Frames Style *’, Large Quantity. 

Quantity of Lock-End rays. 2—12 Drawer 5x8 Pressteel Visible Index Cabinets. 
Madden & Company, 161 West 23 Street, New York City. 

FOR SALE—Burroughs Bank Tigers Machine 23-1440704, Moon Ae eee 7- 
1060636, Remington Model 21 i. Al with two registers (Elec) 7515 Add- 
ing & Bookkeeping Machine Soovian “415 South Third, Louisville, Ky. 
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_WANTS AN 


The rate for classified advertisements is 


SITUATIONS WANTED 





SALES ORGANIZER who pioneered and represented several well-known manufacturers 
in western states has disposed of interests and is open for new connection as sales 
agent or will work on jobbing basis. Former connections involved mechanical 
pencils, wood pencils, stamp pads, duplicators—stencil, atin and spirit—and other 
products. Will consider new proposition for Southern California alone if the po- 
tential merits, or will cover the entire state or the entire West Coast area. A 
vigorous and successful business producer Top-notch references. Address L-131, 
eare Office Appliances, Chicago 6. 


MANUFACTURER’S REPRESENTATIVE SOUTH, after several years’ essential war 








work now available Fifteen years’ experience as southern representative for manu- 
facturer of office equipment, filing supplies, visible records and Stationery items. 
rhoroughly experienced in direct sales, contract work, and all phases of dealer con- 
tact activity. Have an established following in the trade and good record in ter- 
ritory development. Manufacturers desiring efficient post war market coverage in 
the South will please address L-128 care Office Appliances, Chicago 6. 
Honorably discharged World War II veteran, married, years old, with ten years’ 
office equipment experience desires profitable and permanent sales position. Write 
Levy, P. O. Box 622, Vicksburg, Miss 
SOUTHERN SALES REPRESENTATIVE open for new connection. Has had excellent 
record with leading manufacturer who will be included in references. At present 
writing attractive volurne for well-known stationery house. Headquarters in Missis- 
Can travel the entire South on suitable proposition or part of it, preferably 


Familiar with line of stationers’ 
care Office Appliances, Chica 


office machine of good reputation, 


Louisiana and Tennessee. 
Address L-138 
or vicinity on an 


ipp 
including Mississippi, 
ve A consistent producer. 


SERVICE WORK in Rochester 


on part time basis, by experienced service mechanic Available about twenty hours 
per week. Would like to cover territory for manufacturer who has not enough work 
for a full time serviceman. W. B. Punnett, 545 West Ave., Rochester, ee. SF 
MAN AND WIFE—Would like to take over office supply business on salary. Twelve 
years experience. <now buying, how to meet public High class reference, honesty 
and ability E. R. Holderby, Shelby, Montana 
EXECUTIVES AVAILABLE 

TOP FLIGHT SALES EXECUTIVE—seventeen years’ successful sales and management 
experience with a recognized leader in the office appliance field Desires to return 


t to work and Available January 15th. Address L-141, care Office 


Chicago 6. 


to the west c 
Appliances, 
SALES OFFICE EQUIPMENT EXECUTIVE 
steel and wood furniture, filing stems, 
as head of sales for a dealer, branch or 


ive, 





experience in selling 
desires a position 


with twenty years’ 
Stationery and printing, 
district manager for some manufacturer in 
the Middle Atlantic States. Available at once. Been branch manager in New York 
City for a manufacturer, district manager in New England and Middle Atlantic States. 
Address L-132, care Office Appliances, Chicago 6 





SALESMEN WANTED 

line of hectograph and spirit 
inked ribbons, carbon papers, etc., 
salesmen who are workers 


AAA-1 MANUFACTURER of most complete, fine 
duplicating materials, printed forms and supplies, 
has territory openings for steady, reliable type of 
exclusive products have created an unusual opportunity for able representatives. 

manent post war employment. Opportunity for excellent earnings. Salary and 


penses paid. See display ad in this m:gazine. Write Old Town Ribbon & Carbon 
iv. N. ¥. 


quality 


Co., Inc., 750 Pacific Street, Brooklyn 

EXCEPTIONAL OPPORTUNITY for experienced Ribbon and Carbon Paper salesmen. We 

have several attractive openings for representatives to call on established Retail 

and Wholesale customers. Permanent employment with Salary Commission and 

Expenses. Applicants should give age and experience in first letter or call for in- 
Royal Typewriter Company, Roytype Division, 2 Park Avenue, New York 16, 


terview. 
N. Y 


sales 
men 


SALESWOMEN: We 
and Phone 


several attractive 
Department for 


have 


OFFICE SUPPLIES SALESMEN and 
7 Order 


openings in our Stores, Outside Territories 








and women who are interested in making a successful career in the ‘‘business with 
a future’’ There are many increasingly good opportunities for advancement to 
well-paid supervisory and managerial positions. Ambitious and capable men and 
women with some office supplies experience are invited to write or come in for 
an interview. HORDERS, INCORPORATED, ‘‘The House with a Good Future’’, 231 
So. Jefferson St., Chicago 6. 

WANTED an_ experienced filing equipment and indexing salesman An excellent 
opportunity for the right man State age, past tila oF and salary desired 
Would prefer someone with Shaw Walker Stee, Address Z-261, care Office 
Appliances, Chicago 6 

SALESMAN WANTED. Manufacturer of a complete line of ready made, bound and 


loose leaf bank record and county records. Offers side line opportunity to s°lesman, 
calling on Country Banks, and Courthouses in raphe not already covered. Write for 
price list and proposition Commission basis. ed Procter Co., East 9th, 


Cincinnati. 


EXECUTIVES WANTED 





NATIONAL SALES MANAGER—Well established Eastern corporation has opening for 
thoroughly seasoned executive. Must be capable of organizing and training national 
organization Sales experience in visible equipment and office systems essential 
Give full details. Address Z-257, care Office Appliances, Chicago 6 

ASSISTANT MANAGER with retail commercial stationery experience Modern sta- 
tionery and commercial printing establishment enjoying the better class of trade in 
city of 20,000 with excellent schools and living conditions Position open now, 
is permanent and not for duration only. Good opportunity for advancement. Prefer 
person with some experience in selling printing. The Findlay Printing and Supply 
Company, 406 South Main Street, Findlay, Ohio ‘ 








NEW COMPANY OPENING 3 res in southern states desires Partner-Managers in 
a position to invest $1, 500.00. Must have had at least 8 years experience in the 
typewriter, adding machine, and cash register field. Send full particulars regarding 
yourself in first letter. Address Z-265, care Office Appliances, Chicago 6. 

SALES PROMOTION MANAGER—Experienced in office appliance industry. Knowledge 
of Visible Records and other systems preferred. Eastern location Give record and 
salary expected. Address Z-262, care Office Appliances, Chicago 6 


DESIGNERS WANTED 





WANTED MACHINE DESIGNER for permanent position with experience in designing 
adding, calculating or bookkeeping machines. State experience, salary expected, age 
and when available. If now engaged in war work, please do not ‘apply. Address 
,-263, care Office Appliances, Chicago 6 J 
A MACHINE DESIGNER, draftsman for permanent postwar positions. We 
have immediate openings in our development department for designer and drafts- 
man desiring to become connected with a company having assured postwer business 
in the manufacture of adding, calculating and bookkeeping machines In reply, state 
age, education, experience and salary expected If now engaged in war work, please 
do not apply. Address Z-267, care Office Appliances, Chicago 6 
MECHANICS AND REPAIRMEN WANTED 
WANTED—Experienced typewriter and adding machine mechanic, out of draft, with 
some sales experience. Excellent opportunity for advancement. Permanent position 
with established concern located in beautiful Finger Lakes Region of Central New 
York. ae ay P , ans bon Send full particulars including experience and references. 





Address Z-2 care Office Appliances, Chicago 6 

W ANTED COMBINATION TYPEWRITER and adding machine mechanic. This is not 
just another one of those ads that promises a lot but boils down to very little. Our 
shop was Swamped with work before the War, and has always needed another good man. 





It’s a congenial place to work, and is located in veautiful part of Michigan. This 
is not a war-created job, but a permanent connection for the right party. Good salary 
and overtime. State experience and references All answers treated confidentially. 


Address Z- Otfice Chicago 6. 


WANTED—Good adding machine mechanic, also a typewriter 
want sober men who realize there is a war and will be on the 


264, care Appliances, 
mechanic 


on all makes. We 
job every ay 


P will pay 


salary and overtime or the share profit plan which will match or exceed earnings 
now and in post war. Do not apply unless you have a good record and are a steady 
worker. It will pay you to work with us. Address Z-268, care Office Appliances, 


Chicago 6. 
TYPEWRITER MECHANIC—Experienc “eh 
ing conditions, close to New 


excellent opportunity and work- 
full particulars. Answer 


good 
York C . in 


salary, 
answering give 


Z-266, care Office Appliances, carcaee: 6. 

SANTED  Typewriter—Adding Machine and general office Machine Mechanic. In 
good small city of 15,000. Salary and commission. Permanent job after the war 
for right man. _ May Office Service, Beckley, W. Va. 

TYPEWRITER AND OFFICE MACHINE MECHANIC, 875.00 per_week and bonus, 
pee Lamont Office Equipment Co., 1544 Broadway, Detroit 26, Mich. 


SINESS MACHINES MECHANIC, $50 per week guaranteed. Possible to make more. 


es Typewriter Exchange, Muncie, Indiana, 

WAN TED—Combination Typewriter and Adding Mechanic Permanent position. Good 

Salary. Peter Paul Mechanical Service, 330 S. Wells Chicago 6, Illinois. 

REPAIRMAN,FOUNTAIN PENS, experienced. To take full charge; ideal conditions; 
now and post-war. Write or Call, Inkograph, 200 Hudson St 


Steady position for 
Mm. ¥. C. 


OFFICE APPLIANCES, November, 1944 


ten cents 


) tOR SALE 


a word, minimum charge $2.00. 


REPRESENTATIVES AVAILABLE 


/ANTE ‘FICE . »nc > Will consider 
WANTED, OFFICE MACHINES and supplies, carbon, stencils, paper. - 
exclusive agency for Chicago only Have e stablished office and clientele. Address 
L-129, care Office Appliances, Chicago 6 . 

= wT > salesms o _ es to se 
EXPERIENCED OFFICE EQUIPMENT and Supply salesman requests lines O . 
Commercial Stationery and Office Equipment Dealers. in Pacific Northw est — s. 
Commission or jobbing basis Address 2, care Office Appliances, Chicago 6. 
aC 5 =S 3ANIZ : y z ugh coverage of Detroit area has 
DIRECT SALES ORGANIZATION providing thoroug © £ mechanical, such as 






It might be 


ffice 
tc. ; accounting and filing, a 


specialty. 
systems, 


for an additional 


calculating, etc 


ample capacit 


duplicating, adding, including 


other office preduct sold best by direct solicitation. Top references. Address L- 13 
eare Office Appliances, Chicago 6. 
SALES REPRESENTATIVE with 10 years’ experience in office equipment Seid, © as 


representative, desires to represent manufacturer 


manufacturer's Senta B 


ested in lines to wholesale to supplement line now handling. Address 37, care 
Office Appliances, Chicago 6 
AN ORGANIZATION composed of men experienced in Office Appliances, Business Sy* 


Methods, etc. ¢ alling directly on Business and Industry thruout the States of 





tems, 
Oklahoma, Arkansas, Texas, Louisiana, Mississippi and Western half of Tennessee 
can handle one or two additional lines. We now have six Offices enteblishes in this 
territory. Write Distributor, 1314 San Jacinto St., Houston 2, 
COMPLETE COVERAGE for Texas, Oklahoma, Arkansas and or We are 
seeking one or two general office supply lines, office equipment or business machine 
to warehouse and distribute Both new and established lines considered. also 
represent and sell on a direct basis Unless your line is sold to the stationery, of 
fice supply and equipment or allied trades, please do not reply. Address L-133, care 
Office Appliances Yhicago 6. 

Salesman well acquainted in Central West 


REI’RESENTATION 
open sass 


STATE 
of service is 





CENTRAL 
1 proposition to handle one major line or two or 


through years 

three lines on commission basis Vell versed in stationery, filing equipment and 
prem furniture. Experience Oe BL in Indiana, Michigan, Kentucky, Ohio, 
West Virginia. Prefers to work all or part of that area. Might include some ad- 
joining territory. Address L-139, care Office Appliances, Chicago 6 


MANUFACTURERS’ REPRESENTATIVE handling writing materials in New York metro- 
or two for the 


politan area is in a position to give full service to another line 3 

same area. Will consider anything in office supplies sold by commercial stationers. 
Address L-136, care Office Appliances, Chicago 

WEST COAST DISTRIBUTION offered by sales organization with headquarters in 
Los Angeles. Now specializing in accounting forms. n position to handle an 
additional stationery or office specialty line Storage facilities available for West 
Coast stock. A live deal for a manufacturer seeking aggressive distribution in 
Pacific Coast area. Address L- 5, care Office Appliances, Chicago 6. 


Southeast for twenty years 
open for commercial 
representation among 
Address L-13 care 


traveling 
druggists is 

Excellent 
sales job. 


ON Salesman 





SOUTHEASTERN REPRESENTS 
calling upon office supply dealers and wholesale 
stationery line to be handled on commission basis. 
Stationers and travelers. Well equipped to do top 
Office Appliances, Chicago 6 

DESIROUS OF NON-CONFLICTING 
Companies and Department stores in 


Supplies 


LINES to sell Stationery and Office 
in this 


Indiana. Twenty-five years experience 
Chicago 6. 








field. Address L-140, care Office Appliances, 
MOHD. NOUR SALAH JAMJOOM & BROS. General Merchants & Commission Agents, 
Jeddah, Hijaz, Saudia Arabia Let us represent you in Saudia Arabia 
REPRESENTATIVES WANTED 
LESMEN to sell chair cushions to office furniture and stationery dealers, Must 
good following. Commission _ basis. Direct factory representation. Write 
Blair & Ross, 76 Reade Street, New York 7. 


RETAIL BUSINESS FOR SALE 
office supply store, print shop, rubber stamp plant and type- 
inventory Will take approximately $34,000.00 to handle 

Established 25 years. Very profitable concern. Part- 
Rogers Co., 949 S.W. Stark St., Portland 5, Oregon. 
25 miles from New 


FOR SALE Combined 
writer shop. Will sell at 
Sales $100,000 per annum. 
ners retiring. The Harbord 








OLD ESTABLISHED TYPEWRITER and Adding Machine Business 
York City, Agents for all most popular standard and ports able typewriters and adders 
also. Address Z-269, care Office Appliances, Chicago 

WANTED TO BUY RETAIL BUSINESS 
RESPONSIBLE INDIVIDUAL ree we atione store. City 50,000 or larger. Can 
pay $4000.00 down. Address Z- care off ice Appliances, Chicago 6. 


South, 
Appliances, 


prefer town not 


Mo segenied West or 
Chicago 6 


care Office 


aid Gift Store in 


WANTED TO BUY Stationery 
Address Z-259, 


over 150,000. Cash Proposition 


MANUFACTURER WANTED 


market at $7.50 to $10.00 in 
die-cut carboard. Will sell 
bank supply house coverage. 


banks and similar firms. 
copyright or will lease 
Address Z-258, care 


A NEW ITEM with 
Printed, transparent plastic, or 
to manufacturer with extensive 
Office Appliances, Chicago 6. 


ready 





FOUNTAIN PEN REPAIRING 


cLTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, 
at standard prices, but now require 90 to 150 day’s_ time. ally 
‘CONKLID SWAN, WATERMAN, WAHL, PARKER, WELTY, SHEAFFER, MOORE, 

can repair all other makes e feature Gold Pen Points and ig te 
makes to ONE place for better service. ASK ABOUT NEW WELTY PENS 
$1.50 TO $10.00 LIST Welty Pen and Repair Co., 38 So. State St. 
Chicago 3. 


Repaired 
especi feature 


+ ag ils, etc. 












(Est. 1904), 


TRADE SCHOOLS 


WEBER TYPEWRITER-MECHANICS SCHOOL. A simplified Practical Homestudy Course. 
business. Division 2, General Delivery, 





Our er now operating their own 
Dayton, Ohic 

TYPEWRITER OVERHAUL oo Sueeys 
INCREASE Your Typewriter Overhaul capacity up Checking sheet invented 
by eee instructor eliminates oversights—reduces service ‘calls. Simple to use. Fits 
all ma Cost only 2c per machine. Trial order of 100 sheets $2. Postpaid. 
Business Mac hine Service, Wahpeton, North Dakota. 

ADDING MACHINE PARTS, TYPE, etc. 


LARGE STOCKS of new and used Adding and Calculating Machine Parts available. 
Quotations furnished on specific parts upon request. A. Dehn, Jr., 1643 101st 
Ave., Oakland, Calif. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calculating Machines, Dicta- 
phones, Ediphones, bought and sold Chicago Office Appliance Co., 529 S. Wells 
St.. Chicago 7. 

ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and Monroe 


Typewriters and all. office machines bought and sold. Teeter-Warsh Co., 


849 N. 3d Milwaukee 
BURROUGHS, MOON HOPKINS, 
all makes calculators bought and sol« 
Minn. 


Calculators, 


Comptometers, 


Elliott-Fisher Bookkeeping 
Minneapolis, 


as ae XT 
Dorrell-Markel, S. 11th 


9 Ss. th, 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Machines, and 
everything in the office machinery line State model, serial number and we will 
quote highest cash prices International Office Appliances, Inc., 326 Broadway, 
New York 7, Y 


sell, 
Machine 


repair, rebuild. Com- 


ELLIOTT-FISHER. We buy, 
Service Co., 1307 


BURROUGHS, MOON HOPKINS, 3 
Adding and Bookkeeping 


prehensive service for dealers 
Grand, Kansas City 6, Missouri 


ELLIOTT-FISHER calculating office equip- 
J. 


machines, machines, adding machines—all 
Ww 


ment, bought and sole Crowley Company, 434 Caswell Blidg., Milwaukee 3, 
Wis. 

DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales and purchases 
of dictating equipment. Write for catalog. American Dictating Machine Co., 235 
Fifth Ave., New York 3, N. ¥ ‘ I 
QUANTITY of Monroe and Marchant Calculators, hand and electric, rough, complete. 


Inquiries solicited on a types of other machines. American Business Machines, 135 
N. ¥ 





Grand St., New Yor : ke 
KARDEX, ACME, all coaieen used visible filing equipment. Thousands of recon- 
ditioned cabinets, panels, books, always on hand. Special “a and prices to 
dealers for purchase or sale Get our quotations. Chas. 8. athan, Inc., 548 
Broadway, New York 12, N. Y. : 
GUARANTEED REBUILTS, KARDEX, other visible systems, attractively refinished, 
thoroughly rebuilt for years of ad‘itional service, moderately priced. Used equip- 
exchanged Universal Office Equipment Co., 7-9 Waverly Place, 


ment also is a 
é N 


and 
New York y 


WANTS AND FOR SALE ADVERTISEMENTS 
(Continued at left (opposite) on page 4) 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Adding Machine Parts 


Ames 


Sup 


ply Co 


Adding Machine Rolls & Paper 


Rockwell- Barnes 


Adding Machines 


Allen 
Fride 
Smit 

wri 


Victor 


Unde 


Cal 
on Ca 
h, L. 
ters 


rwood 


Adhesives 


(See 


Inks, 


Adding 


Adding Machines, 


Mailers’ Service 


Inc 
Mach 


culators 
leulating 
C., & 
Machine 


Elliott Fisher 


Adhesives, et« 


Arch and Clip Board Files 


Globe-Wernicke 


Co., The 


Rockwell-Barnes Co 


Shaw 
Yawn 


Walker 


an a 


Co 


nd Erbe Mfg 


Ash Trays and Stands 


Finch 


& 


Associations, 


Wood 


Offic 


IcCullouch 


Manufacturers 
e Furniture 


Atlases, Geographical 


Cram 


Autographic 


Miam 


United 


i Sys 
Au 


George F., Co 


Registers 
tems Corp., 
tographic 


Bank Supplies 


Abbott 


Down 


Bankers 
Steel 


Art 
Gener 


Globe-Wernicke 
Victor 
Binders, Catalogue and Periodical 


Acco 
Ambe 


Master-Craft 


Coi 
a. -< 


al F 


Prod 
re F 


Safe 


n Counter Co 
, Co 


Note Cases 


Sales Corp 
ireproofing 
Co., 
& Equip 


Co. 
The 
Co 


Inc 
Index Co 
Div 


ucts 
ile & 


Corp., 


National Blank Book Co 


Shepr 


Wilson 


Binders 


Boorum 
Master-Craft 


yard 


Jones 


The C. E. Co 
Co 


. Permanent Storage 


& 


Co 
Div 


Pease 
Corp 


Sheppard, The C. E., Co 


Wilson Jones Co 

Blank Books 
Boorum & Pease Co 
National Blank Book Co 
Rockwell-Barnes Co 
Wilson Jones Co 

Blue Print Papers 
Post, Frederick, Co 


Blue Print and Plan 


All-Steel-Equip. Co 

Anderson-Hickey Co 

Art Metal Construction Co. 

Art Steel Sales Corp 

Browne-Morse Co 185 

Cole Steel Equipment Co 

Columbia Steel Equip. Co 

Corry-Jamestown Mfg. Co 

General Fireproofing Co., The..96 

Globe-Wernicke Co., The R2, 

Invincible Metal Furn. Co 

Peerless Steel Equip. Co. 

Pronto File Corp 

Shaw-Walker Co 

Yawman and Erbe Mfg. Co 
Bond Boxes 

Art Steel Sales Corp 

General Fireproofing Co The... 9¢ 

Globe-Wernicke Co The 82 
Book Cases 

All-Steel-Equip. Co 

Art Metal Construction Co 

Browne- Morse Co 185 

Corry-Jamestown Mfg. Co 

General Fireproofing Co., The.96 

Globe-Wernicke Co., The 82 

Gunn Furniture Company 

Michigan Desk Co 

New England Woodworking Co 

Peerless Steel Equip. Co 

Shaw-Walker Co 

Wabash Filing Supplies, In 

Weis Mfg. Co 75 76. 77 

Yawman and Erbe Mfg. Co 
Bookkeeping Machines 

Underwood Elliott Fisher ..Back ¢ 
Box Letter Files 

Amberg File & Index Co 

Art Steel Sales Corp 

Cole Steel Equipment Co 

Globe-Wernicke Co., The RZ, 

Rockwell-Barnes Co 

Weis Mfg. Co. 75, 76, 77 
Brief & Zipper Cases 

Master-Craft Corp Div. S-W 

Stationers Loose Leaf Co 

Stein Bros. Mfg. Co 
Business Forms 

Assoc. Statnrs. Supply Co 
Calculating Devices 

Meilicke Systems, Inc 

Victor Safe & Equipment Co 


6 


Co 


The 
Register 


Ss 


Ss 


) 


Corona Type 


Co 
Back Cover 


Rebuilt & Used 
& Equip. 


Institute 


Co 


Ww 


-W 


96, 


82 


File Cabinets 


104 


91 


164 
15% 

63 
209 


927 


ao4 








201 
23 


165 


obligation. 
Calculating Machines Costumers 
Allen Calculators, Inc 169 Globe-Wernicke Co The x: 
Friden Calculating Mach. (« 158 Peerless Steel Equip. Co 
Victor Adding Machine ( 209 Shaw-Walker Co 
Calculating Machines, Used Vogel ngage ompan) - - 
Mailers’ Service & Equip. ¢ 227 Wells Office urniture Co 0, 
Calendar Pads & Stands Cushions & Pads, Chair 
Stark Calendars, In¢ 19 Textile Products Co 
Carbon Papers Dating Stamps 
(See Ribbons and Carbons Bates Mfg. Company 
Card Index Boxes and Trays Consolidated Stamp Mfg. Co 
All-Steel-Equip. Co 170 Fulton Specialty Co 
Amberg File & Index Co 221 Meyer ag age ine 
Art Metal Construction Co 103 Rivet O Mfg. Co ; 
Art Steel Sales Corp 145 Stewart, R. A., & Co 
Cole Steel Equipment Co 174 Superior Type Co 
Corry-Jamestown Mfg. Co 18] Desk Lamps 
General Fireproofing Co., The. 96, 97 Dawn Mfg. Co 
Globe-Wernicke Co., The 82, 83 Mayfair Company, Th 
Columbia Steel Equip. Co 189 Van Dyke Industries 
Guide System and Supply Co 162 
Imperial Methods Co 17: Desk Pads & Tops 
Invincible Metal Furn. Co 201 Aigner, G ‘Co 138 
New England Woodworking Co 16¢ Wilson Jones Co 
Norecor Mfg. Company B26 Desk Pen & Ink Sets 
Peerless Steel Equip. Co 231 Gregory Fount-O-Ink Co 
Pronto File Corp 165 Sengbusch Self Cl. Inkst’d Co 
ge Co 93 Sheaffer, W. A., Pen Co 
eis fg. Co 75,. 76, 77, 48 
Wells Office Furniture Co 140, 141 Desk Tray Supports 
Yawman and Erbe Mfg. Co 177 Assoc. Statnrs. Supply Co 
Card Indexes, Mechanical Desk Trays 
Diebold, Inc 20¢ Aigner, G. J., Co 38 
Rol-Dex Co 160 Art Metal Construction Co 
Art Steel Sales Corp 
_ —_ Sal ' 17 Corry-Jamestown Mfg. Co 
ty Seen ene TAD ei General Fireproofing Co., The 96 
Cole Steel Equipment Co... 174 Globe-Wernicke Co., The 2 
General Fireproofing Co The 96, 97 Imperial Methods Co 
Casters, Caster Bearings, Slides Peerless Steel Equip. Co 
Darnell Corp 220 Shaw-Walker Co 
. Weis Mfg. Co 75, 76,7 
Celluloid Envelopes — Yawman and Erbe Mfg. Co 
(See Envelopes, Celluloid 
Chair | Desk Work Distributors 
a9 ihe ; Art Steel Sales Corp 
Bolens Products Co 1s0 Globe-Wernicke Co., The xD 
Chair Mats Lyon Metal Products, Inc 
Office Specialty Mfg. Co 207 Victor Safe & Equip. Co 
Chai Foldi Wilson Jones Co 
airs, oiding 
Adirondack Chair Co 200 Desks 
Lyon Metal Products, In 229 Art Metal Construction Co 
Norcor Mfg. Company 296 Art Steel Sales Corp 
Royal Metal Mfg. (« 240 Browne-Morse Co 185 
Columbia Steel Equip. Co 
Chairs, Office : — Corry-Jamestown Mfg. Co 
Bright Chair “0. : 211 General Fireproofing Co., The 96 
ener an hair Co oe Globe-Wernicke Co., The 82 
omore lair 0 “i ‘ Y Steen 
Ehrlich Upholstery Works 220 een oy Agape 
rite I c ry Imperial Desk Co 
Sees NO - Indiana Desk Co 
General Fireproofing Co., The..96, 97 saree peer Sat Furn. Co 
Gunlocke, The W. H., Chair 107 ly » . 
i : : ~~ Jasper Desk Co 
— ar ee & Chair Co on Jasper Office Furniture Co 
Jasper air Co 4 Michigan Desk Co 
Jasper Seating Co 219 Myrtle Desk Co... 
Michigan Desk Co..... 218 National Desk Co., Inc 
New Indiana Chair Co 144 Peerless Steel Equip. Co 
eo fo re On a%0 Royal Metal Mfg. €o 
Shaw Walker Co - 9d Shaw-Walker Co 
a — VOmpany pats Victor Safe & Equip. Co 
Sike: 0., 1€ ov -o m wr » Co ) 
Stes Piette Chair Co 13] Wells Office Furniture 14¢ 
ee : ~ Yawman and Erbe Mfg. Co 
Wells Office Furniture Co 140, 141 
. iari See \ Books 
Chairs (Posture) Diaries (See Memo Boo 
Bright Chair Co 211 Drafting Instruments & Equipment 
Cramer Posture Chair (« 182 Brown, Arthur, & Bro 
Domore Chair Co 127 Cardinell Corp 
Fritz-Cross Co. 215 Post, Frederick, Co 
General Fireprooting Co., The...96, 97 Duplicating Machines & Supplies 
Gunlock, The W. H. Chair Co L107 Autocopy, Inc 
High Point Bending & Chair Co._150 Bainbridge, Kimpton & Haupt 
Jasper Chair Co 154 Columbia Rib. & Carb. Mfg. Co 
Jasper Seating (¢ 219 Copy Papers, Inc 
Shaw-Walker Co 9 Dick, A. B., Co 
Sikes Co., The 94 Graphic Duplicator Co 
Sturgis Posture Chair ¢ 13] Harding, Milo, Co 
Wells Office Furniture Co 140, 141 Heyer Corp., The 
: ani Ss ss 
Chairs, Tablet Arm Manifold Supplic x 
Jasper Chair Co 154 Mittag & Volger, Inc 
Jasper Seating Co 219 ne eon aso Carbon Co 
New Indiana Chair «* 144 Re y Weath , cue ii Ltd 
ec eathe On cls, alt 
Check Book Covers & Pzssbooks Shalleross Co., The 
Amer. Passbook Co 234 Sinclair & Valentine Co 
. Smi “ae vs ¢ Coron: 8. 
Check Protectors & Writers smith, I - & Corona Tws 
Hall-Welter Co 3) Speed-O-Print Corp 111, 
: rc Starkey Paper & Supply Co 
Checks, Stamped Metal Technygraph, The 
Dayton Stencil Works 234 Victor Safe & Equip. Co 
Meyer & Wenthe, In 199 . . 
eee. ae ae ; Duplicating Machines, Used 
Clip Boards Graphic Duplicator Co 
(See Arch and Clip Board Files Mailers’ Service & Equip. Co 
Coin Bags, Trays & Wrappers Duplicating Stencil Files 
Abbott Coin Counter Co 228 Atlas Stencils Files, Ine 
Art Steel Sales Corp 145 Envelope Sealers 
Downey, ( Co 19¢ Commercial Controls Corp 
Copyholders Inserting & Mailing Mach. Corp 
Acco Products Im 148 Envelopes 
Copy Right Mfg. Corp 223 Cooke & Cobb Co., The 
Dawn Mfg. Corp., The 231 Globe-Wernicke Co., The 82 
Rite-Line Sales Co., Inc 195 National Fiberstok Envelope Co 
Wells Office Furniture Co 140, 141 Northern States Envelope Co 
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&3 
93 


215 


141 











Quality Park Envelope Co 106 
Smead Mfg. Co., Inc., The . 69 
Wilson Jones Co 8&5 
Envelopes, Celluloid 
Aigner, G. J., Co 138, 1838 
Markilo Co. 235 
Erasers 
Blaisdell Pencil Co 212 
Eraser Co., Inc., The 167 
Faber, A. W., Inc 71 
Roberts, Weldon, Rubber Co 237 
Expense Books 
Beach Publishing Co 23h 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co........ 125 
Rivet-O Mfg. Co 234 
Flags, Reemployed Service Men’s 
Service Flag & Emblem Co 216 
File Boxes, Fibre Collapsible 
Bankers Box Co. 134, 135 
Barkley, C. L., & Co. 118 
Diebold, Inc 206 
Globe-Wernicke Co., The 82, 83 
Guide System & Supply Co 162 
Oxford Filing Supply Co 157 
Pronto File Corp. 165 
Weis Mfg. Co. 75, 76, 77, 78 
File Boxes, Metal 
Art Metal Construction Co. 103 
Art Steel Sales Corp. 145 
Cole Steel Equipment Co 174 
Corry-Jamestown Mfg. Co. 181 
Globe-Wernicke Co., The 82, 83 
Peerless Steel Equip. Co. 231 
Pronto File Corp 165 
Rockwell-Barnes Co 91 
Shaw-Walker Co. 93 
Victor Safe & Equip. Co 214 
Weis Mfg. Co 75, 76, %7; 78 
Filing Cabinets, Insulated 
Meilink Steel Safe Co 171 
Shaw-Walker Co 93 
Vietor Safe & Equip. Co 214 
Filing Cabinets. Metal 
All-Steel-Equip Co. 170 
Anderson-Hickey Co. 116 
Art Metal Construction Co 103 
Art Steel Sales Corp 145 
Browne-Morse Co. 185, 192 
Cole Steel Equipment Co 174 
Columbia Steel Equip. Co 189 
Corry-Jamestown Mfg. Co 181 
General Fireproofing Co., The.96, 97 
tlobe-Wernicke Co., The 82, 83 
Invincible Metal Furn. Co. 201 
Peerless Steel Equip. Co. 231 
Shaw-Walker Co 93 
Victor Safe & Equip. Co. 214 
Weis Mfg. Co 75, 76, 77, 78 
Yawman and Erbe Mfg. Co 177 
Filing Cabinets, Wood 
Art Metal Construction Co 103 
Art Steel Sales Corp 145 
Bainbridge, Kimpton & Haupt 
Inc 155 
Browne-Morse Co. 185, 192 
Business Efficiency Aids 136, 168 
General Fireproofing Co., The 96, 97 
Globe-Wernicke Co., The 82, 83 
Imperial Methods Co. 73 
Indiana Desk Co 186 
Michigan Desk Co. 218 
New England Woodworking Co 16t 
Peerless Steel Equip. Co ; 
Perma-Bilt Equipment Coe 
Shaw-Walker Co. 
Victor Safe & Equip. Co 
Weis Mfg. Co 75, 76, 77 
Wells Office Furniture Co 140 
Yawman and Erbe Mfg. Co 177 
Filing Supplies 
Acco Products, Inc. 148 
Aigner, G. J., Co 138, 183 
Amberg File and Index Co 221 
Art Metal Construction Co 103 
Barkley, C. L., & Co. 118 
Brewne-Morse Co. 185, 192 
Cooke & Cobb Co., The 110 
Corry-Jamestown Mfg. Co 181 
Daco Card & Index Co. 239 
General Fireproofing Co., The. 96, 97 
Globe-Wernicke Co., The 82, 83 
Guide System & Supply Co 162 
Imperial Methods Co. 173 
National Fiberstok Envelope Co.....179 
Northern States Envelope Co 175 
Oxford Filing Supply Co 157 
Pronto File Corp. 165 
Quality Park Envelope Co .106 
Rockwell-Barnes Co. 91 
Shaw-Walker Co. 93 
Smead Mfg. Co., Inc., The 69 
Victor Safe & Equip. Co. 214 
Wabash Filing Supplies, Inc 128 
Warshaw Mfg. Co. 191 
Weis Mfg. Co. 75, 76, 77, 78 
Yawman and Erbe Mfg. Co 177 
Finger Pads 
Speed Products Co 143 
(Continued on page 7) 
November, 1944 
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Folders (See Filing Supplies 
Fountain Pens, Mfrs. 
Esterbrook Pen Co., The 98 
Inkograph Co., The 228 
Kahn, David, Ine. 149 
Sheaffer, W. A., Pen Co 180 
U. 8. Victor Fount. Pen Co., Inc...203 
Gathering, Inserting & Sealing Machines 
Inserting & Mailing Mach. Corp.....223 
Globes, Geographical 
Cram, The George F., Co 1X3 
Gummed Cloth Rings 
Graff, Geo. B., Co 208 
Reyburn Mfg. Co In 120 
Warshaw Mfg. Co. 191 
Gummed Tape 
Industrial Tape Corp 12] 
Reyburn Mfg. Co., Ine 120 
Honor Rolls 
Acme Bulletin Directory Corp 23 
U. S. Bronze Sign Co 235 
Index Card Signals 
Cook, H. €., Co 184 
Graff, Geo. B Co 208 
Victor Safe & Equip. Co 214 
index Tabs 
Aigner, G. J., Co 138, 183 
Amberg File & Index Co 221 
Barkley, C. L., & Co. 118 
Globe-Wernicke Co., The 82, 83 
Guide System & Supply Co 162 
Markilo Co. 67 
Master-Craft Corp Div. S-W 73 
Reyburn Mfg. Co., Inc 120 
Shaw-Walker Co 93 
Sheppard, The €. E., Co 164 
Speed Products Co 143 
Victor Safe & Equip. Co. 214 
Inks (Writing), Adhesives, Etc. 
Rivet-O Mfg. Co. 234 
Stewart, R. A., & Co 233 
Inkstands 
Sengbusech Self Cl. Inkst’d Co 122 
Knives, Office 
Gits Molding Corp 224 
Labels 
Imperial Methods Co 173 
Oxford Filing Supply Co 57 
Reyburn Mfg. Co., Inc 120 
Warshaw Mfg. Co 191 
Weis Mfg. Co. 75, 76, 77, 78 
Ladders, Library, Store & Vault 
Cotterman, I. D. 34 
Leads for Mechanical Pencils 
Autopoint Company 205 
Faber, A. W., Ine. 71 
Kahn, David, Ine. 149 
Rite-Rite Mfg. Co 234 
Sheaffer, W. A., Pen Co 130 
Leather Goods 
Stein Bros. Mfg. Co. 197 
Leather Upholstered Furniture 
Bright Chair Co. 211 
Ehrlich Upholstery Works 220 
Gunlocke, The W. H., Chair Co.....107 
Jasper Chair Co. 154 
New Indiana Chair Co. 144 
Letter Trays (See Desk Trays) 
Library Equipment 
All-Steel-Equip Co. 170 
Art Metal Construction Co 103 
Art Steel Sales Corp. 145 
Corry-Jamestown Mfg. Corp 181 
General Fireproofing Co., The....96, 97 
Globe-Wernicke Co., The 82, 8&3 
Peerless Steel Equip. Co. 23 
Shaw-Walker Co. 93 
Yawman and Erbe Mfg. Co 177 
Locks, Drawer, Shewcase, Etc 
Wonder Lock 237 
Lockers and Storage Cabinets 
All-Steel-Equip Co. 170 
Anderson-Hickey Co. 116 
Art Metal Construction Co. 103 
Art Steel Sales Corp 145 
Browne-Morse Co. 185, 192 
Corry-Jamestown Mfg. Corp 181 
General Fireproofing Co., The...96, 97 
Globe-Wernicke Co., The 82, 83 
Invincible Metal Furniture Co 201 
Lyon Metal Products, Inc. 229 
New England Woodworking Co 166 
Shaw-Walker Co. 93 
Yawman and Erbe Mfg. Co 177 
Loose Leaf Books & Systems 
Amberg File & Index Co 221 
Boorum & Pease Co. 123 
Feldco Loose Leaf Corp 213 
Master-Craft Corp., Div. S-W 73 
National Blank Book Co 95 
Sheppard, The C. E., Co 164 
Stationers Loose Leaf Co 230 
Wilson Jones Co &5 
Loose Leaf Sheet Covers, Celluloid 
Aigner, G. J., Co 138, 183 
Markilo Co. 235 
Wilson Jones Co. 85 
Loose Leaf Metals and Devices 
Sheppard, The C. E., Co. 164 
Wilson Jones Co 85 
Mail Distributors 
Globe-Wernicke Co., The 82, 83 
Victor Safe & Equip. Co 214 
Mailing Machines 
Commercial Controls Corp 151 
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Map Tacks 
Graff, Geo. B., Cc 208 
Moore Push Pin Co 239 
Maps 
Cram, The George F Co 183 


Matched Office Suites 


Art Metal Construction Co 103 

General Fireproofing Co., The....96, 97 

Globe-Wernicke Co The 82, 83 

Leopold Co 115 

Royal Metal Mfg. Co 240 
Shaw-Walker Co 93 
Memorandum Books 

Boorum & Pease Co 

Master-Craft Corp., Div. S-W 

National Blank Book Co 

Rockwell-Barnes Co 

Wilson Jones Co. 85 
Memorandum Devices 

Autopoint Company 205 

Bates Mfg. Co 125 

Finch & MeCullouch 211 
Mending Tape 

Industrial Tape Corp 121 

Reyburn Mfg. Co., Inc 120 

Warshaw Mfg. Co 191 
Metal Badges, Checks, Tokens, Ete. 

Dayton Stencil Works 234 

Meyer & Wenthe, Inc 199 
Moisteners 

Rivet-O Mfg. Co 


23 
Sengbusch Self Cl. Inkst’d Co. 122 
Numbering Machines 
Bates Mfg. Company 125 
Roberts Numbering Mach. Co 187 
Office Partitions and Railings 


Globe-Wernicke Co., The 82, 83 
Office Printing Outfits 
Fulton Specialty Co 196 
Pads, Figuring 
Amer. Pad & Paper Co. 108 
Boorum & Pease Co 123 
National Blank Book Co 95 
Rockwell-Barnes Co 91 
Wilson Jones Co 85 
Paper 
Agency Paper Co 105 
Amer. Pad & Paper Co 108 
Eaton Paper Corp 199 
Rockwell-Barnes Co. 9] 
Saxon Paper Products Co 139 
Southworth Company 118 
Paper Clamps 
Aceo Products, Ine. 148 
Cook, H. C., Co 184 
Esterbrook Pen Co., The 98 
Graff, Geo. H., Co 208 
Hunt, C. Howard, Pen Co 227 
National Fiberstok Envelope Co 179 
Vail Manufacturing Co 163 


Paper Fastening Machines 


Acme Staple Co 237 
Bates Mfg. Company 125 
Markwell Mfg. Co ..147 

Neva-Clog Products, Ine 119 
Speed Products Co 143 

Victor Safe & Equip. Co 214 
Paper Fastening Stickers 

Feldco Loose Leaf Corp 213 
Paste (See Inks, Adhesives, Etc.) 
Pencil Sharpeners 

Hunt, C. Howard, Pen Co 227 
Pencils, Mechanical 

Autopoint Company 205 
Rite-Rite Mfg. Co 234 
Sheaffer, W. A., Pen Co 130 
Pencils, Wood Cased Lead 

Blaisdell Pencil Co 212 
Faber, A. W., Inc 71 
General Pencil Co 124 
Staedtler, J. S., Inc ..132 
Swan Pencil Co 191 
Pens, Steel 

Esterbrook Pen Co., The 98 
Hunt, C. Howard, Pen Co 227 
Sengbusch Self Cl. Inkst’d Co 122 
Pins and Pin Containers 

Vail Mfg. Co 163 
Platens, Typewriter 

Ames Supply Co 104 
Postal Meters 

Commercial Controls Corp 151 
Postal Scales 

Commercial Controls Corp 15] 
Presentation Covers 

Amberg File & Index Co 221 
Oxford Filing Supply Co 157 
Price & Sign Markers 

Fulton Specialty Co 196 
Stewart, R. A., & Co 233 
Superior Type Co 233 
Printing, Lithographing, Etc. 
Publishers 

British Stationery Exporter 237, 239 
Punches 

Acco Products, Inc 148 
Bates Mfg. Company 125 
Boorum & Pease Co., The 123 
Globe-Wernicke Co., The 82, 83 
National Blank Book Co 95 
Wilson Jones Co 85 
Push Pins 

Moore Push Pin Co 239 
Ribbons and Carbons 

Allen & Co 192 
Ames Supply Co 104 
Buckeye Rib. & Carbon Co. 208 
Cameron Mfg. Co 129 
Copy Papers, Ine 72 
Codo Mfg. Co 161 
Columbia R. & C. Mfg. Co Rg] 
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Little, A. P., Inc 
Manifold Supplies Co 


Mittag & Volger, Inc 
Old Town Rib. & Carb 
Pacific Car. & Rib. Mfg 


Peerless Imperial Co 
Phillips Process Co 
Regal Typewriter Co 
Royal Typewriter Co., Ince 
Shallcross Co., The 
Storms, H. M., Co 
Underwood Elliott Fisher 


Webster, F. S., Co 
Write, Inc 


Rubber Bands 
Faber, A. W Inc 


Rubber Stamps 
Meyer & Wenthe, Inc 
Stewart, R. A., & Co 
Superior Type Co 


Rubber Type 
Fulton Specialty Co 
Stewart, R. A., & Co 
Superior Type Co 


Safes 
Art Metal 
Brush-Punnett Co 
Diebold, Ine 
General Fireproofing Co., 
Globe-Wernicke Co., The 
Herring-Hall- Marvin 
Invincible Metal 
Meilink Steel Safe Co 
Shaw-Walker Co 
Victor Safe & Equip. 
Yawman and Erbe Mfg 


Scrapbooks 
Globe-Wernicke Co., 
Weis 
Wilson 

Secretary Desks 
Art Metal 
General Fireproofing Co. 
Globe-Wernicke Co., 
Peerless Steel Equip. Co 
Shaw-Walker Co. 
Wabash Filing Supplies, 


Shelving 
All-Steel-Equip Co 
Art 
Browne-Morse Co. 
Corry-Jamestown Mfg. 
General Fireproofing Co., 
Globe-Wernicke Co., 
Lyon Metal 
Shaw-Walker Co 


Jones Co. 


Sleeve Protectors 
Plastex Company 
Slide Rues 
Post, Frederick, Co. 
Changeable Letter 
Bulletin & Dir 
Stamp Affixers 
Commercial Controls 


Stamp Pads 
Bates Mfg. Company 
Fulton Specialty Co 


Signs, 
Acme 


Meyer & Wenthe, Inc 
Phillips Process Co 
Rivet-O Mfg. Co 


Rockwell-Barnes Co 
Stewart, R. A., & Co 
Superior Type Co. 


Stands for Office Machines 
All-Steel-Equip Co. 
Ames Supply Co. 
Anderson-Hickey Co 
Art Steel Sales Corp 
General 
Globe-Wernicke Co., 
Peerless Steel Equip. Co. 
Sturgis Posture Chair C« 
Wells Office 


Staples and Stapling Machines 


Acme Staple Co 

Bates Mfg. Company.... 
Markwell Mfg. Co 
Neva-Clog Products, Inc 
Speed Products Corp 
Vail Manufacturing Co 


Stationery 
Assoc. Statnrs. Supply Cc 
Saxon Paper Products Cc 
Brass 
Stencil Works 


Stenographers’ Note Books 
Amer. Pad & Paper Co 
National Blank Book Co 
Rockwell-Barnes Co 


Stools 
Wells 


Stencils, 
Dayton 


Office 


Storage and Transfer Cases 
All-Steel-Equip Co. 
Amberg File 
Art Metal 
Art Steel 
Bankers Box Co 
Barkley, C. L., & Co. 
Browne-Morse Co. . 
Cole Steel Equipment (Ce 
Columbia Steel Equip. (« 
Corry-Jamestown Mfg 
General Fireproofing Co 
Globe-Wernicke Co., The 
Guide System & Supply 
Imperial Methods Co 


Sales Corp 


The 
Mfg. Co 75 


7 


Safe 
Furniture 


Construction Co 


Back Co 
UL. S. Typewriter Ribbon Mfg. Co.: 


The 


Co 


Co 


Construction C 


The 


The 
Products, Inc 


Corp 


). 


& Index Co 
Construction C 


) 


The 


Inc 


Metal Construction Co 


Corp 


The 


Furniture Co 


Furniture Co 


Corp 


Corp 


Fireproofing Co., The 
The 


The 











96 


82 


96 
x? 


96 


82 


140 





103 
192 











Invincible Metal Furniture Co. 201 
Peerless Steel Equip. Co 231 
Pronte File Corp 165 
Rockwell-Barnes Co 91 
Shaw-Walker Co 93 
Weis Mfg. Co 75, 76, 77, 78 
Yawman and Erbe Mfg. Co 17 
Store Fixtures and Equipment 
All-Steel-Equip Co. 170 


Strong Boxes, Fire Protected 


Diebold, Ine 206 
Meilink Steel Safe Co 171 
Tables 
Art Metal Construction Co 103 
Browne-Morse Co 185, 192 
Corry-Jamestown Mfg. Corp 181 
General Fireproofing Co., The....96, 97 
Globe-Wernicke Co., The 82, 83 
Lyon Metal Products, Inc 229 
Mutschler Bros. Co 200 
Peerless Steel Equip. Co. 231 
Shaw-Walker Co 93 
Victor Safe & Equip. Co. 214 
Wells Office Furniture Co 140, 141 
Tags 
Reyburn Mfg. Ce., Ine, 120 
Tax Record Books & Systems 
Commonwealth Publishing Co 137 
Telephone Accessories 
Bates Mfg. Company 125 
Victor Safe & Equip. Co 214 
Telephone Stands 
Art Metal Construction Co 103 
Art Steel Sales Corp 145 
General Fireproofing (‘o , The. ..96, 97 
Globe-Wernicke Co., The 82, 83 
Peerless Steel Equip. Co. 231 
Shaw-Walker Co. . . 93 
Yawman and Erbe Mfg. Co 177 
Thumb Tacks 
Graff, Geo. B Co 208 
Ticket Holders 
Aigner, G. J Co 138, 183 
Vail Manufacturing Co 163 
Trimming Boards 
Photo Materials Co. 187 
Precise Developments Co 1938 
Tying Bands & Devices 
Rochester Wire-O-Bindng. Co 235 
Type, Typewriter 
Ames Supply Co 104 
Typewriter Cleaning Material 
Ames Supply Co 104 
Bainbridge, Kimpton & Haupt 155 
Cardinell Corp. 235 
Clarotype Co 188 
Mittag & Volger, Ine. 101 
Norta Distributing Co. 184 
Red Feather Products, Ltd. 87 
Regal Typewriter Co. 235 
Rivet-O Mfg. Co. 234 
Webster, F. S., Co. 2 
Typewriter Cushion Keys 
Ames Supply Co. 104 
Peerless Imperial Co. 117 
Speed Key Mfg. Co. 234 
Speed Products Co. 143 
Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co 102 
Ames Supply Co. 104 
Peerless Imperial Co. 117 
Typewriter Parts and Tools 
Ames Supply Co 104 
Typewriter Tables 
(See Stands for Office Machines) 
Typewriters, Mfrs. of 
Royal Typewriter Co. 65 
Smith, L. C., & Corona Type 
writers 63 
Underwood Elliott Fisher....Back Cover 
Typewriters, Rebuilt and Used 
Regal Typewriter Co. 235 
Visible Systems Equipment 
Acme Visible Records, Ine. 219 
Aigner, G. J., Co. 138, 183 
Art Metal Construction Co. 103 
Boorum & Pease Co. 123 
Diebold, Inc. . a 206 
Globe-Wernicke Co., The 82, 83 
Master-Craft Corp., Div. S-W . 73 
National Blank Book Co . 95 
Ross-Gould Company 133 
Shaw-Walker Co 93 
Sheppard, The CC, E., Co. 164 
Stationers Loose Leaf Co 230 
Victor Safe & Equip. Co 214 
Wilson Jones Co 8&5 
Yawman and Erbe Mfg. Co 177 


Wardrobe Racks 
New England Woodworking Co 166 


Vogel- Peterson Company 215 
Waste Baskets 

Art Steel Sales Corp. 145 
Bainbridge, Kimpton & Haupt 

Ine ‘ 155 
Cole Steel Equipment Co 174 
Corry-Jamestown Mfg. Corp. 181 
Federal Fibre Corp. 207 
General Fireproofing Co., The..96, 97 
Globe-Wernicke Co., The 82, 8&3 
Peerless Steel Equip. Co. 231 
Shaw-Walker Co. .. 93 


Wholesale Stationery 
Associated Stationers Supply Co...142 
Bainbridge, Kimpton & Haupt 
Ine. 
McClurg, A. C€ 


55 


232 


Company 


7 











PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,358,317 Stapling Machine. Stephen A. Crosby 
Jackson Heights, N. Y., assignor to Speed Products (om 
pany, New York, N. =. Application July 10, 1939 
Serial No. 283,693. Granted September 19, 1944 
2,358,351 Key Retainer. Samuel Segal, Brooklyn 
Application December 20, 1941, Serial No 
423,860. Granted September 19, 1944 

2,358,401 Letter Controlled Mechanism. Berthold 
Knauer, East Norwalk, Conn., assignor to Pitney- Bowes 
Postage Meter Co.. Stamford, Conn., a corporation of 
Delaware Application March 12, 1943, Serial No 
478,891. Granted September 19, 1944. 

2,358,424. Coin Operated Device. Linden A. Thatcher 
and Francis J. Rouan, Stamford, Conn., assignors to 
Pitney-Bowes Postage Meter Co., Stamford, Conn., a 
corporation of Delaware Application May 15, 1942, 
Serial No. 443,050. Granted September 19, 1944. 

2,358,463. Stapling Device. Frank T. Masters, Mil 
waukee, Wis Application June 4, 1941, Serial No 
396,613. Granted September 19, 1944. 

2,358,517 Typewriter Stop Mechanism. James F 
Koca, Woodstock, Ill., assignor to Woodstock Typewriter 
Company, Woodstock, Ill., a corporation of Illinois. Ap- 
plication July 13, 1940, Serial No. 345,266. Granted 
September 19, 1944 

2,358,560. Paek Advancer for Sheet Feeding Mecha- 
nism. Franklin E. Curtis, Wickliffe, Ohio, assignor to 
Addressograph-Multigraph Corporation, Cleveland, Ohio, 
a corporation of Delaware. Application October 11, 1941, 
Serial No. 414,633. Granted September 19, 1944. 

2,358,662. Ring Binder Construction. John Schade, 
Holyoke, Mass., assignor to National Blank Book Com 
pany, “Holyoke, Mass., a corporation of Massachusetts 
Application October 28, 1943, Serial No. 507,984. 
Granted September 19, 1944 

2,358,831 Pressure Sealing Paper Tape. Gustave 
Schieman, Bronx, N. Y., assignor to International Plas 
tie Corporation, a corporation of Lllinois. Application 
March 26, 1942, Serial No. 436,221. Granted Septem- 
ber 26, 1944, 

358,969. Calendar. Elbrige Gatewood, New York, 
N. ¥ Application July 20, 1940, Serial No. 346,575. 
iranted September 26, 1944 

359,002. Typewriter Support. William J. Ryther, 
Elizabeth, N. J., assignor to Nicholas H. Fucci, Engle- 
wood, N. J. Application December 2, 1942, Serial No 
Granted September 26, 1944. 

2,359,062. Typewriting Machine. John Toggenburger, 
Hartford, Conn., assignor to Underwood Elliott Fisher 
Company, New York, N. Y., a corporation of Delaware. 
Application December 31, 1941, Serial No. 425,076 
Granted September 26, 1944. 

2,359,093. Pointer for Pencil Lead. Nathaniel East- 
man, New York, N. Y Application January 4, 1944, 
Serial No. 516,965. Granted September 26, 1944. 

2,359,195. Writing Device. Martin Berliner and Al- 
fred Matlas, New York, N. Y. Application July 21, 
1943, Serial No. 495,562. Granted September 26, 1944. 

2,359,312. Writing Pad. Ervin G. Johnson, Eureka, 
Calif Application May 12, 1943, Serial No. 486,692. 
Gromes October 3, 1944. 

9,376. Visible Records File or the Like. Alfred 
M_ "SMertin. Park Ridge, Ill. Application January 7, 
1943, Serial No. 471,549. Granted October 3, 1944. 

2,359,502 Auxiliary Ribbon Feeder Attachment. 
Clayton E. Wyrick, Miami, Fla., assignor to The Egry 
Register Company, Dayton, Ohio, a corporation of Ohio 
Application July 13, 1942, Serial No. 450,697. Granted 
October 3, 1944 

2,359,593 Pencil Pointer. John Turenchalk and 
Harry Turenchalk, Yonkers, N. Y. Application Au 
gust 30, 1943, Serial No. 500,564. Granted October 3 
1944 

2,359,617. Magnetic Recording Apparatus. James W 
Bryce, Glen Ridge, N. J., assignor to International 
Business Machines Corporation, New York, N. Y., a 
corporation of New York. Application November 29. 
1941, Serial No. 421,079. Granted October 3, 1944. 

2,359,661. Calteulating Machine. John L. Moody, Oak- 
land, Calif., assignor to Friden Calculating Machine 
Co., Inc., a corporation of California. Application Au 
gust 24, 1942, Serial No. 455,849. Granted October 3 
1944 
2,359,705. Machine for Sorting and Separating Sheets 


















or Printed Forms. Joseph Zalkind, New York, 
Application November 3, 1942, Serial No. 164,404 
Granted October 3, 1944 

2,359,809 Calculating Attachment for Typewriters 
and the Like. Ferdinand J. Tillman, St. Leuis, Mo 
Application December 4, 1941, Serial No. 421,640 
Granted October 10, 1944. 

2,359,837. Copy Slide Rule. Harry A. Freedlander, 
Pittsburgh, Pa Application March 15, 1943, Serial No 
179,175. Granted October 10, 1944 

2,359,851. Printing Machine. Car] J. Hueber, Euclid, 
Ohio, assignor to Addressograph-Multigraph Corpora 
tion, Wilmington, Del., a corporation of Delaware. Ap 
plication May 6, 1941, Serial No. 392,151 Granted 
October 10, 1944. 

2,359,892. Fastener. Daniel A. Brennan, deceased, 
late of Chicago, Ill., by Elmer L. Zwickel. executor. 
Chicago, Ill assignor to Acco Products, Inc., Long 
Island City, N. Y., a corporation of New York. Appli 

ation July 22, 1942, Serial No. 451,845. Granted Octo 
ber 10, 1944 

2,359,918. Chair. Arthur L. Johnson, Oak Park, Il 
assignor to Johnson Chair Co., Chicago, Ill., a corpora 
tion of Illinois Application January 11, 1943, Serial 
No. 471,957. Granted October 10, 1944 

2.359.966 Tilting Chair. Harry W. Bolens, Port 
Washington, Wis., assignor, by mesne assignments, to 
Automatic Products Company, Milwaukee, Wis., a corpo 
ration of Wisconsin. Application August 3, 1940, Serial 
No. 350,310. Granted October 10, 1944 
360,005. Key Set Control Mecharism for Calculating 
Machines. Thomas O Mehan, Park Ridge, Hl., assignor 
to Victor Adding Machine Co., Chicago, Ill., a corpora 
tion of Illinois. Application December 30, 1940, Serial 
No. 372,289. Granted October 10, 1944 

2,360,015. Block-Out Mechanism for Duplicating Ma- 
chines. Roscoe R. Rockhill, Shorewood, Wis., assignor 
to Rex-O-graph, Inc., Milwaukee, Wis., a corporation 
of Wisconsin Application November 19, 1941, Serial 
No. 419,768. Granted October 10, 1944 

2,360,021 Stylus Brace for Stepback Mechanisms. 
Lincoln Thompson, Cheshire, and Robert L. Stone, Ham 











? 











2,356,517 


2,358,517 




















fF 
“bed? 
| . 5 ueermme 88 | 
rt, ‘ ee 
| Seer 
2,388,863) 
[ aia 2,389,002 
| 2,358,560 
| 
= 
_ 4 
eee” i “xi 7. 
” x 
2,350,312 S ~ } 
ios 2,350,198 2,559,693 | 
8,359,093 seers 2,390,376 359, | 





bt be heb tet 






2,389,857 





2,359,661 


2,559,705 
| 
2,359,892 





é: 
\. fe. a 
2,360,015 





2,360,117 























< Leg. =, 
(a0) 
8,360,143 = 
2,360,174 
a 
138,828 136,626 
7 138,675 

den, Conn., assignors to The Soundscriber Corporation assignor to The Globe-Wernicke Co., Norwood, Ohio, a 
New Haven, Conn., a corporation of Connecticut Appli corporation of Ohio Application December 20, 1941 
cation May 3, 1943, Serial No. 485,480. Granted Octo Serial No. 423,813. Granted October 10, 1944 
ber 10, 1944 2,360,297. Fountain Pen. Russell T. Wing, Excelsior, 

2,360,117 File Box Closure. Harry L. Fellowes Minn. Application April 10, 1944, Serial No. 530,330 
Chicago, Ill., assignor to Bankers Box Company, Chi Granted October 10, 1944 
cago, Ill., a corporation of Illinois. Application Novem 
ber 12, 1942, Serial No. 465,312. Granted October 10 DESIGN PATENTS 
1944 : nn 

2,360,143. Continuous Multiuse Manifolding Assembly P + gia ae Bo a Mel —— 
James Gordon Kerr, Washington, D. C., assignor to Gil +4 te “a 1944 Serial an 8 113807, qieanteas Senta 
man Fanfold Corporation, Niagara Falls, N. Y., a corpo sete 1944 » Serial NO o,ov8 eee 

ati Jelaware. d -ati July 24, 1943, Serial ee Pog ial . . 
age Sy Fe ns ie +A has 138,825. Design for a Mechanical Pencil. Maurice || 

, T : ‘ os Waldinger, Flushing, N. Y. Application May 25, 1944 

2,360,174. Printing Device Guide Means. Linden A Serial No. 113,755. Granted September 19, 1944 
Thatcher, Stamford, Conn., assignor to Pitney-Bowes 138,826 Design for a Fountain Pen. Maurice J 
Postage Meter Company, Stamford, Conn., a corporation Waldinger, Flushing, N. Y. Application May 25, 1944, 
of Delaware Application April 4, 1942, Serial No Serial No. 113,756. Granted September 19, 1944. 
137,640. Granted October 10, 1944 ; 138,852. Design for a Pageless Memo-Pad Holder. 

2,360,196. Platen Carriage of Typewriting Machines. Harold R. King, Girard, Ohio. Application April 5 
Claude Wellington Brumbhill, Leicester, England, as 1944, Serial No. 113,155. Granted September 19, 1944 
signor to The Imperial Typewriter Company, Limited 138,875. Design for a Combined Pencil and Knife. 
Leicester, England Application February 24, 1943 Jacob M. Weiss, New York, N. Y. Application Septem 
Serial No. 476,972. Granted October 10, 1944 ber 13, 1943, Serial No, 111,113. Granted September 26, 

2,360,218. Letter Tray. Earl S. Gavin, Ludlow, Ky., 1944 
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NEW TRADE LITERATURE 


G. J. Aigner Company, 503 South Jefferson Street, Chicago 7, I11.—In an 
attractive ‘‘Index Selector’ just distributed, the G. J. Aigner Company 
presents a complete descriptive display of Aico-Cell, Aico-loid and Aico- 
tint fused indexes. Each page of the new catalog is tabbed with a sample 
of the index, and a full outline of construction and specification details is 
printed thereon. The ‘Index Selector,’’ measuring 8% by 11 inches in size, 
is attractively bound in heavy tan-colored stock, and presents a choice of 
four sizes of tab extensions, 21 colors, nine styles of type positioning, 
three grades of paper (choice of three colors and three weights in each 
grade) and two weights of cloth sheets. It is available to dealers upon 
request. 





Amberg File & Index Company, Kankakee, Ill.—Just released to the 
trade is a new 68-page catalog listing and describing the Amfile and 
Amtang lines of the Amberg File & Index Company. Cover of the new 
release, which measures 8% by 10% inches, is attractively printed in 
orange and brown on a heavy tan-colored stock. The new catalog lists the 
company’s full line of albums, binder covers, binder indexes, blank guides 
for letter, legal and card sizes, expanding envelopes and pockets, file fold- 
ers, file room accessories, index sets in letter, legal and card sizes, phono- 
graph record files and photographers items. Copies of the new publica- 
tion, which is completely indexed, may be obtained on request. 


Diebold, Incorporated, Canton, Ohio, has just released two highly-effective 
sales promotional pieces to its dealers. The first of these, titled, ‘‘Tra-Dex 
Presents,” is an eight-page booklet in black and red, prominently featuring 
a skating girl as a motif, three words—SPEED, SWEEP and CONTROL— 
emphasizing the salient characteristics of both the skater and the Tra-Dex 
vertical visible filing equipment. 

The other promotional newcomer, a four-page folder in four-color process, 
presents a strong, human-interest argument for another outstanding Diebold 
product—the Cardineer. Both the brochure and the folder are available to 
Diebold dealers and customers upon request. 


Horder’s, Inc., Chicago, Ill., has just issued its beautiful, new 24-page 
Christmas catalog for 1944. Titled ‘‘Greeting Cards and Practical Gifts,’ 
the new release has an 814 x 10%-inch page size, with the first four and 
last four pages being appropriately printed in red and green. Gift mer- 
chandise featured on these pages includes albums, desk accessories, 
smoker’s items, games, globes, atlases, lithographed cards, folders, cur- 
rency holders and envelopes, boxed card assortments, gift stationery, 
leather goods, address books and diaries, and personal items, such as 
billfolds, pocket secretaries and key cases. The middle 16 pages of the 
catalog, printed in black and white, are devoted entirely to beautiful 
reproductions and descriptions of Horder’s extensive line of Christmas 
cards. 


Old Town Ribbon & Carbon Company, Inc., 750 Pacific Street, Brookiyn, 
N. Y., announced the publication of new price lists on September 30, 1944. 
The new releases are revised price lists for 1945, brought up-to-date to 
include the complete Old Town line of products. 


BUSINESS OPPORTUNITIES 


Madrid Dealer Seeks Post-war Office Machine and Equipment Lines. — 
Mateo Marin, Hortaleza 30, Madrid, Spain, who has spent many years in 
the office machine and equipment field, and who has survived both the 
Spanish Revolution and the economic instability occasioned by the war, 
is already at work on his post-war plans. He is interested in hearing from 
American office machine and office equipment manufacturers who desire to 
establish a representative in Spain for their lines. 














Stationery Lines Wanted for Distribution in Palestine.—M. J. & B. 
Miller, Ltd., wholesale stationers and paper merchants of Tel-Aviv, Pales- 
tine, wish to negotiate for agency distribution of commercial lines, paper 
items, and office appliances. Mr. B. Miller of the organization states that 
they have an extensive and well-trained sales organization and that the 
business is strategically located. Correspondence should be addressed to 
M. J. & B. Miller, Ltd., P. O. Box 1872, Tel-Aviv, Palestine. 


Recently-Organized Seattle Dealer Asks for Catalogs and Price Lists.— 
The Pacific Office Supply & Equipment Company, 1008 Western Avenue, 
Seattle 4, Wash., is interested in receiving catalogs and price information 
from manufacturers of office equipment and supplies. Mailings should be 
addressed to F. C. Stelton, Manager. 


———.@—-—_—_—— 


AMERICAN BANKERS ASSOCIATION DISTRIBUTES C.E.D."S NEW 
HANDBOOK ON BANK CREDIT FOR SMALL BUSINESSES 


How business, and especially small business, may obtain the credit it is 
soon going to need in order to finance an anticipated 30 per cent to 
45 per cent increase in peacetime production and sales as compared with 
1940, is the subject of a handbook, ‘‘Bank Credit: Your Post-war Program 
and Your Banker,’’ issued recently by the Committee for Economic 
Development. 

The Post-war Small Business Credit Commission of the American Bank- 
ers Association is sending the book to all the approximately 16,000 banks 
in the United States. This will supplement the nation-wide distribution 
through C.E.D.’s 2,000 community committees in all parts of the country, 
as part of a campaign to bring local businessmen and bankers closer 
together. 

“This businessman’s program of information regarding bank credit,” 
said Robert M. Hanes, chairman of the A.B.A. Commission, “is of great 
benefit to the public and bankers alike. It merits the support and 
co-operation of every banker.”’ 

The book was prepared by the C.E.D. Financial Advisory Committee, 
of which Hugh H. McGee, vice-president of the Bankers Trust Company, 
New York, is chairman, and spells out this Committee’s slogan, ‘Think 
out loud with your banker.” 

In his foreword to the pamphlet, Mr. McGee, addressing himself to 
the businessman needing reconversion or other post-war credit, says: 
“Talk with your banker frequently; think out loud with him; give him 
your confidence; develop his confidence. That is the simplest, quickest 
and easiest way to obtain the credit you may need to carry out your 
post-war program.” 

Among the subjects covered in the handbook, in view of the special 
credit problems expected to result from great peacetime business expan- 
sion after the war, are: the nature of the businessman’s relation with 
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his bank; the kinds of loans banks can make; other sources of temporary 
credit; and sources of permanent capital and long-term credit. 

The handbook may be obtained through any of the 2,000 C.E.D. com- 
munity committees, not from the New York office. 


CORPORATION REPORTS AND 
FINANCIAL NOTES 


Remington Rand, Inc., Buffalo, N. Y.—Directors of Remington Rand 
voted on September 26 to retire 84,982 shares of $4.50 cumulative preferred 
stock 30 days in advance of its dividend payment date, January 1, 1945. 
The company said preferred dividend requirements would be cut $883,118 a 
year, equal to about 20 cents a share on common stock. After the retire- 
ment, 100,000 shares of preferred will be outstanding. (Chicago Tribune, 
September 27.) 











Royal Typewriter Company, New York, N. Y.—Sales in the fiscal year 
ended July 31, 1944, were $18,758,594, compared with $13,634,502 a year 
earlier. Net income totaled $1,056,581, equal to 74 cents per share on 
1,074,472 common shares outstanding, contrasted with the preceding year’s 
profit of $326,439, or 23 cents a share on the 268,618 shares then outstanding. 

E. C. Faustmann, Royal president, also stated that the company expects 
to reach volume production of typewriters within 90 days after reconversion 
permission is received. Additional plant capacity, equipment and machinery 
will be required, he stated, adding that employment in Royal plants will be 
approximately double that now on the pay rolls when the company again 
reaches maximum typewriter output. 

Limited typewriter manufacture was resumed in the Hartford, Conn., 
plant last June and in the Montreal, Canada, plant last July, he added. 


Royal Typewriter Company, Inc., New York, N. ¥Y.—A dividend of 1% 
per cent, amounting to $1.75 a share, on account of the current quarterly 
dividend period ending October 31, 1944, was declared payable October 16, 
1944, on the outstanding preferred stock of the company to holders of pre- 
ferred stock of record at the close of business on October 5, 1944. 

A dividend of 15 cents per share was also declared payable on October 16, 
1944, on the outstanding common stock of the company, of the par value of 
$1.00 per share, to holders of common stock of record at the close of busi- 
ness on October 5, 1944. 


Wilson Jones Co., Chicago, Il.—Net income of the Wilson Jones Co., 
makers of loose leaf books, ledgers and similar products, for the fiscal 
year ended August 31, 1944, was $300,243, after provision for Federal in- 
come taxes and all charges. This compares with net income of $385,867 
for the preceding year. The annual report, released by Benjamin Kulp, 
chairman of the board, and Fred Pitt, president, also revealed that the 
current year’s earnings were $1.14 per share on 263,500 shares of common 
stock, as against $1.36 per share on the same number of shares last 
year. Net sales were $6,109,527 as against $7,054,076 last year and 
$6,952,364 in 1942. (Chicago Daily News, October 23.) 
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STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULA- 
TION, ETC., REQUIRED BY THE ACTS OF CONGRESS 
OF AUGUST 24, 1912 AND MARCH 3, 1933 
of Office Appliances, published monthly at Chicago, Illinois, for 
October 1, 1944. 
STATE OF ILLINOIS, County of Cook-—ss. 

Before me, a Notary Public in and for the State and County afore- 
said, personally appeared John A. Gilbert, who, having been duly 
sworn according to law, deposes and says that he is the business 
manager of Office Appliances and that the following is, to the best of 
his knowledge and belief, a true statement of the ownership, man- 
agement (and if a daily paper, the circulation), etc., of the aforesaid 
publication for the date shown in the above caption, required by 
the Act of August 24, 1912, as amended by the Act of March 38, 1933, 
embodied in section 537 Postal Laws and Regulations, printed on 
the reverse side of this form, to wit: 

1, That the names and addresses of the publisher, editor, manag- 
ing editor, and business managers are: Publisher—The Office Appli- 
ance Company, 600 West Jackson boulevard, Chicago, Ill. Editor— 
Walter S. Lennartson, 4252 North Avers avenue, Chicago, IIl. 
Managing Editor—Walter S. Lennartson, 4252 North Avers ave- 
nue, Chicago, Ill. Business Manager—John A. Gilbert, 310 Forest 
avenue, Glen Ellyn, IIL. 

2. That the owner is: (if owned by a corporation, its name and 
address must be stated and also immediately thereunder the names 
and addresses of stockholders owning or holding one per cent or 
more of total amount of stock. If not owned by a corporation, the 
names and addresses of the individual owners must be given. If 
owned by a firm, company, or other unincorporated concern, its 
name and address, as well as those of each individual member, must 
be given.) The Office Appliance Company, 600 West Jackson boule- 
vard, Chicago, Ill.; John A. Gilbert, 310 Forest avenue, Glen Ellyn, 
Ill.; Charles H. Everly, 6230 Kenmore avenue, Chicago, Ill.; C. F. 
Malatesta, 7205 Yates avenue, Chicago, Ill.; Walter S. Lennartson, 
4252 North Avers avenue, Chicago, Ill.; George C. Wheeler, 34 
Lyons Road, Scarscale, N. Y.; Benjamin C. Wallsten, 4641 North 
Keating avenue, Chicago, Ill.; Herbert L. Sime, 5221 Kenwood ave- 
nue, Chicago, Ill; Lawrence Eisele, 323 North Loomis, Naper- 
ville, Ill. 

3. That the known bondholders, mortgagees, and other security 
holders owning or holding 1 per cent or more of total amount of 
bonds, mortgages, or other securities are: (If there are none, 80 
state.) None. 

4, That the two paragraphs next above, giving the names of the 
owners, stockholders, and security holders, if any, contain not only 
the list of stockholders and security holders as they appear upon 
the books of the company but also, in cases where the stockholder 
or ‘security holder appears upon the books of the company as 
trustee or in any other fiduciary relation, the name of the person 
or corporation for whom such trustee is acting, is given; also that 
the said two paragraphs contain statements embracing affiant’s 
full knowledge and belief as to the circumstances and conditions 
under which stockholders and security holders who do not appear 
upon the books of the company as trustees, hold stock and securi- 
ties in a capacity other than that of a bona fide owner: and this 
affiant has no reason to believe that any other person, association, 
or corporation has any interest direct or indirect in the said stock, 
bonds, or other securities than as so stated by him, 

5. That the average number of copies of each issue of this pub- 
lication sold or distributed, through the mails or otherwise, to paid 
subscribers during the twelve months preceding the date shown 
above is - - - - - (This information is required from daily publica- 
tions only.) 

JOHN A. GILBERT, Business Manager. 
Sworn to and subscribed before me this 29th day of September, 1944 
[Seal] E. M. F. RUH, Notary Public. 
(My commission expires May 19, 1947.) 











NSA EXECUTIVES ELECTED OCTOBER, 1944 


Special convention section begins on page 22 


Center: 


Lincoln, Nebr., president. 


Around center picture, cleckwise, starting 
at center top: 


L. S. CROWL, Blade Printing & Paper Com- 
pany, Toledo, Ohio, vice-president, Distribu- 
ters Division. 

W. E. STOCKETT, JR., Stockett-Fiske Com- 
pany, Washington, D. C., treasurer. 

R. A. JONAS, JR., Oxford Filing Supply 
Company, Brooklyn, N. Y., vice-president, 
Sales Managers Division. 

FRED DOWNS, Downs-Randolph Company, 
Tulsa, Okla., vice-chairman, Distributors Di- 
vision. 

HORACE K. KILHAM, Kilham Stationery & 
Printing Company, Portland, Ore., vice-presi- 
dent, Stationer-Printer Division. 
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R. D. LATSCH, Latsch Brothers, 

















CHARLES P. GARVIN 


Secretary and General Manager 
Washington, D. C. 
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EARL R. KOCHHEISER, Charles Ritter Com 
pany, Mansfield, Ohio, vice - president, 
Dealer-Manufacturer Relations Division. 


A. R. SKIBBE, Associated Stationers Sup- 
ply Company, Chicago, Ill., vice-president, 
Wholesalers Division. 


ERLE O. KISTLER, W. H. Kistler Stationery 
Company, Denver, Colo., vice-president, 
Office Furniture Division. 


WILLIAM J. BOYD, Acco Products, Inc., 
Chicago, Ill., vice-president, Field Division. 


GEORGE C. HOLT, W. A. Sheaffer Pen 
Company, Fort Madison, Iowa, vice-chair- 
man, Manufacturers Division. 


HORACE B. VAN DORN, Joseph Dixon 
Crucible Company, Jersey City, N. J., vice 
president, Manufacturers Division. 


WOODSON P. WADDY, Everett Waddey 
Company, Richmond, Va., auditor. 
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Profit from Research in the 
OFFICE MACHINE INDUSTRY 


E ARE in business for profit, 

and the more that we can 
make the better we like it. That 
is the American way of iife, and 
the basis of our business. 

The surest way to increase that 
profit is to follow the time-tested 
methods of leading businesses and 
successful corporations. They 
maintain research departments 
and spend lots of money every 
year to find better ways of doing 
business. The data and informa- 
tion that they obtain are used to 
guide their future operations. 
Therefore, they do not depend on 
hopes and guesses; they eliminate 
all uncertainty that they can. 

We want to act as your research 
department. We want to accumu- 
late facts for you and to tell you 
the what, why and how of better 
business. It is doubtful that many 
dealers can afford the expense of 
such operations, but it is one 
function that the National Office 
Machine Dealers Association can 
undertake for you. It can conduct 
surveys. It can obtain data by the 
use of questionnaires. More profit 
from your present volume, and 
more profit from increased volume 
is possible from the proper use of 
facts developed from research. 

Most dealers would like to com- 
pare their business with that of 
other dealers of similar size. If 
you know what your fellow dealers 
are doing it will furnish a yard- 
stick for your own operations. 
Such information need not be 
given in dollars and cents, but will 


By CLARENCE E. BUSH 


Chairman, 
Research, Education and Promotion 
Committee, National Office Machine 
Dealers Association, Washington, D. C. 
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be just as valuable if represented 
in percentages of gross sales. 

Space permits the showing of 
but a few sample questions that 
will be used in accumulating this 
data: 

1. What are your sales? (Give 
them by departments, such as ma- 
chines sold, rental income, repair 
income, supplies sold, and so on.) 

2. What is your’ inventory? 
(Give it by departments, such as 
machines, parts, supplies, and so 
on.) 

3. What is your cost of mer- 
chandise sold? 

4. What are your expenses? 
(Rent, salaries, advertising, taxes, 
delivery, and so on.) 

5. What is your net profit? 

6. What is your turnover? 
(Number of times: your stock is 
sold during the year.) 


Benefits of Education 


Education is knowledge, and 
knowledge is power. Let’s be “high 
powered,” and not “high pres- 
sured” in the conduct of our busi- 
ness. 

You will admit that the more 
you know about a machine the 
better you can demonstrate it, and 
the easier it is to sell. Likewise, 
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the more you can learn about 
your business the better you can 
operate. Modern business meth- 
ods are constantly changing and 
improving. We need to keep 
abreast of the times. New ideas, 
new short-cuts and new methods 
are of no value to you unless you 
can see how much they will bene- 
fit you, and apply them to your 
business. This is a matter of edu- 
cation that the association can do 
for you. 

After facts are accumulated by 
research they must be broken 
down in to simple form. This re- 
quires tabulation, study and an- 
alysis. Only when the informa- 
tion is placed in proper shape for 
distribution can you use it as a 
basis for growth and advance- 
ment. 

Some of the subjects to be 
treated are given below: 

1. Pricing methods for ma- 
chines, repairs, supplies, and so on. 

2. Hiring, training and payment 
of employees. (Salesmen  espe- 
cially.) 

3. Record keeping systems for 
sales, rentals, repairs, and so on. 

4. Simple methods of book- 
keeping. 

5. Standardization of forms. 
Credit practices. 

Collection methods. 
Results of advertising. 
Delivery methods and costs. 


OAS 


Aids from Promotion 


The dictionary defines promo- 
tion as advancement. Not only 
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will you receive advancement from 
the results of research and educa- 
tion, but you will be benefited 
from the advancement of the in- 
dustry as a whole. We want to 
see it take its rightful place in the 
business world. This is another 
thing that the Association can do 
under this program. 

It can make the Association a 
stronger organization by bringing 
more dealers into it. It can bring 
the different elements of the in- 
dustry closer together, and into a 
harmonious unit. The Government 
has solicited our help during these 
war years, and we need to keep 
in close touch with it. Our 
Association has represented your 


interests to the Government, and 
it is important that this repre- 
sentation be maintained. 

In developing this part of the 
plan we will have in mind the 
following: 

1. Representation of your inter- 
ests with the Government. 

2. Improvement in dealer-man- 
ufacturer relations. 

3. Legal counsel. 

4. Personal visits of the execu- 
tive secretary to regional and local 
meetings and the formation of 
new locals. 

5. Association publications. 
(Weekly Letter, The Office Ma- 
chine Dealer, Who’s Who and 


Yearly Trade-in Allowance Sched- 
ule.) 

I hope that the foregoing ex- 
planation has acquainted you with 
the aims and scope of this pro- 
gram. However, I wish to state 
clearly that neither I, nor the 
other members of the committee, 
feel that we know all that should 
and can be done under this plan. 

That is where you fit into the 
picture. You must have a number 
of ideas that will be of benefit to 
others, and they help no one as 
long as you Keep them to yourself. 
Let us have the benefit of your 
experience. Give us your ideas. 
Only by working together can we 
make this plan a success. 


Sell Typewriter Supplies as 
CHRISTMAS GIFTS 


LTHOUGH it is still impossible 

to offer new typewriters for 
Christmas gifts, most office equip- 
ment firms still have some rebuilt 
ones. Looking forward to the time 
when business will be “as usual,” 
they should begin to stress their 
business machines of various types 
so that the public will be ac- 
quainted with the leading lines 
when that happy day arrives. 
Though they must, perforce, still 
depend upon typewriter supplies 
in the main for their Christmas 
offerings, a showing of their re- 
built machines in a holiday set- 
ting will be decidedly advanta- 
geous. 


* * * 


The E. W. Hall Company, Seat- 
tle, Wash., gave considerable pub- 
licity to their re-built machines. 
On the white wall was a circular 
card adorned with sprays of holly, 
telling about “Factory Rebuilt 
Typewriters.” The floor was cov- 
ered with cotton wadding and at 
either side were big blocks of arti- 
ficial ice, each topped with a re- 
built machine. A number of red 
poinsettias added a splash of color 
to the dislay. On the floor were 
other machines, with the card “A 
lifetime gift for the entire fam- 
ily.” A second window arranged 
by this firm showed a large cutout 
of Santa in traditional red and 
white costume. At one side was a 
pine tree decorated with cones— 
gold, silver and au natural. Scat- 
tered through the window were 
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typewriter accessories —erasers, 
brushes and ribbons done up in 
gay wrappings—suggested as gifts 
that youngsters could purchase 
for their elders. As in the first 
display, a number of brilliant 
poinsettias added color and the 
Christmas atmosphere. 


* * * 


A decidedly holiday atmosphere 
prevailed at the California Type- 
writer Exchange, Los Angeles. The 
big window was completely framed 
in artificial icicles, while ropes of 
red, thickly hung with American 
tinsel, were looped about the win- 
dow and caught up with white 
frosted Christmas bells. In the 
center was a platform on which 
was a large snowball and two 
huge white candles. Rebuilt type- 
writers and comptometers were 
shown, and one of them, boxed 
and wrapped in fancy paper bore 
the card, “A Lifetime Gift.” 


* * * 


The American Writing Machine 
Company, Inc., Dallas, Tex., 
showed rebuilt machines and sup- 
plies in a gay holiday atmosphere. 
The background was of red cello- 
phane, to which sprays of holly 
were attached. At one side was a 
big fireplace of simulated brick, 
from the mantel of which stock- 


ings were hung. On low tables 
and on the floor were rebuilt add- 
ing machines and typewriters, one 
of them being boxed and wrapped 
in green paper tied with red rib- 
bons. Said the manager, “All dur- 
ing the fall our outside repre- 
sentative had been quietly making 
notes of machines and other 
equipment in various offices that 
needed replacement, and about 
the first of December suggestion 
was made to the different employ- 
ers that the users of these old 
machines be surprised with a re- 
built machine, in perfect running 
order, when they returned from 
their Christmas holiday. To clinch 
the deal we offered a _ liberal 
trade-in on the old ones. If the 
firm did not wish to do this, we 
suggested that they send their old 
machines to us for repairing and 
reconditioning, so as to start the 
New Year right.” 
~ * * 

A beautiful display that at- 
tracted wide attention was ar- 
ranged by Remington Rand, Inc., 
Sacramento, Calif. The floor was 
covered with artificial snow, out 
of which rose a tall white Christ- 
mas tree shrouded in clouds of 
misty silver grey and hung with 
deep blue glass bells. At one side 
was a fireplace with tall Christ- 
mas candles and several boxes of 
supplies. Beneath the tree were 
a calculator and a typewriter (re- 
conditioned). At night the win- 
dow was flooded with a blue light. 
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Change Your Store Layout for 
CHRISTMAS GIFT TRADE 


USINESS men and women who 

are conservative in their 
shopping habits do not like sud- 
den or drastic changes throughout 
the office equipment and supplies 
store. 

Unfortunately, some office ap- 
pliance dealers, particularly if 
they also handle social stationery 
items and a line of giftwares, lit- 
erally turn their stores inside out 
during the Christmas gift selling 
period. 

It is then that regular custom- 
ers for office supplies, accustomed 
to look for certain departments 
where they are usually to be 
found, are akin to the explorer 
trying to get oriented in new 
country without a map and com- 
pass. To add to their difficulties, 
these business men and women, 
to whom time is precious, find cer- 
tain of the aisles and sections 
crowded mostly with people of the 
“looking-around” type. Small 
wonder, then, that some of these 
office supply regulars leave in dis- 
gust to make their current pur- 
chases (and perhaps future ones) 
of business supplies elsewhere. 


Naturally, some department lo- 
cation changes are inevitable, but 
the wisest policy is a gradual 
series of alterations, starting in 
mid-November. Shift a depart- 
ment or two at a time instead of 
all at once. 


Now for several Christmas dis- 
play problems of the office appli- 
ance dealer and the solutions. 


Problem: An office appliance 
store that highly departmentized 
its merchandise found it did not 
work out so well when Christmas 
selling was on, for two reasons: 
1. It was difficult to group varied 
selections in the popular price gift 
range from $1.00 to $10.00. 2. It 
prevented the suggesting of re- 
lated gift items to increase the 
individual sale. 


Solution: The compromise ar- 
rived at was to draw upon, for 
pooling purposes, a limited amount 
of appropriate stock for unit gifts 
from each and every department. 
This pooled merchandise was most 
carefully selected for its suitability 
as gifts liable to be selected for 
business and industrial associates. 


OFFICE APPLIANCES, November, 


By ERNEST A. DENCH 


o 


It was displayed in a special gift 
section, given a prominent loca- 
tion, with a banner over it an- 
nouncing: “Christmas Gifts Ap- 
proprite for Your Business Asso- 
ciates.” Each department received 
full credit for the donated stocks, 
and as and when replenishments 
were needed, the additional book- 
keeping entries were made. 


Problem: On busy days during 
the Yuletide gift period, sales- 
people in a certain office appli- 
ance store could ill afford the 
time —and still be patient and 
courteous—in assisting perplexed 
shoppers — those with stunted 
imaginations. They would pop 
such questions as—‘‘What do you 
advise as a suitable gift for a 
high school boy who wants to per- 
fect himself at typewriting?’ and, 
“Mary wants to become a lawyer, 
so I thought that a selection of 
the legal blanks you stock might 
be a useful Christmas gift.” 


Solution: It was decided to use 
display tables in a special section 
fronted with an archway, cap- 
tioned “The Gift Idea Shop.” 
Much hard thinking and resource- 
fulness went, into the selections. 


The tables were segregated into 
main office supplies, consumer 
types, but with the emphasis on 
youth training for business in the 
post-war period. One table, for 
instance, was labeled “Helpful 
Gifts for the Budding Lawyer.” 
Another was for embryo stenog- 
raphers. A third for bookkeepers 
in the making. A fourth for po- 
tential accountants. A fifth for 
office receptionists learning the 
ropes. When the unimaginative 
shopper needed a sales person’s 
assistance, it was a relatively sim- 
ple matter to pick out two or 
three appropriate gift items, from 
which the final selection could be 
made. 


Problem: This office appliance 
dealer in the business district of 
a large city saw very little of his 
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actual customers from December 
to December. Outdoor salesmen 
made their appointed rounds. 
Other orders came in over the 
telephone or by mail. In addition 
business executives sent their 
office girls and boys in person to 
purchase urgently-needed _ sup- 
plies. 

Once a year, this office appli- 
ance dealer concluded, he would 
like to greet his actual customers 
—business and industrial execu- 
tives in person. Then, too, he felt, 
that with the right Christmas gift 
environment, these men and 
women — usually close buyers — 
would splurge as they would at 
no other time. 


Solution: A_ balcony alcove, 
reached by a private stairway, was 
the store office converted for the 
occasion. The store’s office detail 
was, for the first three weeks in 
December, temporarily cared for 
in a corner of the stockroom. With 
liberal applications of showman- 
ship, the alcove emerged as the 
“Business Executive’s Christmas 
Gift Balcony.” A few show cases, 
stands, racks and tables were 
stocked with high-class giftwares 
men were likely to buy. To make 
the men feel completely at ease, 
there were several comfortable 
chairs and a lounge. Smoking ac- 
cessories, including cigarettes, were 
provided. There was also a writing 
desk at which the men could fill 
in the gift cards. The office appli- 
ance dealer personally took com- 
mand, assisted by an attractive 
young woman with the artistic 
ability to wrap up the packages 
so that the masculine customers 
would be spared this dreaded de- 
tail. 

Occupants of local office build- 
ings and factories were circular- 
ized well ahead of time. The re- 
sults were slow in coming, due 
to the masculine tendency to defer 
their shopping pilgrimages until 
the eleventh hour. It paid not so 
much as in the extra sales made 
for substantial sums, as it did in 
the opportunity for the office ap- 
pliance dealer to renew contacts 
in person with these men who 
control the office supplies buying 
strings twelve months in the year. 
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Keeping Up-to-Date on 
WAGE-SALARY STABILIZATION 


Principles as Related to Increases With or Without A pproval 


HIS article is especially writ- 

ten for the business man or 
executive who wants to know how 
to apply NWLB Form 10 to con- 
form with the Wage and Salary 
Stabilization Act so as to obtain 
the approval of the best “Wage 
and Salary” adjustment plan for 
his employees and the most effi- 
cient as well as economical and 
practical payroll procedure for his 
business. 

ALL Form 10 applications which 
come before the National War 
Labor Board for decision fall into 
one or more of the following five 
basic principles of the present 
NWLB Wage and Salary stabiliza- 
tion policies. 


MALADJUSTMENTS 


No. 1 of the Five Basic Principles 

Increases are permitted by the 
Board under the “Little Steel 
Formula.” The Government deter- 
mined that between January, 
1941, and May, 1942, the cost of 
living increased by 15 per cent. 
Therefore approval in increasing 
straight-time hourly rates up to 
15 per cent above the straight- 
time hourly rates paid on January 
1, 1941, may be granted by the 
NWLB. If general increases total- 
ing 15 per cent have already been 
granted to compensate for the 
increased cost of living, no fur- 
ther increases may be granted on 
the basis of this No. 1 yardstick. 
However, application for increases 
to your employees may be made 
requesting approval under the 
other yardsticks of Nos. 2, 3, 4 or 5. 


SPECIAL NOTE: As this 
goes to press, various 
RWLB and NWLB panels 
are recommending the re- 
visions or modification of 
the LSF based on the cost- 
of-living surveys conducted 
throughout the country. 
The August issue of the 
Monthly Labor Review is- 
sued by the United States 
Department of Labor and 
Bureau of Labor Statistics 
indicates that the index of 
the average retail cost of 
living based on 97.8 in 1941 
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went up to 135.7 as of June, 
1944; clothing up to 138.0; 
rent up to 108.1; fuel, and 
so forth, 109.6; house-fur- 
nishings 1384;  miscel- 
laneous 121.7; an overall of 
all items 125.4. So it seems 
that the LSF will be modi- 
fied or will be _ entirely 
eliminated as a basic policy 
of wage and salary adjust- 
ments by the NWLB or the 
RWLB. 


Substandards 


No. 2 of the Five Basic Principles 
The application of this No. 2 





Editor’s Note: Arrange- 
ments have been made with 
Mr. Wolfe to conduct ques- 
tion and answer department 
for the benefit of readers. 
Mr. Wolfe’s articles on cost 
accounting, business surveys 
and labor relations have ap- 
peared in daily newspapers 
and trade journals from 
coast to coast. He processed 
over 625 cases for the Wage 
Stabilization Division of the 
National War Labor Board 
involving Form 10. Address 
letters of inquiry to Mr. 
Wolfe, care of OFFICE 
APPLIANCES, Chicago 6. 








yardstick of “Substandard of Liv- 
ing” computes the allowable in- 
crease permitted to a group or 
individual employees by use of the 
Justice Byrnes’ Directive of May 
12, 1943, as follows: 


(A) No Board approval required 
to adjust all salaries or wages 
up to 40 cents per hour, which 
has been set by the Regional 
War Labor Board as the Sub- 
standard Wage Rate. 

(B) Other Regional Boards have 
set 50 cents per hour as the 
substandard Rate. 

(C) Each case is considered on its 
own merits and all wage and 
salary adjustments will be ap- 
provable when it is clearly and 
convincingly established that 
such adjustment will not un- 
stabilize rates for any given 
area. 


Inter-Plant Inequity 


No. 3 of the Five Basic Principles 

Application of this No. 3 yard- 
stick is based upon “Wage In- 
equity” between plants, and com- 
putes the allowable increases that 
can be permitted to a group or 
individual employees by use of 
STABILIZED RATES or RATE 
RANGES, otherwise known as the 
“Wage Brackets” as applied to 
specific jobs or occupational clas- 
sifications. 


The policy of the NWLB or 
RWLB permits an adjustment in 
wages and salaries of employees 
up to the minimum of the sound 
and tested rates, for specific job 
classifications in the particular 
area or labor market involved by 
the applicant and the location of 
his place of business or plant. 


Intra-Plant Inequity 


No. 4 of the Five Basic Principles 

Application of this yardstick 
is based upon the “Wage Inequity” 
existing within the plant, office 
or establishment and computes 
the allowable increases that can 
be given to a group or individual 
employees by use of the STABIL- 
IZED RATES or RATE RANGES 
and applied as follows: 
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(a) The wage or salary differ- 
ential between two comparable 
jobs when too small or too large. 

(b) When the earnings of the 
hourly rate of production employ- 
ees have not kept pace with the 
earnings of piece workers in the 
same plant or business. 

(c) When there is lack of any 
“Wage Classification” system in 
the plant or establishment. 

(d) When the work week has 
been lengthened, but no increases 
have been given to salaried em- 
ployees. 

(e) When the minimum rate in 
the plant has been adjusted up- 
ward by statute, but no increases 
have been given or made in the 
rates of interrelated job classifi- 
cations. 

It is important to note that the 
NWLB policy of approving wage 
and salary adjustments under this 
No. 4 yardstick is based upon com- 
plete and detailed job analysis, 
description, evaluation and com- 
parison with stabilized rates or 
rate ranges for comparable work 
or job classifications being paid 
in the labor market area involved 
by the applicant. 


Effective Prosecution of the War 


No. 5 of the Five Basic Principles 
The fifth and last yardstick of 
the basic principles of the wage 
policy of NWLB is governed by 
the Byrnes’ directive of May 12, 
1943, which states as follows: 

“The RWLB and NWLB have 
been extremely reluctant to make 
any extensive use of this yard- 
stick in approving wage adjust- 
ments.” 

The reason for this is rather 
obvious. Nearly every business is 
in the war effort today, and al- 
most any wage adjustment might 
be defended under this yardstick. 
An endless series of wage in- 
creases and wage adjustments 
would be the only result of its 
general use. 

Therefore the Board is guided 
by the answers to these questions 
of policy before approval is 
granted. 

1. Has every effort been made 
to utilize fully the existing labor 
in the plant through adequate up- 
grading and promotion? 

2. Have attempts been made to 
employ— 

(a) Women workers? 

(b) Racial minorities members? 

3. Has any effort been made to 
change 

(a) To a longer work week for 
plant, office or store? 

(b) Production schedule under 
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the Controlled Material Plan of 
WPB? 

4. Factual evidence from WMC, 
WPB, and Ordnance Division of 


the Army will be helpful to sup- 
port claim for allowing wage in- 
creases or salary adjustments 
under this No. 5 yardstick. 





Changes in Wages G Salary Stabilization Act 





F YOU plan to distribute Christ- 

mas bonuses to your employees, 
you may do so up to $25 each 
without asking the permission of 
the National War Labor Board. 

Heretofore, Christmas, or year- 
end, bonuses were not permitted 
unless they conformed with GO 
No. 10 and required board ap- 
proval if changes were desired. 


On September 12, under direc- 
tive B-1753, the NWLB unani- 
mously amended GO No. 10 so as 
to provide that an employer may 
pay $25, or less, to each of his 
employees without NWLB ap- 
proval. Four other important reg- 
ulations issued are: 


1. On September 22, 1944, under 
directive B-1758 the NWLB 
adopted a policy of permitting all 
employers to pay at straight-time 
rates all employees dismissed on 
V-E (Victory in Europe) Day with- 
out board approval. This day is 
only good for the 24 hours follow- 
ing the announcement of V-E Day. 


2. Employers are now permitted 
to hire 25 per cent of total em- 
ployees during the year at rates 
above the minimum where rate 
ranges for job classification are 
maintained. 


By amendment to GO No. 31 
date September 21, 1944, under file 
B-1744, the NWLB permits em- 
ployment of temporary employees 
above the minimum rates and, in 
addition thereto, provides that an 
employee may be rehired by the 
same employer at the level which 
he left, or if the rate range for 
his job has changed during his 
absence, at the minimum of the 
new rate range, whichever is 
higher, and such hiring shall not 
be charged against the 25 per cent 
limitation. 


Likewise, an employer may re- 
employ ex-service men and women 
previously in their employ without 
regard to the 25 per cent limita- 
tion. 

3. On October 1, 1944, under 
directive B-1774, the National War 
Labor Board extended wage con- 
trols to employers of eight or less 
in several industries by adding 
exceptions to the 58 other amend- 
ments issued to General Order 
No. 4 since May 12, 1943. 

It is now necessary that every 
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firm employing one or more per- 
sons review its payroll policies in 
light of the new National War 
Labor Board regulations and the 
specific limitations and require- 
ments it lays down. This action 
is doubly necessary because of the 
nation-wide enforcement of pay- 
roll control under way and the 
heavy fines already assessed on a 
large number of firms. Such a fine 
can easily put a company out of 
business. 

4. The National War Labor 
Board has issued instructions to 
its Regional Boards and Industry 
Commissions which provide that 
they may approve voluntary wage 
progression schedules which do 
not raise the employee to the top 
of his rate range faster than 12 
months for unskilled jobs, 18 
months for semi-skilled jobs and 
24 months for skilled jobs. 

Automatic progression to the 
midpoint of a rate range may be 
approved if the speed of the pro- 
gression is not faster than four 
months for unskilled jobs, six 
months for semi-skilled jobs or 
eight months for skilled jobs. 

The above plans are alternative 
to the progression plan in General 
Order No. 31, which governs indi- 
vidual adjustments, or to “any 
other plan properly in existence 
which an employer may have been 
using for the intra-range move- 
ment of employees,” the instruc- 
tion said. 


The instructions further pro- 
vided that the Regional Boards 
and Commissions should consider, 
with due modifications in particu- 
lar cases, the lowest third of an 
establishment’s jobs to be un- 
skilled, the middle third to be 
semi-skilled and the top third to 
be skilled; and should insure that 
the automatic progression steps 
are at regular intervals of time, 
as evenly spaced as possible. 


Retroactivity is to be limited to 
the date of application to” the 
Board, unless the application es- 
tablishes sound reasons for some 
other date. 


This Automatic Progression reg- 
ulation by the NWLB was issued 
on October 2, 1944, under a direc- 
tive order B-1773 signed Septem- 
ber 21, 1944. 
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With METAL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of metal’s old work and does a thorough job on all calls. 


CASHING IN ON ALIBIS 


NOTE: The appended article 
was prepared originally for pre- 
sentation as an address at the 
recent NSA convention. Although 
circumstances prevented use at 
the convention, it is offered here 
because of its informative char- 
acter and practical suggestions for 
the sale of filing equipment and 
supplies. 


VERY competent executive to- 

day directs and controls his 
organization by means of records 
which show the entire course of 
every transaction. In the average 
business office, record-making 
constitutes approximately 90 per 
cent of the activity. It is self- 
evident that this expenditure of 
time and effort is wasted unless 
the records can be produced when 
they are required for reference. 
Consequently, they must be ar- 
ranged systematically according 
to some plan which will make it 
possible to find papers immedi- 
ately when needed. This proce- 
dure is called “filing,” but in my 
opinion should be called “finding.” 
It is one of the most important 
phases of office work, although 
short-sighted executives fre- 
quently give the matter little at- 
tention until the loss of a valuable 
paper emphasizes the need for a 
more effective system or better- 
trained file operators. 

Similarly, few office employees 
know the importance of the prin- 
ciples underlying the classification 
and arrangement of business rec- 
ords. There are only a few com- 
mercial schools that have included 
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By STANLEY GRIEBEL 
Yawman and Erbe Mfg. Co. 


Minneapolis, Minn. 
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filing as a special course in their 
curricula, with the result that 
their graduates have gone out 
into the business world only par- 
tially equipped to handle office 
records. 


Dealers Co-operate on Filing 
Course 


To prove that business colleges 
and commercial departments of 
high schools were falling down on 
this important phase of office 
practice, and to prove further that 
graduates of these alleged busi- 
ness courses were anxious to know 
more about the subject of filing, I 
“vuinea-pigged” a course in filing 
in five midwestern cities varying 
in size from 25,000 to 500,000 pop- 
ulation. I found an office equip- 
ment and filing supply dealer in 
each town who was willing to 
gamble a small part of his time, a 
small outlay of cash and the use 
of his store during evenings for a 
few weeks. We then sent a letter 
to the business and professional 
offices, offering a course in filing 
that would require an hour and 
a half an evening, one night a 
week for ten weeks. Three of these 
progressive dealers had to run the 
course three nights a week, spring 
and fall, for two years to take 
care of all of the applications 
that came in. 


Incidentally, there were 30 stu- 
dents in each class. Simple arith- 
metic will tell you that at the end 
of two years, each of these dealers 
had trained 360 people employed 
in offices to file and find properly, 
and to use the filing systems and 
supplies of the manufacturer for 
whom they were promoting the 
sale. Just think of it! 360 sales- 
people, who weren’t on their pay- 
roll, working for them. And even 
if they left that office to take em- 
ployment some place else, they 
were still working for them and 
perhaps opening a new account. 


No File Better Than Its 
Indexing and Control 

I am a firm believer that the 
filing system is more important 
than the file that houses it. I’d 
hate to have to do creative selling 
with only a filing cabinet to offer. 
True, the two go together like ham 
and eggs, but too often the ham 
is sold to the customer without 
eggs, or for the most part the 
eggs are Grade B. Would you buy 
an automobile with a beautiful 
body and upholstery but with an 
inferior engine? Of course not. 
But selling just a set of ordinary 
guides and folders to go with a 
fine steel filing cabinet adds .up 
to the same thing. What good is 
that file without the proper in- 
dexing and control that makes a 
filing system? 

Several years ago a dealer wrote 
asking me to call on him. His 
firm was exclusive agent for a 
high-grade line of steel office 
equipment, a connection of over 
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30 years’ standing. He had called 
a meeting of his entire sales force 
and told the men that he felt that 
they had the best lines manufac- 
tured in the office equipment and 
supply fields but that they were 
weak in one spot. They did not 
have a line of filing supplies that 
would enable them to go to their 
customers and do creative system 
selling. 

To take on my line o. supplies 
meant they would have to give up 
the steel line they had enthusi- 
astically pushed for these many 
years. It meant a real sacrifice 
to the firm and the salesmen be- 
cause they would lose the repeat 
business on steel that had been 
falling into their laps. These sales- 
men unanimously voted to take on 
a system line because they were 
convinced that it would more than 
offset the lost steel business. At 
the end of one year the business 
in this department had increased 
400 per cent and has climbed 
steadily every since. And that was 
done by a firm that was doing 
double the steel business that the 
average office equipment dealer 
does. That system business has 
been their biggest asset these last 
few years when they had no steel 
to sell. They have still found 
many steel filing cabinets in use 
that needed more than just guides 
and folders in them. 

Recently I read an article writ- 
ten by someone in the business of 
manufacturing filing supplies 
wherein it was stated that, con- 
trary to general belief, indexing 
is simple. That is quite true. But 
to prove his point, the writer 
called attention to the New York 
telephone directory and Webster’s 
dictionary. He said it was hardly 
likely that any employee in any 
office would have any trouble 
finding any name or word in 
either. I agree with him. But 
what would happen to that em- 
ployee if the printer, in compiling 
the cirectory or dictionary, had 
inserted that name or word out 
of order, or on the wrong page, 
or had forgotten to put it in the 
book? The employee might even- 
tually find it if he kept on look- 
ing, but long before that time he 
would have decided that the per- 
son wasn’t listed. 


Cashing In on Alibis 
The time is rapidly approaching 
when steel files will be available. 
Advance orders indicate’ that 
there will be a tremendous de- 
mand for them and the surface 
is barely scratched. Are you and 
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your sales force prepared to cash 
in on alibis when you again have 
steel files to Geliver? 

“Cashing in on alibis” is a ridic- 
ulous-sounding title for a discus- 
sion, but not so crazy when you 
think about it. What are these 
alibis on which you, as an office 
supplier, should be cashing in? 
For the most part they are these: 

“The papers are not in the file.” 

“Someone must have taken 
them from the file.” 

“The papers never came to me 
for filing.” 

“The papers must be on some- 
one’s desk.” 

“T remember the letter, but 
that’s not the name.” 

“I forgot to answer it because 
the letter was mixed up with some 
other papers.” 

“IT was holding it on my desk 
and when the information came 
in I did not connect it with the 
letter or order.” 

“The papers got in the file by 
mistake.” 

“IT completely forgot about it.” 

Any office that has any of these 
alibis floating around is a prospect 
for a filing system and your op- 
portunity to gain confidence and 
respect. But do you and your sales 
force know how to overcome these 
alibis? I wouldn’t ask that ques- 
tion if I didn’t know already that 
in the majority of cases the an- 
swer would be “No.” There are 


too many in this industry who be- 
lieve that when you have sold a 
set of guides and some folders 
you have sold a filing system. 
Guides and folders do not make a 
filing system. They are merely the 
mechanical aids to a filing system. 

If you know the correct an- 
swers to the following questions 
you are cashing in on alibis and 
I have wasted your time: 

“How do you decide the number 
of alphabetic guides to use in a 
filing system?” 

“What are the two reasons for 
numbering guide sets from one 
up?” 

“Why is it better to have all 
guide tabs in one or, at most, two 
positions?” 

“What is the difference between 
open- and _ closed-notation or 
printing in a guide, and when is 
the proper time to use either?” 

“What is the function of a mis- 
cellaneous folder?” 

“How do you decide on the 
quality and weight of the individ- 
ual folder to be used?” 

“What is Rule I for the suc- 
cessful operation of a filing sys- 
tem, large or small?” 

“How should material be re- 
leased for filing?” 

“What is a ‘charge-out’ in a 
filing department?” 

“Where do you file a letter 
wanted at a later date?” 

“What is a ‘cross-reference’?” 








AN ALABAMA HOSPITAL INSTALLS SHAW-WALKER NEW LOW DESKS.—Pic- 

tured are a few of the 34 Shaw-Walker new low desks sold to Jefferson Hospital, 

Birmingham, Ala., by James A. Head & Co. Every member of the hospital com- 

mittee personally tested the desk before the purchase was made. Committee 

members were unanimous in the opinion that the innovation of the 29-inch height 
had resulted in greater working comfort and reduction of fatigue. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE . . . COUR- 
AGE . . . CO-OPERATION 


ROM two extreme corners of 

our U. S. A. came two exceed- 
ingly welcome additions to our 
BUSINESS BUILDERS’ library the 
past month or two. One was from 
New England, sent by a professor 
in the school of business adminis- 
tration of a prominent university, 
who most thoughtfully sent us a 
highly appreciated gift book com- 
prising two volumes—his most 
cherished on business reference. 
This brace of handbooks is titled, 
Selling Suggestions, by Frank Far- 
rington, published a few years 
ago by The Ronald Press of New 
York. Book One is captioned The 
Storekeeper and His Store and 
Book Two, Efficiency in the Busi- 
ness. We are truly appreciative 
of this handsome gift and will 
make frequent reference to its 
high-power, double-barreled text 
in future releases of BUSINESS 
BUILDERS. 

The other welcome book addi- 
tion—101 Retail Selling Ideas— 
came from a first-time corre- 
spondent to our page, a pioneer 
southern California office furni- 
ture dealer. With this blue-bound 
reference manual, published by 
The Domestic Trade Department 
of The Los Angeles Chamber of 
Commerce, came a most cordial 
letter expressing the wish of this 
office outfitter that we employ this 
material from time to time for 
the benefit of readers of OFFICE 
APPLIANCES and we will! 

* * * * * * * * * 

“What is the problem of the 
Advertisement? It is to attract 
and hold favorable attention of 
the maximum economic number 
of the right kind of people while 
a selling story is told and the 
desired action induced. That sev- 
en-fold job is every advertise- 
ment’s requirement. Take a few 
apart and see how they stand up 
to this job. It’s a nice pastime.” 
Clyde O. Bedell. 

* OK 


4 * * * * * * 


Frank and lively publicizing of 
its credit services does not detract 
from a store’s standing. Credit 
is a Selling tool and should be 
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vigorously employed on the store’s 
usual level of doing business. 
* * * * * * * * 

At this point in our business- 
service broadcast, it is our satis- 
faction to present the concluding 
installment of the last Business 
Builder program’s feature, What 
You Should Know About Your 
Stock: 

“Then you must know prices so 
well that you do not even have to 
consult the marks. 

“Thus far, you are only equipped 
to wait on customers and to hand 
over the counter what they have 
already made up their minds to 
buy. 

“This is nothing more than or- 
der-taking. 

“Your real salesmanship only 
begins at this point, for to actu- 
ally make a Sale it is, of course, 
necessary for you to describe the 
goods you are offering. 

“Therefore, you must know the 
uses of your goods. Ask yourself 
questions about any article you are 
selling; what is its purpose; to 
what sort of people is it suited, 
and so on. If you can’t find the 
answer, ask somebody else. 

* ~ * 

“Nor does salesmanship end 
here. Points other than ‘the use’ 
of an article must often be given 
to close a sale. One of these is 
Quality. 

“Therefore, you must know, and 
must be able to tell briefly and in 
an interesting fashion, about the 
quality, the construction or the 
composition of the articles you are 
selling. 

“This may even carry you back 
to the actual making of the goods, 
the skill, labor, and care used in 
manufacture. 

“Add to this a knowledge of 
competing goods of the same de- 
scription or class—and you have 
a fairly substantial basis for suc- 
cess in your work.” 
* * 


* * * * * * 


Your Added War Bonds 
Are an Added Task Force 
To Help Shorten the War! 
* * * * * * * * * 
Those listening in to this No- 
vember quarter-hour of BUSI- 
NESS BUILDERS will be inter- 
ested in knowing that since put- 
ting the first installment of the 
foregoing factual-feature on the 
air in September, we have had 
seven letters from other office out- 
fitters and manufacturers, each 
noting that they, too, had this 
BUSINESS BUILDER in their clip 
files and scrap books. Two of our 
correspondents mentioned specifi- 


cally that it first appeared in The 
Coach, then published as a joint 
co-operative sales-help to office 
outfitters by Boorum & Pease 
Company, Sanford Ink Company, 
C. Howard Hunt Pen Company 
and Eastern Corporation. And one 
of these two last referred-to cor- 
respondents even went to the trou- 
ble to send us a complete copy of 
The Coach in which this article 
first made its appearance. 
“THANKS!” say we. And here are 
the other underscored quotations 
from this edition recommended 
in this same enthusiastic letter as 
space this month will permit: 

“Mistakes are the shoals and 
reefs on the map of a man’s life— 
but they must be seen before they 
can be charted.” 

o*” * * 

“It’s easier to think about your 
troubles than to get up and rem- 
edy them.” 

* * * 

“To be kind is to be human. 
And to be really human is to be 
as close to God as any of us are 
likely to get in this world.” 

* * * 

Those last two were signed, “Old 
Phil Philosopher.” If any of our 
radio-office appliance public have 
any other numbers of The Coach, 
we would appreciate the loan of 
them to share these terse business 
adages with stationers everywhere. 
Just dispatch them and any other 
BUSINESS BUILDERS to the co- 
ordinator of this page at Box 2153, 
care of Shaw & Borden Company, 
Spokane 2, Wash. Here is an 
abridged editorial from the editor 
of that important publication, The 
Coach: 

“Have you a definite window 
policy? Do you know just what 
you expect your windows to ac- 
complish? 

“Are they to reflect the char- 
acter of the store? 

“Are they to be dignified to rep- 
resent quality or are they to be 
friendly and intimate. 

“Are they to display on ‘lead- 
ers’ and ‘bargain goods’, or would 
they represent the most desirable 
merchandise? 

“Simple questions these—but 
many a window has failed simply 
because no definite policy stood in 
back: of it! 

“Take the thought—and ‘carry 
on’.” 

Office-efficiently yours, 
RALPH B. ORTEL. 


38, 38, 3B 3B: 
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Prospects for Wood Office Chair Materials 
Not Improved—Simplified Practice Re- 
commendation on Steel Lockers Approved 


NO IMMEDIATE IMPROVEMENT IN WOOD OFFICE 
CHAIR MATERIAL SUPPLY, ASSERTS WPB 

No improvement in the over-all supply of lumber, 
textiles, and leather for wood office chair production 
was reported by War Production Board officials at 
the recent meeting of the Wood Office Chair Industry 
Advisory Committee, WPB said on September 18. 

WPB representatives pointed out, however, that 
wood office chair manufacturers may again use No. 1 
common white oak, since prohibitions on the use of 
this species of lumber were removed by a recent 
amendment of Direction 9 to the lumber control order, 
L-335. 

Other recent WPB actions mentioned by WPB rep- 
resentatives as being of particular interest to the wood 
office chair industry are: 

(1) Amendment of Direction 6 to L-335 to permit 
the sale, on uncertified orders, of No. 3 and lower 
grades of all species of hardwoods, provided that this 
will not interfere with the filing of certified orders. 
To the extent that lumber of this type is available, 
Class I lumber consumers (those using more than 
50,000 board feet per quarter) may make purchases 
in excess of their allotments. 

(2) Issuance of Direction 14 to L-335, which permits 
Class 1 lumber consumers to receive part of their 
fourth-quarter allotments of hardwoods during the 
third quarter. 

The textile and leather situation is expected to re- 
main difficult even after the fall of Germany, WPB 
representatives said. Committee members stressed the 
importance of leather to the wood office chair industry 
and urged WPB to exert every effort to make at least 
a minimum supply of leather, in suitable grades, avail- 
able to office chair manufacturers when military re- 
quirements decline. 

The committee also recommended that the wood 
furniture order, L-260-a, and the metal furniture and 
fixtures order, L-13-a, be revoked on X-Day. 

They urged, however, that the restrictions on fur- 
niture patterns be removed from L-260-a prior to 
X-Day. The order now permits each manufacturer to 
make at any one time a maximum of 25 per cent as 
many furniture patterns as he offered for sale in 
September, 1941, or 24 patterns, whichever is greater. 
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New patterns may not be made without specific WPB 
authorization. Permission to develop new patterns 
freely now would help manufacturers maintain a high 
level of employment during the shift from war to 
peacetime production, committee members said. 

WPB officials outlined the WPB plan of action for 
X-Day, as announced recently by J. A. Krug, Acting 
WPB Chairman. The plan is to eliminate all limita- 
tion and materials conservation orders that can pos- 
sibly be removed, they said. Controls will be retained 
only over materials that may continue to be tight and 
that are essential to munitions production. 

A priority rating will be assigned to military pro- 
grams, to protect war production, WPB representatives 
Said. They added that the only other priority rating 
that will be retained is the present AAA rating, for 
emergencies, both military and civilian. 

Under the X-Day program, WPB officials explained, 
the Controlled Materials Plan will be retained only 
for the quarter for which CMP checks are outstanding. 

The program was approved unanimously by the com- 
mittee. 


INDUSTRY APPROVES SIMPLIFIED PRACTICE 

RECOMMENDATION R35-28 ON STEEL LOCKERS 

A revision of Simplified Practice Recommendation 
R35-28, Steel Lockers (Single, Double, and Multiple 
Tier), has been approved for promulgation, according 
to an announcement of the Division of Simplified 
Practice of the National Bureau of Standards. It will 
be effective when materials which are now critical be- 
come available, and will be identified as “R35-44.” 

As compared with the superseded issue the new rec- 
ommendation omits two sizes of single tier lockers, 
and adds two sizes of double tier lockers and three 
sizes of multiple tier lockers. It also changes the size 
of one multiple tier locker and adds several paragraphs 
of general information. 

Until the revision is issued in printed form, a lim- 
ited number of mimeographed copies are available 
for free distribution by the Division of Simplified Prac- 
tice, National Bureau of Standards, Washington 25, 
D. C. 
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EDITORIAL 





"Your Country Is Still at War— 


Are You?” 


@¢ ONE OF the slogans for the Sixth War 
Loan drive is quoted above. The query is sig- 
nificant because of the wave of unjustified 
optimism that seems to be sweeping the country. 
A letdown now would be disastrous. 

Last November we published an editorial 
which read, in part, as follows: 

“Well-founded optimism is a highly desirable 
quality, but the facts fail to bear out any justifi- 
cation for feeling that the conflict will end this 
year. As a matter of fact, expert observers have 
advanced the opinion that it will be at least 
mid-1944 before Germany and her satellites are 
beaten to their knees.”’ 

Much has been accomplished, militarily, but 
much remains to be done. Germany is still 
strong and Japan is far from whipped. As this 
is written a great naval battle is in process in the 
Pacific north of the Philippine Islands, with 
virtual destruction of the Japanese navy as a 
probable result. This paves the way for the 
remaining tasks of full occupation of the Philip- 
pines, invasion of the Japanese-held portions 
of China to relieve its defenders, and final con- 
quest of Japan itself. Time, men and a continu- 
ous flow of equipment are the requirements for 
such a program. 

Things are going our way now, and they will 
continue to do so, yet relaxation of the home 
front war could impede the progress of our men 
on the battle fronts. Impediments abroad be- 
cause of failures at home cannot be tolerated. 


Which returns us to the subject of the Sixth 
War Loan. The drive will be in progress from 
November 20 to December 16. A total of 14 
billion dollars is to be raised, including 5 billion 
from individuals, at least half of which is to be 
in the form of E bonds. To reach the goal set, 
each individual is asked to buy at least one $100 
War Bond over and above regular purchases. 

The Sixth War Loan drive is a tremendous 


challenge to home front fighters. We must do 
our part so that the men in military service can 
continue their gallant labors in our behalf. 
To retailers is offered an additional oppor- 
tunity to participate in the drive by entering the 
Sixth War Loan National Display Contest. De- 
tails are available from The War Advertising 
Council, 11 West 42nd Street, New York, 18, N. Y. 


—_<eo-- 


NSA Hits the Top 


@¢ THE FINAL figure for full-time registra- 
tions at the Thirty-Ninth Annual Convention 
of the National Stationers Association, held in 
Chicago the first week in October, was 1405, 
nearly 25 per cent greater than the record break- 
ing 1943 convention. All but three states of the 
48 were represented. The number of exhibits 
in the products exposition was larger and the 
interest of visiting dealers was intense. Meas- 
ured in terms of total attendance, participation 
by registrants, and character of program, the 
1944 War Conference was the greatest ever held 
in the commercial stationery industry. 

Because of their definiteness, numbers are 
often used to indicate degree of achievement. 
And they serve that purpose well. But there are 
other important ingredients in the recipe of a 
successful industry conference, such as willing- 
ness to co-operate, share ideas, discuss mutual 
problems, and look upon competitors as friendly 
rivals rather than bitter enemies. That spirit of 
willingness was in full evidence at this year’s 
conclave. 

Too high a value cannot be placed on “lobby 
talk,” where the spirit of fraternity leads to 
mutual understanding, where ideas are ex- 
changed, and the “talkers” benefited. Friend- 
ships are built, minds made receptive, and the 
cause of the industry advanced as the individ- 
uals who compose it receive and contribute. The 
1944 assembly, restricted to members and men 
and women sponsored by members, was rich in 
opportunities for informal “lobby” conversations. 


HERE AND THERE 





CC DIRECTOR HEADS MILITARY 


ton was awarded the Order of the In 


August, Col. Huntington 





MISSION TO MARSHAL TITO 
The military life of Col. Ellery 
C. Huntington, Commercial Con- 
trols Corporation director since 
1940, seems to be anything but 
leisurely. Recently Col. Hunting- 
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Legion of Merit by President Roose- 
velt in recognition of his work at 
Allied force headquarters in Italy 
"for exceptionally meritorious con- 
duct in the performance of out- 


standing services. . 
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headed an American military mis- 
sion to the headquarters of Marshal 
Josip Broz (Tito), Yugoslav leader. 
Preceded by British and Russian 
missions, it was the fourth foreign 
group to join Tito. Several of its 
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members had previously served on 
a British-American mission to Yugo- 
slavia. 





COPY RIGHT MANAGER RISKS 
LIFE TO SAVE UNWARY POOCH 


In the eyes of a certain Toy Bos- 
ton Bull in New York's suburban 
Jackson Heights, Ted Wenstrom is 
unquestionably a hero. 

Briefly, the story is as follows: 
Ted, who is well known to the trade 
as manager of the Copy Right Mfg. 





Corporation, 53 Park Place, New 
York City, recently threw all caution 
to the winds by dashing in front of 
a truck bearing down on an apa- 
thetic canine nonchalantly strolling 
across the street. To Ted's quick 
action the pup owes his life, though 
one would never be aware of the 
fact from his indifference registered 
in the accompanying photograph. 





CARTER'S INK MAN AT HOME 
AFTER PW TERM IN RUMANIA 


Captain Arthur J. Staveley, for- 
merly of The Carter's Ink Company, 
Boston, Mass., is probably calling 
himself a very lucky man today. 
For he's back at home, safe and 
well, after spending several months 
in a Rumanian prison camp. 

Capt. Staveley's bomber was shot 
down while on a mission over that 
country, and he was incarcerated 
until the recent release of Rumanian 
prisoners of war. He has recovered 
from wounds suffered at the time of 
his capture. 





56TH WEDDING ANNIVERSARY 
CELEBRATED BY THE 
JIM LACEYS 


On October I7, 1888, Mr. and 
Mrs. James T. Lacey were married 
in St. Louis, Mo. Twenty-one years 
later they moved to Madison, Wis., 
where they have maintained domes- 
tic headquarters ever since. Jim 
Lacey will be remembered as a 
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widely known and successful sales- 
man of blank books, loose leaf 
systems and supplies. He has friends 
among dealers and manufacturers 
throughout the industry. Jim retired 
some years ago but his interest in 
people in the field still continues. A 
picture of Mr. and Mrs. Lacey and 
a story appeared in a Madison 
paper. 





EBENEZER WALLACE IS GOVER- 
NOR WARREN'S DOUBLE 


For some time Ebenezer Wallace 
of the Southern California Station- 
ers, Los Angeles, Calif., has been 
told by friends that he looks like 
Governor Warren of California. 
With true Wallace modesty he de- 
nied the allegations. Then his picture 
was used in connection with the Old 
Town Ribbon & Carbon Company's 
advertisement in the September is- 
sue of OFFICE APPLIANCES. Once 


again friends became actively aware 














EBENEZER WALLACE 





of the resemblance between Mr. 
Wallace and Governor Warren. 
One of them tore the sheet carrying 
the advertisement from his copy of 
the journal and mailed it to Chicago 
with the statement that it offered 
visual evidence that Mr. Wallace 
could be and often has been mis- 
taken for Governor Warren. No as- 
surance was given that Mr. Wallace 
has gubernatorial aspirations but at 
least he has the appearance of a 
governor. 





LETTERS BY FLASHLIGHT 

In a letter dated September | | 
Sgt. Frank Davis says ‘Just’ as a 
matter of interest to you, this letter 
was written by flashlight in a pup 
tent in France. Probably some fu- 
ture letters will be dictated by 
fluorescent light from a swivel chair 
somewhere in America (Il hope}]— 
and Soon!" 

Before the war Frank Davis was 
with the Decatur Office Equipment 
Company, Decatur, Ill. The reason 
for his letter was to authorize re- 
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newal of his subscription to OFFICE 
APPLIANCES. We join him in the 
hope that it will not be long before 
he will be back home and functioning 
again as an office equipment and 
supplies salesman. 





"“G-|" APPRECIATES GOOD 
TYPEWRITER REBUILDING 


Last month J. W. Densford of the 
Shawnee A-C Typewriter Company, 
Shawnee, Okla., received a letter of 
which he is justifiably proud. It was 
written by PFC Norman O. Joseph- 
sen of the U. S. Army. The letter 
follows: 

"| am a 'G-l' typewriter repair- 
man in New Guinea. Today | un- 
packed a Remington typewriter, 
Model 16, No. Z552304, which had 
been furnished to the U. S. Army 
by your organization. 

“As one typewriter man to an- 
other, permit me to compliment you 
on a truly excellent piece of re- 
building work. Close examination of 
the machine showed your conscien- 
tious mechanical treatment of the 
machine when rebuilding. This ma- 
chine will see Spartan service here 
under severe climatic conditions. | 
am confident that your rebuilt ma- 
chine will prove equal to the task. 

"Keep up the good work—ma- 
chines have to be good here." 








OFFICE EQUIPMENT MEN TRANSFER 
TO RANKS OF HARD LABORERS.— 


Fred P. Alexander, president, and W. 
G. Huston, vice-president, Alexander 
Brothers, Ltd., Honolulu, Hawaii, offer 
this picture as evidence that they do 
something besides selling office ap- 
pliances. The weary laborers, resting 
briefly, were photographed on a ranch 
near Lewiston, Idaho. Owned by J. P. 
McCann, Mr. Alexander’s father-in-law, 
the ranch consists of 66,000 acres, 
stocked with 4,000 head of cattle. Al- 
though relatively few of the 66,000 
acres are under cultivation. Messrs. 
Alexander and Huston are convinced 
that the number should be smaller. 
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N THE WORDS of NSA Gen- 
eral Manager Charles P. Gar- 
vin, the Thirty-Ninth Annual 
Convention of the National Sta- 


House, Chicago, on October 2, 3 
and 4, was “the biggest stationers’ 
meeting ever held in the 600 years 
of our business history.” Attend- 
ance far outstripped that of any 
previous meeting of the Associa- 
tion, 1405 having been officially 
registered as against last year’s 
1201, of which approximately 200 
were junior registrations. Forty- 


City, Mo. 
Specialty Prtg. 


counter. 


8. Warren Mosman, 
eral manager, 


tioners Association at the Palmer 


five of the United States were rep- 
resented this year. Ilinois led 
with 265 registrants, New York 
captured runner-up honors with 
155, while Missouri edged out Ohio 
for third place with a registered 
total of 98 against the latter’s 97. 
From outside the continental 
United States came 20 registrants 
from Canada, one from Hawaii, 
and, for the first time in NSA 
history, one from “down under” 
—G. H. Horton, Columbia Ribbon 
& Carbon’s representative from 
Sydney, Australia. 

Nor was attendance the only 
shattered record at the 1944 An- 
nual Convention. A total of 91 
exhibitors, a figure well beyond 
that of any previous meeting, oc- 
cupied every available space in 
the large Exhibition Hall, over- 
flowed into the foyer and filled a 
long corridor adjacent to the ball- 


1. Past-President Owen G. Bayless, Lowman & Hanford Co., Seattle; 
General Manager Charlie Garvin. 


2. George Demaree, Mrs. Frank Demaree, Demaree Staty. Co., Kansas 


3. Mrs. J. A. ag 2 Savel Staty. Co., Los Angeles; Albert Knox, Eureka 
oO. 


4. G. J. Aigner Poured.—Mr. Aigner at the Aigner free refreshment 


5. Lou Brown, Eberhard Faber Pencil Co.; Fred Fenne, Associated 
Stationers Supply Co.; Paul Cheney. Southworth Co.; Frank Cur- 
tiss, Neva-Clog Products Co.; Ed Knapp, Victor Safe & Equipment 
Co. 


6. Crowd before registration desk. 


7. H. C. McPike, Weis Mig. Co.; W. C. Clegg, The Clegg Co., San 
Antonio; Harry Tehan, Higgins Ink Co., before Weis Photomat booth. 


Herring-Hall-Marvin Safe Co.; C. P. Garvin, gen- 
A. 
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Biggest Convention 


1405 Delegates from 45 States 
Attend— Moley Featured Speaker 
—Latsch Re-elected President 


room annex. Confirmed conven- 
tion-goers pronounced this year’s 
show the best ever. Numerous new 
products were on display, despite 
the fact that wartime restrictions 
have largely remained to limit 
production. A substantial volume 
of business was “booked” by ex- 
hibitors, a few of whom featured 
no merchandise set-up, but re- 
served booth space for the con- 
venience of customers and for the 
purpose of maintaining contacts. 
Two innovations at this year’s ex- 
hibit proved immensely popular. 
On Monday and Tuesday evening 
eight $100 cash door prizes were 
awarded by exhibiting manufac- 
turers to lucky dealers and their 
wives. Entertainment in the form 
of a “barber-shop” quartette and 
music by four clever instrumental- 
ists added much to an atmosphere 


l. J. F. Taylor, W. J. Gage & Co., Ltd., Toronto; Newton Brown, 
Brown & Collett, Ltd., Toronto; H. E. Miller, Columbia Paper 
Co., Ltd., Vancouver, B. C.; E. T. Reynolds, 
& Hodgson, Ltd., Montreal; R. S. Greenwood, Warwich Bros. 
& Rutter, Ltd., Toronto; A. S. Patrick, Hutchings & Patrick. 


Ltd., Ottawa. 


2. A brother act. Blank book to blank book, manufacturer to 
retailer. Ray Schumacher, National Blank Book Co., meets 
George Schumacher, Siekert & Baum, Milwaukee, after forty 


years’ separation. 


3. R. A. Maish; J. S. Kerr, Dennison Mfg. Co.; 
agg Mercantile Paper Co., Montgomery, Ala.; R. A. Jonas, 


. Oxford Filing Supply Co. 


4. ae twins—Harry Sanner, Sanner Office Supply, Pat Pa.. 
left; Harry Short, Columbian Art Works, Inc., 
ville Co. The two Harrys are similar in size and gen- 
eral characteristics. .They frequently have been 
introduced as brothers at stationers’ gatherings 


but are not related. 
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McFarlane Son 


of congeniality during Tuesday 
evening exhibit hours. 


Moley Featured Speaker 


The speaking program of the 
Thirty-Ninth Annual Convention, 
though shortened by a half-day, 
was, nevertheless, one of the most 
practical and illuminating ever to 
be presented before an NSA as- 
sembly. Subjects covered ran the 
gamut from taxes and the selec- 
tion of salesmen to a timely dis- 
sertation on standardization of 
manufacturers’ lines and a revela- 
tion of the inner workings of the 
Office of Price Administration. 
Featured speaker of the three-day 
Convention was Raymond Moley, 
associate of Newsweek and one of 
the New Deal’s “brain-trusters”’ 
during the first two years of the 
Roosevelt regime. Mr. Moley 


Leo Gassen- 


and 
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talked at some length on the cur- 
rent campaign, giving his views 
on the changes that had occurred 
within the Democratic party dur- 
ing the past decade and outlining 
factors that would affect the out- 
come of the November election. 
Generally conceded the most 
animated of the convention ad- 
dresses was that given by James 
Watson, personnel director of the 
Emporium World Millinery Com- 
pany, Chicago, in which he dra- 
matically portrayed customer re- 
action to various objectionable 
types of salesmen, and presented 
several sales-training points that 
could be applied to any retail 
business. Talks by John C. Hazen, 
executive assistant of the Depart- 
ment of Governmental Affairs, 
Chamber of Commerce of the 
United States, and by Charles B. 
Hammen, senior price analyst of 
the Office of Price Administration, 
proved to be both interesting and 
informative to the well-attended 
sessions. These, together with 
addresses presented by talented 
speakers drawn from the mem- 
bership of the National Sta- 
tioners Association left. the aud- 
ience with the feeling that not a 
moment spent in the general ses- 
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sions was without its reward in 
applicable ideas. 

No declarations were framed at 
the 1944 NSA Convention. During 
the closing session, however, it 
was moved, seconded and carried 
that suitable resolutions be 
drawn up and presented to Ed 
Little, Wabash Filing Supplies, 
Inc., who became ill at the Con- 
vention and was unable to deliver 
the report of the credentials com- 
mittee at the closing session; and 
to Mrs. Charles P. Garvin, wife of 
General Manager Garvin, who has 
been seriously ill for the past sev- 
eral months. 


Latsch Re-elected President 


The slate presented by the nom- 
inating committee at the closing 
session was adopted without a dis- 
senting vote. Re-elected to the 
NSA presidency was Robert D. 
Latsch, Latsch Brothers, Lincoln, 
Nebr. Division heads named were 
as follows: 

Distributors Division: Vice- 
president, L. S. Crowl, Blade 
Printing & Paper Company, To- 
ledo, Ohio; Vice-chairman, Fred 
Downs, Downs-Randolph Com- 
pany, Tulsa, Okla. 

Manufacturers Division: Vice- 
president, Horace B. Van Dorn, 
Joseph Dixon Crucible Company, 
Jersey City, N. J.; Vice-chairman, 
George C. Holt, W. A. Sheaffer 
Pen Company, Fort Madison, 
Iowa. 


Stationer-Printer Division: 





Vice-president, Horace Kilham, 
Kilham Stationery & Printing 
Company, Portland, Ore. 

Wholesalers’ Livision: Vice- 
president, A. R. Skibbe, Associated 
Stationers’ Supply Company, Chi- 
cago, Il. 

Dealer-Manufacturer Relations 
Division: Vice-president, Earl R. 
Kochheiser, Charles Ritter Com- 
pany, Mansfield, Ohio. 

Sales Managers’ Division: Vice- 
president, R. A. Jonas, Jr., Oxford 
Filing Supply Company, Brooklyn, 
MN; 2; 

Office Furniture Division: Vice- 
president, Erle Kistler, W. H. Kist- 
ler Stationery Company, Denver, 
Colo. 

Field Division: Vice-president, 
William Boyd, Acco Products, Inc., 
Chicago, Il. 

Treasurer: 
Stockett-Fiske Company, 
ington, D. C. 

Auditor: Woodson P. Waddy, 
Everett Waddey Company, Rich- 
mond, Va. 

Two of the _ vice-presidents 
named—L. S. Crowl and A. R. 
Skibbe—were holdovers, while 
Horace B. Van Dorn moved into 
the vice-presidency of the manu- 
facturers’ division from his post 
of vice-chairman held the preced- 
ing year. 

The following 13 regional gover- 
nors, previously nominated at 
their respective district conven- 
tions, were also elected: 

District No. 1: S. Ford Chidsey, 


W. E. Stockett, Jr., 
Wash- 


Bradley & Scoville, Inc., New Ha- 
ven, Conn. 

District No. 2: P. J. Murett, 
Ryan & Williams, Buffalo, N. Y. 

District No. 3: Charles V. Sinis- 
galli, R. P. Andrews Paper Com- 
pany, Washington, D. C.; Lt. Gov- 
ernor, Frank Amey, Ream’s, Inc., 
Lancaster, Pa. 

District No. 4: Claud Hanes, 
Office Equipment Company, Inc., 
Tampa, Fla. 

District No. 5: H. C. Wilking, 
B-C-D Office Equipment, Inc., De- 
troit, Mich. 

District No. 6: W. M. Weck, 
Haines & Essick Company, Deca- 
tur, Il. 

District No. 7: Lyle D. Espe, 
Midwest Press & Supply Company, 
Sioux Falls, S. Dak. 

District No. 8: Ted Warkentin, 
Southwestern Bank & Office Sup- 
ply Company, Lawton, Okla. 

District No. 9: Alvin Eisemann, 
Maverick-Clarke, San Antonio, 
Tex. 

District No. 10: 
Robinson’s Book 
Colo. 

District No. 11: Darrel Ireland, 
Trick & Murray, Seattle, Wash. 

District No. 12: Omar Boyd, 
Stationers Corporation, Los An- 
geles, Calif. 

District No. 13: A. J. Kerin, 
Tower-Crossman Corporation, New 
Vore, N.Y. 

Following the closing of the 
final session of the Convention on 
Wednesday, a_ special luncheon 


Fred Robinson, 
Store, Golden, 
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S. FORD CHIDSEY 


Bradley & Scoville, Inc. 
New Haven, Conn. 
District No. 1 


CLAUDE P. HANES 
Office Equipment Co., Inc. 
Tampa, Fla. 
District No. 4 
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TED R. WARKENTIN 
Southwestern Stationery & 
Bank Supply, Lawton, Okla. 

District No. 8 

















OMAR BOYD 


Stationers Corp. 
Los Angeles, Calif. 
District No. 12 
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PETER J. MURRETT 
Ryan & Williams, Inc. 


Buffalo, N. Y. 
District No. 2 











Detroit, 





Mich. 


District No. 5 





H. C. WILKING 
B-C-D Office Equipment, 


Inc. 

















CHARLES V. SINISGALLI 
R. P. Andrews Paper Co. 
Washington, D. C. 
District No. 3 














FRANK W. AMEY 
Ream’‘s, Inc. 
Lancaster, Pa. 

Lt. Gov., District No. 3 

















W. M. WECK 


Haines & Essick Co. 
Decatur, Ill. 
District No. 6 
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ALVIN EISEMANN 
Maverick-Clarke 
San Antonio, Tex. 


District No. 9 














FRED B. ROBINSON 


Robinsons’ Book Store 
Golden, Colo. 
District No. 10 
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LYLE D. ESPE 
Midwest Press & Supply Co. 
Sioux Falls, S. Dak. 
District No. 7 

















DARREL IRELAND 
Trick & Murray 
Seattle, Wash. 
District No. 11 





A. J. KERIN 
Tower-Crossman Corp. 
New York, N. Y. 
District No. 13 
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was held for the newly-elected 
Board of Control in the Crystal 
Room. At a meeting of the board 
held in the afternoon, tentative 
plans were laid for the conduct 
and administration of the Asso- 
ciation’s affairs through the com- 


ing year. 

Announced by General Manager 
Garvin just before the official 
closing of the Convention was a 
gratifying increase in NSA mem- 
bership, 110 additional names 
having been added to the Asso- 


ciation enrollment since last year: 
The Morris Hansell membership 
trophy, annually awarded to the 
district showing the greatest 
membership increase, was again 
captured by District No. 5, headed 
by Governor W. F.° Thomas. 


Day by Day Account of Convention Proceedings 


(| geen preceding the offi- 
cial openings of the Conven- 
tion were diminished somewhat by 
the shifting of the NSA golf tour- 
nament, previously played on 
Sunday at Olympia Feilds, to a 
post-convention spot at a differ- 
ent site. This year the popular 
contest was held on Thursday, Oc- 
tober 5, at Rolling Green Country 
Club, northwest of Chicago. 

As in the past, Sunday registra- 
tion at Convention headquarters 
at the Palmer House was heavy, 
well over half the total attendance 
having been registered before the 
general sessions opened on Mon- 
day. Convention registration hours 


ie 


on Sunday extended from 9 a.m. 
to 12 m. and from 2 p.m. to 5 P.m. 

On Sunday afternoon a pre- 
convention meeting of the Execu- 
tive Committee, President R. D. 
Latsch presiding, was called at 
1 p.m. to complete details for the 
sessions to follow. The exhibition 
hall was opened from 3 P.m. to 
7 p.m. for the benefit of early 
arrivals. 

Monday Morning 

The first official event of the 
1944 Convention was the Presi- 
dent’s Breakfast at 8 a.m. in the 
Crystal Room, followed by a meet- 
ing of the Executive Committee 
and Board of Control. A half- 


oome 





hour later, the gates of the Ex- 
hibition Hall were swung open and 
many of the registrants got their 
first glimpse of the 1944 contribu- 
tions to the business world. The 
hall closed promptly at noon on 
Monday, and reopened again at 
5 p.m., after the first afternoon’s 
session was adjourned. On 
Tuesday the exhibit hours ex- 
tended from 5 p.m. to 10:30 P.m. 
and on Wednesday from 1:30 P.M. 
to 5:30 P.M. 

Registration opened at 9 A.M. on 
Monday, and again on Tuesday, 
continuing until 5 p.m. Heavy traf- 
fic was the rule of the day, regis- 
tration reaching a total of 1165 


res 


AT THE PRESIDENT’S BREAKFAST MONDAY MORNING 





Starting with the president in the center fore- 
ground and going clockwise around the table: R. D. 
Latsch, Latsch Brothers, Lincoln, Nebr., NSA president; 
O. G. Bayless, Lowman & Harford Co., Seattle, Wash., 
past-president; J. E. Conlon, Rockwell-Barnes Co., 
vice-president, manufacturers’ division; Charles Mix- 
ter, Eau Claire Book & Stationery Co., Eau Claire, 
Wis., governor of Dist. No. 7; George Moore, Pound & 
Moore Co., Charlotte, N. C., vice-chairman, distrib- 
utors’ division; W. C. Clegg, Clegg Co., San Antonio, 
Tex., past-president; H. J. Hampton, Indianapolis Office 
Supply Co., Indianapolis, Ind., past-president; J. A. 
Gilbert, Office Appliances, Chicago; W. P. Waddy, 
Everett Waddey Co., Richmond, Va., auditor; B. J. 
Bristoll, Koch Brothers, Des Moines, Iowa, past-presi- 
dent; Thomas Stagg, Hoskins, Inc., Philadelphia, Pa., 
vice-president, dealer-manufacturer relations division: 
Eldon Just, Just & Son, Chicago, governor of Dist. 
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No. 6; R. A. Maish, Dennison Mfg. Co.; S. F. Chidsey, 
Bradley & Scoville Co., New Haven, Conn., governor 
of Dist. No. 1; H. B. Van Dorn, Jos. Dixon Crucible Co., 
vice-chairman, manufacturers’ division; A. J. Kerin, 
Tower-Crossman Corp., New York, N. Y., governor of 
Dist. No. 13; Horace Kilham, Kilham Stationery & 
Printing Co., Portland, Ore., governor of Dist. No. 11; 
H. C. Parker, Jr., H. C. Parker, Inc., New Orleans, La., 
governor of Dist. No. 9; P. J. Murett, Ryan & Williams, 
Buffalo, N. Y., governor of Dist. No. 2; L. S. Crowl, 
Blade Printing & Paper Co., Toledo, Ohio, vice-presi- 
dent, distributors’ division; E. B. Healy, Santa Fe Book 
& Stationery Co., Santa Fe, N. Mex., past-president: 
George C. Holt, W. A. Sheaffer Pen Co., chairman, 
Chicago convention committee; Rose Cushman, NSA, 
Washington, D. C.; Charles P. Garvin, NSA general 
manager, Washington, D. C. 
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NSA SPEAKERS 


. Raymond Moley, Associate Editor, News- 

week Magazine. 

. R. D. Latsch, Latsch Brothers, Lincoln, 

Nebr., NSA President. 

. John C. Hazen, Chamber of Commerce 

of the United States. 

. Charles P. Garvin, NSA General Mana- 

ger. 

O. G. Bayless, Lowman & Hanford Co., 

Seattle. Wash. 

. Harold J. Hampton, Indianapolis Office 

Supply Co., Indianapolis, Ind. 

A. G. Frost, Esterbrook Pen Co. 

— Eisenlohr, The Dorsey Co., Dallas, 

ex. 

. Charles B. Hammen, Office of Price Ad- 

ministration. 

10. James Watson, Emporium World Mil- 
linery Co., Chicago, Ill. 

ll. Charles V. Sinisgalli, R. P. Andrews 
Paper Co., Washington, D. C. 

12. Charles H. Miller, Pacific Northwest Sta- 
tioners Association, Portland, Ore. 

13. L. R. Kendrick, The Kendrick-Bellamy 
Co., Denver, Colo. 

14. Henry Ten Hoor, Office Supplies, Inc., 
Muskegon, Mich. 

15., Henry L. Chesick, The Century Press, 
New Castle, Ind. 

16. R. C. Moore, Columbia Ribbon & Carbon 
Mig. Co. 

17. Arthur J. Walker, Farnham Staty. & 
School Supply Co., Minneapolis, Minn. 

18. E. R. Kochheiser, The Charles Ritter Co., 
Manstield, Ohio. 

19. K. L. Boyer, Newell B. Newton Co., To- 
ledo, Ohio. 

20. Woodson P. Waddy. Everett Waddey 
Co., Richmond, Va. 

21. R. A. Maish, Dennison Mfg. Co. 

22. Herman Price, Eagle Pencil Co. 

23. C. H. Everly, Oifice Appliances. 

24. Lt. Dick Pechman, Denver Staty. Co., 

Denver, Colo. 


~ 
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when the desks closed Monday 
evening; by Wednesday figure had 
expanded to a total of 1405. 


Monday Afternoon 


All divisions of the Association 
were heavily represented when 
General Manager Garvin called 
the opening session to order at 
2 P.M. on Monday afternoon. After 
a few good-natured “ribs” from 
the secretary, President R. E. 
Latsch, Latsch Brothers, Lincoln, 
Nebr., was introduced to the as- 
sembly. The genial chief execu- 
tive then proceeded to announce 
the appointment of the following 
committees: 


Budget Committee: R.A. Maish, 
Dennison Manufacturing Com- 
pany, chairman; J. S. Sprott, 
Globe-Wernicke Co.; Woodson 
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Waddy, Everett Waddey Company, 
Richmond, Va.; Owen Bayless, 
Lowman & Hanford Company, 
Seattle, Wash.; Morris Hansell, 
F. F. Hansell & Brothers, Ltd., 


New Orleans, La. 
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Necrology Committee: C. H. 
Everly, OFFICE APPLIANCES, Chi- 
cago, Ill. chairman; William 
Greenleaf, Bainbridge, Kimpton & 
Haupt, Inc.; William Donnelly, 
The Modern Stationer, New York, 
N. Y. 

Credentials Committee: Edward 
Little, Wabash Filing Supplies, 
Inc., chairman; Ray Eichenlaub, 
Service Steel Products Corpora- 
tion; Harry Nichols, Weis Manu- 
facturing Company. 

Nominating Committee: Harold 
Hampton, Indianapolis Office Sup- 
ply Company, Indianapolis, Ind.; 
chairman; L. S. Crowl, Blade 
Printing & Paper Company, To- 
ledo, Ohio; E. B. Healy, Santa Fe 
Book & Stationery Company, 
Santa Fe, N. Mex.; Ed Manning, 
Stein Brothers Manufacturing 
Company; Harry Tehan, Higgins 
Ink Company. 

Dealers’ Declaration Committee: 
William R. Diehl, Diehl Office 
Equipment Company, Columbus, 
Ohio, chairman; Harold J. Hamp- 
ton, Indianapolis Office Supply 
Company, Indianapolis, Ind.; 
W. F. Thomas, Findlay Printing 
& Supply Company, Findlay, Ohio; 
A. L. King, Ward’s Stationers, Bos- 
ton, Mass.; Owen Bayless, Low- 
man & Hanford Company, Seattle, 
Wash.; S. Ford Chidsey, Bradley 
& Scoville, Inc., New Haven, 
Conn.; C. A. Robbins, Carolina 
Office Equipment Company, Rocky 
Mount, N. C. 

Manufacturers’ Declaration 
Committee: Herman Price, Eagle 
Pencil Company, chairman; Gil- 
bert Bosse, Imperial Desk Com- 
pany; Ray Eichenlaub, Service 
Steel Products Corporation; Frank 
R. Nichols, Columbia Ribbon & 
Carbon Manufacturing Company; 
Craig Sheaffer, W. A. Sheaffer Pen 
Company; Seymour Walcott, Do- 
More Chair Company, Inc. 

Sergeant-at-Arms: Stan Griebel, 
Yawman and Erbe Manufacturing 
Company. 
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ae Department s UMail dies Read at WSA sited 


Apprised late in September of the impending opening of NSA’s 39th Annual 
Convention in Chicago on October 2, Lt. Col. H. F. Ambrose, Chief of the Office 
of Technical Information, AGO, of The Adjutant General’s Office, Washington, 
D. C., dispatched the following letter to Stanley L. Wessel, Stanley Wessel & 
Company, Chicago, relative to the current and future status of V-Mail, and the 
part it has been playing in the war effort. The letter, delayed en route, 
failed to reach the Wessel plant on schedule, and was repeated via telephone, 
recorded and typed by a stenographer, and read at the Convention by General 
Manager Garvin at the opening of the Tuesday afternoon session. Not Ripley 
material, perhaps, but, as Mr. Garvin pointed out, seldom is a letter read before 


it’s received. Text of the letter follows: 


This is with reference to your inquiry of September 26, 1944, 
concerning the present and future status of V-Mail, and its rela- 
tive importance to the war effort. The use of V-Mail on a large 
scale by the American public is necessary if American fighting 
men overseas are to receive the best possible mail service under 
conditions of total war. The reason for this is obvious. With the 
Army alone now dispatching more than thirty-five million pieces 
of mail per week to soldiers stationed outside the United States, 
the obtaining of sufficient cargo space is still a major problem, 
particularly in the case of aircraft. 

The ending of the war in Europe will by no means bring an 
end to the essentiality of V-Mail. Transfer of large numbers of 
troops to the Asiatic theater, together with the tremendous shift 
in shipping, will result in further space problems in the war 
against Japan. Greatly attenuated lines of supply will mean that 
large numbers of ships will be tied up for greater periods on the 
long Pacific supply routes than is the case on the Atlantic. At 
the same time our large occupational forces in Europe will con- 
tinue to make V-Mail a mail requisite for these men. 

While, of course, it is impossible to hazard a guess on the date 
on which the war will end in Europe and even more difficult in 
the case of Japan, it is interesting to note in this connection a 
statement from a recent report compiled by the Office of War 
Information based on facts, estimates and opinions obtained from 


authorities in the War, Navy, and State Departments. This re- 
port said, in part, concerning the length of time required to defeat 
Japan, ‘‘Over-all military plans, including those concerned with 
war production, are based on the assumption that it may take 
years, rather than months, to defeat Japan. One and a-half to 
two years after the defeat of Germany is considered an absolute 
minimum.” 

The Office of War Information has just been requested by both 
the War and Navy Departments to continue their strong informa- 
tion program on V-Mail, and to intensify it after Christmas with 
a protracted campaign. As you know, the media facilities, which 
the Office of War Information allocates, comprise the use of 
radio, motio pictures, outdoor displays, posters, newspapers, and 
spcnsored advertising support. 

Because of the aforementioned, popular demand for V-Mail 
should continue, and, we feel, increase in this connecticn. The 
business services of the stationers are vital in satisfying this public 
demand promptly and conveniently; their continued patriotic 
services are requested in giving V-Mail the greatest possible dis- 
play and related promotional support. 


Sincerely, 
H. F. AMBROSE, 
it, Cel, AG.D. 


Chief, Office of Technical Information, AGO. 











President Latsch, in delivering 
his annual report, expressed his 
pleasure at being able to cover 
the nation with the NSA Troupe 
and to discuss with stationers 
from all regions the important 
problems of the day — post-war 
planning, re-employment of serv- 
ice men, orderly surplus disposal 
and profit control. He reviewed 
the various services brought to the 
members through the Association 
publications, and emphasized that 
considerable prestige had accrued 
to the Association through the 
articles written for outstanding 
business publications by General 
Manager Garvin, by his appear- 
ance before the Senate committee 
on surplus disposal, and by his 
long term as chairman of the 
trade association advisory com- 
mittee of the U. S. Department of 
Commerce. He touched on the 
healthy membership growth and 
briefly referred to the sound 
financial structure of the Asso- 
ciation. In closing, he recom- 
mended strongly that all station- 
ers consider the possibility of en- 
larging their stores to provide a 
complete, all-inclusive service for 
customers. By so doing, he said, 
stationers would make the most 
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of their profit possibilities, and 
both dealer and manufacturer 
would gain from the expansion. 

Before introducing the next 
speaker, the general manager in- 
troduced G. H. Horton, managing 
director of G. H. Horton & Com- 
pany Printery, Ltd., Columbia Rib- 
bon & Carbon Manufacturing 
Company and Columbia Pencil 
and Crayon Company, of Sydney 
Australia, proclaiming him as the 
member who had set a new “top” 
for distance traveled to the Con- 
vention. 

John C. Hazen, executive assist- 
ant of the Department of Govern- 
mental Affairs, U. S. Chamber of 
Commerce, was then presented. In 
discussing his topic, “Your Re- 
sponsibility to Congress,” Mr. 
Hazen stressed the fact that the 
citizen and business man owed his 
congressional representative a 
definite obligation—the responsi- 
bility of informing him of the 
opinions and feelings of his con- 
stituency. He offered tangible 
proof of the current trend toward 
socialism, and stressed that the 
expanding national debt and 
mushrooming growth of bureau- 
cratic agencies and Federal pay- 
rollers could no _ longer. be 


shrugged off. America, he said, 
stands today at the crossroads. 
In the latter half of his discourse, 
he outlined the work that the 
Chamber of Commerce had been 
doing to help disseminate infor- 
mation in published form on im- 
portant questions, and gave sev- 
eral instances where such infor- 
mation had had definite effect on 
congressional decisions. But the 
Chamber, he insisted, could not 
handle the job alone, but must be 
backed by thousands of informed 
business men who would make 
their opinions heard, considered 
and acted upon in the nation’s 
capital. 

The third speaker of the after- 
noon was Otto H. Eisenlohr, The 
Dorsey Company, Dallas, Tex., 
who repeated his address, “Let’s 
Keep America American,” which 
had received such a tremendous 
acceptance at several of the 1943 
NSA regional meetings. American 
progress, he said, was founded on 
Freedom—not one, but many 
types. And not the least of these, 
he continued, was the freedom of 
private enterprise. He dwelt on 
the methods employed by leaders 
of subversive movements who 
would upset this traditional sys- 
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l. Jack Beall, Business Supply Co., Co- 
ene S. C.: Paul Barrett, Mine Chair 


°. 

2. Fred J. Braun, Mark J. Kenna, Augie 
Krohne, American Pencil Co. 

3. Seated: Wes Thomas, Findlay Prtg. & 
Supply Co., Findlay, Ohio; A. J. Kerin, 
Tower-Crossman Corp. Standing: H. B. 
Van Dorn, Jos. Dixon Crucible Co., 
George Holt, W. A. Sheaffer Pen Co.; 
Less Crowl, The Blade Prtg. & Paper 
Co., Toledo, all members of the NSA 
executive committee. 

4 Seated: Mrs. P. H. Barkley, Charlotte 
Atwood. Standing: P. H. Barkley, C. L. 
Barkley & Co.; Sid Anderson, Latsch 
Bros., Linectn Nebr.; Gordo~ j. Kickels, 
C. L. Barkley & Co.; Harold Atwood, 
H. O. Atwood Associates. 

5. E. Walder, Duplicator Paper Co., Chi- 
cago; Mrs. Carscallen; H. M. Carscallen, 
Red Feather Products Co. 

. Jim Donovan, E. W. LaTourette, W. G. 

he gg Underwood Elliott Fisher Co. 

J. H. Simpson, National Fiberstok En- 

velope Co., Dean A. Hall, Gage’s, Battle 

Creek, Mich.; Chas. G. Peters, National 

Fiberstok Envelope Co. 

8. R. G. Burns, H. M. Pearson and F. W. 
Ficinus, Company of Master Craftsmen, 
Inc. (manufacturing division of W & J 
Sloane). 

9. Howard Sanders, Stationers & Publishers 
Board of Trade; C. H. Law and John 
Tamany, Boorum & Pease Co. 

10. John Kautz, Kautz Staty. Co., Indian- 
apolis; ‘William Morley and Harry A. 
Shockley, Bramwood Press, Indianapolis; 
Harry Nichols (seated), Weis Mfg. Co. 

ll. Art Hanabel, Chicago; Harry Tehan, Hig- 
gins Ink Co.; Al Rubin, Chicago. 

12. M. H. Chute, Jr.. W. S. Beeken, Bain- 
bridge, Kimpton & Haupt, Inc.; H. S. 
Robinson, Robinson Reminders. Front: 
R. H. Llewellyn, R. H. Llewellyn Co., 
Manchester, N. H. 

13. George Hanson, Boorum & Pease Co.; 
Jack Love, Business Equipment Co., 
Peoria; A. J. Markelz, The Book Shop, 
Joliet: B. J. Powell, A. W. Faber, Inc. 

14. H. B. Van Dorn, Jos. Dixon Crucible Co. 

15. H. W. Koehn, Jr., The Sikes Co., O. T. 
Nungesser, Nungesser Desk Co., Cleve- 
land. 


16. Mr. and Mrs. Jim Bradley, Higgins Ink 
Co. 
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tem, substituting one of regimen- 
tation. It is this right of indi- 
vidual initiative, this American 
way of life, for which our boys 
are fighting today. Our fight at 
home to strengthen our demo- 
cratic institutions must also con- 
tinue, he insisted, if we are to 
retain and expand the freedoms 
upon which the nation was 
founded and grew to world leader- 
ship. 

Following Mr. Eisenlohr on the 
Monday afternoon program was 
L. R. Kendrick, Kendrick-Bellamy 
Company, Denver, Colo., who left 
little doubt in the minds of his 
listeners that he really knew his 
subject, “Taxes.” He opened by 
outlining four points in our tax 
program that should be watched 
closely, then discussed step-by- 
step the salient changes of the 
new income tax law (effective 
January 1) over the current law. 
The future tax picture, he said, 
indicates that taxes will increase, 
not taper off, until the end of the 
European phase of the war, with 
a further probable cut after Japan 
is beaten. Excess profits taxes and 
capital stock taxes will probably 
be abolished, he stated, but indi- 
cated that there was little prospect 
of a cut in the individual income 
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Front row, left to right: O. G. Bayless, Lowman & 
Hanford Co., Seattle, Wash., 1939-1941; E. B. Healy, 
Santa Fe Book & Stationery Co., Santa Fe, N. Mex., 
1941-1943; R. D. Latsch, Latsch Brothers, Lincoln, Nebr., 
1943-45; H. J. Hampton, Indianapolis Office Supply Co., 


Indianapolis, Ind., 1937-1939. 


tax rate. Our best hope of reduc- 
ing taxation after the war, he 
concluded, was to rid the Govern- 
ment of its millions of sap-suckers 
and political job holders, thus 
giving industry an opportunity to 
build up sound reserves to carry 
over the lean years that may lie 
ahead. 

The final speaker on the open- 
ing program of the Convention 
was Charles H. Miller, secretary of 
the Pacific Northwest Stationers 
Association. In describing his ex- 
periences during the past 16 
months as “An NSA Man in OPA,” 
he developed three main points: 
(1) How Stationers Make Price 
Control Work; (2) OPA Price Reg- 
ulations for Stationers; and (3) 
The Inside Workings of OPA. His 
experiences with the OPA, he said, 
had left him with four definite 
conclusions — that business men 
are best governed by business 
men, with some professional as- 
sistance from economists and 
lawyers; that price control in the 
stationery field had worked, not 
because of legal coercion, but be- 
cause the dealers had conscien- 
tiously tried to do the job; that 
remote control on a national basis 
is far less efficient than local con- 
trol, co-ordinated nationally; and 
that the simpler regulations were 
made, the easier they were to fol- 
low. 

At the conclusion of Mr. Miller’s 
discussion, the report of Treas- 
urer William E. Stockett, Jr., 
Stockett-Fiske Company, Inc., 


30 


R. D. LATSCH AND EIGHT OF HIS PREDECESSORS IN THE OFFICE OF NSA PRESIDENT 


Back row: W. P. Waddy, Everett Waddey Co., Rich- 
mond, Va., 1927-1928; A. J. Walker, Farnham Station- 
ery & School Supply Co., Minneapolis, Minn., 1929- 
1930; B. J. Bristoll, Koch Brothers, Des Moines, Iowa, 
1935-1936; C. M. Marshall, Ivan Allen-Marshall Co., 
Atlanta, Ga., 1928-1929; W. C. Clegg, The Clegg Co., 





San Antonio, Tex., 1936-1937. 


Washington, D. C., who was un- 
able to attend, was delivered by 
General Manager Garvin. The re- 
port was approved by the Conven- 
tion, and Auditor Woodson P. 
Waddy, Everett Waddey Company, 
Richmond, Va., then announced 
that the report had been exam- 
ined and that “everything was all 
right.” 

The meeting was then ad- 
journed for the day by President 
Latsch. 


Tuesday Morning 


The dealers’ executive session 
was called to order at 10 a.m. in 
the Grand Ballroom by L. S. Crowl, 
vice-president NSA Distributors’ 
Division. 

A. G. Frost, president Esterbrook 
Pen Company, led the list of 
speakers with a timely address on 
“What’s Ahead in the Fountain 
Pen Business.” He detailed the 
reasons for the abnormally short 
civilian supply of fountain pens 
through 1943. This applied par- 
ticularly, he said, to the popular 
brands, orders from the armed 
forces piling up on such manufac- 
turers beyond their production ca- 
pacities, thus curtailing their 
allotment for civilian supply. As 
to the future, he predicted that 
the increase in the number of 
units after V-E Day would be 
slow, and reminded his listeners 
that all makers would not regain 
their normal competitive position 
immediately. As chairman of the 
industry advisory committee of 


the OPA, he described a forth- 
coming order providing more spe- 
cific control of both wholesale and 
retail prices of pens and pencils. 
He pointed out that there was 
nothing in the new order which 
was contrary to good distribution 
practice, and closed with an ex- 
pression of appreciation to dealers 
for their patience and co-opera- 
tion. 

The second address, “Too Little 
Action—Too Late,” delivered by 
Charles V. Sinisgalli, manager of 
the stationery department of the 
R. P. Andrews Paper Company, 
Washington, D. C., proved to con- 
tain some extremely important 
advice on inventory control. He 
pointed out that a number of pre- 
war items were already back on 
the market, and that only wide- 
awake action on the part of deal- 
ers would prevent some of their 
substitute merchandise from being 
relegated to the scrap-heap. Now 
is the time, he said, to liquidate 
a large percentage of your inven- 
tory to enable you to have the 
cash to invest in the new goods. 
Inventory control systems should 
be installed now, he added, and 
turnover on future purchases 
should be set at 30 to 45 days. In 
closing, he stressed the importance 
of dealers’ planning for the future, 
planning in which two important 
objectives should be uppermost— 
the building of an aggressive sales 
organization, and the careful se- 
lection of post-war lines. 

E. R. Kochheiser, The Charles 
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Ritter Company, Mansfield, Ohio, 
the third speaker on the session, 
outlined “Post-war Opportunities 
for the Live Stationer” for his lis- 
teners. Indicating some of the 
changed conditions—new regula- 
tions, higher compensation, taxes, 
and labor relations—that, the sta- 
tioner would be called upon to 
face, he next presented a graphic 
discussion of the qualities that 
distinguish a live stationer from 
a poor, incompetent one. He closed 
by presenting ten terse sugges- 
tions for the stationer who was 
interested in making the most of 
the post-war opportunities that 
gave promise of boosting the in- 
dustry to an unprecedented 
“high.” 


Mr. Kochheiser was followed on 
the program by K. L. Boyer, 
Newell B. Newton Company, To- 
ledo, Ohio, who discussed “Post- 





war Competition from the Mail 
Order House.” He listed the fea- 
tures used by the mail order house 
in reaching the trade as (1) an 
attractive well-prepared catalog; 
(2) lower prices; (3) better mer- 
chandising; (4) prompt delivery; 
and (5) stock control. Describing 
how each of these could be met 
by an.agegressive dealer, he con- 
cluded with the statement that 
only two problems—‘“cut” prices 
on “sugar” items, and surplus 
merchandise —remained without 
wholly satisfactory answers. 


A number of practical sugges- 
tions on the matter of duplicate 
items were presented by the next 
speaker, Henry Ten Hoor, Office 
Supplies, Inc., Muskegon, Mich. 
No manufacturer, he said, is anx- 
ious to produce more types of 
items than his dealer demand 
makes necessary. Thus, the prob- 


1. Merrill Thompson, Quality Park Envelope Co.; Mr. and Mrs. Earl 7. Arthur J. Barth, 


K. Duke, Duke Prtg. & Office Supply Co., 
2. Jack Dacey, Eversharp, Inc.; ‘'G.I.’’ Joe Dacey, son of Jack. 
3. R. H. Hammill, S. P. Hass, Larry McDonough, W. Earl Wilkening, 


Royal Typewriter Co. 


4. F. P. Holloman and E. H. Kinney, Frank P. Holloman Co., Dallas; 
Rube Baxter, manufacturers’ representative; T. R. Holloman, Frank 
P. Holloman Co.; Earl Mason, manufacturers’ 


5. Robert V. Nimmy, Scripto Mfg. Co.; Sydney A. Evis, Stainton & 
Evis, Toronto; Harry Lynn, Esterbrook Pen Co.; 


factureres’ representative. 


6. F. R. Curtiss, F. R. _— Co.; S. M. Babson, Bates Mig. Co.: 12. Harry J. DeBurgos, 


Dick Vail, Vail Mfg. Co. 
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Wichita, Kans. 


Furniture Co.; 


lems of the dealer and manufac- 
turer, as regards merchandise, are 
very closely related. One sentence 
summed up his solution for this 
knotty problem—“Standardization 
of lines and concentration of pur- 
chases, based on proper inventory 
control, will yield the maximum 
turnover consistent with each 
line.” 


Harold J. Hampton, Indianapolis 
Office Supply Company, Indianap- 
olis, Ind., offered a few sugges- 
tions of post-war planning for the 
individual stationer. Most impor- 
tant of the decisions he must 
make, said Mr. Hampton, is to re- 
employ those who have left his 
business for the armed services, 
not in the same jobs, but in better 
ones; to give service boys who 
start in business after the war a 
helping hand, and to plan lines 
now and think of new items that 


r YOURSELF Uh 


ee 

oye ACTULE 
a ; pes] tale 
4 4 


Jasper Chair Co.; Harry Stringe, Commercial 

Atkins, Ragland Office Equipment Co., Tex- 
arkana, Ark-Texas; S. Stein. S. Stein & Co., Chicago. 

8. H. C. McPike, Weis Mig. Co.; Tom Stagg. The Hoskins Co.., 
Philadelphia; Owen G. Bayless, Lowman & Hanford Co., Seattle. 


9. Frank Palmer, Eaton Paper Corp.; Jack Fecho, Burrows Bros.,. 


sell & Bro., Ltd., 
Rube Baxter, manu- 


Cleveland; Ed McClure, Cramer Posture Chair Co.; C. C. Shee. 
c Oakville Co.; Charles Hucke, manufacturers’ representative. 
representative. 10. J. S. Sprott, The Globe-Wernicke Co.; Morris Hansell, II, F. F. Han- 
New Orleans; Mrs. Frank Ryan, manufacturers’ 
representative; Jess Peck. Springfield Staty. Co., Springfield, Ill. 


1l. A. G. Frost, Esterbrook Pen Co.; Harry Tehan, Higgins Ink Co. 


William H. Hoefer, Pete McLaughiin. Allied 


Carbon & Ribbon Corp. 
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can be included in inventories 
to bolster profits. 

Final speaker of the Tuesday 
morning session was Henry L. 
Chesick, The Century Press, New 
Castle, Ind., who discussed several 
steps dealers could take in secur- 
ing their share of the expected 
increase in post-war business. He 
pointed out that the Committee 
for Economic Development had 
emphasized that our post-war 
goal is 57 million workers and a 
national income of 142 billion dol- 
ars, if our economy is to avert 
going into a tailspin. This repre- 
sents an increase of 30 per cent in 
business volume, he stated, and 
suggested that every dealer set 
that up as his quota. One of 


three methods will be adopted to 
handle this volume—more stores, 
larger stores, or swifter turnover 
and better methods in present 
stores. The third, he said, was 
the one stationers should seek to 
establish. He closed by reading 
the six steps recommended by the 
Committee for Economic Develop- 
ment for dealers seeking their 
share of this anticipated business 
increase. 


Manufacturers’ Executive Session 


While the dealers were in ses- 
sion the Manufacturers’ Division 
was busily engaged in threshing 
out some of the current knotty 
problems of the industry. The 
meeting was called to order in the 





Crystal Room at 10 am., Vice- 
president J. E. Conlon, Rockwell- 
Barnes Company, and Vice-chair- 
man Horace Van Dorn, Joseph 
Dixon Crucible Company, presid- 
ing. After those present had in- 
troduced themselves and given 
their company affiliations in roll 
call, a nominating committee of 
the following members was 
named: F. H. Caswell, F. S. Web- 
ster Company; C. G. Gregory, 
Gregory Fount-O-Ink Company; 
and Ed Manning, Stein Brothers 
Manufacturing Company. 

Mr. Conlon then outlined some 
of the important manufacturer- 
dealer relationship problems and 
summarized the work done to 
bring about closer fellowship and 





. Thor Gardner, W. A. Sheaffer Pen Co.; Dick Towne, National Blank 
Book Co.; Thomas Stagg, The Hoskins Co., Philadelphia. 


. L. Benware, Chas. A. Granath, P. Canfield, L. E. Waterman Pen Co. 


. M. T. Weingaertner, Egyptian Staty. Co., Belleville, Ill.; Herb 
Buschart, Buschart Bros., St. Louis, Mo.; C. A. Kennedy, Wm. J. Ken- 
nedy Staty. Co., St. Louis, Mo.; Wm. Schmiederer, Buxton & Skinner, 
St. Louis; H. D. Alexander, Skinner & Kennedy Staty. Co., St. Louis; 
Walter Ruedy. S. G. Adams Co., St. Louis. 


. C. L. Frederick, Parker Pen Co. 


. Richard D. Pomerantz, A. Pomerantz & Co., Philadelphia; Frank 
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Amey. Ream’s, York, Pa.; A. L. King, Ward's, Boston. 


. C. H. Everly, Office Appliances; Ken Davis, W. H. Gunlocke Chair 


Co.; Harvey Rockwell, Yawman and Erbe Mfg. Co. 


. Harold W. Gale, Swan Prtg. & Staty. Co.; Clayton W. Williams and 


Peter J. Murrett (governor District No. 2), Ryan & Williams, Buffalo, 
N. Y. 


. Dave Agnew, S. J. Graff, F. M. Sargent, Speed-O-Print Corp. 
. Jim Davison, Jasper Office Furniture Co.; Hollis J. Stephens, Rockwell- 


Barnes Co.; George B. Wray. Jasper Office Furniture Co.; Roy C. 
Clarke, F. S. Webster Co.; Marion Follin, manufacturers’ representa- 
tive. 
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co-operation at manufacturers’ 
meetings held in Chicago and New 
York. This was followed by a brief 
resumé by Mr. Van Dorn of the 
proceeding of these meetings, with 
the recommendation that the get- 
togethers be continued and an 
effort made to institute similar 
meetings in other districts. 


Other suggestions on the subject 
were offered by George Holt, W. A. 
Sheaffer Pen Company; Ed Man- 
ning, Stein Brothers Manufactur- 
ing Company; and F. H. Caswell, 
F. S. Webster Company. Vice- 
president Conlon recommended 
that manufacturers be present at 
the afternoon general session, 
where questions by dealers would 
be answered in a dealer-manufac- 
turer forum. 


Mr. Conlon’s remarks’ were 
echoed by General Manager Gar- 
vin, who also complimented the 
group on its part in civic war 
drives and on the splendid show- 
ing made by individual companies 
in the Exhibit Hall. He also 
touched on the importance of 
helping dealers avoid overloaded 
inventories. 


The report of the nominating 
committee, recommending the 
election of Horace Van Dorn and 
George Holt as vice-president and 
vice-chairman of the division, re- 
spectively, was moved, seconded 
and carried by unanimous vote. 
Brief talks by the new candidates 
was followed by a general discus- 
sion revolving around the sugges- 
tion that aid be given by larger 
manufacturers to smaller produc- 
ers in getting benefit from the ex- 
hibit. Consensus of opinion also 
indicated that any means, such 
as the distribution of cash prizes, 
would aid considerably in insuring 
good attendance at the annual 
show. 


The meeting closed with re- 
marks by Ed Manning, Stein 
Brothers Manufacturing Com- 
pany anent the serious problem 
of Government surpluses in the 
industry, members concurring in 


1. Mrs. Fred Downs, Tulsa, Okla.; Mrs. Rob- 
ert Latsch, Lincoln, Nebr.; Mrs. George 
Holt, Fort Madison, Iowa. 

2. Mr. and Mrs. Ham Kendrick, American 
Pencil Co. 

3. Bill Hoge and W. H. Foster, The General 
Fireproofing Co. 

4. Jim Lynch, Browne-Morse Co., examining 
advertisement prepared and submitted by 
Wesley Aves, Aves Associates. 

5. Jack Daly. Daly’s Pen Shop, Milwaukee, 
and Joyce Mayer of same ns pe Mr. 
Daly closed up shop for several s in 
order that his organization might have 
full benefit of the NSA meeting. 

6. Francis Adams, S. G. Adams Co., St. 
Louis; Herbert O. Ross, Ross-Gould Co., 
St. Louis. 

7. A. K. Howes, F. A. Hauser, R. G. Cros- 
sette, Eureka Specialty Prtg. Co. 
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the suggestion that General Man- 
ager Garvin be requested to keep 
in close touch with the situation 
in Washington and inform manu- 
facturers of new developments. 


Field Division Meeting 


On Tuesday morning, while 
dealers and manufacturers were 
meeting in separate executive ses- 
sions, members of the Field Divi- 
sion gathered for their annual 
conference. In the absence of 
Vice-president Stanley Griebel, 
Yawman and Erbe Manufacturing 
Company, who was called away 
suddenly because of illness in his 
family, Harry Nichols, Weis Manu- 
facturing Company, presided. He 
called on Ralph Maneval, A. W. 
Faber, Inc., Golf Committee chair- 
man, who presented information 
about the annual NSA tourna- 
ment. Paul Cheney, Southworth 
Company, announced a bridge 
tournament for non-golfers. Orig- 
inally scheduled for staging at the 
Rolling Green Country Club while 
golfers were trying their skills on 
the fairways and greens, the 
bridge games were later trans- 
ferred to the Palmer House. 


Following an informative dis- 
cussion on gas rationing, train 
travel and other subjects of in- 
terest to manufacturers’ sales rep- 
resentatives, William J. Boyd, 
Acco Products, Inc., Chicago, was 
unanimously elected vice-presi- 
dent of the Field Division for the 
coming year. Besides being active 
in association affairs within the 
industry, Bill finds time to handle 
other extra-curricular jobs, in- 
cluding the presidency of the 
Inter-Fraternity Club of Chicago. 


Tuesday Afternoon 


The third session of the 1944 
NSA Convention, held under the 
auspices of the Manufacturers’ 
Division, got under way promptly 
at 1:30 p.m. with the reading of a 
War Department letter on V-mail 
by General Manager Garvin. The 
unique story behind the letter was 
as follows: Lt. Col. Ambrose, 
Chief, Office of Technical Infor- 
mation, AGO, learning of the big 
national meeting of the National 
Stationers Association, dictated 
the letter, emphasizing the essen- 
tiality of V-Mail, to Stanley L. 
Wessel, Stanley Wessel & Com- 
pany. Delayed en route, the mes- 
sage was repeated via telephone, 
was taken in shorthand by a Wes- 
sel stenographer and later trans- 
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cribed. The body of the letter, 
of unusual significance to sta- 
tioners, is reproduced elsewhere 
in this issue. 


At this point, Raymond Moley, 
associate of Newsweek, was intro- 
duced, and the assembly, expect- 
ing to gain a wider knowledge of 
the current political picture, were 
held as if spellbound by Mr. Mo- 
ley’s trenchant outline of informa- 
tion gathered on his recent tour 
of the nation. Mr. Moley led off 
with three observations. The first 
of these was an analysis of the 
Dewey personality, his ability to 
build a solid organization, to sur- 
round himself with efficient work- 
ers, and to eliminate bickering. 
Mr. Moley stated that, according 
to his observations, a total vote 
in the low forty millions would 
probably result in the election of 
Mr. Dewey; if, however, the vote 
totaled fifty million, the re-elec- 
tion of Mr. Roosevelt might be 
expected. His second observation 
dwelt on the sentiment of the peo- 
ple towards getting the boys home 
as soon as possible after the fight- 
ing ceased. His third observation 
centered about the efforts of Sid- 
ney Hillman’s Political Action 
Committee of the CIO. Mr. Hill- 
man, he stated, was strong in New 
York, but further west, particu- 
larly in the Pacific Coast, wasn’t 
delivering. The election would be a 
very close one, he predicted, with 
victory for either side hinging on 
such doubtful states as Pennsyl- 
vania, Missouri, Massachusetts 
and California. 


He then outlined the change 
that had come over the Demo- 
cratic party, showing that from its 
former representation of all 
classes it had degenerated to the 
point where it was a party of 
labor and big city minorities. 
To make matters worse, he added, 
infiltration into party power by 
Mr. Hillman and the Com- 
munists had gone on to an alarm- 
ing point, with the result that 
it was no longer a truly na- 
tional party. A life-long Demo- 
crat, he advocated the defeat of 
the New Deal, with the hope that 
the party could be “aired” and re- 
established as representative of 
all groups. 


The second speaker, James Wat- 
son, of Emporium World Millin- 
ery Company, Chicago, was then 
introduced by Al Skibbe, Associ- 
ated Stationers Supply Company. 
Talking on the subject, “Seeing 
Yourself as Your Customers See 
You,” he proved not only informa- 
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tive, animated and amusing, 
but highly practical as well. In 
emphasizing the fact that even 
the finest merchandise in the 
world required skillful selling, he 
described the methods used by 
Macy’s and Montgomery Ward & 
Company in training salespeople. 
In describing the characteristics 
of a good salesman, he stressed 
the following: posture, pleasing 
personality, congeniality, ability to 
stress important sales_ points 
without over-emphasis on techni- 
cal aspects, enthusiasm and imag- 
ination. These, he said, are neces- 
sary in selling in any business. 
Above all, he insisted in closing, 
stay young, adding that youth is 
measured in hope, imagination, 
enthusiasm and courage, not in 
years. 


Final speaker on Tuesday was 
Charles Hammen, senior price an- 
alyst, Office of Price Administra- 
tion, Washington, D. C. Speaking 
on the “Post-War Pricing Pro- 
gram,” he stated that questions on 
the post-war era, not on current 
regulations, were preponderant. 
He admitted that he just couldn’t 
answer these scores of questions 
on labor, price-fixing, taxes, wages 
and similar problems, but did 
stress that close regulation was 
going to be necessary to avoid 
the recurrence of what happened 
after the last war—a whirlwind 
inventory boom followed by an 
ensuing deflationary reaction. The 
fight against inflation must con- 
tinue, he stated, adding that in 
general the aim of the tentative 
reconversion pricing program will 
be to hold prices down to 1942 
levels. In closing, he emphasized 
that while certain exemptions will 
be made in the pricing program, 
about 85 per cent of the total vol- 
ume of reconversion products 
would be controlled by a program 
worked out jointly by OPA and 
the manufacturers involved. 

A general question-and-answer 
forum was then conducted by 
manufacturer members of NSA. 


1. A. I. Goldberg. A. I. Goldberg & Bro., 
New York, N. Y.; Sam Goltzman, Mutual 
Staty. Corp., New York, N. Y. 

2. Mr. and Mrs. Dan H. Benner, Kessler 
Office Supplies, Grand Rapids, Mich. 

3. F. W. Sampson, Moore Push Pin Co.; 
Sam Libien, Libien Press, Inc., New York, 
N. Y.; Ingham C. Baker, G. & C. Mer- 
riam Co.; Lou Caracci, Nor-Wood Co., 
New York, N. Y. 

4. Bert Soldner, Marge Soldner and Benny 
Allen, American Pencil Co. 

5. A. C. Lampkin, manufacturers representa- 
tive; B. A. Tuttle, Utility Supply Co. 

6. Tom Emerson and Earl Collins, Ever- 
sharp, Inc. 

7. Miss Lois Wilkinson, Staty. Dept., R. H. 
Macey Co., New York City. 

8. S. H. Gould, Joe Roth, S. H. Gould Co. 
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Ed Manning, Stein Brothers Man- 
ufacturing Company, covered the 
leather goods outlook. A few re- 
marks by Horace Van _ Dorn, 


Joseph Dixon Crucible Company, 
followed, after which Ed Conlon, 
Rockwell-Barnes Company, out- 
lined the paper situation, stating 
that a shortage of this commodity 





could be expected for at least ten 
months after the war in Europe 
ends. Herman Price, Eagle Pencil 
Company, added that present re- 
strictions on lead pencil output 
gave little promise of any increase. 
Labor, he added, was still the 
industry’s most serious problem. 
No further questions being 








brought before the meeting, the 
session was adjourned by Vice- 
president Conlon. 
Wednesday Morning 

The final session of the NSA 
Convention was called to order by 
Secretary Garvin at 10:15 a.m. on 
Wednesday. 

Lead-off speaker of the Wednes- 
































. Chas. W. Lipman, Geo. B. Graff Co.; Ebenezer Wallace, Southern 
E. Y. Horder, Horder’s, 


California Stationers, Los Angeles, Calif.; 


Inc.; J. H. Harris, Yates, Burns & Harris, Inc.; 








Tampa, Fla.; Harold 


. Front row: Chas. Reynell, Oxford Filing Supply Co.; John Pittman. 
Office Equipment Co., 
Detroit, Mich.; Roger Co., Tacoma, Wash.; William R. Kane, Oxford Filing Supply Co. 


E. Dahl, Harold E. Dahl 


- Chet Williams, Yawman and Erbe Mfg. Co.; 
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Thurman, Geo. B. Graff Co. 

Ebenezer Wallace, 

Southern California Stationers; M. K. McCoy, McCoy’s Office Equip- 

a < Co., El Centro, Calif.; Henry Mehserle. Yawman and Erbe 
g 

- Matt Dilion, Associated Stationers Supply Co.; Matt, Jr.; Patti Dom- 

ville; Mrs. Dillon. 

. Bill Niesen, Wilson Jones Co.; D. Filizola, Filizola Office Equipment 

Co., Fort Scott, Kans.; Hy Linden, Ace Fastener Corp.; W. C. Weihe, 

S. G. Adams Co., St. Louis; Tony Dopke, Peerless ‘Imperial Co., 

Inc.; W. Earl Wilkining, Royal Typewriter Co. 

- Karl Kiesel, Carter's Ink Co.; W. P. Kelly, Office Equipment Co., 

Louisville, Ky.; Chas. G. Consodine, ee Kimpton & Haupt, 

Inc.; E. J. LeBlanc, Office Equipment Co.; C. F. Cody, C. F. Cody 

Co., Dubuque, Iowa. 

. W. F. Montpas, Ed Knapp, F. C. Leonard, Allan Murray, Victor Safe 

& Equipment Co.; Mrs. Allan Murray; W. H. Oliver, Oliver Office 

Equipment Co., La Crosse, Wis. 
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Back row: R. E. Wilkerson, R. E. Wilkerson & Co., Jacksonville. 
Fla.; R. A. Jonas; Jr., L. C. Goodhand, Oxford Filing Supply Co. 


- Howard L. Pfau, Globe-Wernicke Co.; John Link, Jr., John A. Wag- 


ner, Lucas Bros., Baltimore, Md.; Fred W. Ahern, A. C. Moench. 
H. S. Crocker Co., Inc., San Francisco. 


. A. C. Van Horne and :% M. Brown, Eberhard Faber og | a 


H. K. Kilham, Kilham Prtg. & Staty. Co., Portland, Ore.; 
McElroy and Claude Fleet, Eberhard Faber Pencil Co. 


. R. E. Ragan, H. S. Bradford. American Pad & Paper Co.; Mr. and 


Mrs. Geo. Schumacher, Siekert & Baum, Milwaukee; John J. 
Whalen, American Pad & Puper Co. 


. Dick Bohm, Mrs. Noel Hamby. Sidney Butterfield, Mrs. Naomi Lock- 


ridge, Fred Sonnemaker, all Smith & Butterfield, Evansville, Ind. 
Leo H. Wittgen and Frank Schimmell of that company also at- 
tended. 

J. J. O'Donnell, Stolz Staty. Store, Homestead, Pa.; J. D. Cardinell, 
Jr.. and T. Reichard, Cardinell Corp. 
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day session was Arthur Walker, 
Farnham Stationery & School 
Supply Company, Minneapolis, 
Minn., who talked on “Business 
Has a Conscience.” He stressed 
the importance of truth in adver- 
tising and told of his experiences 
as a member of the Minneapolis 
Better Business Bureau in helping 
to raise advertising standards in 
his community well above the 
average American cities. By and 
large, he said, business is not only 
able, but anxious, to regulate itself 
and clean its own house. In con- 
cluding, he pointed out that any 
business, is judged by the honesty 
and accuracy of its advertising, 
and that the fight against decep- 
tive advertising must continue in 
order to eliminate the stigma 
such unethical practices place on 
all business. 

R. C. Moore, Kansas City branch 
manager of the Columbia Ribbon 
& Carbon Manufacturing Com- 
pany, was then introduced by 
President Latsch. In discussing 
his topic, ‘““New Sales Material and 
Salesmen,”’ Mr. Moore detailed the 
procedure by which he selected 
applicants for sales training. Pri- 
mary requisites, he said, include 
satisfactory approach, voice, 
enunciation, dress, general ap- 
pearance and physique. Appli- 
cants successfully passing this 
hurdle are then subjected to the 
three-classification requirement of 
courage, ambition and sales abil- 
ity. If these are also met success- 
fully, the prospect is checked on 
his past employment record, envi- 
ronment and his attitude toward 
making the connection a perma- 
nent one. In closing, he stressed 
the fact that the employer, too, 
had obligations, emphasizing the 
fact that failure on the part of a 
salesman to make good after the 
preceding points had been suc- 
cessfully passed was frequently 
due to shortcomings of the em- 
ployer in presenting a definite 
picture of the job. 

In leading up to his chosen 
topic, “B-Mail for V-Mail,”’ Gen- 
eral Manager Garvin, final speaker 
of the Convention, expressed keen 
pleasure at the more than 1400 
attendance at this year’s meeting, 
the largest gathering in the his- 
tory of the stationery industry. 
He added that he was frankly 
amazed at the reception that had 
been given his recent article in 
Nation’s Business, pointing out 
that more than 100,000 reprints 
had been authorized. He presented 
statistical proof that small busi- 
ness—barber shops, beauty shops, 
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shoe repair establishments, under- 
takers, and similar private enter- 
prises—accounted for a large seg- 
ment of American business. Small 
business, he continued, has it 


within its power to become a very 


important minority in influencing 
impending legislation. One B-Mail 
letter from each small business- 
man to his congressman each 
month, he pointed out, would 
translate into 30,000,000 letters a 
year, a total that could not be 
ignored by legislators. He closed 
with the suggestion that every sta- 
tioner contact his congressman 
personally or by letter, that legis- 
lators want to know reactions back 
home, and that, like anyone else, 
they appreciate expression of ad- 


vice, sympathy and understanding. 


Following Mr. Garvin’s remarks, 
the reports of the various com- 
mittees were presented. First of 
these was the report of the Budget 
Committee by Chairman Andy 
Maish, Dennison Manufacturing 
Company, who presented’ the 
year’s budgetary statistics, com- 
mented on the fact that the 
budget for the past year had been 
underspent and lauded the issu- 
ance of a monthly financial state- 
ment from the secretary’s office. 
The budget for the coming year 
was approved without a dissenting 
vote. 

In the absence of Ed Little, Wa- 
bash Filing Supplies, Inc., chair- 
man of the Credentials Commit- 
tee, Manager Garvin presented 
the committee report, adding that 
it was indeed a wonderful thing 
to have a registration of 1405 at 
the annual meeting. This figure, 
he added, exceeded by about 400 
the full-time registrations at the 
1943 Convention. He also sug- 
gested that resolutions of greet- 
ings and best wishes be sent to 
the indisposed veteran. The sug- 
gestion was put in the form of 
a motion and carried unanimously. 

















GEORGE C. HOLT 


Chairman, 
Chicago Committee 


Charles Everly, OFFICE APPLI- 
ANCES, chairman of the Necrology 
Committee, next presented his re- 
port, the assembly standing in 
silent respect as the names of 40 
departed members and friends 
were read into the “Honor Roll” 
of 1944. 

Mr. Everly’s report was followed 
by a motion of Ed Manning, Stein 
Brothers Manufacturing Com- 
pany, that resolutions of best 
wishes and a quick recovery be 
sent Mrs. Charles Garvin, wife of 
the secretary. The motion, sec- 
onded by Harold Hampton, In- 
dianapolis Office Supply Company, 
was passed unanimously. 

Past President Owen Bayless, 
Lowman & Hanford Company, 
Portland, Ore., delivered the Deal- 
ers’ Declaration Committee report 
at this juncture, reading certain 
Fair Trade suggestions from West 
Coast members for the considera- 
tion of the 1944 Convention. No 
immediate action was taken. 

Herman Price, Eagl2 Pencil 
Company, chairman of the Manu- 
facturers’ Declaration Committee, 
stated that there was no report 
this year, but advanced certain 
suggestions for the smoother con- 
duct of the annual NSA exhibit. 


Following Mr. Price’s remarks, 
the entire assemblage stood and 
tendered a roaring welcome to 
Lieut. Dick Pechman, Denver Sta- 
tionery Company, Denver, Colo., 
just returned from naval service 
in the Pacific. Lieut. Pechman ex- 
pressed his appreciation of the 
reception and his gratitude at 
being able to see so many familiar 
faces and to renew many old ac- 
quaintances during his brief leave 
from active duty. 

The final committee report of 
the 1944 Convention was delivered 
by Harold Hampton, Indianapolis 
Office Supply Company, chairman 
of the Nominating Committee, 
who read the nominations for 
1944-1945, headed by President 
R. D. Latsch. The nominations, 
which appear in an early part of 
this account, were unanimously 
approved. After an expression of 
appreciation by the_ re-elected 
president, General Manager Gar- 
vin announced that the Hansell 
Membership Trophy was again 
captured by District No. 5, headed 
by Governor Wes Thomas, Findlay 
Printing & Supply Company, 
Findlay, Ohio. A total growth of 
110 in new membership was also 
announced. 

No further business coming be- 
fore the closing session, President 
Latsch announced the 39th An- 
nual NSA Convention adjourned. 
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. Walter Nichols, Weis Mig. Co.; Stanley Woodruff, Weis Mig. Co.; 
Joe Strauss, Automatic Pencil Sharpener Co. 

. C. F. Evans, C. W. Lofgren, Walter DeGroft to whom Fred C. 
Schaefer is selling a bottle of ink. All Sanford Ink Co. 

- Bill Durchslag, Stevens, Maloney & Co., Chicago; Ben Wachtel, 
Parker Pen Co.; Herb Walsh, Ace Fastener Corp.; W. A. Rucker, 
Parker Pen Co.; Ben Grayson, Ace Fastener Corp. 

- Norman L. Hanna, Philip Hano Co.; Art Scheffers, Ihling Bros., 
Everard Co., Kalamazoo, Mich.; L. R. Hanna, Philip Hano Co. 

- D. W. Sharpe, Reyburn Mfg. Co.; A. S. D’Armond, Horder’s, Inc.; 
R. C. Schmutzler and L. J. Dwiggins, Reyburn Mig. Co. 


. K. E. Ackland, Mrs. Miller, Bert Miller, Mrs. Ackland, W. A. Mc- 


Nichols, all Amberg File & Index Co. 

- Ken Boyer, Newell B. Newton Co., Toledo; Mr. and Mrs. Wes 
Thomas, The Findlay Prtg. & Supply Co., Findlay, Ohio; Joe Leroux, 
Franklin Prtg. & Engraving Co., Toledo. 

- Al Johnson, E. J. Kuch, Hotchkiss Sales Co.; H. R. Sheppard, Pitts- 
burgh Staty. Co., Pittsburgh; Jas. J. Grecco, Hotchkiss Sales Co. 

. Seated: A. R. Skibbe, Associated Stationers Supply Co.; Henry L. 
Chesick, Century Press, New Castle, Ind.; Charles L. Link and 
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Garrett Roberts. Weldon Roberts Rubber Co. Standing: Harry 
Shockley, Bramwood Press, Indianapolis; George Herrmann, The 
Heyer Corp.; Jack Estes, Estes Office Supplies, Greenville, Miss. 


. Front: Mrs. Rhodes, Mrs. Wolfe, Mrs. Chrest. Mrs. Beekman. Rear: 


A. W. Rhodes, S. P. Richards Paper Co., Atlanta, Ga.; Bob Wolfe, 
Robert F. Wolfe Co., Fremont, Ohio; John Chrest, Exhibit Supply 
Co., Chicago; Bob Beekman, G. J. Aigner Co. 


. Seated: Mrs. H. O. Ross, St. Louis; Mrs. Joe Landes, Kansas City; 


Mrs. George Davis. Bank & Office Supply Co., Indianapolis; Mrs. 
J. H. Simpson, Philadelphia; Mrs. Charles Peters, Philadelphia. 
Standing: Ken Davis, W. H. Gunlocke Chair Co.; M. A. Bredesen, 
Bredesen Bros., Beloit, Wis.; Charles Peters and James H. Simpson, 
National Fiberstok Envelope Co. 


. Seated: J. W. Kisling, Kisco Co., St. Louis; A. W. Gill. A. W. Gill 


Co., Trenton, N. J.; Bill Kelly. Office Equipment Co., Louisville; 
Tolman Burns, The Mansfield Typewriter & Office Supply Co., 
Mansfield, Ohio. Standing: H. J. McDevitt, Martin-Parry Corp.. 
York, Pa.; D. L. Burns, The Mansfield Typewriter & Office Supply 
Co.; Ed LeBlanc, Office Equipment Co.; Ken Davis, W. H. Gun- 
locke Chair Co. (This group shaved too thin at the top.) 
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CELEBRITIES AT THE SPEAKERS’ TABLE, NSA ANNUAL BANQUET 


W. C. Clegg. The Clegg Co., San Antonio; Rose Cushman, NSA; 
Less Crowl, Blade Prtg. % Paper Co., Toledo. 

6. H. B. Van Dorn, Jos. Dixon Crucible Co.; Mrs. H. C. Parker, Jr.; 
George S. Holt, W. A. Sheaffer Pen Co.; Mrs. Charles M. Marshall; 
A. J. Walker, Farnham Staty. & School Supply Co., Minneapolis, 


1. Mrs. Owen Bayless; J. Ed Conlon, Rockwell-Barnes Co.; Mrs. E. B. 
Healy. 

2. Bob Latsch, president NSA; Charlie Garvin, general manager NSA; 
Dick Healy. immediate past-president NSA. 

3. Woodson P. Waddy, Everett Waddey Co., Richmond, Va.; H. C. . : 
Parker, Jr., H. C. Parker, Inc., New Orleans; Mrs. George Holt. ( — greg 

4. Mrs. W. F. Thomas; Charles M. Marshall, Ivan Allen-Marshall Co., 8. Charles Mixt E Cl Book & Staty. C E 
Atlanta, Ga.; Mrs. A. J. Walker; Al Skibbe, Associated Stationers Ton? ee com. Soar Tasks | e. i. Pewee] br 
Supply Co.; Mrs. Charles Mixter. & Williams, Inc., Buffalo; Mrs. A. R. Skibbe; W. F. Thomas, the 





5. Owen Bayless, Lowman & Hanford Co., Seattle; Mrs. J. Ed Conlon; 


Findlay Prtg. & Supply Co., Findlay, Ohio. 


Entertainment Activities 


IKE the business program of 

the Convention, the enter- 
tainment features were stream- 
lined. The ladies enjoyed a lunch- 
eon followed by a style show in the 
Narcissus Room at Marshall Field 
& Company department store on 
Tuesday. Wednesday afternoon 
they attended a matinee perform- 
ance of “Oklahoma,” a play that 
has been running continuously in 
Chicago for over a year. On 
Wednesday evening the more than 
200 ladies registered joined the 
men in enjoyment of the annual 


banquet. 
Annual Banquet 


Rumors anent difficulties in the 
Palmer House kitchens caused 
misgivings as to just what would 


CAMERA CASUALTY.—This was 
intended to be a picture of mem- 
bers of a 1934 Y and E sales 
class conducted by Harvey Rock- 
well, but the camera slipped and 
the back row was lost. Front 
row: Paul Hooker, Decker’s, La- 
fayette, Ind.; Harvey Rockwell. 
Yawman and te ils. Co.; Ted 
Fritsch, S. dams Co., St. 
Louis. Members a the class at- 
tending the convention other than 
those shown include Earl Koch- 
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happen at the annual banquet. 
To the gratification of everyone 
the service was excellent and the 
food delectable. As dinner was 
served the three-piece “German” 
band that entertained at the ban- 
quet last year performed in vari- 
ous parts of the hall, playing re- 
quest numbers. While at the Gen- 
eral Fireproofing Company table 
they accompanied the singing of 
“Happy Birthday,” to William H. 
Foster, chairman of the GF board 
of directors. 

Appropriately, the banquet 
started with the singing of the 
Star Spangled Banner. The theme 
for the evening was “Let’s Keep 
America American,” the title of 
the address by Otto Eisenlohr, 
The Dorsey Company, Dallas, Tex., 
early in the Convention program. 





Charlie Garvin functioned as mas- 
ter of ceremonies and lived up to 
the promise that the banquet pro- 
gram would be “short and sweet.” 
Only two speakers were scheduled 
—President R. D. Latsch and “the 
president-elect.” As a result Mr. 
Latsch was introduced twice, being 
both president and _ president- 
elect. He spoke briefly and char- 
acteristically on each occasion, 
expressing thanks for the co-op- 
eration accorded him in the past 
year and appreciation for the 
honor of re-election. Just before 
adjournment a gift of a beautiful 
painting was tendered Mr. Latsch 
by friends in the industry. For 
the rest of the evening the crowd 
found enjoyment in the Red Lac- 
quer Room, dancing to the music 
of an excellent orchestra. 


heiser, The Charles Ritter Co.. 
Mansfield, Ohio; Bill Goff, ‘Bill’ 
Goff, Inc., Madison, Wis.; Harold 
Cude, Stewart Office Supply Co., 
Dallas, Tex.; Fred J. Siekert. 
Siekert & Baum, Milwaukee; Ted 
Bair, South Bend, Inc.; Ted 
Yaple, Columbus, Ohio; Adrian 
H. Pembroke, Pembroke Co., Salt 
Lake City, Utah; Walter wWeine. 
S. G. Adams Co., St. Louis. An 
excellent showing for a class of 
thirty-two men, 
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NSA EXPOSITION OF INDUSTRY PRODUCTS 
Ninth Annual Show Attracts Biggest Crowd on Record 


EMANDS for exhibit space 
were so great this year thata 
series of booths was set up along 
one side of the foyer of the Grand 
Ballroom. That still left a waiting 
list, but accommodations could 
not be extended further. All of 
the 91 exhibitors reported greater 
crowds than ever, with everyone 
seriously intent upon buying mer- 
chandise, if possible, or at least 
uncovering potentials and making 
arrangements for future  pur- 
chases. 
Visiting hours, as in previous 
years, were as follows: 


Monday, 8:30 a.m. to 12 m. and 5 
p.m. to 10:30 p.m.; Tuesday, 5 P.m. 
to 10:30 p.m.; Wednesday, 1:30 p.m. 
to 5:30 p.m. In response to popular 
demand the exhibit hall was open 
to early registrants all Sunday 
afternoon prior to the Convention. 


Innovations this year included 
special entertainment during eve- 
ning exposition hours and the 
awarding of a $100 bill to each 
of eight fortunate visitors just be- 
fore closing on Monday and Tues- 
day evenings. The funds for these 


Acco Products, Inc., Long Island City, N. ¥Y. The display in this booth 
f L. McEvoy, William J 


Bovd and William Wintrich, all of Acco Products, Inec., and Frank 
Selway of Acco Canadian Company, Ltd., were in attendance. 


comprised the regular line of Acco products. 


events were furnished by the ex- 
hibitors. That the special features 
were successful is evidenced by the 
fact that the big display hall was 
crowded practically every minute 
the gates were open. 

The two groups of entertainers 
who moved about the exhibit hall 
were the Midnite Sons, pictured 
on this page, and the Four Har- 
monizers, members of the 
SPEBSQSA (Society for the Pres- 
ervation and Encouragement of 
Barber Shop Quartette Singing in 
America, Inc.). The services of 
these talented young men were 
obtained through Benny Allen, 
American Lead Pencil Company, 
Chicago, also a member of 
SPEBSQSA. 

Special non-merchandise fea- 
tures were numerous. The apple 
distribution tradition of the Den- 
nison Manufacturing Company 
was maintained. Glass hat ash 
trays were also given the Dennison 
visitors. Coffee and doughnuts 
were served again at the Aigner 
booth. Match packs were given at 
the J. L. May company stand. 
At the Moore Push-Pin Company 


DESCRIPTIONS OF EXHIBITS 


(Pictures on following four pages) 


Ace Fastener Corporation, Chicago, Il.—Displayed was the company’s and M. Seymour. 


wartime line of stapling machines, staples and S 
Manager W. E. Smith was in charge, assisted by Hy Linden, Herb Walsh 


and others. 


Acme Visible Records, Inc., Chicago, Il..A complete display of Acme 
Visible record equipment was exhibited. Those 
Pinney, manager dealer sales; and Allen Devitt, W. G. Cassady, Z. W. 
Smith, and Klenn H. Stone, all of the dealer sales department. 

Aigner, G. J., Company, Chicago, I1l.—Samples 
indexes, Aico Grip tabbing and shop ticket holders. Coffee and dough- 
nuts were served. In attendance were G. J. Aigner, 


Weiskopf and others. 


Almac Plastics, Inc., New York, N. Y.—Displayed was an attractive 
line of desk sets, book ends, letter holders, l 
boxes, calendar pad bases and similar items of clear and tinted Lucite 


In charge was M. J. Lewis, president. 


Amberg File & Index Company, Kankakee, III. 


photographers’ accessories, including albums 
reel, negative and slide files. Also shown 
books and baby books. Other items included 


covers, celluloid catalog indexes, file fasteners, 
gummed labels, box files, 
file folders, transfer cases, file guides, card index trays, ‘‘out’’ cards and 
celluloid envelopes. Bertram and Gilbert Amberg were in charge of the 


guides, paper specialties, indexing systems, 


exhibit. 


American Lead Pencil Company, Hoboken, N. J. 
coloring, Venus-Unique and Venus-Velvet pencils were on display, along 
with life-size reproductions of the Venus statue trade-mark. In attend- 
anee were Hamilton Kendrick, E. A. Mannhardat, 
Allen, Bert Soldner, Mark Kenna, A. H. Krohne, 


Braun and Charles Schoen. 


Art Specialty Company, Chicago, !ll.-Featuring the Flexo Lite-Master 
lamps, adjustable fluorescents for drafting, inspection, precision machine 
work. Helping in the war effort. Also wood 


and Robert Nattenberg in attendance. 


Automatic Pencil Sharpener Co., Chicago, III. 


in manufacture no merchandise was displayed. 


staple removers. Sales 


present included D. R. 


picture frames, utility 
On display were Amfile 


Amtang loose leaf binder 


George Greene, A. M. 
). L. Rosenberry, Fred 


smoking stands. Arthur 


Jecause of restrictions 
Visitors were received by 
Frank Hughes, sales manager; Charles Davis, Battle Creek, Mich.: E. C. 
Loomis of the factory office in Rockford, and Joe Strauss, New York City 

Autopoint Company, Chicago, Il.This exhibit featured Autopoint, The 
Better Pencil, for ‘Real Thin’? and standard leads. A colorful display 


shown of desk pads, 


4, (, Aigner, Joseph 
_ ' Jr., of Los Angeles, 


scrap books, movie 
scrap books, bride 


rope products, ecard 


Venus drawing and 


Mass., covering the New 


Hard to Get... 


by the armed services. 
Secretary-Treasurer W. J. 


display political maps were avail- 
able to visitors. Refreshment in 
the form of Coca Cola was dis- 
pensed at the exhibit of the 
Eureka Specialty Printing Com- 
pany. A popular place just inside 
the gate was the Weis Company 
booth where an automatic pic- 
ture-taking and finishing machine 
was in almost continuous opera- 
tion. Each visitor received a small 
framed picture of himself (or her- 
self) and a pair of drinking 
glasses. 


The increased problems that 
came with increased numbers of 
exhibitors and visitors were han- 
dled with a skill that has come to 
be expected of Harry Tehan, Hig- 
gins Ink Company, chairman of 
the Exposition Committee and 
manager of the show. When just 
about everybody wants everything 
at the same time, maintaining 
balance and keeping things mov- 
ing requires a high type of calm 
diplomacy. Mr. Tehan met the 
challenge of the circumstances 
and came through with flying 
colors. 


B. B. Chemical Company, Cambridge, Mass.Sole product on display 
was Supergrip 50, a synthetic rubber adhesive said to have several ad- 
vantages oevr natural rubber cement. Folders describing the outstanding 
properties of the product were distributed. In charge were E. D. Bement 


Bainbridge, Kimpton & Haupt, Inc., New York, N. Y.—Prominent 
among the items displayed were the following: Bainbridge Fibrean bas- 
kets; Speedry Products (marking ink and pens), the new Supergrip 50 
cement, Lee-Bert telephone 
Fit chair cushions, Lucite 
boards (improved), Nascon 
stationery. In attendance were Mortimer H. Chute, Jr., president; Wil- 
liam H. Greenleaf of the New York office; Melville G. Wheeler of Norwood, 
England territory; William S. Beeken of West 
Palm Beach, Fla., covering the southeastern states; Frankiin E. Rising, 


cords, Hold-the-Phone, fountain pens, Rite- 
desk sets, Christmas Carols, Brooks’ cribbage 
line (Week-at-a-Glance), air mail and social 


Coast representative, and Charles G. Conso- 


dine of Indianapolis, midwestern representative. 

Bankers Box Company, Chicago, IIl.._This display was outstanding be- 
cause of its educational message. Accompanying the headline, ‘Here Is 
Why Liberty Boxes Are 
exhibit cf corrugated containers which are used in countless channels 
i In attendance were President H. L. Fellowes, 
Nickel, and F. S. Sorenson. 

Bates Manufacturing Company, The, Orange, N. J.—The Bates booth 
featured no products, but 
friends and dealers. Parle Cooley, Midwest representative, was in charge. 
Also in attendance was Sales Manager S. M. Babson. 

Best, Richard, Pencil Company, Inc., Irvington, N. J. The display com- 
prised a showing of the company’s regular line of pencils. In attendance 
were Harry M. Heath from the factory, Dan J. Consodine, Kansas City, 
and Thomas F. Hancock, southern representative, Houston, Tex. 

Boorum & Pease Company, Brooklyn, N. Y.—Showed samples of current 
models and pre-war models now in process of being restored to the line. 
Also shown were blauk books, columnar pads, memo books, composition 
hooks and standard diaries. 
Conklin. Present from 
srooklyn; Ted Barthel, 
Donald Plehn, Indianapolis; 

C-Thru Ruler Company, Hartford, Conn.—Exhibit included semi-circular 
and circular protractors, calibrated triangles, map-reading scales, plotting 
instruments, navigational computers, engineering scales, compasses, radio 
and electronic stencils, adjustable triangles, slide rules and Spee-Dotter 
rules. Miss J. R. Zachs was in charge, assisted by James W. Montgomery, 
Harold P. Reinke and other field representatives. 

Cardinell Corporation, Montclair, N. J.—Displayed were drawing mate- 


For the Time Being,’ was an 


served chiefly as a meeting place for Bates’ 


C. H.Law was in charge, assisted by Duncan 


out of town were President J. W. Tamany, 
St. i 


Louis; George Hanson, Oconomowoc, Wis.; 
and Pete Reitzel, Pittsburgh. 


of “Flags of the Allies” created an unusual and timely patriotic back- rials and a numer of stationers’ specialties. In charge was J. D. Cardinell, 


kround. H. E. Dressel was in charge, assisted by 
Fredrickson, H. J. Huette, 8S. G. Barrett and Roy TI. 
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Johnson Carter's Ink Company, 


Reichard. 


The, Boston, Mass.—Displayed were fountain 


39 





NSA PRODUCTS EXPOSITION 


Acme Visible . Finch & 
Records, Inc. McCullouch 
Diebold, Inc. Codo Mfg. Corp. 
Amberg File & Fisher Corp., Ltd. 
Index Co. . The Globe- 
4. Domore Chair Co. Wemnicke Co. 
5. Bankers Box Co. . George B. Graff 
6. Eureka Specialty Co. 
Prtg. Co. 13. Philip Hano Co. 
7. Boorum & Pease 14. Higgins Ink Co. 


(Photos courtesy Kaufmann & Fabry except No. 2, by Grignon.) 
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pen inks, adhesives, Midnight carbon paper, Stylewriter ribbons and 
other Carter items. Featured were pictures of Carter's kittens in various 
colors. In attendance were General Manager S. D. Wonders, Sales 
Manager W. M. Fletcher, Chicago Manager K. H. Kiesel, and the fol- 
lowing sales representatives: W. H. Cox, Albert H. Baugher and Harry 
Shook. 

Codo Manufacturing Corporation, Chicago, Ill.—The company’s new line 
of spirit carbons were featured in addition to the regular Codo line of 
carbon papers. Codo’s sales promotion program was described in detail 
to visitors. F. S. Cooper, H. R. Holden, Chet Smith and Roscoe Benge 
were in attendance. 

Columbia Ribbon and Carbon Manufacturing Company, inc., Glen Cove, 
N. ¥.—Featured were Columbia’s Classic brand ribbons for typewriters, 
adding and accounting machines. Columbia’s new Marathon typewriter 
curbon paper, together with Ready-Master forms, both plain and printed, 
aroused considerable interest as well. In attendance were F. R. Nichols, 
vice-president in charge of sales; T. G. Duggan, assistant sales manager; 
nt. C. Moore, western sales manager; R. W. Graham, eastern sales man- 
wer; and S. A. Armstrong, Chicago branch manager 

Cramer Posture Chair Company, Kansas City, Mo.—This year’s display 
consisted principally of bomber seats, of the type used in the B-17 and 
B-29 Superfortresses. Also shown were some of the company’s pre-wat 
models which are again about to be placed into production. In at 
tendance were R. A. Cramer, H. W. Cramer, Ed F. McClure and Myron K. 
Taggart. 

Dennison Manufacturing Company, Framingham, Mass.—In commemo 
ration of Dennison’s beginnings 100 years ago an unusual booth reproduced 
a 19th-century parlor drawing room completely furnished in every re 
spect. Two appropriately costumed mannequins provided authentic atmo- 
sphere for the antique ‘“‘At Home’’ scene. R. A. Maish, Dennison di- 
rector of distribution, was in charge, assisted by H. E. Gorton, manager 
of the wholesale-dealer division, and W. F. Somerville, Chicago regional 
inanager. 

A. B. Dick Company, Chicago, Ill.—No special products were featured, 
the exhibit being wholly institutional in nature. In attendance were 
i. C. Hill, sales manager; John Griswold, domestic sales manager; H. S. 
Knauer, eastern division sales manager; K. A. Rouse, western division 
sales manager; and R. J. Rountree, advertising and sales promotion 
manager, 

Diebold, Incorporated, Canton, Ohio.—Displayed were Cardineer Rotary 
liles, Flex-Site visible books, Tra-Dex Vertical Visible files, V-28 posting 
trays, V-60 Cycle posting trays, as well as forms, guides, accessories, ana 
so forth. Also shown were safes, money chests, security chests, and in- 
sulated files, none of which can be released for distribution at the present 
time. In attendance were G. M. Baxter, manager of dealer sales, and 
George Wall, eastern division manager. 

Dixon, Joseph, Crucible Company, Jersey City, N. J..Prominently dis- 
played was a_ sign reading, “Sorry, Our Displays Didn't Arrive.’ 
Despite the difficulty an interesting array of pencils and other Dixon 
items was shown. In attendance were H. B. Van Dorn, sales manager; 
J. P. Templeton, secretary; W. J. Becker; Charles Mueller; R. W. 
Vater, Arnold Berglund, and Otis Steele. Mr. Steele retired about 18 
months ago but could not resist the temptation to be among those 
present. 

Domore Chair Company, Inc., Elkhart, Ind.—This display featured the 
Sentinel and Ranger all-wood posture chairs. Vice-president H. S. Walcott 
was in charge. 

Downey, The C. L., Company, Hannibal, Mo..-The company displayed 
its entire line of paper products, coin bags and associated coin-handling 
devices, which included flat coin wrappers, tubular coin wrappers and 
gunshell wrappers, as well as different kinds of bill straps. Physical 
demonstrations of packaging coins by machinery and crimping were 
given. Those in attendance were C. Lee Downey, president; Mrs. L. Craig 
Jackson, vice-president; Mrs. V. R. Church, assistant secretary; J. Robert 
Williams, warehouse manager; and Frank E. Brown, chief engineer. 

Eagle Pencil Company, Inc., New York, N. Y.—Featured was a display 
of Eagle pencils—-Mirado, Verithin, Prismacolor, Turquoise and Turquoise 
copying—with the laboratory testing machines used to perfect and main- 
tain their quality. In attendance were Herman Price, vice-president; 
Robert Overend, Chicago district manager; Harold Seelig; David Price, 
Ben Brohm, Carl Schutz, William Sahm, Tommy Tompson and Jack 
MeWilliams. 

Eaton Paper Corporation, Pittsfield, Mass.—This display featured the 
company’s line of Berkshire typewriter papers, including Corrasable 
hond, air mail papers and legal papers. Those in attendance were L. G. 
Morris, F. H. Palmer, W. G. Oliver, Ed Rohrs and Harry Allen. 

Esterbrook Pen Company, Camden, N. J.—A showing of representative 
items of the different types of writing instruments manufactured by the 
company featured this exhibit. In attendance were R. B. Gingland, H. W. 
Lynn, New York district manager; H. F. Blum, W. G. Lashbrook, R. W. 
Iloward and W. L. Patton. Also spending a considerable amount of time 
at the booth were A. G. Frost, president; and R. N. Wood, vice-president 
in charge of sales. 

Eureka Specialty Printing Company, New York, N. Y.--The entire line 
of 37 Book-Pak labels were arranged in an attractive sun-ray setting in 
a blue and orange color scheme. The bottom part of the display sim- 
ulated the top of a hill, with a horse and buggy just disappearing over 
the crest, was appropriately captioned, “‘Good-by to Horse and Buggy 
Labels.” Junior household label books were presented to all visitors at 
the booth. In charge of the display was A. K. Howes, merchandise 
manager of the stationery division, assisted by A. W. Knox, F. > 
Hauser, G. N. Burg, R. G. Crossette, Robert C. Strafford, Jr., and J. B. 
Dwyer, district representatives. 

Eversharp, Inc., Chicago, ill._Exhibited Eversharp Skyline pens, Re- 
peater pencils and Red Top leads. Those in attendance were Larry Rob- 
bins, vice-president; Tom Emerson, vice-president; G. Mason, E. Collins 
and Holt Hornbeck, sales manager. 

‘Faber, Eberhard, Pencil Co., Brooklyn, N. Y.—Central theme of the 
display was the American flag, each star bearing the date of admission 
to the Union of the state represented. Tying in with this feature was the 
announcement that the company had been marketing pencils since 1849, 
attention being called to the fact that many of the states had been 
admitted after that date. In attendance at the booth was General Man- 
ager J. C. Musser, Sales Manager L. M. Brown, Chicago District Manager 
A. C. Van Horne, S. J. Kosteling and Robert Kane of Chicago, Howard 
Shoemaker of New York, T. W. McElroy of San Francisco and Claude 
M. Fleet of Minneapolis. 

Finch & McCullouch, Aurora, Ill.-Presented many items in the line of 
“Memory Masterpieces” made of solid American walnut and fabricated 
leathers, including desk sets with perpetual calendars, five-year calendars, 
monthly calendars, weekly calendars, ‘‘Pop-Up”’ cigarette dispensers, memo 
pads, memo sheet and envelope holders, rocker blotters, desk pads, letter 
trays, waste baskets, book ends, floor ash stands, wall calendars, daily 
memo books, perpetual memo books, and appointment pads. The educa- 
tional, creative and fascinating sets of ‘“‘Wood Picture Craft,’ “Puzzle 
Picture Craft,” and “Paper Picture Craft’’ for boys and girls from six 
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to sixty were displayed. President W. L. MecCullouch, Sales Director 
H. M. Stillings, and G. Douglass were in attendance. 

Fisher Corporation, Ltd., Chicago, I.—Central point of interest of the 
display was a large outline map of the Hawaiian Islands, emphasizing 
the strategic position of the group as an intermediate base of operations 
for the promotion and sale of office equipment and supplies in the 
Hawaiian Islands, southwest Pacific and eastern Asia. The map was 
flanked on either side by large pictures showing the two chief products 
of the islands—sugar cane and pineapples. A large sketch of the com- 
pany’s Honolulu headquarters was also exhibited, together with trade 
mark and appropriate caption. Circulars describing the company’s oper- 
ation and strategic post-war position were distributed to visitors, G. S. 
Mullins, director of mainland operations, was in charge. 

Gibbons, Thomas H., & Co., Chicago, Ill._Displayed was the Gibbons 
line of leather goods including leather covered compacts and_ billfolds 
for ladies and billfolds, cigarette cases, and key cases in various colors 
and grains for men. In attendance were Thomas H. Gibbons, president; 
E. B. Mason, Rube Baxter, and Campbeli Ryan. 

Globe-Wernicke Co., The, Cincinnati, Ohio. Exhibited wood office 
furniture and filing equipment, index systems and filing supplies, station- 
ers’ line of office accessories, and visible index systems. J. S. Sprott, 
president; Howard L. Pfau, general sales manager; William Kesley 
Downing, sales promotion manager; Arthur R. Frey, manager of filing 
supplies and stationery division; H. J. Warnock, Chicago branch man 
ager; Richard Singer and L. Schneider, Chicago branch; and Fred Larson, 
Midwest district representative, were in attendance. 

Graff, George B., Company, Cambridge, Mass.— Displayed Grattco Vise, 
Viz, Nu-Vise, Nu-Viz, and Cellugraf signals, map-tacks, and map-tack- 
signal combination outfits, Vise index tabs, Cellu-Vise tabs and other 
of their products. Charles W. Lipman and Roger B. Thurber, assistant 
treasurer, were in attendance. 

Gregory Fount-O-ink Company, Los Angeles, Calif. A nice line of 
Fount-O-Ink writing sets was displayed, and utility numbers were fea- 
tured. Also exhibited were some new and interesting gift sets. ©. G. 
Gregory, the inventor; B. F. Girardot, mideastern representative, and 
B. A. Strang, eastern representative, were in attendance at the booth. 

Hano, Philip, Company, tnc., Holyoke, Mass. Lithographed forms, 
autographic registers and forms, continuous and manifolding forms, 
Holyoke Hano carbon pack, Hanohandi manifold) book, individual and 
continuous Snap-A-Part sets, and continuous forms interleaved with one 
time carbon made up this exhibit. L. R. Hanna was in charge. Also in 
attendance was Norman L. Hanna, sales promotion manager 

Herring-Hall-Marvin Safe Company, Hamilton, Ohio The exhibit fea 
tured the company’s line of fireproof safes and burglarproof chests. In 
charge were Warren Mosman, E. V. Flaherty and J. H. Moses. 

Heyer Corporation, The, Chicago, Ill. The complete line of Heyer 
duplicating machine supplies was featured in this exhibit. G. H. Herrmann 
and S. E. Gregory were in charge. 

Higgins Ink Company, Brooklyn, N. Y. Drawing inks, writing inks, 
adhesives, sealing wax and art books were on display. Background de- 
voted to works of art and mechanical drawings from the Higgins National 
Scholastic Awards. (Higgins 16th consecutive year of financing the 
awards.) New window cards and leaflets shown. In attendance were 
Harry Tehan, sales manager; Jim Montgomery, West Coast representa- 
tive, and Jim Bradley, Midwest representative in charge of arrangements. 

Hotchkiss Sales Company, Norwalk, Conn. As in the case of several 
other exhibitors wartime restrictions prevented a dispiay of merchandise. 
The following were on hand to confer with dealers: James Grecco, assist 
ant sales manager; Al Johnson, New York representative; Ed Kuch, Chi- 
cago representative, Ernest Sharpe, middle-western representative; Jack 
Kerns, Dallas, Tex., representative, and Bob Smith and Clinton Martin 
from the Pacific Coast. 

Hunt, C. Howard, Pen Company, Camden, N. J. A complete review of 
conditions affecting Boston pencil sharpeners and cutters, Boston repair 
parts, Speedball pens and products, Hunt artists’ pens, and steel pens was 
available at this booth. John G. Kolb, sales manager; Charles J. 
Stoner, advertising manager; John D. MaecMorris and A. E. Eadon, 
representatives, were in attendance. 

Industrial Tape Corporation, New Brunswick, N. J.-The exhibit fea- 
tured colorful national advertising designed to build up a demand for 
household rolls of Texcel tape in preparation for the period following 
the war, when it will again be made available. The following men were 
in attendance: J. H. Scherer, L. E. Barnes, J. B. McLaughlin, G. B. 
Tapner, I. Lupolov, C. T. Buss, J. P. Taylor, J. T. Fredenburg, R. T. 
Hamilton and G. E, Chisholm. 

Jasper Chair Company, Jasper, Ind. This display brought to life 
an interesting advertisement which the company carried in the Sep- 
tember and October issues of OFFICE APPLIANCES. Pictures of a business 
man and a business girl seated on Jasper chairs were blown up to 
life size and then colored. These illustrations were then mounted on 
the background of a colorful black and yellow panel and tied together 
with the headline, ‘Dedicated to Seating the American Business Man 
and Business Girl.’ The following individuals were present during the 
convention: Louis T. Koerner, president and general manager; Arthur 
4. Barth, secretary and manager; George A. Litchfield, sales manager; 
W. H. Brown, Chicago representative, and Roland J. Freeman, eastern 
representative. 

Johnson Chair Company, Chicago, I.-—Johnson chairs and Clemeco desks 
are shown in their familiar location in the northwest corner of the 
exhibit hall. Only the current numbers, in accordance with Government 
restrictions, were on display. Johnson personnel in attendance were 
headed by Wilbur M. Small, director of sales. 

Kahn, David, Inc., North Bergen, N. J.. Shown were the Kahn lines of 
De Luxe, Zenith, and Pacemaker fountain pens and pencils. In attend- 
ance were Harry Yager, vice-president; Julius Kahn, treasurer, and L. T. 
Goldberg 

La Salle Products Company, Chicago, Il. Featured in the display were 
smoking stands, ash trays, cigarette boxes, picture frames and wood 
covered albums. E. R. Rodriguez was in charge of the exhibit. 

Mashek, Frank, Company, Chicago, IIl.Leather goods exhibited at 
the 1944 show consisted of brief cases, brief bags, portfolios, ring binders 
and similar Mashek products. Robert W. Heck, vice-president, was in 
charge of the display. 

May, The J. L., Company, New York, N. Y.-The Maco line of tags, 
labels, and pin tickets was interestingly present. The exhibit was in 
the same space as in the past three years and is now referred to as 
the ‘Maco Corner.”’ In attendance were Frank May, sales manager, and 
Clayton F. Rowell. 

Melind, Louis, Company, Chicago, I.-This exhibit featured more 
than a thousand office appliances and industrial inks manufactured by 
this company. A typical window set-up was presented, and prizes offered 
to those who listed the greatest number of items recognized. Miss 
Chicago of 1944 was also an attractive feature of the booth. W. B 
Stewart, assistant to the president, was in charge, assisted by Roy 


(Turn to page 124, please) 
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TH A COMPLETE Line OF 


FFICE FURNITURE 


NSA PRODUCTS EXPOSITION 


Industrial Tape Corp. 8. 


Jasper Chair Co. 


Oxford Filing Supply 9. 


Co. 


Rand McNally & Co. 10. 
Mittag & Volger, Inc. 11. 
Parker Pen Co. 12. 
Southworth Co. 13. 


Victor Safe & 
Equipment Co. 

Wells Office Furniture 
Co. 

Stanley Wessel & Co. 
Wilson Jones Co. 
Zephyr American Corp. 
Speed-O-Print Corp. 


(Photos Courtesy Kaufmann & Fabry) 
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Rolling Green Host to 71 NSA Golfers 


Crosswinds, Post-Convention Letdown Drive Scores Upward 


F THERE’S one common char- 

acteristic among the converts 
of St. Andrew’s (golfers to the 
uninitiated) it’s the ready avail- 
abiilty of a good alibi for bad 
scores. The 1944 NSA tournament, 
held on Thursday, October 5, at 
Rolling Green Country Club, near 
Desplaines, Ill., overdrew its quota 
of nineteenth-hole wailers in this 
department. "a 

But—as the politicians are wont 
to utter—let’s take a look at the 
record. Low gross for the day was 
a mere 79, and that by no less a 
personage than Hank Bowbeer, 
Wells Office Furniture Company, 
winner of last year’s competition 
among NSA’s “divotees.” Second 
low gross honors were snared by 
Humphrey Griggs, Griggs Com- 
pany, Bellingham, Wash., who 
rapped out a respectable, but not 
sensational, 81. Clark Roland, 
Marshall-Jackson Company, and 
Fred Pitt, Wilson Jones Co., both 
of Chicago, garnered tallies of 82. 
By his victory, the aforementioned 
Mr. Bowbeer gained a second leg 
on the Wis-Ill Club trophy, a 
standing he now shares with the 
Bellingham contestant. The re- 
mainder of the scores soared up- 
ward towards a “high” of 128, es- 
tablished by Walter Lennartson 
of OFFICE APPLIANCES. So in all 
fairness, there can be little doubt 
that the above-average figures 


were the combined product of a 
vicious crosswind and the natural 
lethargy that follows the annual 
NSA convocation. Could be, too, 
that the half-barrel oasis estab- 
lished at the tenth tee and pre- 
sided over by Tom Gillice, Rock- 
well-Barnes Company, didn’t aid 
materially in straightening out 
subsequent tee shots. 


Following the completion of the 
18-hole tour, plus ample time al- 
lowances for showers and extra- 
curricular elbow-bending, a deli- 
cious steak (big ones, too) dinner 
was served at 7 p.m. to the tired 
participants and a few late arriv- 
als. Following dinner, the Wis- 
Ill Club trophy and a special prize 
were awarded to the low gross 
winner and runner-up, respec- 
tively. Three special door prizes 
were next distributed, Walter 
Waldvogel, National Blank Book 
Company, winning a set of four 
woods; Joe Meyer, Standard Office 
Supply Company, Pittsburgh, Pa., 
a fitted leather case; and Demp- 
ster Passmore, University of Chi- 
cago Bookstore, a roulette wheel. 
A special award by the club pro- 
fessional resulted in Dick Vail, 
Vail Manufacturing Company, 
Chicago, receiving a set of matched 
irons. Prize for the low net went 
to C. M. Long, Long Office Supply 
Company, Miami, Fla., with a 69; 
second low net to R. D. Cooper, 


Art Metal Construction Company, 
Chicago, with a 70. Every player 
received a prize, the awards rang- 
ing from jackets and sweaters to 
War Stamps and golf balls. 

Originally a bridge tournament 
for non-golfers was scheduled to 
be held at the club. Later the site 
was changed to the Palmer House. 
Participating in the play were 
Eric Behmer, Marshall-Jackson 
Company, Chicago; Al Johnson, 
Hotchkiss Sales Company, Nor- 
walk, Conn.; Karl Kiesel and Bill 
Cox, The Carter’s Ink Company, 
Chicago; Paul Cheney, Southworth 
Company, Orleans, Mass.; Art 
Frey, Globe-Wernicke Company, 
Cincinnati; Frank Curtis, Neva- 
Clog Products, Inc., Bridgeport, 
Conn.; and Al Williams, Station- 
ers’ Guild of America, Philadel- 
phia. 

The success crowning this year’s 
affair was largely due to the hard 
work and careful planning of the 
members of the golf committee— 
Chairman Ralph Maneval, A. W. 
Faber, Inc., Wauconda, IIll.; and 
the following Chicago members: 
Harry Balch, Quality Park Enve- 
lope Company; Benny Allen, 
American Lead Pencil Company; 
Benny Powell, A. W. Faber, Inc.; 
Ray Eichenlaub, Service Steel 
Products Corporation; and Bill 
Lipner, Koh-I-Noor Pencil Com- 
pany, Inc. 


Contributors to NSA Golf Tournament Prize Fund 


Acco Products, Inc. 

Ace Fastener Corp. 

Acme Visible Records, Inc. 

Aigner, G. J., Co. 

Amberg File & Index Co. 

American Crayon Co. 

American Pencil Co. 

Art Metal Construction Co. 

Art Steel Sales Corp. 

Automatic Pencil Sharpener Co. 
(Div. Spengler Loomis Mfg. Co.) 

Autopoint Co. 

Bankers Box Co. 

Barkley, C. L., & Co. 

Binney & Smith Co. 

Boorum & Pease Co. 

Browne-Morse Co. 

Carter’s Ink Co. 

Codo Mfg. Corp. 

Cooke & Cobb Co. 

Cook, H. C., Co. 

Columbian Art Works 

Columbia Ribbon & Carbon Mfg. Co. 

Corry-Jamestown Mfg. Corp. 

Curtis, Frank 

Dennison Mfg. Co. 

Dick, A. B., Co. 

Dixon, Joseph, Crucible Co. 

Downey, C. L., Co. 

Eagle Pencil Co. 


ad 


Eaton Paper Corp. 

Esterbrook Pen Co. 
EverReady Calendar Co. 
Eversharp, Inc. 

Eureka Specialty Printing Co. 
Faber, A. W., Inc. 

Faber, Eberhard, Pencil Co. 
Finch & McCullouch 
Fritz-Cross Co. 

General Fireproofing Co. 
Globe-Wernicke Co. 

Graff, Geo. B., Co. 

Gregory Fount-O-Ink Co. 
Heyer Corporation 

Higgins Ink Co. 

Hoosier Desk Co. 

Hotchkiss Sales Co. 

Hunt, C. Howard, Pen Co. 
Industrial] Tape Corp. 
Josephson Mfg. Co. 

Kahn, David, Inc. 

Markwell Mfg. Co. 
Minnesota Mining & Mfg. Co. 
Moore Push Pin Co. 

Myrtle Desk Co. 

Nascom Sales Corp. 

National Blank Book Co. 
National Vulcanized Fibre Co. 
Oakville Co. 

Oxford Filing Supply Co. 
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Parker Pen Co. 

Quality Park Envelope Co. 
Rand McNally & Co. 

Reyburn Mfg. Co. 

Roaring Spring Blank Book Co. 
Rockwell-Barnes Co. 

Sainberg & Co. 

Sanford Ink Co. 

Sengbusch Self-Closing Inkstand Co. 
Shaw-Walker Co. 

Sheaffer, W. A., Pen Co. 
Smead Mfg. Co. 

Southworth Company 

Speed Products Co. 

Staedtler, J. S., Inc. 

Stationers Loose Leaf Co. 
Stein Bros. Mfg. Co. 

Sturgis Posture Chair Co. 
United States Playing Card Co. 
Vail Mfg. Co. 

Victor Safe & Equipment Co. 
Volland, P. F., Co. 

Wallace Pencil Co. 

Waterman, L. E., Co. 
Webster, F. S., Co. 

Wells Office Furniture Co. 
Wilson Jones Co. 

Weis Mfg. Co. 

Yawman and Erbe Mfg. Co. 
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NSA GOLFERS WHO BRAVED THE WINDSWEPT FAIRWAYS OF ROLLING GREEN COUNTRY CLUB 
- Ralph Maneval and Ben Powell, A. W. Faber, Inc.; Dick Gingland, 


Esterbrook Pen 
Dodge, Iowa. 


Co.; G. F. Gosnell, Messenger Prtg. Co., Fort 
eis Mig. Co.; Bob 


Corp. Seated: Ed Rohrs, 


2. Joe Meyer, Standard Office Supply Co., Pittsburgh, Pa.; Hal Brain- 
ard, General Fireproofing Co.; Harry Nichols, 
Sainberg, Sainberg & Co.; H. C. McPike, Weis Mig. Co. 

3. Standing: J. K. Preston, Graver-Dearborn Corp., Chicago; Frank 
Palmer and Harry Allen, Eaton Paper 
Eaton Paper Corp.; F. W. Hunt, Graver-Dearborn Corp.; Horton 
Frisbie, Roberts Office Supply Co., Portland, Me. 

4. Harry Pinch, University of Chicago Bookstore; Harry Anderson and 
John G. Burgess, Zion Office Supply Co., Zion, Ill.; Dempster Pass- 
more, University of Chicago Bookstore. 

5. H. H. Griggs, Griggs Co.,-Bellingham, Wash.; Benny Allen, Ameri- 
can Pencil Co.; Fred Pitt, Wilson Jones Co.; Jim Martin, Globe 
Furniture & Staty. Co., Chicago. 

6. Kenneth Wiggins, guest; Jack Crow, Hall Staty. Co., Topeka. 
Kans.; Earl K. Duke, Duke’s Prtg. & Office Supply Co., Wichita, 
Kans.; Henry Nygren, guest. 

7. Rolling Green Country Club. 

8. C. C. Shee, Oakville Co.; Harry Yager, David Kahn, Inc.; Dick 
Vail, Vail Mfg. Co.; J. M. Kahn, David Kahn, Inc. 

9. R. G. Milne, Art Metal Construction Co.; John Jarrett, Postindex 


Co.; R. D. Cooper, Art Metal Construction Co.; John Gilbert, Office 


Anderson, Rand 


A. Walther, Wal- 


Appliances; Charles Atwood, Acme Visible Records, Inc. 


A 

Abrams, Albert B., The Modern 
Stationer, New York, N. Y. 

Ackerman, Phil, Farnham Staty. & 
School Supply Co., Minneapolis, 
Minn. 

Adams, F. K., S. G. Adams Co., 
St. Louis, Mo. 

Addington, L. R., Wabash Filing 
Supplies, Inc., Wabash, Ind. 
Agnew, E. F., Stewart's, Inc., In- 

dianapolis, Ind. 
Ahern, F. W., H. S. Crocker Co., 
Inc., San Francisco, Calif. 
Ahrens, H. W., National Vulcan- 
ized Fibre Co., Wilmington, Del. 
Aigner, Al, G. J. Aigner Co., Chi- 
cago, Ill. 
— G. ie G. J. Aigner Co., 
hicago, Iil. 
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Convention 


Alderson, I. T., Midland Staty. Co., 
Jefferson City, Mo. 
Alexander, H. D., Skinner & Ken- 
nedy Staty. Co., St. Louis, Mo. 
Allen, A. M.,. American Pencil Co., 
Chicago, IIl. 

Allen, C. W., General Fireproofing 
Co., Youngstown, Ohio. 

Allen, Ernest, Jr., Marshall & 
Bruce Co., Nashville, Tenn. 

Allen, Harry F., Eaton 
Corp., Pittsfield, Mass. 

Amberg, Bertrand, Amberg File & 
Index Co., Kankakee, II. 

Amell, A. W., Askew Co., Dallas, 
Tex. 

Amey, 

Pa. 

Anderson, A. K., Anderson’s, El 
Monte, Calif. 


Paper 


Frank, Ream’s, Lancaster, 


November, 1944 


Registration 


Anderson, H. D., Caldwell Sites 
Co., Roanoke, Va. 

Anderson, Harry C., A. B. Dick 
Co., Chicago, Ill. 

Anderson, O. E., Rand McNally & 
Co., Chicago, Ill. 

Anderson, R. D., Sioux City Staty 
Co., Sioux City, Iowa. 

Anderson, Sidney S., Latsch Bros., 
Lincoln, Nebr. 

Apperson, L. B., Askew Co., Dal- 
las, Tex. 

Armstrong, S. A., Columbia Rib- 
bon & Carbon Mfg. Co., Glen 
Cove, I... 1;,.Ns ¥. 

Arnhart, R. M., Office Supply & 
Equipment Co., Knoxville, Tenn. 

Ashley, Russ, Ashley-McCormick 
Co., Bridgeton, N. J. 

Atkins, Add, Ragland Office Equip- 


10. Bud Price and “—— Ward, Geyer’s Topics; Ernie Lund, Englewood 
Blueprint Shop, Chicago; George Cormack, Wilson Jones Co. 

11. Ray Hammond, National Blank Book Co.; Bob Latsch, Latsch 
Brothers, Lincoln, Nebr.; Cort Horr, Associated Stationers Supply 
Co.; Stanley Griebel, Yawman and Erbe Mfg. Co. 

12. Charles Jones, Chicago; Proctor Gilbert, Sears Roebuck & Co.; 
Chicago; Eldon Just, Just & Son, Chicago; Elmer Krumwiede, Sta- 
tioners Clearing House, Chicago. 

13. Bill Tynan, Allen Paper Co.; Bob Vojta, Chicago Saddlery Co.; 
Fred Jones, Horder’s, Inc., Chicago; Harold Atwood, manufacturers’ 
representative. 

14. A. G. Frost. Bob Wood, Harry Lynn and Bill Lashbrook, all of 
Esterbrook Pen Co. 

15. Harry Balch, Quality Park Envelope Co.; Clark Roland and E. E. 
oer + er mates Co.; Joe Sunderland, Universal Paper Prod- 
ucts Co. 

16. Ollie Stevens, Stevens, Maloney & Co., Chicago; John Smythe. 
Geyer’s topics; Harold Friedlander and O. E, 

McNally & Co. 

17. Walter Waldvogel, National Blank Book Co.; Gordon Kickels, C. L. 
Barkley & Co.; Ray Achtner, Office Staty. Co., Chicago. 

18. J. E. Dugan, Acme Prtg. & Staty. Co., Pittsburgh, Pa.; Harry Short. 
Columbian Art Works: Roy W. Mayer and W. 
ther’s Prtg. & Office Equipment Co., North Platte, Nebr. 

19. M. Long. Long Office Supply Co., Miami, Fla.; Joe Pritchard 


and Hank Bowbeer, Wells Office Furniture Co. 


ment Co., Texarkana, Tex. 

Atkinson, George R., F. Weber 
Co., Philadelphia, Pa. 

Atwood, Harold, Manufacturers’ 
Representative, New York, N. Y. 

Augur, Newell A., Wallace Pencil 
Co., St. Louis, Mo. 

Austin, Howard, Office Supplies, 
Inc., Muskegon, Mich. 

Autry, Jack, Wilson Jones Co., At- 
lanta, Ga. 

Avery, Millicent, W. K. Kerr Pen 
Co., Tulsa, Okla. 

Aylwin, Mike, F. S. Webster Co., 
Cambridge, Mass. 


B 
Babson, S. M., Bates Mfg. Co., 
West Orange, N. J. 
(Turn to page 128, please) 
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The most unusual delegate to this 
year’s convention was Don B. Stone of 
Heinze, Bowen & Harrington, Inc., Phoe- 
nix, Ariz. Despite complete blindness Mr. 
Stone participated in every activity. He 
found many who were happy to assist 
him in getting around to the various 
events. He was able to share with 
everyone the enthusiasm for this biggest 
of all NSA assemblies. 

© 

Taking advantage of the current short- 
age of popular brand cigarettes, Stanley 
Griebel of the Yawman and Erbe Manu- 
facturing Company distributed an inter- 
esting souvenir to friends at the con- 
vention. His gift consisted of a piece of 
paper of the proper size to fold around 
a package of cigarettes. On the front 
of a package thus packeted appeared 
the words, “Snipes, America’s Premier 
Rebuilt Cigarettes.” Other type matter 
revealed such interesting facts as assur- 
ance that the rebuilt cigarettes were not 
gutter snipes but were. salvaged from 
only the highest class night clubs, cafes, 
and hotels. Hooking up with the industry 
there also were some words about the 
new “Y and E” Sort-O-Mat. 
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The Eversharp “Take It or Leave It” 
program, starring Phil Baker, was broad- 
cast September 30 from the Grand Ball- 
room of the Stevens Hotel, Chicago. 
Because the NSA convention was to open 
officially the following day a substantial 
number of stationers were present at the 
broadcast. About 67,000 requests for 
tickets were received, but the capacity of 
the Stevens ballroom was reached when 
only 3,200 people were checked in. Dur- 
ing the broadcast Phil Baker referred fre- 
quently to the NSA convention. Among 
those present were Martin Strauss, presi- 
dent of Eversharp, and Charles P. Garvin, 
general manager of NSA. 


o 


Among special visitors observed were 
Jack Macon, president, and Gene Taylor, 


vice-president of the National Office Ma- 
chine Dealers Association. Their purpose 
was to obtain ideas on association ac- 
tivities that might be adopted by their 
own organization. 

a) 

Although he did not reveal it himself, 
word got around at the convention that 
Floyd Kongsvik, manager of the station- 
ery department of Curtis 1000, Inc., St. 
Paul, Minn., will have completed 25 
years of service with the Curtis 1000 
organization on November 19. Floyd is 
known as the oldest young man in the 
stationery business in the Northwest. He 
doesn't think 25 years is such a long 
time. 

ad 

A pre-convention event enjoyed by 
many registrants was the reception for its 
dealers held by the Ace Fastener Cor- 
poration in the Red Lacquer Room of the 
Palmer House on Sunday afternoon, Oc- 
tober 1. For three hours, from five to 
eight, dealers enjoyed the hospitality 
offered by Ace officials and representa- 
tives. 

& 


According to reliable reports the latest 








G/W BREAKFAST OCTOBER 4 AT NSA CONVENTION 


Table No. 7: F. B. Creer and Jay Eldredge, Utah Idaho School Sup- 
ply Co., Salt Lake City, Utah; A. R. Frey, The Globe-Wernicke Co., 
Cincinnati, Ohio; E. G. Rawls and G. P. Bruinson, The White Co., 
Columbus, Ga.; George Halling, J. K. Gill Co., Portland, Ore. 

Table No. 8: L. Pollak, Idaho Typewriter oe Pocatello, Idaho; 


Tables are numbered in rows from right to left. 

Table No. 1, left to right: Oscar Davis, Review Co., Savannah, Ga.; 
Don Willis, Ruthrauff & Ryan, Inc., Chicago, Ill.; Spencer Hill, Ruth- 
rauff & Ryan, Inc., Chicago, Ill.; N. E. Hovey, Reliable Office Supply 
Co., Massillon, Ohio. 

Table No. 2: Dick Singer, Globe-Wernicke Co., Chicago, Ill.; Ernest 
Belcher and V. C. Schacht, Belcher & Schacht, Long Beach, Calif.; 
C. A. Robbins, Carolina Office Equipment Co., Rocky Mount, N. C.; 
Grant Howard, Howard & Stofft, Tucson. Ariz. 

Table No. 3: Mrs. Louise Harton, Hunter H. Martin & Co., Paducah, 
gg Mrs. Fulton and Miss Sue Harding. Fulton Co., Houston, Tex.? 

. K. Downing, The Globe-Wernicke Co., Cincinnati, Ohio. 

Table No. 4: S. E. Langdoc, The Globe-Wernicke Co., Cincinnati, 
Ohio; Miles Fox, Miles Fox Co., Detroit, Mich.; Don Hostettler, Hos- 
tettler Typewriter Co., Ashland, Ohio; E. N. McWilliams, McWilliams 
Stationery Co., Texarkana, Tex.; E. G. Wright and M. J. Lynch, Lynch 
Office Equipment Co., Hammond, Ind. 

Table No. 5: Kieth Preston, Graver-Dearborn Corp., Chicago, IIl.; 
W. G. Bruner, Office Staty. & Equipment Co., Chicago, Ill.; C. D. Elli- 
son, Roberts & Son, Inc., Birmingham, Ala.; R. O. Olson, The Book 
Concern, Hancock, Mich.; C. A. Netzhammer, Northwestern Furniture 
Co., Milwaukee, Wis.; L. O. Schneider, The Globe-Wernicke Co.., 
Chicago, Il. 

Table No. 6: E. B. Peterson, Pinellas Printing & Staty. Co., St. Peters- 
burg, Fla.; Horace Bieser, Everybody's Office Outfitters, Dayton, Ohio; 
Al Garrigan, Typewriter & Equipment Co., Springfield, Ohio; W. A. 
Morton, Ihling Bros. Everard Co., Kalamazoo, Mich.; Miller Huggins, 
Miller Huggins Co., Anderson, Ind., Arnold Eriksen, Eriksen‘s, Inc., 
Toledo, Ohio. 
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Harold Finch, Finch Stationery Co., Boise, Idaho; J. M. Beck, Western 
Bank & Office Supply, Oklahoma City, Okla.; H. W. Parkin and J. T. 
Lynn, Parkin Printing & Staty. Co., Little Rock, Ark.; Wallace Hurley, 
The Hurley Printing Co., Camden, Ark. 

Table No. 9: E. Tyre. Mead & Wheeler, Chicago, Ill.; Otto Geuther, 
Marshall-Jackson Co., Chicago, Ill.; Floyd Kongsvik, Curtiss 1000, Inc., 
St. Paul, Minn.; Jack Wheeler and Harold Watt, Mead & Wheeler, Chi- 
cago, Ill.; H. J. Warnock, The Globe-Wernicke Co., Chicago, IIl.; 
Mr. Mowat, Mead & Wheeler, Chicago, IIl. 

Table No. 10: Leo Wittgen, Smith & Butterfield, Evansville, Ind.; 
W. R. Manthei, Stuebe Binding & Prtg. Co., Green Bay, Wis.; J. A. 
Collum, Comfort Printing & Staty. Co., St. Louis, Mo.; J. S. Sprott and 
H. L. Pfau, The Globe-Wernicke Co., Cincinnati, Ohio; F. W. Schimmel, 
Smith & Butterfield. Evansville, Ind. 

Rear Corner: John Link, Lucas Bros., Baltimore, Md.; Richard Pom- 
erantz, A. Pomerantz & Co., Philadelphia, Pa.; A. L. King. Ward's Sta- 
tioners, Boston, Mass.; John Wagner, Lucas Bros., Baltimore, Md.; 
C. R. Thomas, A. Pomerantz & Co., Philadelphia, Pa.; W. J. Carroll, 
Young’s Office Equipment. Ashland, Ky.; John Carroll, Temple & Car- 
roll, Cictoshur , IIL; Paul E. Watson, Ruthrautf & Ryan, Inc., Chicago, 
Ill.; P. G. Picknell, Haines & Essick Co., Decatur, Ill.; Fred Larson, 
G/W representative, midwestern states; Maynard Westring, Mid-City 
Stationers, Rockford, Ill; G. E. Young. Young’s Office Equipment, 
Ashland, Ky.:; Homer Jacquin, Jacquin & Co., Peoria, III. 
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GF DINNER AT NSA CONVENTION 


E. H. Franke, A. W. Bolingbroke, A. W. Bolingbroke Co., Mil- 
waukee; M. E. Quay. The General Fireproofing Co.; John Hueb- 
ner, A. W. Bolingbroke Co. 


Clarence Straubel, The General Fireproofing Co.; Leo Blied, 
Blied, Inc., Madison, Wis.; Ken Boyer, The Newell B. Newton 
Co., Toledo; Herb Johnson, Kendrick-Bellamy Co., Denver; R. C. 
Scott, M. E. Quay and Claude Allen, The General Fireproofing 
Co.; Charles Hoffhine, Blied, Inc.; Jack Kendrick, Kendrick- 
Bellamy Co.; Wes Thomas, The Findlay Prtg. & Supply Co. 


3. Seated: Charles Hoffhine and Leo Blied, Blied, Inc., Madison, 


Wis.; Clarence Straubel, The General Fireproofing Co.; Don 
Stone, Heinze, Bowen & Harrington, Inc., Phoenix, Ariz. Stand- 
ing: Wes Thomas, The Findlay Prtg. & Supply Co.. Findlay, 
Ohio; M. E. Quay. The General Fireproofing Co.; Ed Harrington, 
Heinze, Bowen & Harrington, Inc. 


. Mrs. Mary Thomas, Findlay. Ohio; Mrs. Irene Blied, Madison, 


Wis.; William H. Foster, The General Fireproofing Co.; 
Harriet Boyer, Toledo; Mrs. Claude Allen, Yourigstown,. Ohio. 
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Emily Post dunking technique was me- 
ticulously observed in the Aigner booth 
in the exhibit hall. The Aigner ‘’tradition”’ 
of serving coffee and doughnuts was 
obviously appreciated by visitors to the 
exhibition. Over 3,500 cups of coffee and 
1,200 doughnuts were served during the 
convention. When G. J. Aigner himself 
presided over the coffee bar the waiting 
line was the longest. 


o 


Although this year’s convention was 
the 39th, it marks the 40th anniversary 
of NSA. The organization meeting was 
held in Chicago in 1904 and assemblies 
have been held annually ever since ex- 
cept in 1918 when the influenza epidemic 
and World War No. 1 made it advisable 
not to hold a convention. Among those 
who contributed largely to the establish- 
ment of NSA was Evan Johnson, editor 
and publisher of Office Appliances for 34 
years prior to June, 1941. As a young 
man in 1900, Mr. Johnson was ‘sent out 
to Chicago from New York to open a 
western publication office for The Ameri- 
can Stationer (merged with Office Ap- 
pliances in 1928) calling on F. A. R. 
Moore of C. M. Barnes & Company, his 
purpose being to explain the object of 
the western office. During the course of 
the conversation local conditions natu- 
rally entered into the discussion, and 
Mr. Moore finally suggested, ‘If you want 
to do something really worth while 
toward improvement of conditions among 
the Chicago trade, put The American 
Stationer back of an effort to start an 
association here.’’’ Out of this sugges- 
tion came the Chicago Stationers Asso- 
ciation two years later. In co-operation 
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with Charles H. Coles, Llewellyn E. 
Barnes and others, Mr. Johnson began 
advocating a national association. The 
idea began taking hold, and in October, 
1904, an orgnaization meeting was held 
in Chicago, out of which came the Na- 
tional Stationers Association. Recognition 
of Mr. Johnson's contribution was ex- 
pressed in the form of an honorary mem- 
bership in NSA, granted October, 1941. 
At the time the motion for this action 
was presented, General Manager Garvin 
said, in part, ‘Mr. Johnson was as much 
responsible as any individual, if not more 
so, for the organization of this great as- 
sociation.” 


o 


Eight semi-humorous, lighted drawings 
in the Wells Office Furniture Company 
exhibit attracted special attention. Each 
sketch dramatized one of the outstanding 
ideas that was submitted in the Wells 
Idea Contest conducted earlier in the 

















year. The one referring to the “adjust- 
ment of desk heights” is reproduced with 
this item. It was the subject of the win- 
ning idea. As will be readily observed 
two gentlemen of greatly varied heights 
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stand chagrined before desks of fixed 
height. They, at least, would be inter- 
ested in a desk that could be adjusted 
to their own particular type of archi- 
tecture. 


o 


Following a custom of 20 years stand- 
ing, The General. Fireproofing Company 
entertained its dealers in attendance at 
the convention at dinner on the evening 
of October 3. This gathering, as George 
Brainard, president of General Fireproof- 
ing, frequently has termed it, is Bill 
Hoge’s party. Mr. Hoge is manager of 
dealer sales. The attendance was greater 
than ever before. 

The program was as brief as it was 
interesting, Mr. Hoge being at his best 
as a presiding officer. He called upon 
William Foster, chairman of the board, 
for brief remarks, also Ken Knicker- 
bocker, president of Acme Visible Rec- 
ords, Inc., and Harold Hampton of Indian- 
apolis Office Supply Company, former 
NSA president and newest G-F dealer. 
Among General Fireproofing Company 
executives introduced were Clarence 
Straubel, Ted Baer, Malcolm Quay, R. C. 
Scott, and Claude Allen. In his own brief 
statements Mr. Hoge touched lightly on 
business and made the observation that 
solicitation of orders for metal furniture 
now was unwise. The party adjourned 
early and most of the dealers found time 
for an hour in the exhibit hall. 


o 


Between business ~ssions, Lou Win- 
gert of the General Pencil Company told 
about receiving an oddly marked letter 
from his son, William H. Wingert, a 
private, first class in the Marines. Pvt. 
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AT THE ACME VISIBLE RECORDS DINNER DURING THE CONVENT Knickerbocker, president, Acme Visible Records, Inc.; William H. Foste 


ION.—1. William Kelly, 


Kelly; Charles Attwood, Acme Visible Records, Inc. 
Hoge. manager dealer sales, The General Fireproofing Co.; Ken 


Wingert was moved from Guam to one 
of the small islands in the Marianas. In 
his new location there were no mail ac- 
commodations. That didn’t stop him. 
Having no postage stamps he sent a 
letter to his mother without them. When 
it was received it carried the words “Air 
Mail COD” and a six cents postage due 
stamp. Lou has another son, Lou, Jr., 
serving with the Fifth Amphibious Corps 
of the Marines in the South Pacific. 
o 

Acme Visible Records, Inc., was host 
to a large gathering of dealers at dinner 
on the evening of October 2. D. R. Pinney 
was the efficient master-of-ceremonies. 
There were no speeches but brief re- 
marks were made by Ken Knickerbocker, 
president of Acme; William Foster, chair- 
man of the board, and William Hoge, 
dealer sales manager, of The General 
Fireproofing Company, and several oth- 
ers. Wilbur Chapel and Charles Attwood 
of Acme were introduced; likewise Bob 
Latsch, president of NSA, and Mrs. 
Latsch; William C. Clegg, The Clegg 
Company, San Antonio, and B. J. Bristoll, 
Koch Bros., Des Moines, past-presidents 
of NSA, and their wives; H. J. Hampton, 
Indianapolis Office Supply Co., past- 
president of NSA; Mr. and Mrs. William 
Kelly, the Office Equipment Company, 
Louisville; Bill Koch, president of Koch 
Bros. The meeting, which was a most 
enjoyable affair, adjourned early to en- 
able all who wished to spend part of 
the evening in the exhibit hall. 

i 

Because of his highly developed sense 

of responsibility, Ed Little of Wabash Fil- 


Office Equipment Co., Louisville. Ky.; Mrs. 


2. William E. 


ing Supplies, Inc., attended the conven- 
tion despite illness that should have kept 
him in bed. He was on hand to take 
care of his annual duties as chairman 
of the banquet seating committee. Sev- 
eral hours of ticket dispensing and table 
assignment laid him low. He was put to 
bed, recovered enough to be taken home, 
where a few days of rest put him on 
the road to recovery. His pleasant smile 
and skillful handling of banquet seating 
were greatly missed. 


o 


Because of finder difficulty on one 
Office Appliances camera, several pic- 
tures were unusable, including a Waters 
& Waters group. For a long term average 
of 99 per cent we dropped to 97 per cent. 
The mechanical inaccuracies of the 
camera are being corrected. 


o 


J. S. Sprott, president of The Globe- 
Wernicke Co., greeted more than 60 of 
his company’s dealers at a breakfast 
held October 4 in the Balinese Room at 
the Blackstone Hotel in Chicago. In a 
short and forthright talk, he told his 
guests that while there could not yet be 
a definite date set for the return of steel 
equipment to the dealers’ showrooms, im- 
portant leaders in industry place it well 
along in 1945. He believes that the manu- 
facture of files will be permitted before 
that of desks as they are more urgently 
needed. 

Mr. Sproit assured his listeners that 
The Globe-Wernicke Co. is well organ- 
ized for post-war planning, and will be 
ready to take its place with other lead- 


r, chairman of the board, The General Fireproofing Co.; D. R. Pinney, 
manager dealer sales, Acme Visible Records, Inc. 


ing businesses in that respect. He said 
that many companies have made specific 
plans for the next five to ten years, and 
that he felt certain the native ingenuity 
and progressiveness of the American 
people would keep business rolling far 
beyond that period. 

The meeting was adjourned in time 
for all to participate in the regular NSA 
morning program. 

& 


Chet Williams of Y and E, a resident 
of Seattle, Wash., is the proprietor of a 
small estate in a suburban area. Among 
his prized possessions, according to a 
convention rumor, was a Guernsey heifer 
about to present her first calf to the 
world. Neighborhood friends rallied round 
and gave a calf shower. The folks next 
door brought a thistle, the only thing left 
in their garden after a visit by the ex- 
pectant mother. Others offered a pair of 
cowbells in the event of twins. Gifts 
included boxing gloves for protection (of 
Chet, presumably) and canvas gloves for 
use when at work (Chet again, no doubt). 

ad 

Fred Deutsch could not attend the con- 
vention this year because of a prior en- 
gagement with the Army in England. As 
an alternative he sent a V-Mail letter to 
Deak Barkley of C. L. Barkley & Com- 
pany. Dated September 24, the letter 
arrived in time for showing to many of 
Fred‘s friends at the Palmer House. In 
part, the letter reads as follows: “Guess 
all of you will manage to scare up a 
few nips (of bourbon) at the old conven- 
tion on or about October 2. Sure wish I 


could join you. If you get this letter 








as 


. Ralph 


. Ray J. Eichenlaub, Service Steel 


ON FACING PAGE 


E. A. Keeling, Art Metal Construction Co.; Mrs. W. H. Patterson; 
W. H. Patterson, Johnstown Office Supply Co., Johnstown, Pa.; John 
A. Wagner, John Link, Jr., Lucas Bros., Baltimore. 

aneval, A. W. Faber, Inc.; Mrs. Maneval; John Burgess. 
Zion Office Supplies, Zion, Ill.; Mrs. Burgess; Arthur Frey, The Globe- 
Wernicke Co.; Mrs. Kongsvik; Floyd Kongsvik, Curtis 1000, St. Paul. 
reducts Co.; Al C. Aigner, G. J. 
Aigner Co.; Mrs. H. O. Atwood, Haroid O. Atwood, H. O. Atwood 
Associates: Elmer Krumwiede, G. J. Aigner Co. 

R. B. Overend, Herman Price, David Price, Tommy Thompson, Carl 
Schutz, Harold Sellig, Eagle Pencil Co. 


. Sam Jason, Reliable Prtg. Co., Montreal; Mr. and Mrs. W. T. Wood- 


house, Woodhouse Staty. Co., Washington, D. C.; Mr. and Mrs. L. E. 
Morgan, Demaree Staty. Co., Kansas City. Mo. 


. C. E. Reynell, R. A. Jonas, Sr., and William K. Kane, Oxford 


Filing Supply Co. 
Mrs. J. F. Carroll, Tom Carroll, Bettie Carroll, Helen Scott, Dorothy 


" Carroll, John Carroll, Mrs. K. Clark and Pauline Bowles, Temple 


& Carroll, Galesburg, IIl. 


. H. A. Weis, G. Mark Clute, Al McLane, Reliance Pencil Co.; Sol 


Balaban, Service Office Supply Co., Detroit, Mich. 


. Chet Smith, Codo Mfg. Co.:; Floyd Kongsvik, Curtis 1000, St. 
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Paul; John Ford. Apex Staty. Co., Dallas; H. L. Fellowes Bankers 
Box Co.; Bill Dalton, W. J. Dalton Advertising. 


. Mrs. Hazel B. Adams, Mrs. Elizabeth Brightman, R. H. Llewellyn. 


Lillian S. Come, all R. H. Llewellyn Co., Manchester, N. H 


. Elaine Bauerschmidt, P. F. Volland Co.; Mrs. Hy Linden; John 


Hoffman, MacTaggart-Hoffman Co., Port Huron, Mich.; Mrs. Bill 
Cox; Mrs. Blanche Cermak. 


. Tom Gillice, Rockwell-Barnes Co.; Jim Montgomery, Higgins Ink Co.; 


Erle Steinbeck, Apex Paper Box Co.; Hy Linden and Bill Smith. 
Ace Fastener Corp. 


. Seated: Dick Pomerantz, A. Pomerantz Co., Philadelphia; T. W. 


Norris, Columbian Art Works, Inc.; Harry Short, Columbian Art 
Works, Inc., and Oakville Co.; Conrad Netzhammer, Northwestern 
Furniture Co., Milwaukee. Standing: Al Williams, Stationers Guild 
of America; Homer Jacquin, Homer Jacquin & Co., Peoria; Jess W. 
Sutton, Woodbury Co., Danville, Ill.; Dan Consodine, Richard Best 
Pencil Co.; Lou Tavernier, Fulton Specialty Co.; Harold Atwood. 
manufacturers’ representative. 


. Seated: Al Coelln, Wilson Jones Co.; Oscar Modene, Marshall- 


Jackson Co., Chicago; Malcolm Dresser, Standard Diary Co.; Ber- 
nard Willander, Thomas Groom & Co., Inc., Boston. Standing: H. 
S. Bradford, American Pad & Paper Co.; Charles W. Mueller, Jos. 
Dixon Crucible Co.; C. W. Leonard, R. P. Lewis Co., Detroit. 
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PRESIDENT’S ANNUAL REPORT 
By R. D. Latsch 


Latsch Brothers, 
Lincoln, Nebr. 


ADIES and gentlemen of the Convention—Greetings! Today we are 
assembled in this great stationers’ meeting to exchange helpful sug- 
gestions that we may build better businesses in order to serve our fellow 
men more efficiently. And our business IS great, or we would not be 
able to put on a convention such as this! Our business affects multitudes 
of people and these multitudes are increasing every day, due to the in- 
crease in office workers. With millions of office workers, think of the 
needs in office equipment and supplies and the replacement possibilities 
if and when we get back on a normal production basis. 

I am frank to admit that I suffer from a feeling of inadequacy when 
I try to tell you about the National Stationers Association, for to me it 
seems to “ring the bell.” 

Our Association has reason to be proud of its part in the business pic- 
ture today—to be grateful to our general manager for his untiring efforts 
in our behalf. Charlie Garvin has a gift (or call it what you will) for 
managing this organization. 

Prejudiced, you say? Well, I'll let you be the judge. In the first place 
I know of no other business organization that literally takes its head office 
and officers to the people. Each year our regional meetings are held at 
some dozen or so key points, easily accessible to our membership. This 
establishes the closest contact possible with our members in every section 
of the country. It works both ways, bringing the management to the 
industry and the industry to the management in a “‘close-up.’”’ It is self- 
evident that each member of our organization who works for the good of 
the industry benefits most himself. Personally, I have gotten much more 
out of our Association and my contacts with its up-and-coming members 
than I could put into the organization if I lived to be a thousand. 


Regional War Councils 


This year the regional meetings were aptly termed ‘‘Regional War 
Councils,” the main purpose being to acquaint the stationer with the 
latest in news, trends and research pertaining to the stationery industry. 
We carried on a streamlined study of problems confronting us at the mo- 
ment, and endeavored to do some constructive post-war planning; particu- 
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larly were we concerned with re-employment of returned service men, 
orderly disposal of surpluses and the control of profits during and after 
the war. 

It was an inspiration and pleasure for the president of this great asso- 
ciation to trail along with the Troupe of “economic experts’’ representing 
the stationery industry at these regional conferences. I shall be everlast- 
ingly grateful for the opportunity and privilege that was mine. 

My hat is off to the men of the Troupe—George Holt, Ed Conlon, 
Horace Van Dorn, John Gilbert; to Al Skibbe, Paul Buckwalter, and 
Ed Manning who were with the Troupe for some of the conferences, and 
also to the governors of the various districts and to those men who con- 
tributed to the individual programs of the various regional conferences. 
They all deserve a ‘“‘cromo” (that’s slang for a distinguished service 
medal). 

There were 11 regional meetings and your president had the privilege 
of attending ten of them. I wish that I could give you an over-all picture 
of those meetings—it would really be a picture of America—of business in 
these United States, where the individual and small business has the right 
to assemble, to aspire and to achieve. I shall always cherish the fine 
friendships that I was privileged to make and the wonderful opportunity 
to see our great industry in action on ‘home ground,” so to speak. 

I want to finish what I started out to say about the services of our 
great Association. Throughout the year our members are served by THE 
NATIONAL STATIONER, official organ of our Association—brimful 
of information pertinent to our industry; the WASHINGTON NEWS 
LETTER containing the last word from officialdom relevant to our busi- 
ness. Add to these the many other altogether worthy services such as 
FLASHES FROM WASHINGTON, THE VOICE OF THE FIELD 
DIVISION, and WORK OF RESEARCH DEPARTMENT, and 
you get an idea of the real value of your membership in the NSA. 


The Year’s Association Innovations 


An innovation this year has been the promotion of a clearing house in 
some of the divisions for the distribution of dealers’ overstocks. This has 





FEATURES IN THE EXHIBIT HALL 


1. An interesting Sheaffer product, the Autotune, 
which as the poster tells. is a re-positioning 
mechanism which quick-shifts all radio trans- 
mitter tuning controls with extreme precision. 

2. Group in line at Weis booth waiting for turn in 
Photomat. 
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3. Ready to award prizes for faithful attendance in 
exhibit hall. Andy Frain usher holding basket. 
Center: George Holt, W. A. Sheaffer Pen Co., 
chairman convention committee; Rose Cushman 
and Charles Garvin of ; 

4. Ensign Margaret Piau; Howard Pfau, The Globe- 
Wernicke Co.; Ensign Beatrice Eckes. 
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enabled stationers to 1eadjust their stocks to their particular requirements 
by offering any excess stocks to fellow dealers. Then, too, we are in- 
augurating what we choose to call sponsored non-member attendance at 
our convention. 

Our National Stationers Association and the stationery industry has 
received special recognition through an article in the September issue of 
THE NATION’S BUSINESS—a magazine with a half million circula- 
tion that commands the respect of the business world. This article was 
written by our able general manager. Permit me to make a few random 
quotations from this very pertinent treatise. Says Charlie, 

“I am tired of the political tinkerers who go around saying small busi- 
ness has to be “‘protected’”’ just because it doesn’t happen to be big.” 

“From what I’ve seen, it seems business takes care of the business man 
who takes care of his business.” 

‘“‘When a business is really small, it either grows or dries up. If it 
dries up, that’s a sign it wasn’t needed, or that the person trying to run 
it wasn’t equipped to do so.” 

“Finance doesn’t make a business. You can have all the finance you 
want and still go busted and the more the finance, the bigger the bust. 
You have to have something besides finance in business. You've got to 
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know goods and markets. You've got to know public desire and change. 
You’ve got to know how to handle people.” 

“To be a going concern in a community, a business man has to be an 
asset to that community.” 

“‘Above all, let’s keep politics out of business and industry. Let's re- 
sist any attempt to divide American business, and business, small or big, 
will take care of itself as it always has.” 

I think that Charlie has something there that it will be well worth our 
time to consider. 

By the way, do you know that our general manager has been invited 
on two occasions this year to appear before the Senate committee on sur- 
plus commodities? Bills that have been drafted to take care of the surplus 
commodity situation provide that Congress shall closely supervise the 
set-up, and so be in a position to change the legislation practically over- 
night if the thing does not work out. 

Our Association is honored by having our general manager as a mem- 
ber of the trade association committee of the United States Chamber of 
Commerce, and for the seventh year he is chairman of the trade associ- 
ation advisory committee of the U. S. Department of Commerce. 

Speaking of our Association, I don’t want to omit something that is 
always pleasant for the members of an association to hear. I refer to 
cash balance. We have been able to build up our cash balance to a point 
where it takes care of one year’s expenditures. Now, of course, we shall 
shoot for at least enough cash to take care of two or three years ahead. 

Another little item of finance is that we have bought $5,000 worth of 
War Bonds during the year. Our membership is growing rapidly—at this 
writing there are approximately 100 new members this year. Recently 
we have added two fine members from Hawaii—the Honolulu Paper Com 
pany and The Fisher Corporation—and we are honored to have our 
neighbors, the Canadian stationers, in attendance at this convention. 

I want to thank you, one and all, for your splendid co-operation 
throughout the year, for your interest in the NSA and for your many 
courtesies. May I also thank each member of the headquarters staff for 
his or her faithfulness to duty and untiring efforts in behalf of our Asso- 
ciation. To all of the chairmen and members of committees organized to 
promote this convention, to our aggressive travelers clubs and lastly, to 
our efficient board members, I say a most sincere “‘Thank You!” 


The Complete Stationery Store 


Permit me to make a personal observation about our industry. Take it 
for what it may be worth to you, personally. As you know, there are 
many divisions of the stationery business such as printing, office outfitting 
and supplies, general stationery, books, gifts, business machines, and so 
forth. I believe the stationery business as a whole could be developed 
throughout the country if more attention were paid to the possibilities of 
a complete stationery establishment. 

I have no quarrel with the stationer who wants to operate a strictly 
commercial stationery store and is prosperous. Neither do I disparage the 
printer who operates a store where the printing business predominates and 
the stationery business is more or less of a sideline. If he is successful 
in this arrangement it certainly doesn’t call for any criticism, but it is 
my opinion that the manufacturers who produce standard stationery items 
would rather have their products sold through the regular stationery chan- 
nels of trade because these stores are better equipped to promote the sale 
of this quality merchandise. Thus, both retailers and manufacturers would 
profit from the complete stationery store set-up. 

It has been suggested that the term “‘stationer” no longer describes our 
industry, that the title ‘‘office suppliers’ is more comprehensive. The 
public, however, has been educated to consider the stationer in the broade1 
sense of printer, stationer and office outfitter. I believe that the stationery 
store of the future will be conveniently located and all-inclusive. I believe 
it will carry a full line of personal stationery, fountain pens, and leather 
goods, have a department of office supplies and equipment, a printing 
department and an office machines department. I recommend that each 
one of you stationers study the possibilities in your respective communi- 
ties in order that you may make the most of the possibilities in the sta- 
tionery business. 

Some of our greatest business organizations have made their start to- 
ward success during the period when their competitors were marking time, 
awaiting a change. They developed lines foreign to their customary busi- 
ness and keenly studied economic conditions in order that they might be 
ahead of all competitors when conditions get better. I submit that NOW 
is a good time for each one of us to survey iis own business and get inte 


ACTION. 


1. _ Johnston, Ben Grayson, Jack Abbott, Hy Linden, Ace Fastener 

orp. 

2. Mrs. J. A. Gilbert, Mrs. Geo. Holt, Miss C. F. Malatesta, Mrs. C. 
H. Everly, Mrs. Shirley Saulich. 

3. Seated: Mrs. Carscallen: Betty Geimer and Helen Kebke, Columbia 
Ribbon & Carbon Mfg. Co.; Mrs. Ingham. Standing: Harold E. 
Dahl, Harold E. Dahl Co., Tacoma. Wash.; Carl Land, S. A. Arm- 
strong and Ken Ingham, Columbia Ribbon & Carbon Mfg. Co.; H. 
M. Carscallen, Red Feather Products Co. 

4. Includes F. R. Nichols, S. A. Armstrong, Carl Land, R. W. Graham, 
T. G. Duggan, R. C. Moore; Matt Parrott, Matt Parrott & Sons Co., 
Waterloo, ew Ken Ingham, Cliff Shaffer. All Columbia Ribbon & 
Carbon Mfg. Co., Inc., but Parrott. 

5. Nels Schreiber, Messenger Prtg. Co., Fort a Iowa; Rhys 
Llewellyn, R. H. Llewellyn Co., Manchester, N. H.; Margaret Come. 
R. H. Llewellyn Co., Arne Skagseth, Skagseth Staty. Co., Miami. 

6. T. R. LeVine, The Terel Co., New Rochelle, N. Y.; Henry Levy. 
Silver Staty. Co., New York, N. Y.; Sam Goltzman, Mutual sg 1 
Corp., New York, N. Y.:; Ben Josephson, Josephson Mig. Co.; L. H. 
Tavernier, Jr., Fulton Specialty Co.; G. Fred Griffiths, Noesting Pin 
Ticket Co., Hy Goldstein, Rochester Staty. Co.. Rochester, N. Y.; Abe 
Goldberg, A. I. Goldberg & Bro., New York, N. Y.; F. E. Griffiths, 
Noesting Pin Ticket Co.; Ray Fritz, Fulton Specialty Co. 

7. Front: K. Mosena, Fisher Corp., Honolulu; Anna Zachs Fisher, Fisher 
& Zachs; Miss J. R. Zachs, C-Thru Ruler Co.; Mrs. A. M. Carrow: 
Miss Vincent, Fisher Corp. Rear: A. M. Carrow, Speed Products 
Corp.: Paul J. Reinke, C-Thru Ruler Co.; R. M. Arnhart, Office 
Supply & Equipment Co., Knoxville, Tenn.; S. J. Graff, Speed-O-Print 


orp. 
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YOUR RESPONSIBILITY TO 
CONGRESS 
By John C. Hazen 


Executive Assistant, 
Department of Governmental Affairs, 
Chamber of Commerce of the United States 


AM HAPPY to speak to you today for two reasons. First of all, I am 

honored with the opportunity and, secondly, because the invitation 
was extended to me by Charlie Garvin. Chicago is a great place for 
witty remarks. 

There has been a general understanding built up throughout the 
country during the past several years which would lead us to believe 
that Washington has the answer to all of our problems If I am 
successful today I will impress upon you that the opposite is the fact. 
So we can start off with my contention that Washington is not indis- 
pensable, and that the solution to our problems lies not in the capital 
city but on Main Street 


Our Nation Now at the Crossroads 

To put it boldly, you and I must decide right ncw whether we are 
going to trade our form of Government and our type of business operation 
tor scme form of quasi-socialism. This is not an idle statement nor a 
wild dream, but a sound question that must be answered in the few 
months that lie ahead. For, as we approach the day of victory, all the 
problems that attend the reconversion period must be answered by the 
men and women you and I send to Washington. And the soundness of 
their action will depend on the soundness of our help and advice to them. 
if you doubt for a moment that America is at the crossroads, ponder 
the fact that in 1932 a group of socialists whom we like to term as 
‘long-haired boys’’ met in conference and adopted the platform for their 
presidential campaign. It provided us with some interesting reading, but 
we all knew that Norman Thomas and his group didn’t have a chance 
of success at the polls. So, we passed the whole thing off lightly. Lut, 
as Al Smith said, ‘‘Let us look at the record.’’ Today, in bureaucratic 
Washington, the 12 most important planks of that 1932 socialist party 
platform have been fulfilled. I'll give you a couple of illustrations. In 
their wild dreaming they asked that the Government appropriate five 
billion dollars for direct relief. We might have smiled when we read 
that statement, but the Government came back not with five billion, 
but they upped it three, and eight billion dollars of the taxpayers’ money 
was appropriaed to satisfy that socialistic desire. They wanted five billion 
for public works. We gave them six. They asked for a free public 
employment service. They got it in USES. They wanted old age pen- 
sions. We gave it to them in the Social Security Act of 1935. ‘ihey 
wanted minimum wage laws and we stepped in with the Fair Labor 
Standards Act. They felt the Government should aid farmers and history 
records the Federal Farm Mortgage Corporation, Resettlement Admin- 
istration, the Farm Credit Act and many others. 

These, I believe, are signposts. But, let’s look at some of the other 
problems that the Congress will have to answer very shortly. At the 
end of World War I, 917,000 people were working for the Federal 
Government and business was deeply concerned. Today, that figure 
has grown to more than 3,000,000. 

In 1919, we were faced with a Federal debt of $25,000,000,000. Today, 
it stands at $209,000,000,000 and by the end of the war it is highly 
possible that it will reach $300,000,000,000. But, that is only half of the 
story. In 1919, we were laboring under a heavy interest rate on the 
Federal debts of $617,000,000. ‘:oday, it stands at $2,640,000.CO. We 
have $20,000,000,000 invested in Government-owned plants. 

At the end of World War I, the columns of our newspapers and 
trade magazines, as well as the throats of eloquent speakers, were filled 
with a deep concern that was ours over a plant that had been built 
with Federal funds. Imagine it—an industrial plant built with the tax- 
payers’ money. What would become of it when the last shot was fired— 
would the Government continue to operate it in competition with private 
enterprise, would it be sold to scme individual or firm, or- would its 
preductive capacity be destroyed? We were much worried in 1919 and 
1920 over what would happen to Muscle Shoals. Well, today we have 
1500 Muscle Shoals dotting the landscape. We were worried in 1919. 


1. Seated: Paul Cheney, Southworth Co.; Malcolm Dresser, Standaid 
Diary Co.; Ingham C. Baker, G. & C. Merriam Co.; E. J. LeBlaac, 
Office Equipment Co., Louisville. Standing: Sam Clayton, Koh-i- 
Noor Pencil Co.; Harry Short, Columb:an Art Works, Inc., and Oax- 
ville Co.; Phil Ackerman, Farnham Staty. & School Supply Co., 
Minneapolis; Charles Acox, Victor Adding Machine . 


2. Mrs. William Brown (seated), Lester Brown, George Litchfield, Mrs. 
Koerner, Mrs. Litchfield, Lou Koerner, Morris Hansell, II, S. H. 
MacDonald, William Brown, R. J. Freeman—all Jasper Chair Co. 
except Mr. Hansell of F. F. Hansell & Bro., Ltd., New Orleans. 


3. John G. Kolb, C. Howard Hunt Pen Co.; John R. Davies, Herb Hooks, 
Moore Push Pin Co.; Chas. J. Stoner, C. Howard Hunt Pen Co. 


4. Seated: Mrs. McWilliams; Roy Howard, Esterbrook Pen Co.; Homer 
Robertson, McWilliams Staty. Co., Texarkana, Ark.-Tex.; Mrs. Robert- 
son. Standing: E. N. McWilliams, McWilliams Staty. Co.; W. K. 
Downing (almost hidden), The Globe-Wernicke Co.; Lud Pollak, 
Idaho Typewriter Exch., Pocatello, Idaho; H. C. Finch, Boise, Idaho; 
W. Wagner, University of Chicago Bookstore; N. E. Hovey, Reliable 
— Supply Co., Massillon, Ohio; Dick Singer, The Globe-Wernicke 


S. NN M. V. Follin, Jasper Office Furniture Co.; S. R. ae 
Evans, Jasper Office Furniture Co., The B. L. Marble Chair Co.; V 
A. Hanson, Brown & Saenger, Sioux Falls. S. D.; James K. Martin, 
Globe Furniture & Staty. Co., Chicago. Standing: Paul Bolten, 
eg Furniture & Staty. Co.; J. A. Wallace, Jasper Office Furniture 
; John Ford, Jr., Peterson Litho & Prtg. Co., Omaha; Dick Thomas, 
Tike’ B. L. Marble Chair Co.; J. Alvin Johnson, Globe Furniture 6 
Staty. Co. 
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Our concern should be 1500 times greater today. Congress must find 
the answer to this question 

Why do we have 49 lending agencies in the Federal Government today? 
How can we justify 15 different agencies that are regulating just the 
subject of labor relations in one way or another? Why are there 15 
units of our Federal Government directing their activities in the field 
of agriculture? 

The subject of reconversion has been attracting the attention of business 
men for the past several months. We are concerning ourselves with the 
problem of reconverting industry from a wartime to a peacetime status. 
To me, the biggest job we have is reconverting government from its 
present wartime status to a sound peacetime basis. I can’t see any 
great problem of training a man to make baby carriages instead of anti- 
aircraft shells or in taking a machinist from a shaper and placing him 
on a milling machine. But I do see an infinitely more difficult problem 
in shedding ourselves of the more than 3,000,000 people we now have 
working for the Federal Government. You might think that the OPA, 
the WPB, War Labor Board and other of the strictly war agencies are 
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going tv disband when the last shot is fired. If you do, you have not 
taken into consideration the fact that the people in these agencies have 
the opposite viewpoint. There is a sincere belief among the bureaucrats 
that American business is not capable of solving the problems of recon- 
version as they did the problems of conversion. 

All these things that I have mentioned can be passed off rather casually 
if you want to, but to me they are indications that America stands 
today at the crossroads. 


Congress Looks to the Electorate 


You might say that all these noints are very interesting, bu what is 
being done about it? My real purpose in being here today is to tell you 
something about the United States Chamber’s program of national affairs. 
Conceived nearly two years ago, the philosophy of this program is based 
upon the realistic observation that America needs more than anything 
else a revival of the spirit of the old New England town hall meeting— 
that Congress is our bulwark of freedom and that America can be 
spared from socialism if we can arouse the American business man 
to the fact that he has a most direct and important responsibility toward 
the man or woman who represents his district in Congress. In other 
words, we feel that sound legislation in the future will depend almost 
entirely upon an informed constituency in each congressional district. It 
is our job—yours and mine—to act as the informer. 


Chamber of Commerce Accomplishments 


Briefly, our accomplishments to date are these: We have organized as 
an integral part of local chambers of commerce and trade associations 
approximately 1250 national affairs committees whose duty it is to bring 
to their membership and the citizens at large factual information on impor- 
tant national issues. We are not trying to influence public opinion, but 
rather to develop an informed public opinion. Last spring, the subject of 
subsidies commanded the attention of Congress and the papers were filled 
with all sorts of statements on whether the Government should or should 
not participate in the food costs to the people. We issued a pamphlet 
entitled “Shall We Pay to Buy for Less?’’ We did not try to promote 
the viewpoint of business, but honestly and fairly gave to more than 
75,000 readers of this pamphlet a “pro”? and ‘‘con” discussion on the 
subject, utilizing the 57 arguments that had been presented on the floor 
of Congress on BOTH sides of the question. The reaction was spon- 
taneous. Here was the sort of educational piece that would permit the 
individual to develop a sound conviction, for wrapped up between the 
covers of the pamphlet were the soundest arguments on both sides of the 
question. Scores of debates and forum meetings were staged throughout 
the country by national affairs committees as a result of this piece. 
When the effort was made to draft labor, as we drafted men for the 
Army, we condensed some 1200 pages of testimony that had been given 
before congressional committees on the subject, striking a fair balance 
between the “pros” and ‘“‘cons.’””’ You know now that the Austin- 
Wadsworth bill failed to pass, but it is interesting to note that Senator 
Austin, co-author of this bill, whose viewpoint was directly opposite to 
ours, introduced into the testimony of the Senate committee sudying 
this subject the entire contents of the pamphlet from cover to cover. I 
feel this fact speaks well for the integrity of our work. We are relying 
upon the common intelligence of the average American business man, for 
we believe if he is given the opportunity to study both sides of any na- 
tional issue he will, in the majority of cases, act in the public good. We 
are not trying to sell a- bill of goods to America, but simply to revive 
the art of thinking and coupling it with action. No sounder program 
has ever been devised; its success depends upon those who have the 
most at stake—the business men. 

These committees from Maine to California and from Alabama to North 
Dakota are constantly staging meetings where business men and com- 
munity leaders can discuss intelligently, either through the medium of a 
forum round table or debate, the perplexing issues of the day. One 
chamber invited the leaders of each organized group in the community 
to discuss in open forum the subject of the Murray-Wagner-Dingell bill, 
another staged a debate on the same subject before the local Rotary 
club, still another compiled a questionnaire on a variety of questions 
that were facing Congress. The result was a pretty thorough sounding 
of the viewpoints of the business men of the community on such sub- 
jects as taxation, subsidies, social security, Government controls and other 
similar topics. Still another chamber adopted the same idea by inducing 
the local newspaper to run a blank each night in the paper so that a 
poll of the entire community could be taken. 


That results can be counted on is brought out in a situation that devel- 
oped in the Senate a few months ago. One of the hottest issues of the 
year was before the upper house. A bill had been vetoed by the presi- 
dent; now it was back for whatever action that body wished to take. 
For specific reasons, the fact that a coauthor of the bill was to leave 
Washington on the five o’clock train, instructions were to the effect that 
the veto message was not to be brought out until after five o’clock. How- 
ever, the so-called orders were not heeded, the bill was brought out and 
passed with ease. When one of the staunch administration leaders was 
asked how this all came about he said that he had received so many 
telephone calls, telegrams and letters from home that he felt his duty 
was to his constituents and not to any political pary. That, to me, 
sums up pretty well the potent force we have for good Government. 


Objective the Development of Convictions 


All of this activity of course has an objective—that the individual must 
develop a conviction and that conviction must be translated into the type 
of action that will result in the informing of his represenative of his 
viewpoint. The average congressman has about the most unhappy job 
one can think of. He is a very human person with broad interests, but 
he is not a super-man possessed of an intelligent understanding of all 
subjects. Our responsibility toward him has been stopping with our vote 
and in some instances hasn’t even traveled that far. So, the position 
of the congressman is very clearly one in which he is asked to vote 
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upon important issues that cover a hundred different subjects and, in 
the past the one group in the country best fitted to advise him has 
not been organized to do that particular job. Through our program of 
national affairs, with a concise up-to-the-minute daily and weekly legis- 
lative service going to these committees, with a related educational pro- 
gram such as I have described and with special features such as “‘Meet 
Your Congressman”? campaigns which brought about last year meetings 
between thousands of business men and their congressmen, we hope to 
get America safely back on the free enterprise track. We must break 
down the illusion that a $25 or $50 contribution to a trade association 
or a chamber of commerce on the part of a business man is his sole 
responsibility to this system. 

Our situation is not hopeless—far from it. We have the brains and the 
manpower in the business family to do the job. The only element that is 
missing is information and a plan for action, not designed to develop 
another pressure group, but to develop more soundly an organization of 
informed articulate Americans who act because they are concerned. We 
have that program, but we need your help and the help of thousands 
like you. 

PR ere nee Ree Oe 


LET’S KEEP AMERICA AMERICAN 


By Otto H. Eisenlohr 


The Dorsey Company, 
Dallas, Tex. 


‘The chief concern of every American today is the war effort. KEEP 
AMERICA AMERICAN is essentially a war program since it concerns 
the things for which America is fighting. 

Civilian as well as soldier morale is essential to winning the war. 
This morale is based on confidence on the part of civilians and soldiers 
alike that freedom of opportunity and the American free enterprise 
system shall be preserved—that freedom of opportunity, as well as free- 
dom of worship and speech and freedom from want and fear, will be 
maintained in post-war America. 

In present day conditions exist challenge after challenge to our demo- 
cratic way of life, to our democratic form of government, to our free 
enterprise system of commerce and industry. American freedom is the 
touchstone of the remarkable achievements of this nation. This American 
freedom of individuals and enterprises is worth fighting to perpetuate. 


America a Land of Freedoms 


America is a young nation. We have only six per cent of the world’s 
population, yet we own 30 per cent of the world’s wealth and have 
36 per cent of the world’s income. Back of such achievement for so 
young a nation had to be plan and design—a solid foundation, a sturdy 
framework, an abiding idealism. Other nations had more people, more 
resources, more experience, centuries of opportunities. What did we have, 
then, that other nations, other peoples, did not have? What was the 
great fusing agent which accounts for our amazing rise to greatness? 
Freedom! Freedom for man and his posterity; freedom guaranteed by 
our Constitution; freedom to worship; freedom to speak and think and 
write; freedom to work and earn and spend; freedom of enterprise; 
freedom to choose and shape our own destinies; freedom to want more 
than we had; freedom to acquire more to satisfy those wants; freedom 
to harness our resources and to use our resourcefulness for our own 
betterment and for the common good. Freedom to own and support a 
Government ‘‘of the people, by the people and for the people,’’; freedom 
to earn from our labors and our enterprises the profits with which to 
support that Government; freedom to keep that Government always 
within the framework of our Constitution. 

Out of this great American freedom, out of the benefits arising from 
the conduct of the affairs of free men, out of the profits from the 
labors and enterprises of this free people, we, the American people, 
have achieved more than any other nation on earth. 


The Subversive Threat 


Simple, isn’t it? Freedom was the touchstone, the fusing agent. We 
submit, also, that there are forces fighting to destroy the foundations 
upon which, and the framework within which, this freedom has so 
successfully operated. 

Yes, incredible as it may seem, these forces are working NOW— 
working powerfully—even as our boys fight and die to keep their 
America American! 

At least a hundred fine, patriotic phrases have, as we all know, been 
intentionally used by leaders of subversive movements. Even our own 
appealing slogan, “KEEP HIS AMERICA AMERICAN,” with the 
word “his” omitted, has been thus used. 

America will remain American only so long as we, the people, preserve 
and perpetuate freedom of men and their enterprises, recognizing these 
freedoms to be inseparable from our democratic way of life. 

Abraham Lincoln said, “If there is anything that the people cannot 
entrust to anybody but themselves, that thing is the preservation and 
perpetuity of their liberty and their institutions.” 

In time of war it is necessary that Government be granted powers that 
have the effect of partially restricting some of our liberties. But we 
must be vigilant to see that these restrictions are promptly removed 
when the war is won, recognizing that it is easier to grant extraordinary 
powers to Government in time of war than it is to secure their return 
to the people after a war is over. 

There is a school of thought in America today that insists that our 
American system, whereby a man becomes a doctor because he wants 
to and locates wherever he chooses, is out of date. They would give 
Government authority to decide the line of work in which each individual 
may engage and the place where he may work. They are dissatisfied 
with our traditional system, which places no limitation upon man’s 
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opportunity for achievement in any art, science, business, trade or 
profession of his choice. 

To deny freedom of opportunity would be to subscribe to the totali- 
(arian concept of man existing for the State, and not the State for 
the man. It would lead to the regimentation of the lives of our citizens 
beyond our darkest forebodings. 


Incentive Factor 


Now Drew Pearson reports that Henry Ford, who seems to repre- 
sent all that free enterprise stands for, plans to convert his Willow 
Run bomber factory into a massive plant to produce agricultural im- 
plements within reach of every farmer, helping the latter to reduce 
his costs and make his life less burdensome. This is typical of this 
great industrialist’s free enterprise—always a goal to reach, a _ per- 
petual desire to progress and improve the lot of others. 

What critics of free enterprise and the profit motive fail to realize is 
that profits, on the whole, have been used for the good of worker and em- 
ployer alike. Better wages, higher living standards, more leisure, the 
extension of arts and education—behind them all are men who labored 
with an incentive as their spark. 

The mentally sick, the capitalist, the laborer—all will die if their 
incentive to live and work dies. 


There are only two kinds of economy, an economy of free enter- 
prise and a Government-planned and administered economy. In the 
former, the function of Government is to enact laws that will preserve 
and foster freedom of enterprise and provide certain necessary regula- 
tion in the public interest. In the latter, Government displaces private 
initiative and management. The idea of government-planned economy 
is an alien philosophy—a collectivist, totalitarian, un-American philosophy. 
It is the antithesis of our traditional American system, founded as it is 
upon freedom of men and their institutions and of competitive capitalism 

-the system of free, private enterprise. 


Meaning of Free Enterprise 


Freedom of enterprise conveys one set of ideas to you, and, perhaps, 
a different set to me. Let’s first list what freedom of enterprise is NOT: 

1. It is not freedom to profit at the expense of the welfare of 

the community. 

2. It is not freedom of any man to exploit another. 

3. It is not freedom to impede by monopolistic practices the 

development of new business enterprises. 

4. It is not freedom to waste the natural resources of our country. 

5. It is not freedom to regard depression as a natural phenomenon, 
as a result of which millions of people must go hungry. 

6. It is not freedom to extract subsidy from Government whenever 
adversity appears. 

Those things are neither the prerogatives nor the preservatives of 
tree enterprise. Such things pull down free enterprise. They would 
pull down free Government on top of them. 

Now, on the positive side, what IS free enterprise? 

1. Free enterprise means freedom for every individual to fully 

employ his capacities in some useful occupation. 
It means the right of every worker to choose where he will 
work and what he will do. 

3. It means a system of rewards arrived at through voluntary agree- 
ment in competitive markets. 

4. It means protection under the law against predatory action, fraud 
and violence. 

5. It means good sportsmanship on the part of participants, who 
will try and win by superior efficiency and service, not by racke- 
teering, political favoritism, or monopolistic combinations. 

6. It is men and women working out their common destiny, not 
under the lash of coercive authority, but under the discipline of 
enlightened self-interest and moral responsibility. 

Millions of Americans do not understand that the free enterprise 
system and freedom to choose one’s occupation in our compensated 
economy have made this nation great, the envy of people in every 
nation on earth. The farmer behind his plow, the engineer behind his 
throttle, the machinist at his lathe, the stenographer at her typewriter 
are all beneficiaries of our American system. Convinced of its value to 
them they will not surrender it for any other system on earth. They 
will fight to preserve it. 


N 


The Fight for the American Way of Life 


Ten million Americans are in the armed forces of our nation. It is 
our solemn duty to insure that the America to which they return is the 
same kind of an America that they left. 


Our boys are not fighting to create a new world order, to impose 
their religion on the world, to gain glory for themselves. They are 
fighting to preserve the kind of America in which they lived and worked 
before they entered service. 

To say “Keep America American” is not to imply that we want to go 
back to the horseback days, the horse-and-buggy days, the Model-T 
days, or even to yesterday. We insist on going forward, going forward 
to better days than we have ever known. But we also insist that the 
road we travel must be the old safe road of free, private enterprise. 


It is not our aim to bring out of this war or out of this crusade an 
America which conforms to the concept of any minority group, but 
rather to preserve our sacred rights of free discussion and debate by 
which, through peaceable means, we may proceed in the future as we 
have in the past—a free people, unmolested by a dictatorial state. 

Championship of the American way of life transcends all political 
considerations. Just as it is imperative that every American buy War 
Bonds to the limit of his resources to help win the war, regardless 
of what political faith he may profess and what political party may be 
in power, so must every citizen jealously guard freedom of opportunity 
and the free enterprise system, indispensable to winning the peace. Our 
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American system must continue to be the inspiration of freedom-loving 
people everywhere. 

We must not fail the world now, we must not fail to share our 
freedom with it afterwards. Keep singing, keep working and fight for 
America. Fight to strengthen our democratic institutions—work to win 
in the present emergency and build to expand the values we hold. 


TAXES— PRESENT AND FUTURE 
By L. R. Kendrick 


Kendrick-Bellamy Company, 
Denver, Colo. 


AXES are the lifeblood of the American Way of Life, indispensable 

to our health, welfare, and safety. Any tax program must start with 
certain fundamentals. All citizens should be taxed evenly and fairly 
under the law. Taxes should be levied so that all of us will pay some 
tax and thus be made conscious that we are contributing to the cost of 
Government. Then we will be watchful to see that taxes are spent 
wisely. Taxes should be levied so that they are easy to pay, administered 
so they are collected promptly, in full, and at low cost for collection. 
At this time in our history there are four main points in our tax 
program which bear watching. First, adequate taxes to carry out the 
purposes of Government as determined by our legislators. Second, there 
should be no attempt to force an artificial economy—social reform or 
redistribution of wealth—by tax legislation. The starry-eyed theorists 
may do most anything, if not stopped. They will spend every dollar in 
your pocketbook and mine (so long as salaries flow into their own) if 
they can bring about whatever economic, labor or social revolution 
suits their fancy. Bureaucratic legislation must be stopped and the 
stranglehold of rules, ceilings and limitations must be removed from 
business and commerce. Then industry can produce normally and supply 
jobs. Third, the plan should provide for balancing the budget and 
retiring the public debt. Fourth, taxes must not be confiscatory but 
must leave a reasonable reward for incentive so as to restore capital 
for development, research and future enterprise. These fundamentals 
apply in the village as well as in the nation. 


Tax Control Begins at Home 


It is much easier to control taxes at home than at Washington. 
Mayors, school boards, and governors know our local needs and resources. 
We reach them easily and talk to them. Their judgment is usually 
sound and right according to the facts. If not, we elect a_ better 
man to office. It isn’t the political stripe a man wears that counts so 
much as his moral integrity and executive ability. 

National taxes have grown to staggering sums in the last ten or 
12 years. We do not complain about that, the great part of which is due 
to war’s necessity. There has been war waste and wild extravagance; 
there have been incompetent, lazy indifferent workers; there have been 
accidents, mistakes, errors of judgment; in spite of these and many 
other obstacles, this administration and all its branches deserves only 
the highest praise and thanks of our citizens for this colossal effort 
through which they have led us to brilliant victories over Germany. The 
defeat of Japan will follow shortly. But for those long years before 
the war, whatever the excuse that was offered for our unbalanced 
budgets, there is only one real reason and that is incompetent adminis- 
tration. The solution for that problem is perfectly obvious. If this 
administration is returned to office another term we can expect more 
broken promises, obligations forgotten, and budgets unbalanced. 


Salient Features of Present Income Tax Law 


Now let us have a glance at the present tax law. We have already 

made one corporation tax return for 1943 under this law, so I am sure 
that you are generally familiar with it. There is the normal tax of 
24 per cent, plus the surtax of 16 per cent, plus the excess profits tax 
of 95 per cent. This law has certainly served its purpose of drawing off 
corporation earnings into the national treasury, which has _ helped 
greatly to finance the war. That is as it should be. All will agree 
that corporation taxes should be heavy during the war. However, the 
rates in this law are so high as to prevent accumulation of reserves 
for growth or protection in times of depression. The National Industrial 
Conference Board has published figures showing that during and after 
the last war—namely, from 1916 to 1929—American corporate enterprise 
accumulated about 30 billion dollars of undistributed earnings. During 
the last depression—from 1929 to 1940—those same corporations drew 
that huge reserve down to zero and borrowed additional money to keep 
industry going. We must work to get these rates lowered so as to 
have reserves with which to keep up employment through future depres- 
sions. 
About the first of last June Congress made a revision of the 
1943 tax law. Changes were made affecting the returns of individuals. 
Corporations are not affected except for one respect—namely, that new 
withholding exemption certificates on form W-4 (1944) will have to be 
secured from each employee. Employees must furnish them to the 
employer. Revenue agents now have some of these forms available. You 
should get some, and have them filled out and ready to file by the first 
of December. 


Who must file under this law? Anyone, including minors, with 
gross annual income for 1944 of five hundred dollars or more, regardless 
of source of income. Liability for a child’s tax is placed on the 
parent. If your income is less than five thousand dollars, you have 
two choices of return. You may use a new “short form” blank, which 
heretofore has been limited to those of incomes of three thousand 
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dollars or less. Or, if you have income from salary, dividends, interest 
and other sources, and that part of it NOT subject to withholding tax 
is below one hundred dollars, then you may have the collector figure 
the tax for you. Simply file your withholding receipt from your 
employer, stating total wage income and any other income, together with 
marital and dependency status. The collector will figure your tax and 
send you a bill payable within 30 days, or make a refund if your tax 
has been overpaid by withholding. Those with adjusted gross income 
of over $5,000 must use the “long form” of return. 

There are new rates and exemptions. Former normal and surtax 
rates are combined and start at 20 per cent on the first taxable dollar. 
These new rates represent boosts of from one to four percentage points in 
former aggregate normal and surtax rates. The Victory tax is repealed 
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and replaced by a new three per cent “‘normal’”’ tax on all net income 
over $500 a year, regardless of marital status. This is a boost all 
along the line, as former Victory tax was three per cent on net income 
over $624 a year. Personal exemptions will be $500, plus $500 for each 
dependent, including wife. 

Those are the principal changes made this year in the law affecting 
individuals. The chief benefit of the simplified return will obviously 
apply to those with incomes under $5,000, particularly where all income 
is from wages or salary. The burden of tax rates will probably work 
out a little higher for most of us. They usually do. Married couples 
with one child will pay a little more, while those with large families 
will get a little easier share. 


The Future Tax Picture 


So much for general principles and the present law. Now, what 
about the future? It is the tax burden of the Federal Government that 
is hamstringing industry. Without profit in private enterprise, there 
is no incentive. National taxes are sapping away the profits of 
business, big and little. Without business there are no jobs. Small 
firms suffer more than big ones under present conditions. CURRENT 
BUSINESS, a publication of the U. S. Department of Commerce, stated 
in July that 1,073,000 American business enterprises closed in the two- 
year period between Pearl Harbor and the end of 1943, while only 575,000 
new ones were organized. The report added that during that same time 
concerns with fewer than four employees—comprising about 82 per cent 
of all firms—provided 95 per cent of all discontinuances. At the end 
of March, 1944, there were in Colorado 5,128 state employees; there 
were also 23,000 Federal employees. The Colorado payroll was $618,000 
per month; the Federal payroll per month was $3,726,000—six times the 
state payroll. That figures the average wages per worker for Colorado 
at $120 per month and for the Federal workers at $162 per month, or 
one-third higher. That differential is not necessary in order to get 
workers for Federal jobs. It is inflationary, disturbing to all enterprise, 
both private and state. I have no doubt that much the same condition 
prevails in each of your states, too. It must be corrected. 


United States Budget Director Harold D. Smith, on August 2 made 
these estimates public: For the fiscal year ending July 1, 1945, total 
expenditures will be 98,404 million dollars against 93,743 million actually 
spent last year. Net receipts will be 45,663 million against 44,149 last 
year. His guess on the national debt of July 1, 1945, is 251,286 million 
dollars. He ought to know and his figures certainly indicate even higher, 
not lower, taxes. 


The ending of war and the outcome of the forthcoming November 
presidential election will have determining effects on our national 
taxation. End of the German war this year will probably result in a 
congressional cut in corporation excess profits taxes by about half 
for 1945. When Japan is out, probably late in 1945, there will be a 
further cut, and it may be removed entirely for 1946. The effort 
to eliminate double taxation on income to corporations and dividends to 
stockholders will probably succeed. Capital stock tax and the declared 
excess profits tax will probably be abolished. There will probaby be 
very little change in individual income taxes. 


No Short Cut to Public Debt Payment 


No administration can laugh off the interest on our public debt, 
even if we do owe it to ourselves. There’s reconversion staring us 
in the face—no change in laws and rates till we see how that works 
out further, when we can better estimate national income. And infla- 
tion, now with us and growing—what will that do to us? What size 
will be our standing Army and Navy? Will Lend-Lease continue as a 
world wide W.P.A.? Shall Government subsidies for crop prices and 
other things continue? How much for public improvements? How much 
for unemployment pay, bonuses, service pay, and soldier support? Shal: 
small business or partnerships be favored in taxation? What about a 
national sales tax? Should unemployment insurance be federalized? 
Shall we have a federalized medical, dental, and hospital control in 
the guise of vocational rehabilitation for veterans? What will be our 
volume of imports and exports? The answer to each question will affect 
our tax rates, whichever party wins the election. 


There is no short cut for the payment of debt, private or public. 
We are heavily in debt, so we must expect to pay heavy taxes for many 
years to come. Our only hope of relief is to stop expenditures at 
Washington. How? By talking and working ourselves; by contributing 
to groups or political parties in whose actions we believe; by getting out 
the vote on election day; then by watching tax matters at Washington. 
Write your congressman—you’ve heard that before, but it bears re- 
peating and often brings results. Political job holders and sap-suckers 
will fight for their jobs. Industry, producers, too, have got to fight 
for our rights and clean out this mess of inefficiency at Washington if 
the system of free enterprise is to flourish and grow in the United States. 


1. J. J. Schulda, Roger L. Lambert, Orville Crisman, Harold Johnsen, 
E. B. Pyle and Marge Price, Wells Office Furniture Co. 

2. Seated: Iva Jean jackson. Mrs. William Brown, Mrs. Robert Werk- 
man, Ludmila Lamos. Standing: Robert C. Werkman, William Brown 
—all Fort Wayne Blue Print & Supply Co., Fort Wayne. Ind. 

3. Seated: E. C. Bredesen, Bredesen Bros., Beloit, Wis.; ocr y | H. 
Wegner, Wegner Office Supply Co., Fond du Lac, Wis.; Harold Blum 
and Dick Gingland, Esterbrook Pen Co, Standing: Harry W. Linn, 
Esterbrook Pen Co.; Ferd Hosselet, Swan Pencil Co. 

4. Seated: Jim Davison and Mrs. E. Mulliken, Fritz-Cross Co.; Mrs. 
Martin; Mrs. Jaffee. Standing: Leon Jaffee, Artistic Desk Pad Co.; 
A. R. Martin, A. R. Martin Co., Mobile, Ala. 

5. Seated: Izzy Voda, Wallace Pencil Co.; Lynn B. Emery, Lynn B. 
Emery, Inc., Detroit; E. J. Mitchell, manufacturers’ representative; 
E. A. Holscher, E. A. Holscher Office Equipment Co., St. Louis. 
Standing: R. E. Wilkerson, R. E. Wilkerson Co., Jacksonville, Fia.; 
Ed Keelin . Art Metal Construction Co.; Bob Slye, Tribune Prtg. 
& Supply Eo. Great Falls, Mont. 
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AN NSA MAN IN OPA 
By Charles H. Miller 


Secretary, Pacific Northwest 
Stationers Association 

T WOULD be wonderful to launch into persuasive eloquence before 

such a marvelous audience, but if I tried it with the subject of Gov- 
ernment regulations, I might get the reception given a certain young 
newspaper reporter. Some years ago when the coal strikes in Pennsyl- 
vania broke out into riots and violence near Wilkes-Barre, a tough old 
city editor in Chicago sent a cub reporter to get a human interest story 
on the outbreak, The cub looked over the situation for several days and 
then sent in his story. It began like this, ‘““Tonight on the heights of 
Wilkes-Barre, God sits in judgment of his people.” The city editor 
took one look at such a lead and wired the young reporter this message, 
“Forget strike story. Interview God. By all means get photographs.” 

But, as an NSA man in OPA for, some 16 months, I can give you a 
business man’s impression of a Government agency, and perhaps answer 
Mr. Garvin’s question of what happens when a business man works 
for the Government. My comments will develop around three points: 
1. How Stationers Make Price Control Work; 2. OPA Price Regula- 
tions for Stationers; 3. The Inside Workings of OPA 


How Stationers Make Price Control Work 

This book of regulations which I hold in my hand, a crowded ring- 
binder full, contains only the most important WPB limitation orders 
and OPA price regulations for commercial stationers. And mind you, 
all of these regulations require records, reports, compliance with ceilings, 
backed up with possible heavy penalties for violations. The OPA regu- 
ations, important though they are, comprise only a part of this required 
reading material for businessmen, After reading each of these inter- 
esting dissertations on how he may run his business the commercial 
stationer can then take 15 minutes a day to order some merchandise, to 
read his orders cancelled or back-ordered by the factory, and saddle 
three men’s work on each of his remaining employees still able to stand 
on his feet. 

Instead of telling you how a stationer makes price control work, I 
should ask how in Hades he can make it work! Well, he could and he 
did. First of all, the commercial stationer accepted price control both 
as a patriotic resnonsibility and as definite insurance against inflation. 

The real factor in making price control through regulations work was 
the help and guidance of the National Stationers Association, the local 
associations and the information sent out by the manufacturers. Without 
this assistance many dealers would have been lost in a desert of words 
hunting for an occasional oasis of meaning in the mass of regulations. 

Stationers have made price control work by their own attitude of 
trying and by the help of their association. Let me encourage all of 
you to keep on making it work. Continue to do what you can to know 
and understand the chief regulations covering your business. Keep in 
close touch with your national association, and whatever you do, keep on 
working together. 

Fortunately for the Pacific Northwest, the Washington state office 
was headed by a department store executive and the district director of 
the Oregon OPA was Richard G. Montgomery, an executive officer of 
the J. K. Gill Company, a prominent commercial stationer. Mr. Mont- 
gomery directed the Oregon office with skillful business management. 
He had the confidence of our entire business community and received the 
personal co-operation of the newspapers and the city’s leading executives. 
He was able to slow down the enforcement section and to give the price 
division a freer hand than in many other districts. But finally, like many 
other business men in Government agencies, he, too, withdrew to become 
a partner in a Portland advertising agency. 

During April of 1943, following the Pacific Northwest Stationers 
Convention, Mr. Montgomery invited NSA’s general manager to address 
our entire OPA district organization at a morning assembly. Some 300 
of the district staff gathered to hear the versatile Charles P. Garvin 
expound the mysteries of business life to a group who were hired to 
control it. It was a masterful address, full of humor and packed with 
good hard sense. We were still in a turmoil of organization, expanding 
office space, assigning operational duties and trying to satisfy a 
clamoring public demanding information. That speech opened the eyes 
of some of our attorneys and made the going a good deal easier. 

Price control and the OPA are still with us and probably will remain 
for some time after the war in Europe is over. Unless stationers want 
to be vulnerable to technical violation of regulations they should still 
keep trying to work with OPA. 

Three price reguations cover most commercial stationery items: 

A. The General Maximum Price Regulation is the basic price control 

order for stationers. 


l. James L. Cooke, Cooke Staty. Co., Salem, Ore.; Chris F. Tonne, 
All-Steel-Equip Co.; a B. Wilcox, Roberts Prtg. & Staty. Co., 
Hutchinson, Kans.; H. P. Frederick, All-Steel- —_ Co.; A. G. 
Schaefer, Sengbusch Self-Closing Inkstand Co.; R. E. Hodge, Gary 
Office. —* Co., Gary. Ind.; Peter J. Murrett. Ryan & Williams, 
Inc., 

2. W. G. Lashbrook, Ray Howard, Harry W. Linn. A. G. Frost, Dick 
Gingland and Harold Blum, all ‘Esterbrook Pen Co. 

3. Back: Dick Healy, Santa Fe Book & Staty. Co., Santa Fe, N. M.; 
Paul Burbank, United Airlines: F. H. Caswell. F. S. Webster Co. 
Front: Mrs. Healy, Mrs. Caswell, Mrs. Burbank. 

4. W. R. Chapel, Acme Visible Records, Inc.; Hal Brainard, The Gen- 
eral Fireprooting Co.; Charles Attwood, Acme Visible Records, Inc.; 
John Ford, Peterson Litho & Prtg. Co., Omaha; Lt. Phil Ford; Ken 
K. Knickerbocker, Acme Visible Records, Inc. 

5. C. E. Seamon, W. R. Naylor and D. L. Jones, Democrat Prt 
Litho Co., Little Rock, Ark.; Alex T. Perdue, The Perdue Co., Fine 
Bluff. Ark. 

6. S. D. Wonders, Carter's Ink Co.; Elmer E. Kelly, Kelly Co., La Crosse, 
Wis., W. M. Fletcher, Carter's Ink Co 

7. Royal H. Eckert, Royal C. Eckert, Inc., Allentown, Pa.; A. H. Mueller, 
Associated Stationers Supply Co.; Wm. G. Hintz, Wm. G. Hintz Co., 
Reading, Pa.; J. P. Templeton, Jos. Dixon Crucible Co.; F. A. Chind- 
gren, Watson Mig. Co. 
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B. Regulation 225 covers printed paper products, including loose leaf, 

blank books, binders, filing supplies, and printing in certain plants. 

C. Regulation 522 covers fine papers sold by merchant stationers. 

The main control of the first two regulations is to hold all prices at 
March, 1942, levels. A record or base period list of these March, 1942, 
ceiling prices must be kept by every firm, retail or wholesale. This was 
fine until old materials were no longer available and manufacturers had 
to substitute new materias in pen points, list finders, chair cushions, 
desks and chairs, filing cabinets and many other items. These new mate- 
rials, though often substitutes, cost more than the former items no longer 
available. Manufacturers, under Regulation 188 and others, were per- 
mitted to charge more. What should the wholesale and retail stationer do? 

Actually the stationer did the logical and practical thing. If he had 
used the manufacturer’s list, he continued to use the new list. If his 
purchase invoice showed a net cost, he used his customary markup as of 
March, 1942. This was not inflation and it made good sense. So far 
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as I can see this actually complies with the meaning and intent of the 
General Maximum Price Regulation and Regulation 225. 

Technically, such common-sense practices do not comply with the 
legal wording of these regulations. If the OPA continues to be dominated 
by the enforcement section policy, stationers may make themselves liable 
to investigation and prosecution if complaints are filed with OPA. Un- 
less the similar or comparable or substitute item is held at the old 
March, 1942, price, a stationer is required to price under the so-called 
“3-A formula,” and is now required to file his new price before the item 
is offered for sale, to get the approval of OPA, or wait 20 days to make 
sure his price is not disapproved. This is the latest amendment to the 
General Maximum Price Regulation. 

The 3-A formula is as follows: Take the March, 1942, ceiling price 
of the most comparable commodity. Divide this by the net replacement 
cost of this comparable commodity. Multiply the percentage you get by 
the net cost of the new commodity being priced. For example, a metal 
list finder selling in March, 1942, at $1.00 cost 50c. One dollar divided 
by fifty equals 200 per cent. Today a substitute but comparable 
list finder with a Masonite base has a net unit cost of 62%c. Multiply 
200% by 62%c and the new selling price is $1.25. That seems simple, 
provided the dealer filled out OPA Form 620-759 or the 3-A Form 
before he sold the new list binders, and gave OPA 20 days to approve 
or disapprove the new price. 

But here is the catch. The comparable commodity you select must 
be currently offered for sale by the dealer, or ‘‘currently replaceable.” 
A commodity not currently replaceable has no net unit replacement cost 
and may not be used as the most comparable commodity. 


Now if I read what the words of Amendment 61 to the G. M. P. R. 
say, I can’t mark up my substitute list finder using my mark-up on the 
former all metal list finder because I can no longer get the old list 
finder. So what in Hades do I use as a comparable or “‘similar’’ com- 
modity? Practically every new stationery item has replaced a former 
item no longer available by using substitute materials. A ‘“‘similar’’ 
article is defined as one having the same use, and differs merely in 
style of design. Surely a metal list finder costing 50c has the same 
use and purpose as the same list finder with a Masonite base costing 
62%4c. Therefore, should it not be sold at the March, 1942, price of $1.00? 


As a result of this involved and confusing wording, I doubt very 
much if many stationers or other business men are filing many 3-A 
reports. And I doubt if I would myself, knowing what would happen. 
Possibly it is best to let a sleeping dog lie. Possibly OPA price control 
will soon be relaxed. 

For my part, as an NSA man in OPA, the experience has been 
invaluable. I have seen how the “awful” power of our Government 
makes big men cautious and small men bold. I have seen how the 
people finally determine whether or not a law will work. And I have 
learned that if you really pitch in to do a good job in a Government 
agency you will probably get a free trip to China like Mr. Nelson of 
WPB. That, Mr. Garvin, is what often happens when a business man 
works for the Government. 


How OPA Works—A Glimpse Inside 


The inside workings of the Office of Price Administration is similar to 
other Government organizations and may give us a better idea of how 
to work with Federal regulations and still do business. About April, 1942, 
the national OPA began to set up regional and district offices. 

The national office was composed of an administrative division, the 
price division, the rationing division, the rent divison, and the legal or 
enforcement division, Economists with doctor’s degrees functioned as 
price analysts. They called in representative business men and other 
Government department heads for conferences. Then they wrote price 
control and rationing regulations. These were passed on to groups of 
lawyers who rewrote the regulations in lega! language. It has been 
jokingly said that when the economists got through, only they could 
understand the price control regulations. But when the young attorneys 
got through nobody could understand them. Very few practical business 
men had any significant part in drafting these price controls for business. 


For some reason, experienced trade association managers and officers 
were not wanted and were little used. In fact, they were even cau- 
tioned at first about attempting to explain or interpret the regulations to 
their members in understandable trade language. Invariably the effective 
date of the regulation and advance publicity was released several weeks 
before the regulations were generally available. Here the trade associa- 
tions did a fine job in giving advance digests of the orders and in 
distributing them when available. 


On top of this came the confusion of setting up regional and district 
offices, recruiting necessary and qualified manpower and organizing local 
volunteer workers into rationing boards. Regional offices were set up 
in certain major cities, with price, rationing, legal, enforcement and rent 
divisions, each responsible, not to the regional director, but to the cor- 
tesponding division in Washington, D. C. District offices were next 
organized, following state lines generally, with price, rationing, legal, 
enforcement, and rent divisions responsible to the corresponding regional 
office divisions. This horizontal type of organization made it next to 
impossible for the district or state director to function as a general 
manager. The best he could do was to act as a liaison officer and a sort 
of public relations man. 

At first most of the regional and district directors of OPA were 
competent and experienced business men. They staffed their organ- 
izations as far as possible with other business men, particularly in the 
rationing and price divisions, Yet the legal and enforcement section 
far outnumbered all the other sections right from the start. 

It was evident from the beginning that the legal division intended to 
dominate the administration of the price and rationing regulations and 
it did, in the national, regional and district offices. Within 60 days of 
the first regulation—the General Maximum Price Regulation—the legal 
enforcement section of both national and regional offices were clamoring 
for investigations and prosecutions whether or not they had a bona fide 
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complaint. District enforcement sections were urged to check business 
groups for possible violators, accidental or willful, and prosecute a case, 
if possible, as an example. 


Newspaper releases from the enforcement sections became threatening 
and food merchants especially were “put under the gun” of unfavorable 
publicity. Later many other groups selling to the consumer were simi- 
larly publicized, but few court actions followed. Generally an unwitting 
or careless violator was brought in for an informal hearing. If found in 
violation he was verbally offered the privilege of refunding alleged over- 
charges to the U. S. Treasury, without a hearing in court. Many 
dealers, scared to death, did this. Food dealers, wood fuel dealers, 
laundrymen and dry cleaners felt the impact of this enforcement crusade. 
The success of a district office appeared to depend on the ‘box score” 
of these enforcement methods, urged by the Washington OPA. 


The price division in the national, regional and district offices took 
the opposite point of view. They appeared to believe that the great 
majority of American business men understood the dangers of inflation 
and were patriotically minded. The price sections proceeded to explain 
the regulations and to help any business man work out his compliance. 
Surveys were made to see if regulations were understood and were 
being observed. When a wilful violator was found the price section 
asked for immediate action in court. The theory of the price specialists 
seemed to be that business men in each trade group knew who were 
the likely violators, If these were exposed and punished, others would 
be encouraged to continue not only with compliance, but with some of 
the irksome details of full technical compliance. 

Although these two points of view existed and the economist price 
officers encouraged their policy, the enforcement lawyers proved to be 
the more aggressive, so their policy prevailed for the most part. 

To sum up these impressions as an NSA man in OPA, my con- 
clusions would be: 

1, Business men are best governed by business men, with such help 

and assistance as economists and lawyers can supply professionally. 

2. Price control has worked, not because young lawyers scared us, 

but because there was a job to do and we tried to do it. 

3. Remote control on a national basis does not equal local control, 

co-ordinated nationally. 

4. The more simple the regulation the easier it is to follow. 





TOO LITTLE ACTION—TOO LATE? 
By Charles V. Sinisgalli 


Manager Stationery Department, 
R. P. Andrews Paper Company, 
Washington, D. C. 


ODAY, more than ever before, we in the stationery and office 

equipment business, should be thinking and doing something about 
the many phases of our business that will in the future mean success or 
failure. We should be acting on the problems that face us today. At 
the same time we should be thinking and planning for the futute. The 
success of our future planning will depend on how well we handle our 
problems today. The time is short; we must act at once; we can’t 
afford to be caught with “TOO LITTLE ACTION—TOO LATE.” 


The problems of today are substantially the same as of a year ago 
with the exception of the element of time. It is for this reason that 
I have been prevailed upon to review at this meeting some of the 
things that I discussed a year ago. Of the problems discussed I con- 
sider investment in inventory, inventory control, substitute merchandise, 
commitments with the manufacturers of merchandise on order, and the 
ordering of previously unobtainable merchandise the most important. It 
is on these that I want to present to you my views. 


The loose leaf industry went back to the manufacturing of pre-war 
ring covers and post binders, and also brought back on the market 
many items that had been discontinued and not covered in their 
emergency or conservation line. The conversion of this one industry 
alone depreciated by many thousands, in dollar value, the substitute 
stocks on the shelves and stockrooms of the dealers. I pity the dealers 
who were caught with large stocks of plastic ring covers and wooden 
back post binders. No doubt these stocks are still resting sound asleep 
on the shelves and stockrooms of these dealers and my prediction is 
that eventually they will be sent to the scrap pile. 


The pencil sharpener has come back, and in some cases can be found 
on the dealer’s shelf. Paper clips are back in stock—so are steel stapling 
machines, staples, Scotch tape, office shears, pressboard folders and 
binders with steel fasteners, springs in leather-covered office chairs and 
Masonite chair mats. Even rubber bands were recently released by the War 
Production Board for civilian use. We dealers have been advised by 
the manufacturers that we can expect stock deliveries within the next 
30 days. 

Investments in Inventories 


It is a known fact that most of us in this business find ourselves at 
this time much larger investments in inventories than we had before we 
went into this war. In many cases most of our profits that we have 
made in the past three years are represented in this increased inventory 
investment. If we reach the post-war period with our profits still tied 
up in these inventories we are not going to be in a position to buy new 
goods. In the first place, we must sell our old stock to make room for 
the new. Second, our chief problem in years to come is likely to be 
the changing and the introduction of new merchandise with changing 
prices, requiring us to keep down our inventory so we can take ad- 
vantage of the best in this new merchandise of the future. Third, the 
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manufacturers who will have new lines of merit are going to select the 
dealers to represent them who are in a position to discount bills, and 
you can’t discount bills with profits of the past three years tied up in 
inventories. Therefore, now is the time to start cutting down this in- 
vestment and turn it into bank balances. 


Inventory Control 


After we have arrived at the amount of inventory we should have, 
we should install some system of control so as to keep it within this 
amount. A very simple idea for the present time at least when so 
many of us dealers are carrying on our business with shortage of help 
would be to call together all the emnloyees who have to do with stock- 
buying and acquaint them with what we are trying to accomplish. In 
this meeting, stock inventory limits could be set for the various de- 
partments that would bring the whole total to the amount decided upon. 
After the cut has been accomplished a 30- to 45-day turnover should 
be placed on all future purchases. 


Substitute Merchandise 


Ihe inventory that we now have on hand needs further analysis. We 
should know what portion of our inventory is made up of merchandise 
that will not be affected by the post-war period. We should also know 
what portion is made up of substitute merchandise that will become 
obsolete and worthless. In making this analysis it will surprise us how 
much duplication of stock we have accumulated in the period of scarcity 
and slow shipments. It will bring to your attention how much we 
diverted from our pre-war practice of buying standard merchandise. One 
of many methods that could be used for the quick disposal of this 
merchandise is to make a list with the quantities on hand. A copy of 
this list should be given to every member of our organization who has 
to do with selling, and each and everyone should be charged with the 
responsibility of closing out the merchandise on this list. I do not think 
that it is necessary to resort to price-cutting to dispose of this stock. 
We are still in a period of slow shipments, with many items hard to get. 
So I recommend a concentrated sales effort by every member of our 
selling staff and I feel sure the results will be very gratifying. 


Commitments with Manufacturers for Merchandise 


A year ago I called your attention to what | call the back-order 
file. This file contains our commitments with the manufacturers or 
jobbers on merchandise ordered. There isn’t much to say in regard to 
this file other than to ask these few questions. Have we recently 
checked this file? Does it contain duplication of orders? Does this file 
contain orders placed six, nine or twelve months ago for merchandise 
that we now do not need? If shipments loosen up and all this mer- 
chandise on order starts rolling in, what effect will it have on our effort 
to cut down inventory investment? The only way we can answer these 
questions is to make up our minds to check immediately this file upon 
our return to our businesses from this convention. 


Return of Pre-War Merchandise 


As I have already mentioned, we have seen the return of many pre- 
war items. More will be coming in within the near future. Again I 
must warn that we should not get excited in the buying of this mer- 
chandise. Before ordering this returning merchandise we must know 
how much substitute stock we have on hand. We must consider what 
effect it will have in disposing of this stock. We may find in some 
instances it will be better business to hold off buying. In any case I 
think we should be careful in our buying of this pre-war merchandise. 
In arriving at this conclusion I have three things in mind: 

1. We must consider that we have a program to turn our inventory 
investment into bank balances. 

2. Scarcity of any item creates a false potential market. Here is an 
illustration of what happens. A consumer who is in the market for any 
of the goods that are scarce or unobtainable, contacts his usual source 
of supply. He finds that his supnlier is out of the item he needs. So 
he calls another source and before he gets through he may have called a 
dozen places. This procedure is repeated by many others and im- 
mediately the dealer gets the impression he is losing a lot of business, 
and if he had the opportunity he would place large orders to meet this 
demand. The dealer who reacts along this line does not stop to con- 
sider the reason for this false potential market. 

3. The manufacturer is not going into production to fill only our first 
orders. We can place subsequent orders as our sales may demand. We 
must remember that we have not yet reached the post-war period and that 
many of these pre-war items will become obsolete when manufacturers 
are ready to release new and improved designs. 


Planning for the Future 


On our planning for the future, I want to discuss two very important 
objectives—what kind of a sales organization we are to have, and what 
our post-war lines are going to be. 

I recently read through several booklets published by the Committee 
for Economic Development, in which they attempt to guide us on almost 
every phase of general business practices in the post-war period. 

The general consensus of their opinions seems to point to one of the 
most severe competitive markets ever experiencd in our business life. 
This competitive situation does not have as its foundation the ruination 
of prices, but rather the sales of manufacturers’ and dealers’ products in 
such volume as will give full employment in our factories and stores to 
our people who are now apart from us, but whom we expect back in 
our civilian economy at that time. 

Our principal concern will be to sell enough merchandise at a fair 
profit to retain our position in the stationery and office furniture field, 
to show a profit, and to have a sales organization which will be sought 
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after by the leading manufacturers because we can show the sales 
volume he desires in our community. 

To accomplish this we must start immediately to plan our post-war 
sales organization and to develop a comprehensive plan of proper training. 

The post-war sales manager should start now to decide what items 
actually should be classed as standard, and what items can really go 
into the special sales class where intensive training in sales methods 
will be required. 

In carrying forward this program we often find the sales manager 
is in fact the actual manager of the business, and as such does most 
of the buying, gives general supervision over all phases of the business 
and in many cases is the financial worrier. His thoughts are occupied 
with many problems aside from actual selling, or the development of 
new accounts or products. The training program he gets around to—if 
and when he has the time. 

To re-establish ourselves in the post-war period we will have to 
either delegate many of our present tasks to others or delegate to 
someone else the actual responsibility of sales management. 

As sales managers we can further help if we instill into our men 
the fact that the buyer’s market will continue for as many years ahead 
as we can see, that no scarcity of places to buy stationery, filing systems 
or office furniture exists, and that it is up to us as individuals to sell 
our commodities, services and ourselves. 

I believe that we should teach our salesmen that certain items can 
save far more money than their cost in labor savings. Visible files often 
cut down 50 per cent time in operation. Trying to make a 25-division 
alphabetical index do the job of an 80- or 120-division actually costs 
our customers money. I could go ahead from one item to another 
citing such instances, but it is the cure, not the fault, I want to stress. 


I have heard salesmen say more times than I can count “that there 
is no use calling on Mr. Doe, because Susie Que has that account 
locked up tight.’’ That may be so today, but war has brought many 
changes; purchasing agents come and go. Many accounts have been 
buying across the board in order to fill their requirements. Now is the 
time to try and establish part-time accounts that have come to us into 
permanent customers. 

Sometimes in our business it is desirable that our salesmen also know 
our problems in some respects and the matter I am going to touch on 
is of utmost importance. Every dealer knows that his costs of doing 
business during the past ten years have steadily mounted. A part of 
these increased costs has been in social security and unemployment 
benefit taxes. We have absorbed our part of these taxes on the same 
margin of profit—generally speaking—which prevailed prior to their enact- 
ment. Other state and municipal tax rates have also increased and these 
taxes are definitely an added cost of doing business. We pay them 
regardless of profit. I know of no concerted action on the part of any 
group of manufacturers to increase their discounts to us. Being caught 
in the squeeze between mounting costs of doing business and a probable 
tendency on the part of the salesmen to want to cut prices to get the 
business when faced with competition, I think it would be well for all 
managers to hang out the sign, ‘‘Hold the Line,’’ on prices and to give 
each salesman a clear picture of the situation. 

In order to carry out to a successful conclusion these sales plans, 
they must be cushioned with exclusive sales agencies on lines of reputa- 
tion. Therefore, we must plan now for the procuring of these lines. 
There are many manufacturers who are looking for qualified dealers 
who will fit in their plans for the selling of their lines in the post-war 
weriod. It is up to us to arrange now for these connections. 


The dealer who is planning today is doing his best to insure his tuture. 





WHAT’S AHEAD IN THE FOUNTAIN 
PEN BUSINESS 


By A. G. Frost 


President, Esterbrook Pen Company, 
Camden, N. J. 


HIS is a report on the state of the nation as applied to fountain 
pens. Most of it is already known to you, particularly that part 
which affects you as dealers in this important product. 

Judging from the questions from dealers, I must assume there is some 
confusion still existing as to why the supply is so limited and, more 
important, what the prospects are for the coming year. 

At the request of the general manager and in behalf of the Fountain 
Pen Manufacturers Association, I shall do my best to clarify these two 
points. 

In December, 1942, the allowable production for all uses, including the 
armed services and civilians, was limited to an average of 36 per cent of 
the number of units produced in 1941. As all shipments in the first half 
of 1943 were subject to priorities, the demands of the Army, Navy, 
Federal, state, county and municipal governments, war contractors, public 
utilities, schools, hospitals, and other priority holders, had to be supplied 
ahead of the general public. 


Allocation Problems of 1943 


For long periods priority orders through some dealers excluded many 
other dealers who were not in a position to get such orders. In some 
cases, orders received directly from the armed services were so great that 
certain manufacturers had little or nothing available, even for dealers’ 
priority customers. 

This condition was relieved to some extent in August, 1943, when the 
War Production Board permitted each manufacturer to produce for 
civilian distribution, independent of the priority system, a number of 
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NSA CONVENTION 


1. Stanley Bennett, Brown Bros. Ltd., Toronto; Harry Yager, David 
Kahn, Inc., Ray Urmston, J. S. Staedtler, Inc.; Julius Kahn, David 
Kahn, Inc.; C. H. Ramsey, Ever Ready Calendar Mig. Co. 

2. S. K. Bennett, A. W. Daley, J. J. Carter, Brown Bros. Ltd., Toronto; 
Percy F. Grand, Grand & Toy, Ltd., Toronto. 

3. Abe Lipson, Central Office Equipment Co., Chicago; J. H. Hickey, 
Anderson-Hickey Co., Geneva, Ill.; O. B. Tolan, Columbia Office 
Supply Co., Aurora; W. H. Radecky, Anderson-Hickey Co. 

4. Front row: O. B. Johnson, D. A. Raggio, A. C. Johnson. Rear: Paul 
Barrett, Bill Small, B. C. Corkran, Johnson Chair Co. 


units equal to 30 per cent of his 1941 production. At the same time 
special permission to produce additional quantities was granted to those 
manufacturers who received orders from the armed services and for export. 

Under this plan, the War Production Board anticipated that each 
manufacturers would be able to distribute to his civilian customers amounts 
equal to 30 per cent of their 1941 unit purchases and, in addition, supply 
the Army and Navy with quantities they required—provided he received 
such orders. 

In practice, the plan did not develop according to the theory behind it. 
[he armed services were not interested in buying ‘across the board.’ The 
demand from overseas and at home centered on the more popular brands 
to such an extent that the Army and Navy elected to issue orders to 
some manufacturers in excess of their ability to produce, thereby curtailing 
their allotment for civilian supply. 

The allowable production for civilian supply (30 per cent of 1941) is 
not only small as compared to normal consumption but it is still more 
inadequate to supply the demand so vastly stimulated by the war. By 
and large, this limited production is distributed by the manufacturers on 
a quota basis according to their customers’ previous purchases. As giving 
more to one dealer simply resulted in giving less to another, no other 
plan was feasible if the manufacturer wished to treat all his customers 
fairly. 

More than a word should be said for those companies whose facilities 
were adapted to the production of direct war material. The extent of this 
effort was such as to warrant recommendation for various merit awards, 
many of which have already been received. 

These are the reasons why popular brands of fountain pens have been, 
and are today, just as scarce as the favorite brands of many other com- 
modities. This condition will continue SO LONG AS THE PRESENT 
REGULATIONS ARE IN FORCE. So much for what has passed. 


An Eye to the Future 


The prospects for the year to come are difficult to estimate. 

The War Production Board has announced that the production of war 
material will be cut back to 40 per cent soon after V-E Day. Responsible 
Army authorities have stated that this glorious event will occur before 
the end of this year. 

It is estimated that 4,000,000 workers and corresponding quantities 
of critical materials will then be released for civilian production, which, 
with some exceptions, will be freed of all Government controls. An impor- 
tant step in this direction was taken last week when the Unit Limitation 
Order L-227 was repealed as being unnecessary, since the use of critical 
materials is adequately controlled by materials conservation orders and 
the use of critical manpower is governed by the War Manpower Com- 
mission. 

The optimists say this will restore civilian production to 1939 levels 
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within a few months. Whether the materials and labor released by a 
40 per cent reduction in war work will be adequate for the requirements 
of unlimited production for civilian supply is anybody's guess. 

It should not be forgotten that the WPB and the WMC have also 
announced that the machinery and authority of both agencies are to be 
held in readiness to check any interference with the remaining war 
production and to intervene, if necessary, to distribute the available 
material or labor on an equitable basis. 

However, as the reconversion problems of the fountain pen industry 
are not as great as in other industries, it is safe, perhaps, to say that 
production of fountain pens WILL START TO EXPAND after V-Day. 
The recent revocation of the fountain pen limitation order may hasten 
this in some instances where manufacturers are more favorably located 
with reference to the labor supply. 

Whether this expansion will be slow or rapid is impossible to forecast. 
The one thing that is certain is that it will NOT bear with equal weight 
on all manufacturers. Those still having war contracts and those in tight 
labor areas cannot come back as quickly as others. There will be those 
who will seek new avenues of distribution and abandon their former 
connections. There may be entirely new manufacturers, and new lines 
offered by old ones) THEREFORE, IT IS CERTAIN THAT THE 
NORMAL COMPETITIVE POSITION OF ALL COMPANIES 
WILL NOT BE RESTORED IMMEDIATELY. Until this happy day 


arrives, dealers need not be reminded to watch their inventories closely. 


Wholesale and Retail Price Controls 

There is a matter pertaining to fountain pen and mechanical pencil 
prices that will be of interest to dealers. 

In my capacity as chairman of the industry advisory committee, I am 
authorized by the Office of Price Administration to announce that in the 
very near future they expect to issue an order providing more specific 
control of both retail and wholesale prices of pens and pencils. 

Prices at the manufacturers level are already governed by OPA Regu- 
lation No. 188. The general formula set up in the general maximum price 
regulation, governing wholesale and retail mark-ups, is to be supplemented 
by the more specific method of establishing retail ceiling prices prior to 
the first sale, and to maintain those prices through all levels of distribution 
to the ultimate consumer. 

The principal provisions of this new order are as follows: 

1. On and after the effective date, no mamufacturer shall offer for 
sale any fountain pen or mechanical pencil until he has filed the 
retail price thereof with the Office of Price Administration, and 
has received their approval. 

2. Either by label, or imprint on the article itself, each item must 
be identified with the manufacturer’s name, a symbol number or 
name, and the approved retail price. Manufacturers will be allowed 
60 days to comply fully with this provision. 

3. The retail price of each item must be shown on the manufacturers 
invoice to the wholesaler or retailer. 

4. On and after the effective date, no wholesaler or retailer shall 
offer for sale any fountain pen or mechanical pencil which does 
not have an identifying label or imprint showing the manufacturer’s 
name, the item symbol number and the approved retail price. (Any 
goods received from the manufacturer after the effective date of 
the order, without the required label or imprint, must be tagged by 
the wholesaler or retailer from the information shown on the 
manufacturer’s invoice before it shall be offered for sale). Labels 
which are lost or destroyed must be replaced. 


5. The ceiling price of wholesaler to retailer must not be greater 
than an amount equal to 33 1/3 per cent off the approved retail 
price, 

An industry advisory committee composed of representative wholesalers, 
dealers, and manufacturers, has been consulted by the OPA and the forth- 
coming order is the result of these deliberations. There appears to be 
nothing in the order which is contrary to good distribution practice. It’s 
obvious purpose is to protect the ethical dealer and his customer. 

It is with a considerable sense of gratitude that I submit with this 
report the sincere appreciation of the manufacturers for the splendid 
co-operation of their dealers in these trying times. As Victory draws 
nearer, so may we all be nearer the harvest these seeds of mutual 
friendship have sown. 


ee 


POST-WAR OPPORTUNITIES 
FOR A LIVE STATIONER 


By E. R. Kochheiser 


The Charles Ritter Co., 
Mansfield, Ohio 


N ORDER that we might analyze this subject and have an intelligent 

conception of what constitutes ‘Post-war Opportunities” as well as 
what characterizes a ‘Live Stationer,’’ we shall attempt to segregate 
these two phrases for separate consideration before discussing the subject, 
“Post-war Opportunities for a Live Stationer’”’ in its entirety. 


What the Stationer Will Face in Post-War 


(1) ECONOMIC CONDITIONS ARE AND WILL BE DIFFER- 
ENT. One need not close his eyes to the change in economic conditions 
to discover that he is living in a different era than he did a few years ago. 
Many of these changed conditions were made necessary due to war condi- 
tions, while others have been imposed under the cloak of war conditions. 

Our Government, through its legislative and executive branches, has 
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imposed many of these restrictions, while industry itself has been respon- 
sible for still others. 

(2) GREATER GOVERNMENT RESTRICTIONS CONFINE 
AND DEFINE THE MODE OF OPERATION. The day of free 
enterprise, as most of us understand it, is almost a thing of the past, 
unless capital and labor find a more common ground on which to operate. 
To avoid greater restrictions and enjoy more freedom of action, it is 
going to be necessary that all associations prove themselves capable of 
Standing on their own feet and carrying their own flag without seeking 
the help of their state or national legislatures. 

(3) TAXES WILL BE A MORE IMPORTANT FACTOR. The 
value of money, earned or unearned, seems to have become a medium 
of less value. Certainly the present world situation, combined with our 
national debt, can mean little else than heavy taxes for many years to 
come. 

Assuming that the national debt totaled two hundred and fifty billion 
dollars, and it were liquidated at the rate of 1 per cent per year, this 
would mean a mortgage of 100 years without paying anything in the 
way of interest toward its amortization. 

(4) COMPENSATION WILL BE ON A HIGHER LEVEL. Bar- 
ring all events that might be anticipated at this time, there is little doubt 
but what the present level of compensation will remain a constant factor, 
or slightly below the present level if we are to accept the belief that every- 
one should enjoy a prosperous civilian business for five to ten years 
following the close of the war. 

(5) Selling will be highly competitive with shorter margins of profit, 
SUPPORTED BY WIDER DISTRIBUTION AND MORE NA- 
TIONAL ADVERTISING, 

It has been my privilege during the past year to have discussed this 
subject with many nationally-known manufacturers inside and outside of 
our own business and, from all indications, formulas have already been 
set up and“decisions made regarding future methods of distribution as 
well as discounts, which appear to be headed downward. 


(6) CONSUMER DEMAND WILL BE REGARDED AS A MAN- 
UFACTURER’S NO. 1 PROBLEM. It appears that there has been 
injected into the life blood of most all manufacturers the desire to secure 
as broad a distribution of their product as is possible in order that they 
might produce the greatest volume possible at the lowest cost, thus giving 
to the public their product at a popular price. 

(7) LABOR ORGANIZATION PROBLEMS. Unfortunately, up to 
the present time we have had too few honest, capable and intelligent 
leaders in labor organizations who grasped the economic problem so 
closely associated with the labor movement. This is not true of all labor 
organizations because there are many honest, capable and intelligent men 
responsible for the leadership of many crafts, and we believe that public 
trend of thought will produce that leadership which labor is entitled to, 
coupled with industry’s recognition of labor’s position. 

(8) PERSONNEL PERPLEXITIES. With the return 
life of many millions of men and women, we are going to find many 
perplexed minds not knowing exactly what they want to do nor what 
they are best fitted for. 

This can be partially attributed to the specialized training which most 
of these people have enjoyed, as well as their experiences during the past 
four or five years. Management is going to have to be tolerant of this 
situation and temporize policies until such time as normal adjustment can 
be made. 

(9) MERCHANDISING METHODS WILL BE REVOLUTION- 
IZED. Practically all manufacturers have given considerable study 
and, in many cases, have prepared working models of merchandising equip- 
ment, all of which contemplate a reduction in the cost of selling, and in- 
creased sales. This can mean nothing else than a careful study on the part 
of each dealer of his retail store or wareroom space. An appeal to the eye 
as well as to the pocketbook will be given primary consideration. 

(10) MANUFACTURER-DEALER RELATIONS WILL BE 
STRENGTHENED. Experiences during the past few years have con- 
vinced many of the dealers that direct relationship with the manufacturer 
over a long period of time will prove to be a more healthful policy than 
that which has existed in the past. 


to civilian 


Who Is a Live Stationer? 


(1) IS HE ANY DIFFERENT THAN ANY OTHER LIVE MER- 
CHANT? I believe if we were to analyze this question, we should find 
that he is no different than any other men in the retail merchants asso- 
ciation or chamber of commerce of which he might be a member. The 
same characteristics apply to him that might apply to any other merchant 
regarded as a live wire. 

(2) WHAT MAKES HIM A LIVE STATIONER? Is it shoddy 
methods, poor policies, a dirty office or store, ignorance of his business, 
lack of confidence, poor accounting procedure and many other character- 
istics which might well be applied to the usual failure? 

On the contrary, modern methods, sound and consistent policies, a clean 
and orderly store, a thorough knowledge of business, complete confidence 
in his ability, and simple, but accurate, accounting procedure might well 
distinguish the live stationer from one who is not. 


Post-War Opportunities 

(1) HAVING SOLD AN UNPRECEDENTED VOLUME OF 
GOODS DURING THE PAST FEW YEARS, WHAT AND WHERE 
IS THE MARKET GOING TO BE AFTER THE WAR? With- 
out a doubt our industry, with few exceptions, has produced and 
sold more goods than ever in its history, part of which has been consumed 
and part will remain as surplus merchandise. It is not that which has 
been consumed which interests us most today, but rather the surplus to 
be found distributed all over the country. Unless properly handled by 
those responsible for its ultimate distribution, this threatens to become 


quite a problem. I hope that all of you have already written your con- 
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gressmen and representatives in support of the plan which will distribute 
this merchandise over a five-year period at prices appraised by the respec- 
tive industries and through legitimate channels. 

(2) MANY DESIRABLE ITEMS WILL AGAIN BECOME 
AVAILBLE. We are going to refer to only a few of the major commod- 
ities in the industry, among which are steel furniture and its allied prod- 
ucts, which themselves constitute a very large field. Fine wood furniture 
and accessories likewise present opportunities to those who have learned 
that such merchandise can be sold. 

Visible systems in every conceivable style have an application one place 
or another, but it is up to the dealer to analyze that potential. 

Loose leaf items, redesigned and streamlined, will have more popular 
appeal than they ever had in the past. 

Office machines, reduced in size and weight, but styled to the eye, 
will appeal to every office worker. Great possibilities will develop in 
this field. 

Intercommunication systems offer big possibilities in the average office 
and factory if they are interested in saving time, steps and money. All 
you need to do is to sell the idea. 

(3) TAKE ADVANTAGE OF ALL SALES SCHOOLS OR CON- 
FERENCES, BOTH FOR YOURSELF AND SALESMEN. 

(4) CO-OPERATE WITH THE TRAVELER ON YOUR TERRI- 
TORY WITHIN A PRESCRIBED SPHERE OF GOOD POLICY. 

(5) ESTABLISH A FAIR CONSUMER POLICY AND STICK 
WITH IT CONSISTENTLY. The prestige of your firm will be pretty 
much judged by your policies and, regardless of super-salesmen or com- 
modities, the survival of your business very much demands a sound policy. 

(6) KNOW YOUR COSTS AND SET UP A PRICE SCHEDULE 
THAT WILL NET YOU THE PROFIT YOU ARE ENTITLED 
TO IN THIS BUSINESS. I am sorry to say that a wide 
diversity of selling prices which has existed in the past either reflects a 
great difference in selling expense or disregard of a consistent profit. 

(7) DON’T HIDE YOUR CONCEIT AND IGNORANCE IN 
UNSAFE MARGINS OF PROFIT. Many large orders might well be 
left unwritten in favor of a greater number of smaller orders taken at a 
fair margin of profit. 

(8) KNOW YOUR OWN BUSINESS BETTER THAN THE 
SHREWD BUYER IF YOU WANT TO MAKE A PROFIT AND 
STAY IN THIS BUSINESS. It has come to my attention over a 
period of years that the shrewd buyer in too many cases has regarded 
the salesman in our business as a sucker because he has been able to 
buy the commodities of this business on a very short margin of profit 
or at prices below that which the dealer has had to pay for them. 

(9) RIGHT NOW IF YOU HAVE NOT ALREADY DONE SO, 
PUT YOUR MAILING LIST IN FIRST CLASS ORDER. Make it 
easy to hand-pick a select list of names by classification. See to it that 
the names and addresses are correct. Sell your organization’s prestige 
with each piece of advertising. 

(10) VISION PLUS INTELLIGENCE, ADDED TO HARD 
WORK AND FAIR PLAY, EQUALS SUCCESS IN ANY BUSI- 
NESS. You can be a live stationer, operating at a profit in your 
community if you will observe these few simple rules. 

In conclusion, I would warn you of the’transition period (when post- 
war conditions may create some anxiety on the part of many of us 
before permanent adjustment can be made). 

Let us not overlook the fact that the stationer has done a good job 
during wartime and certainly is to be given enough credit to do an even 
better job when post-war conditions permit. Let us hope that this time 
will be in the very near future. 
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STANDARDIZATION OF MANUFAC. 
TURERS’ LINES AND ELIMINATION 
OF UNNECESSARY ITEMS 
By Henry Ten Hoor 


Treasurer and General Manager, 


Office Supplies, Inc. 
Muskegon, Mich. 


N SEARCHING for ways and means of fitting ourselves to be ready 

for the post-war period in our industry, which incidentally may not 
be too far away, I find a problem confronting me which I am quite 
sure likewise has been somewhat of a headache to you gentlemen. 

This problem is the multitude of similar items which we carry on our 
shelves, and which, in the final analysis, perform the same function. I 
refer specifically to wood cased lead pencils, loose leaf and bound books, 
file folders, and carbon and ribbons as outstanding examples. There are 
many others. 


Ridding Stocks of Duplication 


Now, standardization of lines for the purpose of eliminating unnecessary 
items is a subject that has several angles, all of which must be considered 
in order to get a clearer picture of the problem. 

It cannot be presented as an over-all cure for every stationer or manu- 
facturer, but it does offer great possibilities. The angles as I see them are: 

1. Strong competition in the locality in which the dealer may be 
situated, over and against the dealer who does not experience the direct 
interference of a larger competitor. 

2. The same over-all cure would not affect all manufacturers, due to 
the character and application of their products and to their competitive 
experience. 

Because of material shortages and restricted lines, the present war has 
taught both us and the manufacturer that we could get along with less 
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duplication of lines. Does this imply that it is your job and mine to see 
to it that these policies of reduced lines is continued? 

I firmly believe that every manufacturer subjected to wartime limitations 
and restrictions accepted them not so much to improve economic condi- 
tions, but rather to promote and guarantee final victory. 

It meant that some manufacturers had to reach out to new fields, even 
at the expense of somewhat jeopardizing their position with old and estab- 
lished dealers. But it was all part of our common war effort. 

Also, it brought others into the stationery manufacturing fields, firms 
with little or no previous experience. In some cases conditions became 
very disturbing and even detrimental to established manufacturers. This 
angle has been presented to you a number of times in previous meetings. 

Now we realize that the present and temporary simplification in our 
lines has become commonplace. It is due to limitation of raw materials, 
the necessity of conversion to war production, and to labor problems. 

But now the question arises, ‘‘When war contracts are terminated and 
raw materials are again available and the mad competition scramble 
begins, should the manufacturer continue the limited lines being made 
and refuse to go back to the great number of items produced, say, in 
1941?” If so, will this satisfy the majority of dealers and will they 
support him? 

I am sure that every manufacturer would be very happy and willing to 
make less items if his dealers could be better served by so doing. But 
suppose a dealer has decided to standardize on one line which is made up 
of the kind and quality he prefers to sell. Will he find it necessary, 
because of competitive conditions, to buy items from another source? If 
so, should his regular supplier be deprived of that business because of a 
desire to shorten his line in compliance with the dealers’ wishes? 


Dealer-Manufacturer Problems Related 


I believe the foregoing clearly demonstrate that while the problems 
of the manufacturer and the dealer are very closely related it still remains 
the privilege of the manufacturer to make what he pleases in the face 
of his own competitive field, just as it is the right of the dealer to buy 
and sell what he pleases. 

For, in the final analysis, the manufacturer, as well as the dealer, 
can stay in business only so long as he produces and distributes such 
quality merchandise as fills a need and renders a satisfactory service. 

There will be many phases of business which will be changed in the 
post-war period. I know of nothing more ‘important to the dealer than 
to have and carry the proper merchandise in sufficient quantities to serve 
his customers. 

How, then, can we arrive at a possible solution for the commercial 
stationer? Here’s my solution in one sentence: 


STANDARDIZATION OF LINES and CONCENTRATION OF 
PURCHASES, based on proper INVENTORY CONTROL, will give 
you thee MAXIMUM TURNOVER consistent with each line. 


STANDARDIZATION OF LINES must be controlled by a strict 
dealer’s merchandising and sales policy. It would become very effective 
and profitable if you will let merchandise pass through your testing 
laboratory. Compare and test various items before stocking. 

Then display—talk—demonstrate—and sell with fullest confidence those 
lines and items to your trade, regardless of inferior, cheap or ‘‘what 
have you” competition. 

And then: 

a. Never alter the course of your ship. Steer it straight. 

b. Don’t change lines or add inferior products before going through 
your laboratory. 

c. Don’t let manufacturers’ agents high-pressure you into buying 
a substitute or second- or third-grade merchandise. 

d. Don’t be influenced by your salesmen who request stocking of 
customer demand items in competitive lines. 

e. Don’t buy special deals in excess of your maximum requirement. 

f. Don’t overbuy on items just because your salesmen give you 

stories regarding promises of repeat orders. 


CONCENTRATION OF PURCHASES. Past President Harold 
Hampton in previous speeches before NSA conventions has covered this 
subject very thoroughly. May I give you briefly our last three months’ 
experience of what concentration of purchases can produce. These were 
high months in business volume. . 


June showed total of 77 suppliers: 
78 per cent was purchased from only 18 suppliers. 
22 per cent was purchased from only 59 suppliers. 
July showed total of 70 suppliers: 
76 per cent was purchased from only 15 suppliers. 
24 per cent was purchased from only 55 suppliers. 
August showed total of 65 suppliers: 
81 per cent was purchased from only 17 suppliers. 
19 per cent was purchased from only 48 suppliers. 


INVENTORY CONTROL. Nothing need be said about this subject 
at this time. If you have no inventory control, get busy and install one 
at once and then keep it up religiously. You will find it the best invest- 
ment you ever made. You wouldn’t fail to take a yearly stock inventory, 
would you? 

Have you ever considered the necessity of taking an inventory of your 
lines? Try it. It may pay you. 

I can assure you, from my own personal experience, that if you will 
standardize your lines, concentrate your purchases, and keep a good 
inventory control you will experience a maximum turnover with satis- 
factory profit. 

The stationer is a definite part of America’s great business. Let us 
keep our institutions geared to the highest ideals of service and sound 
business principles. 
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YOUR STORE IN POST-WAR 
By Harold J. Hampton 


Indianapolis Office Supply Company, 
Indianapolis, Ind. 


HE fact that our dealers are planning what they will do in the 

post-war period is wonderful. There are many things for the indi- 
vidual dealer to decide. He should decide what he is going to do with 
the boys who are coming back. We are going to have new dealers in 
all our towns. A lot of the boys in the service are coming back and some 
of them are going to start in business. Let’s give the boys a square deal. 
In this room are dealers who started in shortly after the First World War. 
If we help these boys to get established, take them into our groups 
and help them succeed we will build up the industry. 

I happen to be one of them who started in after the First World War. 
Some of the older stationers helped me and some did not. I see some 
manufacturers who started in after the First World War, and they are 
big concerns now. Keep that in mind. We will help this industry by 
helping these younger men. 

Another thing—at Philadelphia I was disappointed to hear some man 
say we are going to be satisfied with 25 per cent or 50 per cent less 
business than in 1939 and 1940. I am not worrying about it. I think 
the new dealers and new competition will raise this industry up. 

Stop and think about your own organization. What are you going 
to do? I have a small organization. Eight of the employees I had 
when the war started are in the service. But I have four more employees 
now than I had when the war started. I will have 12 more families to 
support in my business after the war, for we must take care of the 
boys in the service. And we aren’t going to start them where they left 
off, because they shouldn’t be called upon to lose the time they have 
been gone in the Army. They must have better jobs. What about those 
fellows you have been training? Are you going to turn them loose, over 
to your competitors, or hold them in your organization, after you have 
spent this money to train them? Stop and think. How many families 
will your business support after the war? Start planning your lines now. 
I have heard of new industries cutting into our business. Well, where 
did we get our business, or a great deal of it? We stole it from other 
industries. We took some of the furniture business away from the furni- 
ture stores. And a lot of stapling machines were sold by direct sellers, 
and we took that away from them. We will work out other methods 
to meet new methods of distribution if we have to, and we don’t have 
anything to fear if we do a good job. 


=< —— 


GET YOUR SHARE OF THE EXPECTED 
POST-WAR BUSINESS INCREASE 
By Henry L. Chesick 


The Century Press, 
New Castle, Ind. 


N THE July-August issue of WHAT NEXT?, the little publication 

gotten out by Dennison up at Framingham, Mass., they have a little 
sheet of “‘Food for Post-war Thought.” I think we might drop the werd 
“Post-War,” and just say “Food for Thought,’’ because if we wait until 
after the war it is going to be too late. I am going to quote a bit 
from this article: 

“While the captains of industry sit around polished mahogany in 
organized post-war planning boards deciding what new products, new 
distribution methods, new advertising appeals will be needed to sell some 
30 per cent more goods and services to the American public after the 
war, the little fellows who are actually going to sell these goods and 
services to Mr. and Mrs. Consumer—the retail merchants along Main 
Street—have their post-war plans already made. They don’t want new 
products, They just want an ample supply of the good old pre-war stuff. 
They don’t want new distribution methods. They just want to do 
business the same as now or before the war, making at least the same 
margin of profit. And they’re pretty sure the public will be satisfied. 
They don’t expect a marketing revolution nor will they create one.” 

And they refer to a couple of articles from other publications. I 
looked up those two articles, and here is the report: In the first place, 
the retail merchants of the United States must after victory have facilities 
to sell from two to 20 billion dollars more goods and services than in 
1943, when total retail sales surpassed 63 billion dollars. That is an 
increase of 30 per cent. That is necessary to attain the goal of the 
Committee for Economic Development, which is 57 million workers 
employed the year after peace, to get a national income of 142 billion 
dollars. This must be done if our national economy doesn’t go into a 
tail spin. Thirty per cent more retail business in goods and services than 
in 1943—that is my quota. 

Where do they expect the business to come from? Savings—‘hot 
saving’’—as Professor Slichter of Harvard calls them. Savings of $100,- 
000,000,000. The hot savings are money the people are eager to spend 
for new things in their homes. Folks have paid off their debts and mort- 
gages, they have a feeling of security, and they are willing to spend for 
the things they want—new goods, new inventions, new improvements in 
the things around the house. More customers—the population has in- 
creased with the expansion of the national income. The population in- 
creased fourfold from 1850 to 1937; if it took place once it should take 
place again. And then the replacing of worn-out goods of all sorts— 
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What then? Stay home...do nothing? You know 
you won't! Like our fighting men, you've earned 
the right to choose work you enjoy. And the 
time to prepare is...now! 

A surprising number of war workers are going 
to learn to type...a skill easy for them to acquire. 

For women who want careers, typing is the 
opening wedge to the world’s most fascinating 
professions. For women who plan marriage, 
typing brings contacts with the world outside 
... keeps distant friends in touch, leads to club, 
business, and social activities that less accom- 
plished women miss. 
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automobiles, refrigerators, new homes, furnishings. The most important 
point brought out in this survey is that employment may be expected to 
remain high and the total wage income of the country should remain large. 


We have heard that after the war business will be done differently. 
They are not so sure. It is not just a matter of conduct. If they make 
changes and new lines come in, sales policies will come in due time, and it 
will be a natural evolution. They don’t expect a marketing revolution, 
nor will they create one. The retailer will play a large part in getting the 
national business under way with war needs relaxed; that will start the 
retailers and their customers, and the wholesalers will follow. Those 
who distribute the goods have the job of stimulating demand and keeping 
it going. The opportunity and the challenge are one. This is a frank 
talk about doing more business after the war, and a more profitable 
business. And it is a talk with millions of people employed in the 
nation’s stores. It includes independents, chains and department stores. 
Most of us are independents, and we cannot segregate any group. Each 
one will get his share of the increase in retail business according to his 
efforts made in that direction. Already a large number of manufacturers 
are planning substantial increases in their post-war production over 1940. 
And they are going to be bearing down on me to do more business in 
order to keep the franchise. In our town there have been announce- 
ments of new franchises being held by our retail stores. Why? Because 
this is a good time. Either there will be more stores, or larger stores, 
or swifter turnover and better methods in present stores. You and I 
prefer the third method but we will have to step in and get this business. 
We will have to step up and bid for this new business, with methods 
that catch the public favor. 


This Committee on Economic Development report is interesting. It 
gives us the six steps we should take if we are to share properly in this 
greatly increased business: (1) Make a plan for estimated sales. (2) De- 
cide what lines to carry and improve relations with sources. (3) Adopt 
methods for increasing sales to a planned volume. (4) Decide what 
changes are needed in the store itself. (5) Organize, compensate and 
train personnel, and (6) Control costs, keep records and finance. 


Certainly we do not feel that the reported statement of the Pennsy]l- 
vania stationer is correct, about doing 25 per cent of our present business. 
If the extra 30 per cent of business is there, as they tell us it is, then 
as they used to tell us in the Army. “Come and get it.’ 
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Lofge, H. H. West Co.; Geo. Schumacher, 
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1. Bill Jarchow, Chas. 
Siekert & Baum; Edw. H. 
gam S. J. Olsen Co.; Geo. Palm, H. H. West Co.; 

. W. Spangenberg—all from Milwaukee. 


2. W. S. Beeken, Mel G. Wheeler, M. H. Chute, Jr., Charles G. Con- 
sodine, Franklin E. Rising, Jr.—all Bainbridge, Kimpton & Haupt, Inc. 


3. G. O. Stevens, Stevens, Maloney & Co., Chicago; Charles G. Conso- 
dine, Bainbridge, Kimpton & Haupt, Inc.; Harry Balch, Quality Park 
Envelope Co.; Elmer E. Long, Marshall-Jackson Co., Chicago; L. H. 
Wasley. Quality Park Envelope Co; W. B. Brass, Brass Office Sup- 
ply Co., Indianapolis. 


4. W. B. Ellsworth, Corry-Jamestown Mfg. Corp.; Frank E. Peck, Frank 
E. Peck & Co., Omaha; George Baxter, Diebold, Inc.; Fred Haines, 
Wilson Jones Co., Marion Follin, manufacturers representative; Oscar 
Wilkerson, Jr., Security Steel Equipment Co. 














THE CURRENT CAMPAIGN PICTURE 
By Raymond Moley 


Associate, 
“Newsweek” Magazine 


AGREE with all the chairman has said about the importance in the 

life of every one of the stationers’ business of America. It is one type 
of dealer where one can still get the means of earnings a living—at least 
I can. If it were not for you I could not work even for a day. 


I have been on a trip for three weeks over the country, and am just 
about completing the trip. I went in the interest of my reporting in the 
magazine, NEWSWEEK—-you see, I had to get that in somewhere—and 
in my newspaper column. Because I have long since come to realize that 
the worst place to know anything about politics is Washington, and the 
next worst place is New York. They only know the result of the 
election when they come down on Inauguration Day, and see the places 
of the old taken by the new. And they will find that out, too, one 
of these days. 


I want to devote part of what I have to say to some general observa- 
tions on the trip I have just taken. I left New York three weeks ago 
yesterday, and care to Chicago. I covered Colorado and Wyoming, 
and on up to Portland, Ore. My associate on NEWSWEEK, Mr. 
Humphries, started north and covered all the states from Minneapolis to 
Seattle. We went into these states entirely with an inquiring mind. 
One thing you do need to learn in politics is never to kid yourself, 
and a realistic picture of the country’s thinking and feeling at this time, 
it was felt, was something in wich the public, or that part of the public 
that reads NEWSWEEK, is interested in. 


We met in Portland, my friend and I, and traveled to California. 
The longer you stay there, the less sure you are of how things there 


are coming out. We stayed there ten days, and I came back to Kansas 
and Missouri, and spent yesterday in Missouri. 
Determining Factors in the Election 
This is the way it looks to me: We tried to precede Mr. Dewey’s 


campaign train, and tried to follow it. We wanted to see the before 
and after. Unfortunately, we got in front of it just about the time it 
broke up the routine of the Southern Pacific Railroad through two wrecks. 
Something always happens to a presidential candidate in that country, 
and we were glad it was physical and not political this time. His train 
ran into another. It is not determined whether that is the last train 
Dewey ran into during this campaign, but I am going to tell you the 
train he runs into is going to feel it. 


“How is Mr. Dewey doing?” is the question everyone is asking. This 
is a perfectly objective attitude. Mr. Dewey, contrary to most people’s 
views of the man, is intensely interested in organization. He is a great 
executive. He knows what is going on, and what is taking place in 
the offices of those who are responsible to him. He is a hard master, 
but a generous and a fair man. But he knows how to run an organ- 
ization. He knows how to keep his subordinates from quarreling. He 
knows how to keep them on their toes. That is not for the purpose of 
influencing anyone’s vote; that is purely objective. Consequently, he spent 
99 per cent of his time on this trip in seeing that effective work was 
going on in the states where he went, in meeting the people and the 
press, and getting everything he might learn from that trip. I have 
seen several presidential campaign trips, and I could see that he had 
made a favorable impression in those places. He knows how to listen 
to people, to get the wisdom they have, and how to interpret what he 
gets. 


We covered a good many states, and taking all of our observations 
together, I would make three or four, not predictions, but comments of 
a general character. One is this—that the result of this election is largely 
going to depend on the total number cf people who vote. If 40 million 
people vote, or some number in the low forties, I think Mr. Dewey will 
be elected. If 50 million people vote, I think Mr. Roosevelt will be 
elected. The great question is, how many of the eligible voters in this 
country will actually cast a ballot on the seventh of November, or will 
cast them in the services and in other ways before that. That, it seems 
to me, is fundamental. 








Second, as to the sentiment of the people, it is my opinion that the 
overwhelming thought in the minds of the American people is, ‘‘What can 
we do through our efforts and conduct to get these boys home just as 
soon as it is possible to do so consistent with victory?’’ And any sugges- 
tions of performing sociological experiments on the soldiers after the 
war, after the business of the soldier is over, is certainly not going to be 
popular with the boys or their parents. The people want to know that, 
and they aren’t going to take any wisecracks from anybody as an answer 
to certain charges that have been made. And you have probably heard 
some of those wisecracks. 


The third observation centers about the efforts of Mr. Sidney Hillman 
and his Political Action Committee to grab the voters who are of 4 
certain opinion, and get them to the polls by high-pressure methods. Mr. 
Hillman is a very effective organizer. Do not underestimate his capacity 
along that line, or the machine he is setting up for getting those who 
are willing to be influenced to the polls. It is a very effective organ- 
ization, basically. However, it is an effective organization in certain 
isolated places—that is, in New York. But this country cannot be organ- 
ized by any New York red organization. The trouble with an organ- 
ization with its roots in New York City is that it is just as likely to 
be a liability out through the country as an asset. Tammany never votes 
for anybody west of the Hudson River. Mr. Hague does well a little 
west of the Hudson River, but not very far. That is the question: Are 
Hillman’s efforts going to get votes or lose votes for him. And I found 
evidence, coming away from New York. But the farther I got from 
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New York, the better I felt about Mr. Hillman, for in fact I felt that 
Mr. Hillman wasn’t getting across. The farther from New York I got, 
the less I feared him. 

He is not delivering on the West Coast. They went out there and did 
a lot of work, made a campaign, and destroyed the political career of a 
very competent gentleman, John M. Costello. And Hollywood went to 
work and helped Hillman. This is a Hollywood district I am talking 
about, entirely within the limits of Hollywood. They put up a man 
with no poitical experience, a man whose experience in the past turned 
out to be somewhat of a shock to them. Because, to their consternation, 
they discovered they had elected a former member of the Ku Klux Klan. 
With this association of Mr. Hillman and of Hollywood with the Ku Klux 
Klan, as I said once before, that candidate was funnier than any Holly- 
wood character since the days of Ben Turpin. He is going to get the 
daylights licked out of him, according to his past record. So that wasn’t 
a very good political organization. A good organization knows the back- 
ground of the people it gets behind. 

You will remember the West Coast is mainly A. F. of L. They are not 
taking to Mr. Hillman’s efforts to vote them in the mass production line. 
They do not like what is going to happen to A. F. of L. after the 
election if Hillman emerges as the strongest member of the Democratic 
Party. 

As I say, the general picture and these observations are subject to 
change from day to day, and I do not set them down for any one to 
remember. This election now looks very close. It looks to me as if 
anyone would be utterly reckless and foolish to say that either side has 
any advantage at this moment. It is a very close election, and it may 
be decided by Pennsylvania, Missouri, Massachusetts and California. 
The test of a great free government is whether the individual is safe 
and whether a minority is safe. That mechanism consists of the Consti- 
tution and a two-party method of operating the Constitution, these two 
parties spread over the whole length and breadth of the land. That is the 
formula for freedom, and it is the only formula this country has ever 
known. And it is interesting at this time, in this state of the 
world’s difficulties, that only two countries—Great Britain and the United 
States—have that form of two-party government. 

So we can assume that this form of government, with two great 
parties—and I keep coming back to that—will be the mark of stable 
government. 


Parties Formerly a Cross-Section 

I want to speak about what these parties are. In general, the two 
parties in this country have represented all interests—that is, viewing 
the civilization in the United States as a matter that can be classified 
along certain lines as to economic interests, farmers, laborers, rich, poor, 
small business, big business, and so forth. 

The most stabilizing thing in our civilization was the fact that each 
party, in a sense, represented the generality of America, and the soundest 
position a party could take was to say, ‘““‘We are not for that class, 
or this class, but for all in this country.” We did not in politics try 
to place people in classes. That was the rule 25 years ago. Minorities 
are safe in that situation—not only economic minorities, but religious and 
social minorities. They are all safe because they are all protected by 
this general attitude of the two parties. 

Now anything that happens to destroy that character of the parties is 
a dangerous thing, because when the party lines get to turn this way and 
then go that way, and divide the people according to classes, then what 
you get immediately is majority rule. I do not say majority government, 
but majority rule, which is another thing. And majority rule in the 
history of the world, has always become a one-man rule. 

I used to try to make it clear to myself and to my students the nature 
of party government in this country, using maps to chart it. I did not 
use maps showing states, but showing congressional districts. And as I 
fooled around with those maps 28 years ago I discovered some very 
interesting features of American party government that you cannot de- 
scribe as politics. I found, as you plotted on the map the political con- 
gressional districts, that year after year from the Civil War up to the 
twenties, there was the heavy “Solid South,’’ which comprised the row 
of southern states and on up to around Virginia. That was the ‘Solid 
South”—everybody knew that. And I began to notice on the maps what 
can be called the ‘“‘Republican Solid North.’’ In short, there was an 
area in this country that extended from somewhere on the Ohio-Pennsy]l- 
vania line, running through Columbus and Indianapolis, cutting the 
state in two, and on to the west as far as Denver. If you took that 
line, and grouped the congressional districts north and south of it for a 
hundred miles, you found almost a continual “‘Solid Republican North.” 


How Roosevelt Strategy Changed 

Now some personal political experiences. It was in active politics in 
1931 and 1932, as your chairman advised you, and I knew pretty well 
the approach of Mr. Roosevelt and his master strategist. He often told 
me the story, the Roosevelt philosophy in those years, and it was to 
more or less leave the big cities to themselves, and to seek, so far as 
he could, to win the support of the rural districts and the smaller cities 
and towns. He did that, you know, when he ran for the senate in New 
York, because he was elected in a heavy Republican district, and he 
did it by getting the farm vote. He did it when he was elected governor 
of New York by not paying much attention to the towns. He let them 
vote as they wanted to, as their habits dictated, but he tried to get votes 
upstate. He did, and he was elected by 25,000 in the first election. and 
by 730,000 in 1930. 

When he ran for president in 1932 he made the same appeal. The 
strategy in 1932 was to break into this “Solid Republican North” 
through favorable policies toward farmers and small business, and to 
change the balance of the country sufficiently to get a majority for his 
party. He did it again in 1934. Then a change came over the spirit of 
the dream, and when that change came I walked out, because something 
happened in 1935 in this country that was not good for it. Incidentally, 
Louis Howe, who was the author of the strategy, died and then Mr. 
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l. Al Skibbe, Associated Stationers Supply Co.: Jas Flotte, Hanson- 
Flotte Co., New Orleans, La.; J. Henri Petetin, Henri Petetin, Inc., 
New Orleans, La.; J. L. Meyer, Standard Office Supply Co., Pitts- 
burgh, Pa.; J. W. Tamany, Boorum & Pease Co. 

2. C. R. Mack, DoMore Chair Co.; C. W. Cooper, Daniels Co., Muskegon, 
Mich.; Frank H. Parke, Democrat Prtg. & Litho Co., Little Rock, Ark.; 
Ben Williams, Jr., DoMore Chair Co.; Al Cooke, Desk & Office Sup- 
ply Co., Oklahoma City; Fred L. Turner, DoMore Chair Co. 

3. Ray Hammond, National Blank Book Co.; J. M. Mills, The Mills Co.. 
Sheridan, Wyo.; Mrs. Hammond; Sterley Jerue, McCain & Hedman 
Co., St.. Paul; Mrs. Turner; Earl Greiner, Pantagraph Prtg. & Staty. 
Co., Bloomington, IIl.; Herb Morgan, J. A. Turner, John Ramma and 
Walter Kane, National Blank Book Co. 

4. O. E. Earnshaw, Roth Office Equipment Co., Dayton, Ohio; Dave 
Price, Eagle Pencil Co.; Charlie Ramsey, Ever Ready Calendar 
Mig. Co.; G. C. Lipp. W. H. Kistler Staty. Co., Denver. 


Roosevelt was surrounded by any one who had large majorities at their 
disposal—your man Kelly, and Hague, and Flynn, and, later, Lewis for 
a while. Then came Mr. Hillman. 

But what happened in 1935 and 1936 was a complete shift. Now what 
do the maps show? I recently made a series of ten maps, showing ten 
congressional districts. They showed this Republican district—let’s say 
it was red. Back in 1924 it was the same as it had traditionally been. 
In 1930 it began to change, and you could see Democratic districts 
bobbing up in central Illinois and in Iowa. In 1932 it broke a little 
more; in 1934 it remained about the same. Now in 1936 it started to 
come back, the same way it had been in the past. It started to come 
back Republican; even though Mr. Roosevelt won by 11 million votes 
over Mr. Landon, he carried fewer counties in 1936 with 11 million votes 
than he did in 1932 with six million. That meant the pendulum was 
swinging back. In 1938 it went back more, and in 1942 still more. The 
map of 1942 and the map of 1924 look exactly the same. They wandered 
into other lands, found they were not full of milk and honey, and 
they wandered back. 

But some things are not shown because the maps are too big, and that 
is the political contour of the cities—the great cities. I could not show 
the cities on the map and had to put them in a tabulation. Then I saw 
what has happened in this country and what is happening now. 

In 1924 the big city districts—Chicago, Cleveland, Detroit, Milwaukee, 
Minneapolis, St. Louis—almost balanced. I think there were 27 Repub- 
licans and 26 Democrats. In other words, the balance was there in the 
cities between the parties. The balance changed in 1930 and 1932, but 
that tabulation in 1942 shows that that group now runs about 60 to 15. 
In other words, the New Deal Party had become the party of the cities. 
The rest of the country had returned to its former balance, and Mr. 
Roosevelt had staked his political fortunes on certain groups in the 
cities and certain leaders in those cities. 

Many of you know what happened in Chicago here in July. I was here. 
You know it was decided by certain people that Mr. Wallace was not 
the indispensable man. Experience, for their purposes, was not the guide. 
They have a double election slogan: Elect Mr. Roosevelt because he 
has had the experience and elect Mr. Truman because Mr. Wallace has 
had the experience. 


Democratic Party Represents Minority Group 
I will try to describe in terms of a scientific picture of the country 
what was shown in what happened here in Chicago. The leaders of these 
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groups—the leaders of these minorities—controlled that convention, and 
things were cleared through Sidney and through other gentlemen asso- 
ciated with him. If you want any further evidence of this, you can see 
it in the vote in Congress. There was one vote in Congress, and that 
was in February just after Senator Barkley ran his phony rebellion. 
There were 95 votes cast for Mr. Roosevelt to sustain his veto of the 
tax plan in the House. There were seven others paired, so let’s say a 
hundred votes were cast for him, and the rest of Congress against him. 
What were those votes? Well, I got out the Congressional Directory 
and worked it out. To my amazement, I found those votes were almost 
exclusively city votes. There were no votes in Illinois cast for the 
president in any district except in Cook County. There were no votes in 
Michigan except in Wayne County. There were no votes in Ohio except 
in Cleveland and Youngstown. There were no votes in Pennsylvania 
except in Pittsburgh and Philadelphia. There were no votes in New York 
except in Albany and New York City. There were no votes in Massa- 
chusetts except in the Boston area. There were no votes in California 
except in San Francisco and Los Angeles. In short, Mr. Roosevelt in 
eight years had created a party that no longer possessed the character 
of generalities of all groups in America. He had a labor and big city 
minority party. 

That is exactly what we have in this election. That is the way the 
election will be decided. That is what faces this country. And I, as an 
old-fashioned Democrat, am very much worried. 

Then we get a new type of political organization technique, and that 
is what we call the Hillman type. It possesses two characteristics which 
are not at all American. One is the attempt to swing the election by mass 
votes taken from two or three minorities. That is entirely a European 
method. The second is the penetration method. It is a termite organ- 
ization. It consists of getting into a big organization—I haven’t used 
“Communists” thus far, but the Communists have gotten into organ- 
izations by pushing two or more fellows into the governing board, and 
then they become very articulate. Whenever there is a resolution they 
get in a few words, and then after while they get a third man in, and 
then another one, and pretty soon they are in control. That is the 
penetration method—the method now being adopted in capturing the 
Democratic party through Mr. Hillman’s efforts. 

The termites always operate better when the big body they are working 
in is sluggish and obese, tired and a little bit too successful. 


Republican Victory Can Re-establish Democratic Party 
Now, as a Democrat I fear for the future of the party. I don’t like to 
see a party captured that way, divided according to classes. And I do not 
like to see it turn from a versatile line to a special line. Therefore 
I am looking around for a doctor for my party. And I am not looking 
to Doctor New Deal. Apparently Mr. Roosevelt has gone back to him. 
He said he had dismissed him, but in addressing the teamsters he evi- 
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dently decided the New Deal was good for another election. I think 
there is only one doctor fit for the Democratic Party this year, and that 
is a doctor named Dewey. I want to see the Democratic party re- 
established in this country as a truly national party, and it cannot be 
re-established that way if it wins. And it probably will be after it loses. 


I want to see it re-established, because I shall probably go back to it 
some time after it has had a proper airing. I don’t feel comfortable 
being a Republican. But I am not going back to any party bossed by 
Mr. Hillman because that is not my kind of a party. 


It seems to me the only thing to do in this country is to get back to 
the principle of two great national parties, parties that cover all groups. 
Only in that way can we go forward as we should. There is a great 
paradox: ‘You must have a government for the protection of minorities. 
But that government must have a divided allegiance, part for one party 
and part for another. 


That is the mechanism of freedom in this country. It is paradoxical, 
but fundamentally true. It is the only mechanism that has ever been 
devised in the history of the world whereby freedom can be maintained. 
It is the fundamental thing to be kept in mind, not necessarily for the 
purposes of this election, but for all time. That, it seems to me, has 
become a major consideration in this election campaign.” 


SEEING YOURSELF AS YOUR 
CUSTOMERS SEE YOU 


By James Watson 


Personnel Director, 
Emporium World Millinery Company, 
Chicago, Ill. 


Y FAVORITE subject is the teaching of salesmen how to talk 

about their product, their methods of approach and their relation- 
ship to the public in connection with what is probably most important in 
business today—the meeting of people and the selling of goods. Although 
I have been dealing with this subject for years, I never get up before a 
group without being first: scared; and second: humble. 


On the subject of good sales training, good salesmanship, good con- 
tact with the public, good knowledge of distributing merchandise with 
the best possible finesse, I very humbly submit that sometimes I think 
that nobody knows but God knows what this thing called good salesman- 
ship really is. 

Mr. Skibbe is right. For four and a-half years I have trained people 
in one company. I found an organization extremely alert and capable of 
a very high type of training. The usual type of classroom was in use 
and the results were not satisfactory, for only about ten per cent got on 
quickly. The others, though capable, needed further instruction to put 
the training into practice in the way in which it was intended. Then I 
went to Montgomery Ward, where I had 50,000 people distributed in 
nearly every city in the Union and in many stores and mail order houses 
—a diversified field requiring training of all kinds. Everything I had 
learned I put into practice with Montgomery Ward, and, humbly, I 
think I had considerable success. 


There is one great profession that is tied up lock, stock and barrel 
with the sales profession, and from which we cannot separate ourselves. 
That is the profession of the theater. 


Sales Training in a New York Store 


This is the way we worked it out in Macy’s. Out of this company’s 
experience have come great principles of training people in the mass. That 
is what we were engaged in. We worked out a little theater and put 
it on wheels, so that we could move it from one part of the store to 
another. It was built so that the properties could be arranged easily 
and opened up quickly. We organized a theatrical company, who studied 
and learned all the script covering hundreds of sales situations. Then 
we broke those people up into groups of three or four or five, and gave 
them the rolling platform or stage. They went into the hosiery depart- 
ment and would set up a dummy counter, reach into the department, 
and grab merchandise out of stock. One of the students would ring a 
big bell and everyone would come into the hosiery department. We had 
a five-minute sale. Then the merchandise went back into stock and the 
rolling theater went into another department. For five minutes there 
would be another dramatization of good constructive selling. We rolled 
those things through those floors all morning long. 


further. We built a theater in Macy’s—a big room 
150 to 200 people—and this troupe from 9:30 in the 
morning until night would put on 30-minute sales. Every person was 
invited to attend these presentations every half-hour. In about two weeks 
the capacity of that theater wasn’ enough to hold the crowds that poured 
in there every 30 minutes to see the show. 


In Montgomery Ward we had a bigger task. We resorted to a pro- 
gram of about four film productions a month. They lasted from seven 
to 13 minutes, and covered every conceivable phase of selling or meeting 
the public we could possibly get. At Ward’s, as in Macy’s today, it is 
all the same; it is a matter of reaching the minds of the people, the 
employees. That has not yet been approached with the scientific care 
that you give to the manufacture of your products. 


Then we went 
that could hold 


Improved Products Must Still Be Sold 


The major part of my experience has been in retail stores. I think 
some of the ideas we have developed can well be applied to your business. 
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{In the post-war period I have the profound conviction that your products 
will be better than ever before. I think your opportunities for increased 
distribution will be superb. Your opportunities for greater and greater 
sales are tremendous. And there will be a great post-war need and de- 
mand for improved relationship with people. I have a great challenge for 
you today, and I believe in the majority of post-war programs—and I 
have seen a great many of them. The problem of your relations with 
people has not been rated as important as new markets and the improve- 
ment of your product, but it IS just as important—perhaps more so. 

Our company is one of the largest distributors of millinery in the 
world, operating almost a hundred departments all over the country. 
Our business at the moment is hats. But our president says our business 
is not hats, that any one can get hats. There are manufacturers in 
Chicago, St. Louis, New York, Texas and Kansas City; they are all on 
a par. They can make their products as good as they wish, because of 
the machinery, improved fabrics, better methods, mass production and 
other things. He says we are not in the hat business; we are in the 
business of people. However much we may think we can put out the 
finest hats in the world, after we put them in the retailer’s organization 
no improved fabric can win our sale, no matter how marvelous the mer- 
chandise is. It takes some one to translate it to the ones who come 
to buy. I would like to observe, also, that however crude an article is, 
however wanting in goodness, a good sales person can sell it like hot 
cakes, and does it every day. 

Ask any of the retail clerks, and you'll find that they will all 
vote 100 per cent that in their lives there is at least one customer 
whom in their heart they hate her very being. The minute she comes 
walking in they say, ‘“‘Here she comes again.’’ But when the customer 
gets down in front of him, he is all smiles, and has a pleasing saluta- 
tion. If he weren’t a good actor, what would he say? “Listen, baby, 
better beat it before I break your neck.’’ But what does he do? He says 
“Good day, lady,’’ and makes her a neat bow. That is good theater and 
it is also good business. 


Qualities of a Good Salesman 

The same thing carries through every contact we make. One of our 
requirements should be that kind of training, a good course in conduct, 
how to carry yourself. ‘“‘How good is your posture? How good is your 
smile?”” Some people don’t have any; they weren’t born with any. In 
retail, particularly, a great majority of the shopping public go shopping 
to forget their own problems. They are tired, and they say, “‘I’ll just go 
down and do a little shopping.”” And when they come into a store, they 
frequently see a “‘sour-puss” waiting for them, and they say, “‘Why, I 
came down here to get rid of that, and here it is again.” 

A funny thing about posture, the way you walk in and shake a man’s 
hand. I read the other day where someone had written, “A man was 
introduced to me, and gave me his hand, which I shook and handed back 
to him.”” Can’t you just picture that? Can’t you see that hand that 
he had to hold for a half-second? He probably let go of it as quick as 
he possibly could. 

This thing we call a smile—can we do it? 
trying today. Say ‘Good morning’ and laugh.’’ Make your face work. I 
said to one fellow, ‘“‘Why don’t you smile?” ‘I am not of the smiling 
type,”’ he replied. Well, he shouldn’t be selling, then. 

Our personal idiosyncrasies are little things that frequently irritate the 
public. A man selling something kept rubbing his nose with his hand. 
Finally the customer said ‘For goodness sake, blow your nose.”’ Any 
nervous affliction, such as swinging around nervously, little things that 
happen to be on a counter, crossing your legs in an office, or sitting 
clear back on your spine may be sources of irritation. Do you move 
your chair about? I heard of one man who screwed his visitor’s chair 
down to the floor. Do you smoke while you are talking? What do you 
do with the ashes, or the cigarette butt? 

In the entire retail field, most of the people engaged in selling any 
product know something about it, at times a great deal about it. But 
there is a great amount of mental looseness in people, or else the mer- 
chandise and its good points have not been sufficiently dramatized to 
hold their interest. Sometimes the salesgirl will say ‘‘Isn’t that perfect? 
It is just gorgeous.” If, instead, she would say ‘‘That gown is an exact 
replica of a Picquette creation, with genuine cut-steel buttons, with an 
extra wide hem cut on the bias, made out of one of the finest pieces of 
material that money can buy, guaranteed color-fast and guaranteed 
shrink-proof,’”’ what wouldn’t the customer do to make that purchase? 

Sometimes, if you give too much information, you will scare the cus- 
tomer. I am waiting for a chance to buy another automobile when they 
get back into production again. But the Lord deliver me from the 
technical genius, the man who knows all about pistons and downdrafts 
and “super-this” and “‘hyper-that,” who raises the hood and shows me 
inside, and says, “‘Look at the copper there, and see that downdraft and 
this hydraulic mechanism.’”” Do you know what I am interested in? 
Nice white side-wall tires, double windshield wipers, double horns, double 
everything, a fine appearance, with a nice swell piece of upholstery on 
the inside. And then when he says to me in a whisper, “It'll do 110 
miles!’”” Wow!! That’s what I am looking for and he can sell me 
quick because he is telling me something about this that I understand. 

You gentlemen engaged in the manufacture and distribution of products 
which do not so readily lend themselves to this romantic approach may 
wonder, “Can I apply that in my business?” I think you can. The 
thing is for you to look at it that way. You can get romance into your 
product if you try. 

There are two things I think should be given more thought in the 
training of men and women, and that is the development of enthusiasm 
and imagination. If your goods lend themselves to sale through catalogs, 
get a guy with imagination to prepare them. Put something on the 
margin, print them in color, put a joke in now and then, make them 
human, make them alive. Don’t be too damned grammatical, either. 
Get enthusiasm into your business. I can walk up to a customer and 
say “Mister, this particular thing is solid gold. Do you like it?” And 
he will probably say “I don’t think I will buy it today.” Or I can 
Say something like this: ‘‘Just look at it, think of it, put your hand on 
it! It’s specially designed and made of solid gold.” And he says 


I tell my audiences ‘Start 
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“Give it to me, let me have it quick.” It is the way you talk, the way 


you look, the way you tell about it. 

Do not sell a headache with every shirt, or a bunion with every bras- 
siere, or a mother-in-law’s expected visit with every dining room suite. 
That is personnel training. Let’s look out for personal appearance and a 
cheerful countenance. Come up to your customer with your head up, 
your chest out, your stomach in, if you can get it in. Look your cus- 
tomers in the eye. I wanted to hire a young man the other day, and I 
interviewed a young fellow who had on bobby socks and kept looking 
over my shoulder—never at me. I wanted to kick him because I won- 
dered what on earth he saw behind me. I thought maybe there was 
something the matter with me back there. He distracted my attention, 
and I knew he wasn’t paying attention. The best thing in business is to 
look the customer in the eye. 

The greatest success in selling is going to be accomplished by the 
thorough knowledge of your problems and of those in your employ. You 
know we in the selling lines have great markets and will have in the 
post-war period, and the markets are expanding. You are planning for 
increases, and are already setting up your mechanism for that. You are 
going out for higher things, for additional customers; your sales people 
will be working in bigger territories with more people. 


Vigor, Not Years, Measure of Age 

Every time you have a meeting, you say “Are there any questions 
you want to ask?’ And each one watches everybody else; they are all 
looking somewhere else. “‘Any one want to ask a question?’”’ They are 
afraid or ashamed to ask questions. Youngsters aren’t; and the youthful 
aren’t. Questions, questions. That is a sign of youth, and we must be 
very patient with it. Youth is not a time of life; it is a state of mind. 
Youth is rather the quality of the imagination, the vigor of the intellect, 
it is the freshness of the deep spring of life. Youth means a tempera- 
mental predominance of courage over timidity, and it can exist as well 
in the man of 50 as in the boy of 20. Nobody grows old with the 
number of years, but only by deserting their ideals. Years wrinkle the 
skin, but lack of enthusiasm wrinkles the soul. Whether one is 70 or 
16, there is in everyone’s heart the love of accomplishment, and the 
young challenge us with their unfailing childlike aptitude for knowledge 
and by their enthusiastic joy in the game of life. You are as young as 
your faith, as old as your doubt. You are as young as your self- 
confidence, as young as your hope; you are as old as your despair. 
When the wires are up, hope and courage, grandeur and power flow to 
every man from the infinite, just so long are you young. When 
the wires are all down, and all the central pulsing in your heart is 
covered with snow and ice, then are you grown old indeed and may 
God have mercy on your soul. 
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POST-WAR PRICING PROGRAM 
By Charles B. Hammen 


Senior Price Analyst, 
Office of Price Administration, 
Washington, D. C. 

WANT to extend to Mr. Garvin and your Association on behalf of 

Mr. Bowles and the Office of Price Administration sincere appreciation 
for your invitation extended to me to take a peek over the price horizon 
with you. 

First of all, I want to say that accepting this opportunity affords me 
the pleasure of extending to each member of this splendid organization of 
National Stationers an official word of thanks. 

We thank you for your wonderful contributions to the war effort. We 
thank you for your splendid co-operation in assisting us to stymie inflation 
as manufacturers, wholesalers, retailers and, yes—as consumers. We thank 
those of you who have given us precise knowledge of your industry prac- 
tices, also furnishing us with valuable statistics and data, thereby assisting 
us immeasurably in writing equitable price regulations. We repeat again 
our appeal for your further co-operation until this terrible conflict is over. 

When Charlie spoke to me down in Washington about bringing a mes- 
sage to you, I was reluctant to accept as I personally harbored the 
thought that you people have suffered enough with anti-inflation bulletins 
and communiques from me. However, I did say to Charlie that in the 
event I could bring from the national office a message of importance, a 
message that contained some reliable indications of future plans and 
thoughts in OPA, that I would be only too glad to bring them to you, at 
this, your all-important Annual Convention. 

In the majority of my previous talks, I naturally talked on what hap- 
pened in the past. That pattern was quite necessary in order to recite 
the unfortunate effects and processes of ‘‘inflation.’’ Then came the neces- 
sity of explaining the issuance of the General Maximum Price Regulation 
—‘‘The Freeze of the Century’’—followed by the march of some 560 spe- 
cific price regulations accompanied by thousands of amendments. 

Now with VE-Day in sight we all have a right to wonder when “RR- 
Day” will be approaching (That “‘RR-Day’’ stands for Regulation Revo- 
cation Day). 


OPA Acquainted with Entire Economic System 

We in the Office of Price Administration have an unusual opportunity 
to see the workings of our economic system at first hand. Imagine, if 
you will, our organization throughout the country receiving each week 
more than two and one-half million telephone calls from business men, 
farmers, industrial workers and everyday consumers. Each week we 
receive 500,000 visitors drawn from every section of our economy. Each 
week we answer many thousands of letters asking specific questions 
about wartime regulations for which we are responsible. 

Our organization has over 489 industry advisory committees plus our 
several hundred additional informal trade committees in regions, resulting 
in a very close contact with every business group in the country. 

The Office of Price Administration learns at first hand what labor and 
the farmer are thinking and worrying about through our labor policy 
committees, our scores of farm advisory committees and through contacts 
with hundreds of individual farm and labor groups. 


Questions on Post-war Now Preponderant 
Primarily these groups, of course, talk to the various executives in 
Washington and elsewhere about the economic problems which confronts 
them under wartime conditions. But lately it has been easy to detect the 
conversations edging around the problems of the future. Here are a few 
of the questions: 


What kind of conditions will business men face after the war? What 
about prices, profits and taxes? What does labor face? What about 
wages? Will peacetime wages and jobs keep up to the high levels of war- 


time? What lies ahead for the farmer? Will their prices collapse when 
the war is over, as they did after the last war? What about reconversion? 
What is going to be the post-war price policy? 

I do not think you expect me to give you all the answers to these $64 
questions. If you do, I am afraid I will have to disappoint you because 
I simply do not know all the answers. 

That reminds me of Charles Garvin’s splendid article in September issue 
of NATION’S BUSINESS. He quoted Will Rogers as having once said, 
*‘Everyone is ignorant, but fortunately on different subjects.’’ 

No one of us would presume to say that he is an authority on every 
subject under the sun. He would not, I am sure, be that egotistical. For 
my part, however, you stationers are far from ignorant when it comes to 
problems dealing with your own business affairs. You are too inquisitive. 
You are too patriotic and too anxious to know the rules of the game 
which you have always been known to follow. We in the Paper and 
Paper Products Branch in Washington should know these things because 
we have had ample opportunity to become acquainted with almost every 
one of you. At this point I might add that we are mighty proud to re- 
port that violations have, as far as we know, been negligible. This is 
further indication of your understanding of our rules and regulations and 
your desire to co-operate in making them effective. 


The Aftermath of World War I Armistice 

Now, ladies and gentlemen, before we go into these questions spe- 
cifically, I would like to recall a momentous date to your attention—the 
headlines that appeared on November 11, 1918. 

Most of you remember these headlines, I am sure. History has a habit 
of repeating itself. We would all like to see these headlines in this eve- 
ning’s papers. But let’s recall for a moment what happened in 1918 when 
these headlines appeared. 

You remember how the whistles blew and the bells rang in every town 
and village over the whole country. The city of Washington and possibly 
other cities were in a black-out on November 10, 1918, because of “‘fuei 
conservation.”” But the next night the lights blazed on. Crowds went 
cheering and tangoed through the streets or showered down paper confetti 
from the office buildings. Stores were closed and schools dismissed. Flags 
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were hung out every window, and parades sprang up to march all day 
long and half the night singing ‘“‘Over There,’’ cheering and shouting 
until they were hoarse. 

Washington draft calls were cancelled and the war agency people closed 
their desks. Most of them took the night train for home. This country 
had successfully fought and won the first major world war in its history 
and everyone in Washington and throughout the nation was glad to have 
that big job done. 

But, let’s look at the economic record. After the Armistice all attempts 
at price control were dropped. Prices went down a little for a very short 
time while industries reconverted and demobilized men looked for jobs. 
But then prices began rocketing up. By June, 1920, only 18 months later, 
food cost 26 per cent more, clothing 45 per cent more, rents 23 per cent 
more, house furnishings 43 per cent more than on the day of the Armis- 
tice. The total cost-of-living rose to more than double what it had been 
when war began and almost half that total rise took place after peace 
was declared. Then in 1920 prices collapsed. In a few short months they 
fell by almost half. Only two years after the Armistice this country was 
headed for a serious depression. 

Yes, we did face a reconversion problem once before (1918) and that 
time we bungled it, and bungled it badly. The economy was left to find 
its own way back to normal, and the result was that industry as a whole 
lost money in 1921, most business liquid reserves were wiped out and farm 
mortgage foreclosures were many. 

The sharp price movements between 1918 and 1921 also represented in 
large part a whirlwind inventory boom and the ensuing deflationary 
reaction. 

That is the story of reconversion after the last war. Everybody moved 
up together, and everybody came down together. We went up fast; we 
came down real hard. It was so hard it was a THUD heard round the 
world. THIS WE CAN AND MUST AVOID! 


Plans Now Being Laid for Post-war 

Now today, with our allied forces deploying around the German fron- 
tiers and pressing ever closer to Berlin, the constant thought in minds 
and hearts of all of us is the speedy approach of another peace day, 
another victory over Germany. We fully realize that there is still a 
struggle of tough fighting ahead, especially against Japan. But already 
elaborate plans are being laid for the day when Berlin falls. Many of 
us in business, in Government and in homes throughout the length and 
breadth of this country are considering how wartime controls over in- 
dustries, over jobs, over rationing and over prices can be safely ended. 

Be assured, please, that we in the Office of Price Administration are 
as anxious as you to finish with our war job of price and rent control. 
Many of the OPA people in Washington and out over the country have 
devoted themselves to this job as a war service to their country and are 


(Turn to page 155, please) 
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NATIONAL ANNOUNCES NEW VERTICAL VISIBLE 

A new portable vertical visible unit for desk or stand 
use has just been placed on the market by the National 
Blank Book Company, Holyoke, Mass. The new filing 
device includes a vertical visible tray, with 15 sep- 
arators; three sets of index guides, ten tabs to the set; 
and 200 vertical visible stock forms, 100 per cent rag 
content. 

The tray has a capacity of 720 6 x 10-inch cards 
or 450 8 x 10-inch cards. Weighing but 11 pounds with- 
out cards, the new unit measures 18 inches long, 5% 





THE NEW NATIONAL VERTICAL VISIBLE UNIT 


inches wide and 1214 inches high when closed. Covers 
open into a V-shape at the correct posting angle, per- 
mitting unusual speed in operation. The tray bottom 
is equipped with uniformly-spaced steel “rails” resting 
on corduroy for positive alignment of record cards. 

Freely rotating multiple separators assure positive 
spacing of record cards and permit index cards and 
guides to pivot freely without binding. Top edges are 
reinforced with red no-glare celluloid. Separator 
bodies are made of silver-coated durable material 
which reflect light without glare. The index guides, of 
blue Bristol 140 substance, 50 per cent rag content, are 
serrated along the full length to rest on rails in the 
tray bottom. 

Other unique features of the new vertical visible is 
the “card out” signal—a heavy green line which indi- 
cates that card has been removed from the file,—and 
three visible margins, horizontal for visible signal 
control, diagonal for visible indexing, and vertical for 
visible data in transaction order. A separate stand is 
available for machine posting. 

Retail price of the complete unit, not including 
stand, is $29.50. Further information may be obtained 
from the manufacturers—National Blank Book Com- 
pany, Holyoke, Mass. 

——————__ == 2 


CRAM OUT WITH TIMELY NEW INVASION MAP 

Just announced to a war-conscious trade by the 
George F. Cram Company, Inc., Indianapolis, Ind., is 
a new invasion item—a detailed map of Germany and 
the surrounding territory of central Europe. Indicated 
on the map are the former boundaries of Austria and 
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Czechoslovakia, the Siegfried Line, Kiel Canal, Wil- 
helmshaven, Bruner Pass, Allied blockade areas and 
other important key points figuring in the daily war 
news. 

The map, measuring 22 x 16 inches, is full-colored. 
The retail price, the same as others in Cram’s Modern 
Series, is 35 cents. Others in the series reported by 
the manufacturer as meeting a ready demand include 
the Pacific, the United States, the World, the Mediter- 
ranean and the Near East. 

Descriptive literature will be furnished by the 
George F. Cram Company upon request. 

—— = 2 
SMEAD ANNOUNCES NEW PLASTIC FILING GUIDES 

The Smead Manufacturing Company, Hastings, 
Minn., has recently released the descriptive details of 
the new filing guides developed by Smead craftsmen. 

The new tabs are of plastic in vivid colors, providing 
sharp contrast with the white facings of the windows 
to bring out type headings in relief. They are smoothly 
finished and have no sharp, rough edges, says the 
manufacturer, and will not corrode, fade, chip, or 
lose color by wear. They are available in several colors 





SMEAD COLORED PLASTIC GUIDES 


in heavy gauge material, and can be supplied in all 
sizes for card, letter and legal filing. Choice of flat 
or angled styles is provided. 

According to the maker, the patented method of 
applying—by welding both sides of the tab together 
through the pressboard—eliminates the use of eyelets 
or other devices upon which papers may catch. 

Further details may be obtained by addressing the 
manufacturer at Hastings, Minn. 

epee 


YANKEE PRODUCTS CO. ANNOUNCES NEW TRAYS 


Two new ceramic products—a porcelain ash tray and 
a three-part utility tray—have recently been placed 
on the market by the Yankee Products Company, 121 
South Braddock Avenue, Pittsburgh 21, Pa. 

The ash tray, of porcelain construction, is available | 
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Made strong and sturdy to give 


satisfactory service. For 3x5, 
4x6, 5x8 and 6x9 cards and 4x9 


for checks and notes. 


MONROE . re”>” MICHIGAN 
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Weis Metal Tabbed Pressboard blank 
guides, indexes and filing folders are 
so well made they will stand a lot 
of use and abuse. Yes, they do 
cost more, but they give such long, 
satisfactory service the chances are 
the user will not remember when he 
bought them or what they cost. Sell 
Weis Metal Tabbed Pressboard 
guides and folders to your customers 
and reap the benefits of larger prof- 
its per unit of sale. We have free 
advertising material which will tell 


‘em so you can sell ’em. 
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MICHIGAN 














The long-lasting kind with the 
wood back. Sheets are in 
grooves, nailed in, never pull 
out. Not a cheap kind but 
one for business for perma- 


nent use. 





MONROE MICHIGAN 


NEw YORK CHICAGO BOSTON 
Weis Manufacturing Co., In¢ Associated Stationers Adams, Cushing & Foster 
54-56 Franklin Street Supply Company Incorporated 
OKLAHOMA CITY OMAHA Fort WorRTH Carpenter Paper Company 














in white, green, black or brown. Six and one-half 
inches in diameter, with felt-covyered bottom to pre- 
vent marring furniture, the new tray features a pipe 
rest, two ash compartments, and match book re- 
ceptacle. 

The utility tray, measuring six by three inches, is 


— Pe det ON: Sh 


YANKEE PRODUCTS PORCELAIN ASH TRAY 


divided into three compartments, providing space for 
pins, clips and other small accessories. It is supported 
by five felt-covered prongs to assure protection against 
scratching desk surfaces. 

Additional information on either of the new prod- 
ucts may be obtained from the maker at the above 
address. 

ila 
NEW SPONGE RUBBER SEAT CUSHION 

Manufacture of a synthetic sponge rubber seat cush- 
ion has been announced by the Textile Products Com- 
pany of Chicago. The new cushion is said to be re- 





TEXTILE PRODUCTS CUSHION 


Sistant to acid, water, oil and fire. It is designed to 
provide great resiliency, which assures maintenance 
of shape. Detailed information may be had from the 
manufacturer, Textile Products Company, 3709 North 
Halsted Street, Chicago, Il. 


——9——¢ 


MAYFAIR PRESENTS NON-METALLIC DESK LAMP 
The Mayfair Company, 230 West Superior Street, 





NEW NON-METALLIC DESK FLUORESCENT 


Chicago 10, Ill., has just placed on the market a new 
desk fluorescent lamp individualized by two unusual 
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features—distinctive modern design and non-metallic 
construction. Height of the new lamp, designated as the 
“Service”, No. 6400, is 12% inches, its over-all width 
19 inches. The lamp takes a standard 18-inch, 15- 
watt tube. 

Finished in Morocco brown wrinkle finish, the new 
product is made to retail at $12.50. Each unit is 
packed securely in an individual carton. 

Additional information and quantity discounts may 
be obtained from the manufacturer at the above 


address. 
—>- 


BONNO TO COVER TERRITORY FOR ESTERBROOK 

John Bonno, who for the past five years has been 
handling school and other contract work for The 
Esterbrook Pen Company, has traded his desk for a 
brief case and has taken over the southwest Pacific 
territory for the company, according to a recent an- 














JOHN BONNO 


nouncement by R. N. Wood, vice-president in charge 
of sales. He will work under the direction of Harry 
Homer, district manager. John will replace Guy Deni- 
son, who left the company two months ago to take up 
other work. The new representative will make J.os 
Angeles his headquarters. 


a i 


NORTA RESUMES PRODUCTION OF TYPE CLEANER 

The Norta Distributing Company, 119 West 40th 
Street, New York, N. Y., has announced that their 
highly-effective pre-war type cleaner is again avail- 
abel to the trade. Norta plastic type cleaner is said 





COUNTER DISPLAY OF NORTA PLASTIC TYPE CLEANER 


to possess two outstanding advantages—pliability and 
adhesiveness. Small crevices and indentations are 
easily reached, claim the makers, and the solid surface 
may then be folded on itself, after which ink and 
foreign matter will disintegrate. The cleaner comes 


in metal containers, packed in counter display boxes 
of one dozen each. Additional information may be 
obtained from the makers at the above address. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 


Soetiidiiieadumaetee 


4 St. Bride Street, London, E. C. 4 


London, September 1, 1944 

The “Flying Bomb” era has created many difficulties 
for the office appliance industry. Several firms were 
badly blitzed, either at factory or office, including such 
important houses at Comptometer, D. Gestetner, Ltd., 
Percy Jones (Twinlock), Ltd., Kenrick & Jefferson, 
Ltd., Lamson Paragon Supply Company, Ltd., and 
National Loose Leaf Co., Ltd. 

The amazing thing is the speedy recovery from 
“Blitzitis.” In an incredibly short period, firms are in 
full working order again. An instance of this is shown 
in the following message from Henry Watters, a direc- 
tor of the Hayward Company, agents in this country 
for Elliott addressing machines: 

“The Hayward Company, Ltd., was, unfortunately, 
among the firms badly hit by the February blitz. The 
front premises in Britton Street escaped serious dam- 
age but the large premises in the rear received a direct 
hit and were completely destroyed, together with much 
of the contents. However, some of the most important 
machinery was salvaged and put into working order 
and new stocks have now replaced most of what was 
destroyed. The dislocation of business was much less 
than was at first expected and, thanks to the most 
friendly help of neighbors, an office complete with 
telephone and other facilities was placed at the firm’s 
disposal so that within twenty-four hours of this 
serious blow the Hayward Company was once more 
carrying on. Meanwhile, vigorous action had to be 
taken to convert the front building to provide as much 
accommodation as possible for the work of the various 
departments. Drastic changes had to be made, show- 
rooms had to be converted into workshops and spare 
rooms into offices, while other premises were acquired 
for storage space. In a surprisingly short time the 
whole business was running again, though under some- 
what cramped conditions.” 


Anglo-American Trade Relations. A year ago, Sep- 
tember 15, 1943, A. Drexel Biddle presented a plaque 
to the Incorporated Sales Managers’ Association of 
Great Britain on behalf of the Sales Managers’ Asso- 
ciation of Philadelphia as a token of their apprecia- 
tion of the wartime efforts of I.S.M.A. The award of 
the plaque was regarded as symbolic of the spirit 
which animates approach to the solution of all prob- 
lems in relation to post-war trade. 


Since that time members of I.S.M.A. in various parts 
of the country have expressed a keen desire to estab- 
lish closer relationship with the National Federation 
of Sales Executives in America and with kindred asso- 
ciations for the purpose of exchanging views, and, 
where possible, co-operating on matters of mutual 
interest. Their Overseas Trade Relations Committee 
appeal to readers, both in America and in this country, 
to place their knowledge and experience at the dis- 
posal of the committee. There is a vast stock of things 
in common, and in the years that follow Victory each 
will be judged by the edifice of goodwill and realistic 
co-operation which they erect upon the foundations 
of present day opportunities. 

co * 7” 

Government Surplus Stores. A Government “White 
Paper” indicates the general lines on which the au- 
thorities propose to proceed in disposing of surplus 
stores and includes a great variety of articles ranging 
from typewriters to trucks. The office appliance indus- 
try, group by group, is actively discussing the general 
principles of disposal, which are as follows: 

A. To release the stocks at a rate which, while fast 
enough to get the goods into the hands of consumers 
when they are most required and to clear badly needed 
storage and production space, aims at avoiding adverse 
effects on production through flooding the market; 

B. Unless there is good reason to the contrary, to 
distribute the goods through those traders or manu- 
facturers who would normally handle or use them, and 
to secure that ultimate consumers in all parts of the 
country have a fair opportunity to buy them; 

©. To ensure, if necessary by statutory price control, 
that the prices charged to the ultimate consumer are 
fair and reasonable in relation to the current prices 
of similar articles, to prevent profiteering on the part 
of dealers handling the goods, and to keep down the 
number of intermediaries to the minimum compatible 
with a proper distribution. 

The way in which these principles can best be ap- 
plied to the disposal of the various classes of office 
machinery and supplies will be decided with due con- 
sideration for the needs of the consumer after con- 
sultatien with the representatives of the trade. Sale 


by negotiation or by tender may be appropriate, or ; 


it may be desirable to sell through a non-profit-making 
(Turn to page 120, please) 
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New, 
NON-CURLING 


The All-Purpose Carbon Paper 
NEW FORMULA—OUTSTANDING RESULTS. The product of two years’ extensive research and testing 








in the laboratory of Columbia. NON-CURLING, VERSATILE; COVERS A WIDE RANGE OF TYPING 
> REQUIREMENTS. 
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STANDARD NOISELESS ELECTRIC 
arts CURL-PROOF IN ANY TEMPERATURE, WEATHER, 
‘tab- CLIMATE. Gives beautifully clean, sharp carbon copies. FOR ALL-PURPOSE TYPING 
ition ON ALL MAKES OF MACHINES 
ASSO- 
Les CUSTOMERS CAN ALWAYS IDENTIFY TRADE MARKED, 
ittee BIG “PLUS” CURL-PROOF MARATHON; will come back to you again 


ntry, and again for this super service carbon paper. 
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listic *% Preeminent writing beauty. 
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* Three weights— STANDARD, MEDIUM, FEATHER. 


WEIGHT, 1 finish, cover extensive typing requirements. 


Vhite 
- au- 
rplus 
iging 
idus- . . ‘ 
neral *% Quick extraction feature; opposite corners of sheet are 


diagonally clipped to facilitate quick, “one-operation” 
: fast removal of carbon copies. Sheet 4” longer than 
imers standard length, utilizes “between-lines” writing 
>eded surface in sheet turn-around. 
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% Outstanding manifolding quality; the correct weight for 
every purpose. 
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COLUMBIA RIBBON & CARBON MFG. CO., Inc. 
Main Office and Factory: Glen Cove, L. 1, N. Y. 


New York Sales & Export: 58-64 W. 40th Street 
Kansas City, Mo.: Dwight Bldg. 
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“SAFEGUARD’ FILING SYSTEM 
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SYSTEM 
WOOD FILES = 


SELL EM TOGETHER FOR 
DOUBLE SALES... DOUBLE PROFITS 


Wise G/W dealers are cashing in on this 
winning combination. They say no sale of 
a filing cabinet is complete unless they 
sell the Safeguard System to go with it 

. no sale of a Safeguard System is com- 
plete without a G/W Wood File to house 
it. Sold together they mean extra profits, 
repeat business for the dealer—extra serv- 


ice and satisfaction to his customer. 


2, capita ae 5 . | 
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er HELPFUS | 4 


“MINTS 


*Inability to find what you have filed. 


Globe - Wernicke 


WOOD FILING CABINETS 


G/W WOOD FILES Precision-built for 
feather-touch operation, these richly finished 
wood files are master-made for a lifetime of 
wear. The perfect housing for records con- 
trolled by Safeguard. Available in 2-, 3-, and 
4-drawer letter and legal sizes, finished in 
green or imitation walnut. 


G/W SAFEGUARD SYSTEM—Far and away 
the easiest filing system to install and operate, 
Safeguard puts the working parts in any 
filing cabinet, gives it a heart and brain, 
changes it from a piece of furniture to an 
active, useful office implement. 


eel _ FREE "EIN O-U-T1S' BOOKLET 


Hot off the press is the new booklet entitled ‘‘Find-I-Tis*, Its 
Causes and Cure,” 
filing quick, easy, accurate. Already requests are pouring in. It’s 
4 colorful, entertaining, yet packed with valuable filing information 
4 and powerful selling. Available to all authorized G/W dealers. 


that shows your customers how to make 


BUY ANOTHER 
WAR BOND NOW! 


Visible Record Systems 
Office Furniture 


Bookcases 
Stationers’ Supplies 
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NEW YORK MACHINE GROUP MEETS 


The New York Office Machine Dealers Association 
held a well-attended special meeting at the Hotel New 
Yorker on Wednesday, September 20. 

President Irving R. Ritchie, Addressing Machine and 
Equipment Company, in opening the meeting, extended 
a hearty welcome to James T. Lafferty, Underwood 
Elliott Fisher Company, who has returned looking 
better than ever after his recent illness. 

V. David Lawrence, of the U. S. Apprentice and 
Training Service of the War Manpower Commission, 
gave a very enlightening talk on the Government plan 
for training war veterans. He pointed out how, 
through this plan, veterans could be trained to become 
useful mechanics for the office machine industry. The 
plan is known as the Apprenticeship Training Pro- 
gram, and is designed to help war veterans find places 
in industry. The plan was adopted by the association. 

A plan for group hospitalization was presented to 
the association by a representative of the Associate 
Hospital Plan. The advantages and benefits of the 
plan for members, their families and employees were 


MEETINGS - CONVENTIONS » DINNERS 









ayy 5 ry 
Picer 
metas 
pointed out and received with enthusiasm. Acceptance 
of the plan was voted. 

Charles F. Krause, counsel, spoke on OPA control, 
again thoroughly explaining Regulations No. 162, No. 
165, and No. 429 for dealers in typewriters and office 
machines other than typewriters. He urged all dealers 
to study these regulations and abide strictly by the 
rulings they contained. 

At the close of the meeting, entertainment was pro- 
vided in the form of colored motion pictures taken 
at the NOMDA War Conference in Atlantic City last 
June. 

The pictures were taken and shown by C. F. Glueck, 
Typewriter Equipment Company, Inc., New York, N. Y. 
COLUMBIA R. & C. STAGES ANNUAL OUTING 

The annual outing of the Columbia Ribbon & Car- 
bon Manufacturing Company, Inc., Glen Cove, L. I. 
N. Y., was held on September 16 at the Engineers’ 
Club, Roslyn, L. I. Despite the absence of a number 
of familiar figures now serving in the armed forces, 
the gathering was a large one. In addition to em- 





N-W TRAVELERS AND WISCONSIN STATIONERS AT MILWAUKEE GOLF TOURNAMENT. SEPTEMBER 8 
(Story of this event was published last month.) 


1. Karl Griebel; Jack Olson, Kuschbert Office Supply Co., Milwaukee; 
Russ Ragan, American Pad & Paper Co.; Billy Allen, Joseph Dixon 
Crucible Co. 

- Ed Kuschbert, Kuschbert Office Supply Co., Milwaukee. 

Jim Gibson, Commercial Staty. & Office Supply Co., Milwaukee. 

Al Linde, H. C. Miller Co., Milwaukee, winner of trophy. 

Ernst Bramschreiber, former owner of Commercial Staty. & Office 

Supply Co., Milwaukee. 

. Fred Schaefer, Sanford Ink Co. 

. Louie Ehrensberger, H. C. Miller Co.; Al Nordstrom, Smead Mig. 
ee Walter Krueger, H. C. Miller Co.; Jack Berry, Browne-Morse 


_o? Weonw 


°. 
8. Roy Clarke, F. S. Webster Co.; George Schumacher, Siekert & 
Baum, Milwaukee; Herb Walsh, Ace Fastener Corp.; George Han- 
son, Boorum & Pease Co. 
9. Matt Dillon, Associated Stationers Supply Co.; W. I. 
Cooke & Cobb Co. 


Mackey, 
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10. Stan Griebel, Yawman and Erbe Mfg. Co.; Harvey Zillmer, Zill- 
mer’s Office Supply Co., Waukesha. 

ll. Charlie Lofye and George Palm, H. H. West Co., Milwaukee. 

12. W. A. Jarchow, H. H. West Co., Milwaukee; Bob Hanson, W. 
Sheaffer Pen Co.; Bill Smith, Ace Fastener Corp.; Walter Rossow. 


H. H. West Co. 
13. Erwin Doepke, S. G. Olsen Co., Milwaukee; Al Nordstrom, Smead 


Mig. Co. 

14. Fred Larson. Globe-Wernicke Co.; Merrill Hasty and A. G. 
Schaefer, Sengsbusch Self-Closing Inkstand Co. 

15. Benny Allen, American Pencil Co.; Al Linde, H. C. Miller Co.7 
Walter Lennartson, Office Appliances; Bill Oestreich, H. C. M ller 


Co. 

16. Dick Gingland, Esterbrook Pen Co.; Harry Short, Columbian Art 
Works and Oakville Co.; Harold Blum, Esterbrook Pen Co.; Hy 
Linden, Ace Fastener Corp. 

17. Ed Mundt and Ed Spangenberg. E. W. Spangenberg Co., Mil- 


waukee. 
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An Improved System 
For Present Day 
Income Tax 
Requirements 
. 


Cash Or 
Accrual Basis 
* 
Arranged To 
Simplify Transfer 
Of Figures To 
Income Tax Return 


SIZE 11%x17M% 


The improved ALL-FACTS is a simplified bookkeeping system for keeping a record of 
accounts on a cash or accrual basis, in accordance with Income Tax requirements. 


ALL-FACTS is designed for small businesses, merchants and professional men. Simple 
directions and specimen entries make it easy to use without bookkeeping experience. 
Bound in Black Pebble Grain Book Cloth with red imitation leather back and corners. 


Ask for Circular No. D1207. 


FARM-FACTS <= 





















i et Rees SP le RP ORM 2 Nad 

For farmers who need a simple method of Ves WR col ae 
keeping records for income tax returns. 
; | Clear detailed directions show where figures 
for income and expenses are to be entered. 
Each section is numbered to correspond to 
the numbered sections of Government 
Schedule, Form 1040F. 


FARM-FACTS has 56 pages, divided into 
five sections, conveniently indexed. Brown 
leather-grained cover, cloth reenforced back. 
SIZE 8% x 11% 
Mats available for Ask for Circular 
newspaper advertising. No. D1208. 





>>)» WILson JonES Co. <<< 


ELIZABETH CHICAGO NEW YORK 


OFFICE APPLIANCES, November, 1944 85 


aa a 








ployees, executives and sales staff of the Columbia 
main office and factory, a number of the company’s 
New York City and out-of-town branch managers and 
sales representatives were present. 

Representing the various Columbia sales territories 
were Sam Armstrong and Carl Land from Chicago, 


and also Miss Betty Geimer, secretary at the Columbia 
Chicago office. Also present were R. C. Moore, Colum- 
bia’s western sales manager from Kansas City, and 
Minneapolis 


Pauline Lisser from the same territory. 


1. Bob Roberts, St. Paul Office Equipment Co.; Ralph Maneval, A. 
W. Faber, Inc.; John Gilbert, Office Appliances; Stanley Griebel. 
Yawman and Erbe Mfg. Co. 

-. Walter Pierce, Midland Staty. Co., Minneapolis. 

. Charlie Regan, Globe Office Supply Co., South St. Paul, Minn.; 
Ray Hammond, National Blank Book Co.; Kenneth Chase, Denni- 
son Mig. Co.; Ray McGowan, Shaw-Walker Co.; Joe Popple, 
Zaiser’s, Inc., Des Moines. 

4. _ Ackerman, Farnham Staty. 

olis. 

5S. Oscar Bertelson, Bertelson Bros., Minneapolis; Gunnard Backlund, 
Office Specialties Co., Mankato; Floyd Kongsv-k, Curtis 1000, Inc.; 
Jack Berry, Browne-Morse Co. 

6. Greg Cronin, Minnesota Mining & Mfg. Co.; Joe Rebholz and Ivan 
Cornelius, Northern States Envelope Co. 

7. L. Ed Friedmann, LePage’s, Inc.; Roy Clarke, F. S. Webster Co.; 
Duncan MacRae, club professional; Ray McCombs, W. A. Sheaffer 
Pen Co.; Larry Ackert, Eaton Paper Corp. 

8. Julie Brunner, M. W. Knoblauch, Ed Janicke and Platt Nellermoe, 
Farnham Staty. & School Supply Co., Minneapolis 

9. Warren Carlson, Sperry Office Furniture Co., St. Paul; Jim O’Brien, 
Parker Pen Co. 

10. Bey, Scott, Gande Vars and John Bordeave, Curtis 1000, Inc., St. 

aul. 

1l. Ed M. Hansen, Bob Davies and Joe T. Langlais, Miller-Davis Co., 
Minneapolis. 


wn 


& School Supply Co., Minneap- 
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was represented by Martha Weiss, Philadelphia by 
Gertrude O’Connor, John Harrington and Edward 
Purinton. Milwaukee representatives were D. E. Steph- 
ens (district sales manager) and Edward Anderson, 
while Washington was represented by Harry Bullard, 
New Orleans by Lep Ebeling, Pittsburgh by George 
Reed, Cleveland by W. Fitzgerald, Cincinnati by R. R. 
Hengge (district sales manager), Bridgeport by Ed 
Howard, Providence, R. I., by J. Little and Alden Phil- 
lips, New Hampshire by M. T. Hastings and Texas by 


22 |23 


N-W STATIONERS AND TRAVELERS GOLF MEET AT ST. PAUL, SEPTEMBER 11. (This tournament was reported last month.) 


12. Les Savard, McClain & Hedman Co., St. Paul; Harry Bergquist, 
Boorum & Pease Co.; Bob Roberts, St. Paul Office Equipment Co. 

13. Bill Smith, Ace Fastener Corp.; Matt Dillon, Associated Stationers 
Supply Co.; Herb Walsh, Ace Fastener Corp. 

14. Arnold Berglund, Joseph Dixon Crucible Co.; Merrill Hasty, Seng- 
busch Self-Closing Inkstand Co.; Gust Martin, Storey-Kenworthy 
Co., Des Moines; Al Nordstrom, Smead Mfg. Co. 

15. Ed M. Hansen, Miller-Davis Co., Minneapolis, demonstrating put- 
ting skill. 

16. “Little’’ Doug Roos, Autographic Register Co. 

17. Merrill Hasty, Sengbusch Self-Closing Inkstand Co., starts a drive. 

18. Bill Zimmerman, Minnesota Mining & Mfg. Co.; Fred Luley, Den- 
nison Mfg. Co.; Warren Gustafson, Curtis 1000, Inc.; Gordie Wen- 
dell, Bertelson Bros., Minneapolis; Ken Henderson, The Carter's 
Ink Co. 

19. Frank Statt, Farnham Staty. & School Supply Co., Minneapolis; 
Art Grayston, Thomas & Grayston Co., Minneapolis; Elgin Burke, 
Wilson Jones Co.; Earl Vanda, Thomas & Grayston Co. 

20. Henry Johnson and Bill Lane, Farnham Staty. & School Supply 
Co., Minneapolis. 

21. Fred C. Schaefer, mustache and pipe. 

22. Marion Follin, manufacturers’ representative; Sterley Jerue, Mc- 
Clain & Hedman Co., St. Paul. 

23. Ray Johnson, Ed Carpenter, Andy Anderson, Lafe Wasley, all 
Quality Park Envelope Co. 
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STENCILS 


DUPLICATOR 
SLs) 
e 
DUPLICATOR 
SUPPLIES 






* 
CORRECTION 
FLUID 
9 
TYPE CLEANER 
4 











HECTO FLUID 







J 
N10). 
PAPER 
& 
TYPEWRITER 
RIBBONS 


In your own interest, remember ... there is only 
one RED FEATHER STENCILand no other stencil can give 
you the exclusive RED FEATHER advantages. 


That is why it is to your interest not to confuse RED 
FEATHER STENCILS with any other brand. No other stencil 


is “just like RED FEATHER.” 
IN THESE DAYS OF SHORTAGES 


. we can’t promise you all the RED FEATHER STENCILS 
you want, at all times. But we do promise you this: consistent 
with government requirements, we will keep RED FEATHER 
STENCILS the finest quality that can be made. 

THERE IS ONLY ONE RED FEATHER STENCIL 


Send for illustrated catalog 





FEATHER PRODUCTS LTD. 


California 


Redwood City - 
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Earl Norman. Representing the New York office 
were H. M. Trowern, New York sales and export man- 
ager, H. Lutz, George Cashman, Arthur Fraser, Ed 
Garella, Howard Rennell, Arthur Sederquist, R. S. 
Enck, J. O. Holly and E. E. Smith. 


Awards in the form of gold watches (for 25 years 
service) were made to Sadie Poggi and Pauline Melba 
of New York, Egbert Powell of Glen Cove, Howard 
Rennell of New York, Sam Armstrong of Chicago and 
Oscar Peterson of Glen Cove. Gold and diamond pins, 
representing 20 years service with Columbia, were 
earned by Sophie Sweet, Minneapolis; Charlotte Jan- 
over, New York; Pauline Lisser, Kansas City; and 
Thomas Draghi, Jean Wagner and Francis B. Ayers 
of the Glen Cove office. Fifteen-year gold pin awards 
were made to Benjamin Dadd, Roy Allison, George 
Forbes, Jacob Rapelje, Gertrude Feuring, R. S. Moore, 
Jerry Healy, James Saraceni, William Fey, Fred Bueh- 
ler, Arthur Halvorsen, Rosanna Darby, Tessie Gregory, 
Anthony Zambelli, Mary Darasdy, Alfred Lehman and 
Elizabeth Kiser of the Glen Cove office and factory; 
Charles Wallace of Texas; Celia Baker Sibley, Walter 
Drake, Archie Armet, New York office; Harry Zimmer, 
New York state; and D. E. Stephens, Milwaukee branch 
manager. Ten-year and five-year service awards were 
also given to a large number of Columbia office, sales 
and factory people. 


SS 2 


MARKING DEVICE ASSOCIATION CONFERENCE 

Because of the war the Marking Device Association 
did not hold its regular annual convention in 1943, but 
industry conditions pointed to the necessity for a 
conference this year. It was held in the Drake Hotel, 
Chicago, October 5, 6 and 7 under the direction of the 
executive committee of the association and its execu- 
tive secretary, Homer G. Klene. The total attendance 
reached close to 175, which is higher than has been 
normal for this group for some years. 


The following officers and directors were re-elected 
to serve for another year: Al C. Davidson, Los Angeles 
Stamp & Stationery Company, Los Angeles, Calif., 
president and chairman of the board; Arlie L. Fox, 
James H. Matthews & Company, Pittsburgh, Pa., vice- 
president; John W. Meyer, Meyer & Wenthe, Inc., 
Chicago, treasurer; Frank H. Eyman, Art Novelty Com- 
pany, Chicago, assistant treasurer; William A. Force, 
III, William A. Force Company, New York, N. Y., direc- 
tor; J. N. Barnum, Wendell’s, Inc., Memphis, Tenn., 
director; Fred Whittaker, Craven-Whittaker Company, 
Providence, R. I., director; E. Y. Cottingham, Houston 
Stamp & Stencil Company, Houston, Tex., director; 
Cedric H. Cherry, George H. Hewitt Company, Ltd., 
Vancouver, B. C., Canada, director; Harold R. Rayner, 
C. W. Mack Company, Toronto, Ont., Canada, director. 


The only business session on Wednesday afternoon 
was a meeting of the board of directors. The regis- 
tration desk was open for those not involved in this 
meeting. 

Thursday morning was an executive business session 
at which President Al C. Davidson addressed the meet- 
ing. His talk was followed by reports of the executive 
secretary, the treasurer, the board of directors, and the 
Marking Device Manufacturers’ Advisory Committee of 
WPB. 

The afternoon session opened with an address titled, 
“Peace in the Pacific,” by Dr. No Yong Park, widely 
heralded as “The Chinese Mark Twain.” The rest of 
the afternoon was given over to round-table sessions 
dealing with marking tools and dies. 

Friday morning the following committees reported: 
job evaluation, products education, and co-operative 
research. 

At the luncheon Friday, Ad Leonard of the Institute 
of Human Engineering, spoke on “Seeing Ourselves as 
Others See Us.” The assembly then broke up into 
smaller groups for round table sessions on rubber 
stamps and marking tools and dies. 

At the Saturday morning session approval was given 
to the committee on new bylaws to complete its work 
and distribute printed copies of the new bylaws to 
all members of the association. The final address of 
the conference was given by Frederick B. Heitkamp, 
American Type Founders, Inc., on the subject, “Getting 
Ready for the Post-War Markets.” In the evening the 
Grand Ballroom was the scene of the annual banquet 
and dance, augmented by an excellent floor show. 

————_—= > —___ 
N. ¥. GROUP HOLDS OCTOBER MEET 

With an attendance of over 50, the regular monthly 
meeting of the Office Equiment Dinner Club was held 
on October 9 at the Advertising Club, New York City. 
Vice-president Seymour Nathan, Chas. S. Nathan, Inc., 
presided in the absence of president R. J. Berry, Berry, 
Dickie & Stettler, Inc. 

Moe Turman, Metwood Office Equipment Corpora- 
tion, spoke on the subject of a plaque for the organi- 
zation. He pointed out that in order to have a plaque 
or insignia, it would first be necessary to form an 
association, change the name of the organization and 
form a constitution and a code of ethics. Then, and 
only then, would a plaque mean something when dis- 
played by members. A motion was passed to authorize 
the steering committee to go into the matter more 
fully and report their recommendations. 

The guest speaker of the evening was S. F. Heinritz, 
editor of Purchasing, whose topic was the purchasing 
agent’s viewpoint. He painted a very comprehensive 
word picture for his audience of how purchasing 
agents are considering the problems of today and 
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This is the second in a 
series of case-histories 


about OLD TOWN dealers. 


or - oF 
TTT 


Pace anita, si SB te —" 


THORP & MARTIN 
AN OLD TOWN SUCCESS STORY 


“We are having excellent results with the Old 
Town products. Our Ribbon and Carbon De- 
partment, which is more than fifty years old, has 
never been as prosperous as it is now. Our vol- 
ume of sales has increased steadily since we took 
over Old Town twelve years ago. This is partly 
due to the excellent products which, especially 
in connection with liquid duplicating supplies, 
are unsurpassed by any other manufacturer.” 


HERE’S HOW THE OLD TOWN FRANCHISE 
SPELLS DEALER SUCCESS 


with Products: 
A more complete line. A simplified line, trade-marked 
and grade-marked. An accepted line. All fast-moving 
items. Builder of repeat sales. 


with Promotion: 
Hard-hitting dealer helps. Local selling aids. Con- 
sistent national advertising. 


with Profits: 
Priced right to give you liberal margin of profit. 
Widening market and growing demand mean quick 
turn-over. 


with Protection: 


An exclusive territory. All orders go through your 
books. You are fully protected . . . 
with us. 


ready to grow 
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50-YEAR-OLD 


“THORP & MARTIN” of BOSTON 


Learns New Sales Technique with the 


OLD TOWN FRANCHISE 


Pies so can you! Your ribbon and carbon sales 
will rocket to new highs with the OLD TOWN Franchise, 
Dealers’ figures prove it! Read the story of Thorp & Martin— 
one of hundreds of dealers who are profiting from the most 
productive opportunity in the office supply field — the OLD 
TOWN Exclusive Franchise. 


Let OLD TOWN triple your present volume and profits with 
a money-making line that the average stationer has missed 
completely. For OLD TOWN carries not only a leadership line 
of quality ribbons and carbons, but also fast-selling spirit dupli- 
cating supplies—products designed for all models of competing 
office and duplicating machines. Here’s a combination that 
guarantees you profits with growing power—today and in the 
competitive post-war market. 


Investigate the Old Town Franchise now. 


Your trading area may still be open. 





RIBBON & CARBON CO. wc. 


Foremost Makers of Ribbons and Carbons for Every Use 
750 PACIFIC STREET, BROOKLYN 17, NEW YORK 


Sales and Service Everywhere 
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post-war. They are looking ahead to reconversion, he 
said. Their first consideration is the replacement of 
old equipment that is run down and overworked, due 
to the stress of war work. 

Their second consideration is the planning and pre- 
paring for post-war marketing of their products. With 
larger plants, and therefore a larger capacity for pro- 
duction, it will be necessary for them to capture a 
larger share of their. markets than heretofore. He 
believes that purchasing agents will look for greater 
values, service and efficiency in all office equipment 
sold them, asking, “What can it do; how can it save?” 
In conclusion, he said, they see a large and competitive 
market ahead, a buyers’ market complicated by war 
surplus merchandise. They vision the future as a 
challenge to manufacturers to produce better mer- 
chandise, better values and better service. They expect 
more beneficial conditions, with greater opportunities 
to all, larger volume, small profits and greater service. 

The gathering stood in silence as a mark of respect 
to two great Americans, Alfred E. Smith and Wendell 
L. Willkie, who recently died. A motion was passed to 
send letters of condolence to their families. 

The next meeting will be held on Monday, Novem- 
ber 13. The guest speaker will be William C. Lehman, 
director of the furniture division of Government sur- 
plus office equipment. 

———_-—— —__—_— 
NEW YORK STATIONERS WIND UP GOLF SEASON 

A beautiful day, excellent cuisine and a splendid 50- 
player turnout combined to make the final tourna- 
ment of the New York Stationers’ Golf Association 
1944 season one of the most memorable on the year’s 
calendar. The event was staged at the Richmond 
County Country Club, Staten Island, on October 10. 

Season’s trophy winners, who received their awards 
at the dinner following play at Richmond County, 
were as follows: 


Eberhard Faber Cup—Winner Class A—Robert B. 
Sainberg, Sainberg and Company. 

Louis Tavernier Cup— Winner Class B— George 
Nicklaus, National Blank Book Company. 

Ray Weissenborn Cup—Runner-up Class A—Sam 
Kahn, David Kahn, Inc. 

Harry Levy Memorial Cup—Runner-up Class B— 
Henry Levy, Silver Stationery Company. 

Herman Price Trophy—Greatest Percentage of Im- 
provement—Ray Urmston, J. S. Staedter, Inc. (Hand- 
icap: 19 to 15, an improvement of 21 per cent.) 

D. A. Davies Trophy—Greatest Attendance—E. G. 
Geehring, American Paper Goods Company. 

Guy D. Hills Special Prize—Members over 60—Fred 
G. Huber, Eberhard Faber Pencil Company. 

At the annual meeting of the association, held in 
the evening, all officers and directors were re-elected, 
with the exception of Charles Schatzlein, American 
News Company, and Harold MacNeill, Binney and 
Smith Company, who were succeeded by J. C. Bos- 
worth, Bosworth Envelope Company, and Henry Levy, 
Silver Stationery Company. 


9 ee 


STATIONERS’ GUILD CLUB OF TORONTO MEETS 

Paper-making is no longer a mystery to the 50 mem- 
bers of the Toronto Stationers’ Guild Club who were 
on hand for the first meeting of the fall season. The 
Don Valley Paper Mills (Division of Howard Smith 
Paper Mills) were kind enough to open their plant 
on Saturday afternoon, September 16, so a visitation 
could be made and the manufacture of paper seen 
first hand. The splendid weather, and the fact that 
many of the members had not seen one another dur- 
ing the summer months, intensified the feeling of 
good fellowship. 

T. W. Turner, mill manager, and H. Kent, salesman, 


(Turn to page 108, please) 





AT THE FINAL OUTING OF THE STATIONERS’ GOLF ASSOCIATION OF NEW YORK 


J. Messina, Professional Printing Co.; Les White, Industrial Tape 
Corp. Herb Hein, Seaboard Pencil Co. 


Campbell, Eberhard Faber and Carl P. Finck, Eberhard Fa- 
ber Pencil Co. 


X 
2 
3. M. Hixon, Real Press; G. F. Griffiths, Noesting Pin Ticket Co.; Max 
Stuart. Barnes Printing Co. 
4. Fred W. Callahan, J. C. Blair Co.; 
Nicklaus, National Blank Book Co.; 
5. Ben Josephson, Josephson Mfg. Co.; 
6. Sam Kahn, David Kahn, Inc.; D. A. Davies and R. J. Urmston, 
Staedtler, Inc.; George Fairchild, retired. 
7. E. G. Gehring, American Paper Goods Co.; J. G. 
worth Envelope Co.; Nat Kremer, Nat Kremer Co.; 


George Hinck, guest: George 
Martin Moldow. 

Ben Sandner, LePages, Inc. 
fea 


Bosworth, Bos- 
Herman Von 
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Frank, Oakville Co. 

8. Henry Levy, Silver Stationery Co.; R. B. Sainberg. Sainberg & Co.; 
J. C. Musser, Eberhard Faber Pencil Co.; R. A. Weissenborn, 
National Pencil Co. 

9. L. Myers, Premier Stationery Co.; M. Seidling, Mutual Stationery 
Co.; L Myers, Premier Stationery Co.; Allen Beil, guest. 

10. Les Milton and A. M. Gilbert, Bainbridge, Kimpton & Haupt, Inc.; 
Henry W. Bowman, American Lead Pencil Co.; Rudy Mueller, 
Esterbrook Pen Co. 

ll. J. M. Clark and Don McLeod, Spencerian Pen Co. 

12. Jas. H. Neary, Geyers Topics; Al Fricks, Wilson Jones Co.:; 
Price, Eagle Pencil Co.; Fred G. Huber, Eberhard Faber Pencil 
Co.; L. J. Tavernier, Jr., Fulton Specialty Co. 
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STATIONERS! OFFICE SUPPLIERS! Here’s 
a new item that will mean many added sales 
for you this Christmas—the individual, per- 
sonal, desk-model ROCK-A-FILE! 


Thousands of busy executives in your trad- 
ing area know about this modern new conven- 
ience—and want it! Because every one of them 
has certain things that he doesn’t care to intrust 
to general office files. Prospect and customer 
lists! Inventory records! Tool room and shop 
records! Tax data! Telephone numbers! Birth- 
day and anniversary dates! Club membership 
lists—the thousand and one things that a man 
must remember, but can’t carry in his head! 


ROCK-A-FILE is the answer! It’s a beautiful 
little piece of furniture—opens with a mere 
touch of a finger. And it’s always right there, 
where a man needs it—for instant reference. 

Men and women alike — lawyers, physicians, 
dentists, school teachers, business executives 
are red-hot prospects for “The Silent Secretary 
That Never Forgets.”’ 

Desk-Model ROCK-A-FILE comes in single 
and double sizes. For standard 3x5, 4x6, 5x8 
cards. Obtainable in Genuine Walnut or Olive 
Green. Immediate shipment from warehouse 
stock in ample time for holiday business. 

Write, phone or wire your order in today! 


Inquire at once about the Rock-A-File “gift that's different" —the executive two-com- 
partment upright cabinet. A most unusual and practical file for the busy executive. 


Vdd 


35 EAST WACKER DRIVE 
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ACTIVITIES OF THE MONTH IN 


UEF ANNOUNCES THREE NEW APPOINTMENTS 

Three important changes within the Underwood 
Elliott Fisher Company’s sales organization were an- 
nounced on October 19 by W. F. Arnold, vice-president 
and general sales manager of the company. 

E. W. LaTourette, formerly Chicago regional man- 


























E. W. LA TOURETTE CLYDE JUNGBLUTH 
ager, has been withdrawn from that post for an im- 
portant assignment abroad. 

Named as his successor was Clyde Jungbluth, who 
has been sales manager of the adding machine divi- 
sion. A graduate of the University of Wisconsin, Mr. 
Jungbluth transferred his interests from teaching 
business administration and accounting to selling 
portable typewriters for the Underwood Elliott Fisher 
Company in July, 1929. He was in charge of the port- 
able typewriter division from May, 1934, to February, 
1942, when he was appointed sales manager of the 
adding machine division. 

The appointment of Lester A. Wallinger as sales 




















L. A. WALLINGER 


manager of the adding machine division was also 
announced. He has been connected with the Under- 
wood Elliott Fisher Company since 1931, serving in 
many sales capacities in the accounting machine 
division. His broad experience with the company gives 
him an excellent background for his new duties. 
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MISCELLANY 





REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 
EVERY DIVISION OF THE 


INDUSTRY 


JOHNSON CHAIR NAMES NEW SALES DIRECTOR 

W. M. (Bill) Small, a sales representative of the 
Johnson Chair Company since 1916, has been named 
director of sales to succeed Paul Barrett, who has filled 
the post for the past 21 years. 

The new director has spent most of his time since 
World War I in developing Johnson chair and Clemco 
desk business in various parts of the country, and 
brings a rich experience to his new position. He has 
announced that the general sales policy of the John- 
son organization will be continued, and that a new 
and better sales program will be launched just as soon 
as post-war merchandise can again be offered. 

Mr. Barrett, who is moving to Fayetteville, Ark., on 
account of his health and for the general welfare of 
his family, will represent both Johnson and Clemco in 
Arkansas, Oklahoma, Texas and Shreveport, La. John- 
son and Clemco dealers in these states will welcome 


























PAUL BARRETT 


WILLIAM SMALL 


the co-operation, experience and knowledge he will be 
able to place at their disposal. 

In addition to his experience with the Derby Desk 
Company of Boston as New York sales manager and 
as vice-president of the Chicago branch, Mr. Barrett 
marketed the adding machine bearing his name prior 
to joining the Johnson organization. 

——~—-o—_——_— 

REMINGTON RAND PLANT “E” AWARD WINNER 

The Tonawanda, N. Y., plant of Remington Rand, 
Inc., has been advised by the Air Technical Service 
Command of the Army Air Forces that it has been 
awarded the Army-Navy “E”. The plant, formerly 
devoted principally to the manufacture of steel filing 
cabinets and office equipment, has been making air- 
plane parts.—GET 


EAC USE OVS, FLEAS 


In an Inner Circle feature which appeared on page 
15 of the September issue of OFFICE APPLIANCES, We 
erroneously referred to Arthur W. Barlow as a vice- 
president of the Royal Typewriter Company. Mr. Bar- 
low’s title is that of “Western Sales Manager,” not 
“Vice-President.” We regret the misstatement. 
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BL RENT LE or a 


Lend Over Here 
Till It's Over 
Over There 





Sources of Profit 


VAILABLE on an exclusive basis. The 

exclusive Shaw-Walker dealer leads the 

field with products available from no other 
source. Exclusive items that buyers want. 


Each of Shaw- Walker’s 8000 items is 
designed to conserve and direct human energy 
for most productive office work. These items 
bring results to Shaw-Walker users. 


“After Victory” the Shaw-Walker franchise, 
—the most valuable business asset in this 
industry,—will be available in a few cities. 


Until victory, Shaw-Walker representatives 
will continue supplying businesses of every 


kind and size with space-saving folders, space- 
saving guides, time-saving systems and War 
Files. All are pictured in the War Edition 
OFFICE GUIDE. 


, “Built Like a 
4y Skyscraper” 





SHAW-WALKER 


MUSKEGON, MICHIGAN 








Profit FEaTurEs oF SV 8000-ITEm F RANCHISE 


° Best Known Trademark 


° 8000 Items 
° A Flow of Sales Helps * The New Low Desk 
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¢ Extra Profits 


°A Single Source of Supply 
* Simplified Selling 
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Build for the 
FUTURE with 


GRAND 
PRIZE 


Typewriter Ribbons 
and Carbon Paper 


“Grand Prize” typewriter rib- 
bons and carbon paper have 
proved that they can take it! 
Over 50% of our production 
goes to work for the govern- 
ment, armed forces and war 
industries. In the peace to 


come, ‘Grand Prize’ perform- 


ance will pay real returns, too! 


PACIFIC CARBON 
& RIBBON MFG. CO. 


J. Francis O'Connor, Pres. 


Head Office & Factory 


1451 Harrison St., San Francisco 3, California 
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HUSSEY TO DIRECT ROYAL’S FOREIGN SALES 

Maxwell V. Miller, vice-president in charge of sales 
for Royal Typewriter Company, on October 2 an- 
nounced the appointment of J. C. Hussey, vice-presi- 
dent and managing director of Royal Typewriter Com- 
pany, Ltd., in Montreal, to the post of sales manager 
of Royal Typewriter Company’s foreign division. 

Mr. Hussey, a graduate of New York University, 

















J. C. HUSSEY 


joined the Royal organization in 1923 as a correspond- 
ent in the foreign division. Five years later he was 
advanced to the position of assistant sales manager 
in the foreign division, and in 1939 received the 
appointment to his post with the Canadian company. 











WEIS WORKER OF FOURSCORE YEARS STILL GOING 
STRONG.—The fact that he has reached his eightieth birth- 
day doesn’t prevent William Sauerwein from putting in full 
time in the finishing department at the Weis Manufacturing 
Co., Monroe, Mich. Pictured here is the veteran worker 
with tokens of remembrance from his fellow employees. 
“Bill” has been with the company since February, 1923. 
———. = — 
AMATO RESIGNS FROM HORDER ORGANIZATION 

John J. Amato, assistant director of purchases of 
Horder’s, Inc., left that organization on September 16 
to accept a position in the Chicago office of Sears, 
Roebuck & Company as buyer of office supplies and 
business equipment. 

Mr. Amato has been with Horder’s for 16 years, dur- 
ing which time he served as salesman, purchasing 
agent and personnel counsellor. 

The best wishes of his friends and coworkers go 
with him to his future business connection. 

i 
MEYER & WENTHE BUYS CHICAGO BUSINESS SITE 

Meyer & Wenthe, Inc., Chicago, Ill., manufacturers 
of rubber stamps and other marking specialties, have 
announced the purchase of a three-story commercial 
building at the northeast corner of Madison and Jef- 
ferson Streets in that city. The property will be 
wrecked and replaced with a new manufacturing plant 
as soon as conditions warrant. 
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7 =e NATIONAL 
» 2 VERTICAL VISIBLE 


_ Mane WAU 


PORTABLE 


A girl can handle and move from desk 
or stand with ease. Adaptable for small 
or large installations. 


SIMPLE TO POST 
By Hand or Machine 


A PRODUCT OF THE NATIONAL BLANK BOOK COMPANY, HOLYOKE, MASS. 
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THE GENERAL FIREPROOFING CO. 


YOUNGSTOWN 1, OHIO 
wea 


When Men and Metal 


are Demobilized 


..- GF Will Again Manufacture 
Chairs, Files, Desks and Tables 















seal America... business 


is confronted by the problem of 
expediting production of essential 
goods. No unnecessary delay... 
no wasted energy...no needless 
duplication of effort...can be toler- 
ated now. 

Office bottlenecks . . . misplaced, 
incomplete, or improperly filed 


records...can be eliminated. GF 





dealers stock our complete line of 
filing supplies...items for every 
filing and finding requirement. 
When men and metal and produc- 
tion facilities are demobilized... 
experience will speak...and GF 
will again manufacture chairs, files, 
desks, tables and other equipment 
items...each functionally adapted 


and styled to the modern trend. 





GENERAL FIREPROOFING COMPANY youncstown 1, onto 


METAL DESKS - ALUMINUM CHAIRS - METAL FILING CABINETS - STEEL SHELVING - FILING SUPPLIES. - SAFES - STORAGE CABINETS 















IRA COLE COMPLETES 50TH YEAR WITH M. & V. 


Fourth member of the “M & V” organization to gain 9 
the distinction of having completed 50 years of : 


continuous service with the company, Ira Cole, vice- 

president and sales manager of Mittag and Volger, 

Inc., Park Ridge, N. J., one of the nation’s largest 

makers of typewriter ribbons and carbon paper, cele- 

brated the completion of a half-century of service 

on October 15. Those preceding Mr. Cole as members 

DIP. LESS PEN SETS of the 50-year group are George E. Dyson, Harry S. 

Stark and N. J. Jersey, all of whom were appropri- 

ately honored at the annual stockholders’ dinner on 
August 26, 1943. 

At a dinner for members of the “M & V Long Service 

Club” held at the Pascack Inn, Park Ridge, N. J., on 


September 22, Thomas G. Forbes, president, presented 
Mr. Cole with a beautiful diamond ring appropriately 


















| The Business Pen 
With Points 
For kvery Writing Job! 






No other desk pen set of this type gives 
IRA COLE 


engraved. In an eloquent presentation, Mr. Cole’s 
long and faithful service to the corporation was out- 


your customers such a wide range of 





points ... points specifically made by 








Esterbrook for every writing job and lined in detail. 
every writing style. Joining the company as a lad in 1894, Mr. Cole dem- 





onstrated an aptitude for the business that won him 
rapid promotion. He was elected a director of the 
z ‘ corporation in 1920, becoming assistant to A. H. Bar- 
Desk Pen sets, you sell the best. E:xperi- kerding, vice-president and general manager. Early 
in 1929, following the death of Mr. Barkerding, Mr. 
Cole was elected vice-president and sales manager, 





When you sell Esterbrook Dip-Less 






ence demonstrates that one Dip-Less 
















Pen set in an office sells others. the position which he holds today. 
; ; : ; ; The officers of Mittag & Volger have always taken 
Put Dip-Less Pens in the hands of some great interest in civic affairs and the development of 
one ae : . the Borough of Park Ridge, N. J. T. G. Volger was 
| of your customers on a 10-day trial. mayor from 1897 to 1898, F. O. Mittag from 1909 to 
| You'll find that these pens sell them- 1913, A. H. Barkerding from 1921 to 1922. After many 
oa Sts SEE years of service on the board of health and the 
selves—and they stay sold. borough council, Mr. Cole was elected mayor in 1930, 
Write ee = serving until 1933 when, due to pressure of personal 
rite today tor a renewal of your supply business, he retired from public life, with the excep- 





tion of retaining membership on the adjustment board. 
He is also president of the Pascack Historical Society, 
and for many years has been active in fraternal circles. 
THE ESTERBROOK PEN CO. Se eee oe 

86 COOPER STREET, CAMDEN, N. J. BAKER OPENS NEW STORE IN BRATTLEBORO 
James F. Baker announced the opening of a new 


of printed folders on Dip-Less Pen sets. 


















Baker will own and operate the two Brattleboro stores, | 
Mr. Pellerin the Rutland store. 
Only a part of the merchandise from the old store 


The Brown Brothers, Ltd., Toronto, Canada store in Brattleboro, Vt., under the name “Baker’s,” 
was moved to the new location, the rear portion of 
which was divided off for office space. The old store, 


on September 22. At the same time the partnership 
after being closed temporarily, was reopened for the 


with J. P. Pellerin, which owned and operated the 
News Shop and a Store in Rutland, was dissolved. Mr. 

The world’s leading pen makers since 1858 sale of office furniture and equipment, sheet music, 
records and musical instruments. 
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PLANS: We Have Plenty. 
HELPERS: Just a Few. 

ORDERS: We Have Many. 
JOBBERS: Striving to Hold You. 


—, 
A.A. 








(AFTER ARMISTICE) 


—----=— 


PLANS: Put Into Action. 

HELPERS: Many Old, More New. 
ORDERS: Depends On Your Sanction. 
JOBBERS: We Will Need You. 


N.S.A. MEMBERS—Include the profitable | 


item of continuous printed forms used thru 


Autographic Registers, Typewriters and | 


Billing Machines in your post war planning. | 
| labor costs. The Gunn organization increases their 


Write us for full particulars and insurance 


for post war profit. 


Manufacturers of Continuous Form 
Printing . . . Sold thru Stationers 





The MIAMI SYSTEMS CORPORATION 


* CINCINNATI 25, OHIO * 
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TRUSSELL’S LOOSE LEAF DIVISION SOLD 

Announced late in September was the sale of the 
loose leaf division of the Trussell Manufacturing Com- 
pany, Poughkeepsie, N. Y., to the McMillan Book Com- 
pany of Syracuse. All Wire-O and Mult-O manufac- 
turing rights, however, were retained by the Pough- 
keepsie firm, and production of these lines will be 
continued as before. 

President—Claude M. Conger of the Trussell organ- 


ization has announced that the name of the company 


will be changed to Wire-O, while the new subsidiary of 
McMillan will do business under the name of Trussell 
Manufacturing Company. 

The new McMillan subsidiary, headed by J. L. Mc- 
Millan, has leased a part of the Trussell plant and 
manufacture of loose leaf lines will be continued there. 
The names of other officers of the new organization 
were not revealed. 

Continuing in the same and respective capacities as 
heretofore for the Wire-O corporation will be Mr. 
Conger, president; Arthur F. Brook, vice-president, 
secretary and treasurer; John F. Kennedy, vice-presi- 
dent in charge of sales; E. W. Foster, assistant treas- 
urer; and C. H. Feroe, assistant secretary. 

No changes in plant personnel were involved in the 
transaction, President Conger stated. 

decennial tities 


COMMERC!tAL CONTROLS CORPORATION TAKES 
OVER U. S. POSTAL METER ASSETS 

By the terms of an agreement signed October 2, 1944, 
all rights, title and interest in the name and trade- 
marks of the U. S. Postal Meter Corporation passed 
to the Commercial Controls Corporation, Rochester, 
N. Y. The mailroom equipment division of the acquir- 
ing company will hereafter be known as the “U. S. 
Postal Meter Division.” 

Proper maintenance and service of existing U. S. 
Postal Meter installations, and the marketing and 
maintenance of customer service on machines still 
available for sale will become the responsibility of 
the Commercial Controls Corporation, according to the 
terms of the agreement. 

The liquidated company was formed in 1929 as a suc- 
cessor of the Whitlock Metered Mail Machine Com- 
pany, Los Angeles, Calif. Inventors of the two ma- 


| chines were contemporaries, Luther L. Mack building 


the original U. S. Postal Meter Machine—the Posto- 
graph—in the same city and at about the same time 


| that Ralph Whitlock, inventor of the Whitlock ma- 
| chine, completed his first model. 


“<2 


GUNN ISSUES PRICE ADJUSTMENT NOTICE 

The Gunn Furniture Company, Grand Rapids, Mich.. 
under date of September 23, transmitted a notice of 
price adjustment through its dealer organization to 
all purchasers. The new change, Order 34 of Maxi- 
mum Price Regulation 188, permits the company to 
add an adjustment charge of 11.3 per cent to its 
maximum prices for wood office furniture items. 

The upward revision of maximum prices, permitted 
by OPA, was granted because of rising material and 


prices only by 11.11 per cent, however, to facilitate 


| the figuring of orders on the basis of the usual Gunn 


discounts. Hardship to dealers was reduced by per- 


mitting them to make dollarwise increases to the | 


amount of the manufacturer’s increase. 
The new price adjustment became effective on Sep- 


tember 22. 
eI 


MINNESOTA MINING BUYS CHICAGO PAPER FIRM 

President W. L. McKnight of Minnesota Mining & 
Manufacturing Company, St. Paul, Minn., announced 
the purchase of Mid-States Gummed Paper Company, 
Chicago, early in October. 

The Mid-States plant, offices and warehouse occupy 
171,250 square feet of space in a three-story building 
at 2515 South Damen Avenue. 
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FINE CARBON 





ESTABLISHED 


Back in those ancient days when Athens was 
looked upon as the Alpha and Omega of 
scholarly learning, an eminent Greek philoso- 
pher of Samos, Pythagoras by name, is recorded 
to have enriched his mental stature by the 
acquisition of a knowledge of the sciences, 
especially geometry. In this he propounded 
many problems and theorems. These discov- 


eries brought so much joy to his heart that he 


SUPREMACY 


exclaimed “Eureka”— meaning, J have found it. 
Today discriminating buyers of carbon paper 
and inked typewriter ribbons who want prod- 
ucts of unmatched excellence and durability, 
instinctively know “they bave found it’ when 
they try M&V Eureka ribbons and carbon 
paper. The Eureka line can be depended upon 
to produce a nicety of work which will be 


readily noticed by important customers. 





MITTAG AND VOLGER, INC. 


ESTABLISHED 
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PAPERS & INKED RIBBONS 
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PARK RIDGE, NEW JERSEY 


























ADD 


loosens parts . . 


chines. 


YEARS to 
TYPEWRITER‘ 


e Put a KIL-KLATTER Type- 
writer Pad under every type- 
writer and you add years to its 
useful life. KIL-KLATTER 


Pads absorb vibration that 








Fits all typewriters 


retails 3 00 
for 

















ADDR™SS 


| 
| 
| pra NAME 
| 
| 
| 








} . Save money 
| by delaying the need for repairs. And the whole 
office becomes quieter, because KIL-KLATTER Pads 


really deaden typing noise! 


Made of famous OZITE All Hair Felt, with non- 
skid bottom that greatly reduces the danger of type- 
writers sliding off desks. Top is specially treated to 
keep machine legs from digging in. Size 11 x 13 
inches, fits all typewriters and many business ma- 


FREE DISPLAY CARDS: 


With orders for a dozen or more pads 


we'll send you FREE a colorful display 


eard and a quantity of 2-color mail en- 
closures imprinted with your name. 
+. 
———— 
Dealers: Pin coupon to your letterhead 


for Free Sample 


AMERICAN HAIR & FELT COMPANY 
Dept. DL1, Merchandise Mart, Chicago 54 


Send FREE sample KIL-KLATTER Typewriter Pad and full infor- 


mation about prices and discounts. 








HORDER’S, INC., BUYS SITE ADJOINING PLANT 

Horder’s, Inc., Chicago distributors of office supplies, 
have purchased the premises at 556 West Jackson 
Boulevard, adjoining both the Horder Building and 
Horder’s corner lot at Jackson and Jefferson. This 
gives Horder’s and Associated Stationers Supply Com- 
pany the complete block on the east side of Jefferson 
Street, between Quincy and Jackson Boulevard, with 
160 feet fronting on Jackson Boulevard and the same 
on Quincy Street. F. P. Seymour, vice-president, sec- 
retary and treasurer of Horder’s, Inc., states: “This 





PRESENT HORDER PLANT AT JEFFERSON AND QUINCY 


additional property, adjoining our own seven-story 
general office and warehouse building, will enable us 
to expand our warehouse and operating facilities to 
twice its present capacity to serve our expanding 
wholesale and retail operations, specific evidence of 
our company’s attitude toward post-war planning.” 
Horder’s purchased the property from the Northern 
Trust Company, as trustee. The buyer was repre- 
sented by Walter T. Fisher, of the law firm of Bell, 


| Boyd and Marshall. 


a es 
PITNEY-BOWES BUYS OAKVILLE LETTER OPENER 

The Oakville Company, a division of Scovill Manu- 
facturing Company, Waterbury, Conn., on September 


15 transferred the entire right, title and interest in 
the manufacture, sale and service of O. K. letter open- 


| ers to the Pitney-Bowes Postage Meter Company, 
| Stamford, Conn. 


All future inquiries concerning new equipment and 
the servicing of O.K. letter openers now in use should 
be directed to the nearest branch office, or to the 
home office of the Pitney-Bowes Postage Meter Com- 
pany, Stamford, Conn. 


I 


OKLAHOMA STATIONER DISPOSES OF BUSINESS 


Harry V. Bowman has sold his business at Musko- 
gee, Okla., to Royal Bland, who will continue to oper- 
ate at the same location under the name “Bowman 
Stationers.” 

For 36 years, Mr. Bowman has operated his office 
supply, printing and typewriter store and is well known 
in the trade throughout the country. His retirement 
was hastened by illness following an appendectomy. 
Mr. and Mrs. Bowman will spend the winter in Miami, 
Fla. 
1944 
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: there’s money for you in that word, 
“FINDING”! It’s a telling word, and a selling word. Puts Art 
& g 


Metal in a class by itself. And you can back it up—for you 






























will have the two things that turn a file case into a really help- 
ful “FINDING” Cabinet! 





—You will have the finest Filing Cabinets to sell . . . Art 





Metal’s scientifically engineered cabinets with quick, quiet, 


smooth-gliding drawer suspensions. 


— —You've got Art Metal’s Wabash Filing Supplies that turn 


_— he bedlam inside a filing cabinet into ; lined 
5 = the Dedlam inside a fi Ing Ca Dinet into a streamlined, pro- 
= _ ductive activity. Keep facts and figures safe, properly ar- 






_ ranged and always available for instantaneous reference. 


There’s no business too large or too small to profit by 
this systematic simplification of operation. But many 
businesses still operate under the costly, inconvenient 
old “tuck away” or “‘hope-to-find-it’” system of filing. 
They're your prospects. They’ve got a filing system— 
but they need a “FINDING” system. And that’s just 


what you'll have to sell in 
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ART METAL FILING CABINETS 


tf 


ART METAL WABASH FILING SUPPLIES 
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Dealers interested in securing information about an Art Metal 
franchise are invited to write Agency Division, Art Metal 


Construction Company, Jamestown, New York. 
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RESILIENCY 


IN THE 


HEART OF THE 
TYPEWRITER 


Promotes longer life 
for ribbons, carbons, 
type faces and 
Other parts of the 
typewriter. 


Produces better 
impressions and 
carbon copies. 


Avoid the use of old 
platens which have 
been sand-papered 
or reground. 


Use the new — 


TRU-MARK 


MASTERITE 


G.R.-S. SYNTHETIC RUBBER 
PLATENS 


THEY ARE 


Posiliont 


Ames Supply Company 


564 W. Randolph St., Chicago 6 





37 Murray St., 583 Market St., 
New York 7 = San Francisco 5 


1905 Commerce St.,{] PRINCIPAL CITIES 11 Pryor St., 
Dalias 1 Atianta 3 

















A. W. VANDERHOOF HONORED BY STANDARD 
DUPLICATING MACHINES SALES ORGANIZATION 

In a special celebration of his twentieth anniversary 
with the company, a dinner at Boston’s University 
Club was tendered Albert W. Vanderhoof, vice-presi- 
dent and general manager of Standard Duplicating 
Machines Corporation, Everett, Mass. 

After the dinner, which in itself was a significant 
tribute to Mr. Vanderhoof, came the highlight of the 
evening—the presentation of a certificate of purchase 








A. W. VANDERHOOF 


for a deluxe, post-war Cadillac sedan. While only a 
few men in territories near the home office were 
present at the actual dinner for Mr. Vanderhoof, all 
the agents in the national organization participated 
in this testimonial of their esteem and affection. 
Mr. Vanderhoof, who has successfully shaped the 
policies of the Standard organization throughout the 
present emergency, joined the company not long after 
World War I. From his first year with Standard in 
1924, he has figured prominently in all things progres- 


sive. 
————~7=— > o—__— 


FRIDEN OPENS LARGER OFFICES IN NEW YORK 


Increasing demands for Fridén calculators in the 
eastern area of the United States have made neces- 
sary the opening of larger New York City offices, offi- 
cials of the Fridén Calculating Machine Company, 
Inc., announced recently. The new quarters were 
opened in the recently-acquired Fridén Building, 336 
Madison Avenue, New York City, on October 19 and 20. 

Both the New York City and eastern sales and serv- 
ice division, as well as a service training school, will 
be centered in the Fridén Building, said President Carl 
M. Fridén. J. Arthur Russell is New York City agency 
manager, and Larry Taylor eastern division manager. 

Company officials who will cross the continent to 
attend the two day opening of the new Fridén Build- 
ing include President Car] M. Fridén, John Lund, vice- 
president in charge of sales, and H. A. Richardson, 
advertising director. 

Enlargement of the New York City and eastern divi- 
sion headquarters reflects the growth of the Fridén 
Calculating Machine Company to one of the nation’s 
largest producers of calculating machines. The com- 
pany was organized just ten years ago. The Fridén 
organization operates through more than 250 com- 
pany-controlled sales agencies in the United States 
and Canada. Sales and service organizations are 
maintained throughout the world. 


I 


CROWL AGAIN HEADS TOLEDO AD CLUB 
Lester S. Crowl, president of the Blade Printing and 
Paper Company, Toledo, has been elected by the 
board of governors of the Advertising Club of Toledo 
to serve as president for a second term. Mr. Crow] is 
well known for his participation in affairs of the 
National Stationers Association —AK 
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SPOTLIGHTING A 
PROUD TRADE MARK 


SKY-RITE is the product of Pioneers in the LIGHT WEIGHT 
Paper and Envelope Field. SKY-RITE is presented in over Thirty 
Million individual advertisements monthly in American Weekly, 
This Week, Saturday Evening Post, Life, Collier's, Newsweek. 
Time, New York Times Magazine, Ete. 


Handsomely Boxed—-Sizes and Styles for 
®& EVERY demand-—Write for SKY-RITE CATALOG 


DISTRIBUTORS COAST TO COAST 
AGENCY PAPER CO., 74 Varick St., New York 13, N.Y. 
Factories New York Chicago - :  s 
Also Makers of ~“SKY-LANE Stationery 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS ano FANCIES 


By McGillicudy 


Some smart fellows got out their slide rules and 
estimated how many envelopes are being used 
this year — and the rule said, “Somewhere 
above 30 billions.” That's a lot of envelopes — 
and all of us here at Quality Park are a bit 
proud to have a part to play in such a big 
activity. And when it comes to the part we 
play, we are just as proud of the Quality as 
the Quantity — maybe a little more so. 


| In the type of envelopes we manufacture, Quality 
comes first. Hand work is essential on many of 
the envelopes we make—that takes time. We 
can't claim to be the largest manufacturer in the 
country ...and modesty keeps us from saying 
anything about the best. 


The important thing is we are still making 
envelopes here at Quality Park — they are still 
Quality envelopes (and always will be) — and 
we're managing to meet your requirements 
pretty well (we hope). At least we’re doing our 
level best and are being fair to all dealers. 


By the way, someone has been telling stories 
about my dog playing checkers. It's not true! 
Actually, the dog can't play checkers—chess is 
his game. 


How’s your postwar planning coming along? 
As you make plans for bigger and better 
business, remember to include Quality Park in 
your plans. We'll be on the job to see that 
such familiar names as Leatheroid, Champion 
Clasp, Blue Line Air Mail, Air Way Express (to 
name just a few) are on your shelves. 
We are doing a bit of postwar planning, too—so 
don't be surprised when Quality Park springs new 
ideas—such as the QP Kit. (Sorry, that’s all | can 
tell about if now.) 


Sold through dealers only! 


x Buy War Gouds 





ENVELOPE COMPANY 


General Office and Factory Chicago Office and Warehouse 
Quality Pork 564 W. Monroe Street 


St. Paul 4, Minnesota Chicago 6, Illinois 
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THOMPSON TO HANDLE MIMEOGRAPH IN OHIO 

The A. B. Dick Company, Chicago, Ill., manufactur- 
ers Of Mimeograph duplicators and supplies, on Sep- 
tember 18 announced the appointment of The Thomp- 
son Company, 80 North Third Street, Columbus, Ohio, 
as authorized distributor of Mimeograph brand prod- 
ucts in the Columbus area. 

Edward Thompson, owner of The Thompson Com- 
pany, has had 20 years of Mimeograph experience, 
chiefly as a sales executive with the Dick organization. 
He joined the A. B. Dick Company in the Chicago 

















EDWARD THOMPSON _ 


office in 1924 as a sales promotion and advertising man. 
After more than four years in this post, he became 
manager of the Office Supply Company in Jackson, 
Miss., where, in addition to Mimeograph, a complete 
line of office equipment and supplies were handled. 
Two years later he was named manager of A. B. Dick’s 
Philadelphia branch; a six-year tenure in this post 
was followed by his transfer back to Chicago in 1935 
as Sales manager in charge of branches. The appoint- 
ment to the Columbus distributorship in September of 
this year came as a result of Mr. Thompson’s request 
that he be permitted to return to the field where he 
could again handle the product and be in direct con- 
tact with customers. 

The Thompson Company will, for the present, spe- 
cialize in Mimeograph duplicators and other products, 
and in impression papers. The addition of non-compe- 
titive allied lines of office equipment will be given 
consideration in the near future. 


2 


CLAR-O-TYPE NOW IN 25TH YEAR ON MARKET 

Back in 1919, two young men just discharged from 
the Army envisioned a sales future for a harmless, 
non-inflammable type cleaner. Clar-O-Type was the 
result. The product required a considerable amount 
of sales promotion pioneering, say the makers—The 
Clarotype Company, Inc., New York—for in that era a 
bristle brush, plus benzine or gasoline, was the .only 
device employed for this job. 

Clar-O-Type has today reached a point where a 
steady demand is enjoyed, say the manufacturers, 
most stationers and office machine dealers stocking 
the product. Satisfaction for stenographers, increased 
office efficiency and added profits for stationers and 
typewriter dealers have accompanied the product 
through its 25-year growth. 

Nas Sinaia cine 


GIBSON CO. OPENS NEW MANHATTAN SHOWROOM 

C. R. Gibson & Company, manufacturers of notes, 
drafts and receipts, and one of the pioneers in the 
production of fine wedding books, baby books and 
school memory books, have moved their New York City 
showroom to enlarged and modern quarters in rooms 
802 and 804 of the Fifth Avenue Building, 200 Fifth 
Avenue. Their new display space will feature all of 
their new products, and will be in charge of D. W. 
Chatterton. The Gibson plant is located in Norwalk, 
Conn. 
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Gunlocke engineers and Gunlocke designers are fully aware of the possibilities of this 
new Age of Wood—particularly in its application to office furniture. 
’ 
the Gunlocke dealers can prepare for exciting, busy and profitable days ahead with 
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1884 SIXTY YEARS 1944 


| acted as hosts and guided the groups through the 


Utilized 
In the development of 


“Service and Quality” 


both of which have been retarded due to World War 
conditions. The existing material and labor situation 
makes it difficult for us to maintain these features of 


which we were so proud. We appreciate your patience 
continually strive to serve 


you more efficiently and 


promptly with the 
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WIRE-O RECEIPT BOOKS 


and THREAD SEWED 
COMPOSITION AND 
MEMORANDUM BOOKS 


FILLERS OF ALL KINDS 


COLUMNAR AND 
WORK SHEET PADS 


QUADRILLE AND 
CROSS SECTION 
PADS AND PAPER 


PRINTED BUSINESS FORMS 


0 a 


ESTABLISHED 1884 


HOLYOKE-MASSACHUSETTS 


Salesrooms: NEW YORK: 29! Broadway CHICAGO: 333 N. Michigan Ave 


STENOGRAPHERS' 
NOTE BOOKS 


TYPEWRITER PAPERS 


DRAWING TABLETS, 
PADS AND PAPER 


PERFORATED AND 
SCRATCH PADS 


LEGAL PADS 
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MEETINGS—DINNERS—CONVENTIONS 
(Continued from page 90) 


plant, explaining every stage of the process of paper- 


| making from the time the sulphite pulp arrived at the 


mill until the finished product was rolled off the cut- 
ting machine in readiness for shipment to many parts 
of the world. 

The splendid turnout for the first meeting of the 
fall indicates a good club year ahead from the attend- 
ance aspect. From the program standpoint the exec- 
utives have already lined up a very interesting series 


of meetings. 
————n 


WEBSTER HOLDS MIDWEST SALES CONFERENCE 
The week preceding the big NSA convention was 


during these trying days and as time marches on, will | selected by the F. S. Webster Company for a sales 


conference for its midwest area. Meetings were held 
September 28 and 29 at the Chicago branch, the pro- 
gram including a visit to a large banking institution 
where a combination of tabulating machines and 





MIDWEST SALES GROUP, F. S. WEBSTER COMPANY, COV- 
ERING TERRITORY FROM CANADA TO THE GULF.—Front 
row: Joe Peatling, Red Shelp, John Krueger, George Tynan. 
Rear: R. C. Clarke, Ted Caswell, Mike Aylwin, Ken Pierce. 


Webster products was used to accelerate a vast 
amount of detail in bank routine. Some of those par- 
ticipating in the conference stayed in Chicago to at- 
tend the convention, others going directly into their 
territories. The area represented included states from 


| the Canadian border to the Gulf. 


| York, on Monday, October 9. 


a 
T.S.A. HOLDS OCTOBER DINNER MEETING 


The Transcription Supervisors’ Association held its 
regular dinner meeting at the Hotel Sheraton, New 
In keeping with good 
citizenship practices and in preparation for the coming 
important election, the legislation chairman, Mrs. 
Irene W. McGinty, engaged the following prominent 
speakers, who spoke at 15-minute intervals: Miss 
Josephine Schain, representing the Democratic State 
Committee; Mrs. Dorothy Rackoff of the Republican 
State Committee, and Mrs. Charles Towns, represent- 
ing the New York City League of Women Voters. 

The talks were so well presented that the member- 
ship was able to absorb much valuable information. 

Also announced was the appointment of T.S.A.’s 
president, Miss Irene H. Clark, as a member of the 
State Public Affairs Committee under the chairman- 
ship of the past president, Miss Frances Marlatt, of 
the N. Y. State Federation of Business and Profes- 
sional Women’s Clubs. In addition, the Dale Carnegie 
Institute has named her as one of its directors. 

0 ee 
OHIO STATIONERS TO MEET AT COLUMBUS 

A business meeting of the Ohio Stationers Club will 
be held at the Deshler-Wallick Hotel in Columbus on 
November 10, starting at 3 p.m., according to a recent 
announcement by John H. Duncan, secretary of the 
club. The morning of Saturday, November 11, will be 
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Here's a line dater and numberer whose popularity The Rex has a flat-faced marked handle which 
is so great that it has become the standard by always brings it face up and ready to use. The 
which all other line daters and numberers are frame is built solidly for enduring wear and the 

judged. Nothing on the market compares with it wheels afford finger-tip movement for quick 

| for quality at the prices quoted below. It is only changes. Figures and dates snap into perfect 
through volume production that we are able to alignment on the bridge and all figures and let- 
offer it at these prices, so you will be wise to stock ters are deeply cut for clear impressions and 
it NOW and be in position to supply the demand. long life. 
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74 years 


of Service to the leading stationers and 
now still maintaining the same high 
standard of quality and service. 


MEDAL OF MERIT 


AWARDED IN 1884 


Exactly 60 years ago a young firm, then 
14 years old, was awarded the ‘Medal of 
Merit" by the "American Institute'’ of New 
York for the excellence of workmanship, qual- 
ity and values of their expanding letter files. 
An award of lasting achievement for prom- 
inence in the stationery 

field which they served 

then as now. That firm 

was and is The Cooke 

& Cobb Co. and, 

needless to say, we 

are proud of our 

record of 74 

years, and happy 

in the knowledge 

that we have 

served long and 

well. 


THE COOKE 








devoted to visiting the office supply and equipment 
stores in Columbus, and in the afternoon the group 
will attend the Ohio State-Pittsburgh football game. 


PENN-MAR-VA OUTING WELL ATTENDED 
Rain during the morning of September 14 in no 
way affected the attendance at the outing of the Penn- 
Mar-Va Travelers Club, southern division, held at the 
Manor Country Club in Washington, D. C. For a lively 
throng of 50 dealers and factory representatives were 
present, including a number of dealers from Balti- 


more, Md. 
The meeting got under way at noon, the afternoon 


TRAVELERS AND DEALERS CAVORT AT ANNUAL 
PENN-MAR-VA OUTING NEAR NATION’S CAPITAL 

. The Travelers’ softball team. 

. Karl Castle (left), Wolcott Taylor Co., Washington, D. C., 
and Fred Haines, Wilson Jones Co., check their golf scores. 

. Gene DuLaney, Boorum & Pease Co., takes the rest cure. 

. The dealers’ softball aggregation. 

. Kip Edwards, Penn-Mar-Va president, raps out a hit. 
Eddie McLaughlin, Stationers, Inc., handles the catching 
chores. 

. A salesman-dealer group during a lull in the activities. 

. O. F. C. Giddy, Eberhard Faber Pencil Co., and president 
of the New England Travelers Club. 

. The combined group of dealers and sales representatives. 


being devoted to golf, a softball game and cards. At 
the banquet held at 7 o’clock, a contest for a $25 
War Bond resulted in Mr. Schaefer, R. P. Andrews 
Paper Company, Washington, D. C., being the lucky 
winner. Each member of the dealers’ victorious soft- 
ball team was awarded War Stamp prizes, and indi- 
vidual prizes were awarded each person attending. 
Following the repast, a large group gathered in the 
game room where a pleasant evening was spent. 
Among those in attendance at the outing was Wil- 
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SOVEREIGN 
CELLULOSE STENCILS 


Legal Size . $3.15 quire list 
Letter Size . .$3.00 quire list 
THRIFT-QUALITY STENCILS 


Legal Size....... $2.50 quire list 
Letter Size ....... $2.25 quire list 


Yar 
thee 


lM 


Z YY 


Yi ff) Yj 
L/ 


Y 


“7 


> Something to tell the customers about... 


“OUR UNCONDITIONAL GUARANTEE 
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BLACK INK 


Per Ib... .$1.00 list 
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liam Cravens, Walcott-Taylor Company, Inc., Wash- 
ington, D. C.; Charles Sinisgalli, regional governor of 
the National Stationers Association; O. F. C. Giddy, 
president of the New England Travelers Club; and 
J. Kip Edwards and W. H. Bullard, president and vice- 
president of the Penn-Mar-Va Travelers Club. 

Everyone present at the affair expressed the hope 
that the outing could be made an annual event. 

Le a 
BIG ATTENDANCE AT MID-WEST FILING MEET 

Despite the fact that the recent Mid-West Filing 
Conference was held on Friday, October 13, and was 
the 13th annual assembly, nearly 300 filing executives 
were in attendance. The sessions were held in the 
Palmer House, Chicago, and as usual were under the 
sponsorship of the Chicago Bureau of Filing and In- 
dexing, which is directed by Miss B. M. Weeks. 

The first two addresses of the morning were “Build- 
ing Office Morale,” by Major Charles V. Boulton, chief, 
Machine Records Branch, Headquarters of the Sixth 
Service Command, and “Problems of Alphabeting,” 
by J. W. Fisher, directory superintendent, Illinois Bell 
Telephone Company. These interesting talks were fol- 
lowed by an address titled, “Filing After the War,” 
by L. C. Goodhand of the Oxford Filing Supply Com- 
pany. Mr. Goodhand referred briefly to the various 
types of filing equipment and systems now in use, 
going into some detail about the Rock-a-File and the 
Pendaflex. An extended period of questions and an- 
swers followed his remarks. 

The speaker at the luncheon was a professional 
business woman from Brazil, Senora Ignez Barreto 
Correia d’Araujo. She told of the record-keeping 
methods used in business houses and government 
offices in Brazil, indicating that great progress has 
been made in operating efficiency in the past few years. 

Interesting addresses were presented in the after- 
noon under the titles, “Futures for Office Workers” and 
“The Office of the Future.” The first talk was by 
Robert H. Stuebing, president, National Office Manage- 
ment Association and director of personnel, The Union 
Central Life Insurance Company, Cincinnati, Ohio. 
The look into “The Office of the Future” was given 
by Stanley P. Farwell, president, Business Research 
Corporation, Chicago. Mr. Farwell took a look back- 
ward first to the office of 1908. He said that he re- 
freshed his memory by leafing through a bound volume 
of OFFICE APPLIANCES for that year. In speaking of the 
future he indicated that most of the changes would 
come through improvement of existing facilities and 
more general application of such things as air condi- 
tioning, sound control, posture seating, visible files, and 
accounting equipment. 

The general session was concluded by an address 
called, “Training Your Supervisors to Teach Assist- 
ants,’ by L. E. Hooker, management contact head, 
Training Within Industry Service, War Manpower 
Commission, District 15. The rest of the afternoon 
was devoted to round-table discussions as follows: 
“Current Personnel Problems,” under the guidance of 
Miss Florence Nichols, assistant to the director, Indus- 
trial Relations Division, A. B. Dick Company; “Co- 
Operation Between the Files and Other Departments,” 
directed by Miss Esther Grossman, A. O. Smith Cor- 
poration, Milwaukee, Wis., and “The Pros and Cons 
of Centralization of Files.” 


— oe 


CHICAGO OFFICE MACHINE MEN DISCUSS 
CO-OPERATIVE ADVERTISING, OTHER PROBLEMS 
Because illness kept President Jack Macon away 
from the meeting Vice-president Hans Wagner pre- 
Sided at the monthly gathering of the Chicago Office 
Machine Dealers Association on Monday evening, Oc- 
tober 9. Secretary Kline was also absent, due to ill- 
hess in his family. Jack Weiner served as secretary 
pro tem. 
After the reading of a letter from Clarence Bush of 
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TYPEWRITER PAPER 
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shelf space, it 


provides great- 





est turnover and 
profits of any 


item we handle’. 


% from a letter in our files from 


one of our authorized dealers. 


SOUTHWORTH COMPANY 
WEST SPRINGFIELD, MASS. 


CHICAGO OFFICE & WAREHOUSE 
570 W. MONROE ST. CHICAGO 6, ILL. 
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Why does a Tailor sit 
on a table? 


@ Have you wondered about that, 
too? According to a tailor ‘‘of the 
old school,” a tailor sits cross- 
legged in the center of a table 
because it saves time. With all 
his tools and materials grouped 
about him, he can often work 
throughout the day without get- 
ting up. 





This idea seems to be exclu- 
sive with the tailoring trade. Ef- 
ficient office workers prefer well- 
organized desks and well-designed, comfortable chairs. Thou- 


Washington on the education and research program 
of the National Office Machine Dealers Association, 
reports were presented by Hazen Ames and Robert 
Goldblatt on the advisability of operating as an incor- 
porated association. Final decision was deferred. Mr. 
Goldblatt then reported as chairman of the Black 
Market committee. 

Sam Fogel was appointed chairman of the nomi- 
nating committee, charged with the responsibility of 
presenting a slate of officers for consideration at the 
November meeting and election in December. 

The rest of the evening was devoted to discussion 
of possible co-operative activities, particularly in rela- 
tion to advertising in telephone books, directories, and 
guides. Following the discussion L. M. Wolf of Pruitt 
Office Machines, Inc., was appointed chairman of a 


committee to study the problem. 
EO 


LEATHER DISCUSSED AT OCTOBER MEETING OF 
STATIONERS’ GUILD CLUB OF TORONTO 

Members and friends almost filled the private dining 
room at Diana Sweets for the regular meetings of the 
Stationers’ Guild Club, (Toronto, Canada division) 
Wednesday evening, October 11. 

K. M. Kilbourn, president, Wickett & Craig, Ltd., 
addressed the group on “Leather,” telling of the primi- 
tive manner of tanning and pointing out that tanning 


| is possibly one of the oldest industries. Samples of 


| their various uses outlined. 


the different types of skins, ranging from the bull 
walrus (almost an inch in thickness) down to the 
finest layer of calf skin (1/64 inch) were shown and 
“The greatest advances 


| in the leather industry after the war,’ Mr. Kilbourn 
| stated, “will be along the lines of further refining.” 


A brief report of the national conference of sta- 
tioners held in Winnipeg, October 6 and 7, was given 
by Gordon Lowe, official club representative to the 
Stationers’ Guild of Canada. He referred to a recom- 
mendation made at the national meeting that every- 


| thing possible be done to assist the forming of Sta- 
| tioners’ Guild Club groups in other large cities across 


| the continent. 


In a lighter vein, some of the golf enthusiasts pre- 


| sented a skit of their hobby, and the “Golden Voiced 


| Choir” gave a parody of “Roamin’ in the Gloamin’, 


x,” 


| which vividly portrayed some of the golfers’ habits. 
| In keeping with the topic of the evening, leather 


sands have learned to respect the consistent quality of Sheboygan | 
| roster distributed to the members. 


Chair Company Chairs. Our chairs—even in wartime, have 
always adhered to the 8 points of good chair construction that 


have made our diamond trademark a reliable buyer’s guide for | 


more than three-quarters of a century. 


1—Good Design that makes a chair pleasing and comfortable. 
2—Choice Wood that makes it strong. 

3—High Quality Glue that holds it together firmly and permanently. 
4—Pertect-Fitting Joints so that the glue will not fail. 

5—Fine Finish to enhance and protect its beauty. 

6—Skilled Craftsmen to make the best use of all materials. 
7—The Determination to build nothing but good chairs. 


8—Experience of 76 years that teaches what makes a chair good and 
how to build it that way. 


Let us know your requirements in office chairs and we shall 
serve you to the best of our ability. 











SHEBOYGAN CHATR COMPANY 


Designers and builders of good chairs since 1868— 
for homes, offices, schools and institutions. 


SHEBOYGAN, WISCONSIN 
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medals were presented to golfers of particular merit. 
Much interest centered around the 1944-45 club 


2 

NEW YORK OFFICE MACHINE GROUP MEETS 

The regular monthly meeting of the Office Machine 
Dealers Association of New York was held on October 
10 at the Hotel New Yorker. 

President Irving R. Ritchie, Addressing Machine and 
Equipment Company, New York, declared the meeting 
open for discussion of problems confronting the dealer. 
He urged dealers to present their problems to the asso- 
ciation so that assistance or advice could be given. A 
lively interest was shown, as attested by the many dis- 
cussions that arose. The shortage of machines, as 
everyone knows, is critical, said President Ritchie, in 


| urging dealers to help each other wherever possible. 
| He further suggested that more dealers attend meet- 


ings so that they, too, might benefit by any assistance 
available. 

Charles F. Kraus, counsel, was kept busy clearing 
up points in question and explaining OPA regulations 
and their application to problems under discussion. 
The evening proved both interesting and informative 


to all. 


SI ie cee 

CONNECTICUT STATIONERS OPEN NEW SEASON 
The first meeting of the fall and winter season of 
the Connecticut Valley Stationers Association was held 
at the Indian Hill Country Club, Newington, Conn., 
on September 27. Fifty-three members were in at- 


tendance. 
The meeting was arranged by the New England 
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A Leopold EXECUTIVE DESK 
S ecially Designed 


FUR HULUING CUNFERENLES 





An executive desk and conference table 
combined. Brings the conference to the 
man who called it. 

Conferees ‘‘pull up a chair’’ . . . various 
desk sizes accommodate groups of from 
five to nine. A nine inch overhang on 
the three conferring sides provides work- 
ing comfort for them. A receding base 
affords full foot freedom. 

The presiding executive's “‘right at his 
desk” . . . able to reach in any drawer 
as needed. The desk is full drawer- 


equipped, including a special one for 


filing. Eliminates much ‘‘stepping back 
to the office for papers’ from a con- 
ference. Saves a busy executive’s time 


and ofhice space. Increases efficiency. 


Modern, practical . . . the inherent 
beauty of this functionally designed 
streamliner matches its endurance and 
convenience. Yes, since 1876, Leopold 
has been combining designing skill and 
sound craftsmanship . . . meeting— 
today—the office furniture problems of 


tomorrow. 


THE LEQPOLD COMPANY 


Burlington, lowa 
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Tough 


Hombres 


Americans in battle always have been tough hombres, 


accepting overwhelming odds, occasionally going in 
freedom to death rather than face a life shameful in 
slavery. Such a man was Davy Crockett—shot by Santa 
Ana's men as he lay wounded in bed in the Alamo. None 
dared approach to make him captive. 


Today the old qualities still prevail. American men face 
death rather than life without freedom. Back of our men 
is a unified nation determined to go on to complete 
victory and new heights of glory. 


American business has had the staggering task of pro- 
viding the sinews of war for our fighters and their allies, 
as well as providing the essential needs of our people. 
Many obstacles had to be overcome—manpower short- 
ages, dwindling sources of supply, transition from peace 
to wartime program. Notwithstanding shortages, delays 
in delivery, priorities, curtailment of services, we carry 
on, giving our all to the war effort. You are doing the 
same. The results show plainly on the shrinking battle 
fronts. When the victory that is ours is fully won our 
first thoughts will be supplying a better line of ‘Andy 
units of steel" to our many customers. 


DERSON-HickEY Co. 














INC. 
GENEVA 
ILLINOIS 


sandy i 


Travelers Club and association members were guests 
oft the travelers at a cocktail party preceding tne ain- 


' ner. Quite a number of those present played golf dur- 


| poration, luncheon chairman. 


ing the afternoon. 

From an attendance standpoint the meeting was 
one of the most successful held in a long time, nearly 
100 per cent of the association’s dealer membership 


turning out. 
2 


GLTC NSA “KICK-OFF” LUNCHEON DRAWS 117 


Preceding the NSA 39th Annual Convention, which 
was destined to establish new records, the pre-conven- 
tion luncheon of the Great Lakes Travelers Club held 
in the Bamboo Room of the Hotel Sherman, Chicago, 
on Friday, September 29, stole a march on the big 
meeting by hanging up the year’s first new record— 
that of attendance. An excellent turnout of members, 
plus a heavy representation of guest manufacturers, 
dealers and travelers, pushed the attendance to an 
unprecedented 117. 

Great Lakes President Bill Cox, The Carter’s Ink 
Company, called the meeting to order and then relin- 
quished the gavel to Herb Walsh, Ace Fastener Cor- 
Mr. Walsh then re- 
quested all present to rise and announce their names 


| and company affiliations. 


General Manager Charles P. Garvin was then called 
upon for a few remarks. In responding, the genial 
secretary predicted that on the basis of prepaid regis- 
trations, this year’s convention promised to be the 
largest in Association history, a forecast that was 
later borne out by a total of 1405 registrations. No 
small part of the credit, he said, belonged to the 
travelers. 

Mr. Garvin’s remarks were followed by some perti- 
nent statements by George Holt, W. A. Sheaffer Pen 
Company, chairman of the Chicago convention com- 
mittee, who thanked the members of his committee 
for their untiring efforts, and described some of the 
entertainment features that had been arranged to 
hold the crowds in the Exhibit Hall. 

Ralph Maneval, A. W. Faber, Inc., chairman of the 
golf committee, spoKe briefly on the arrangements for 
tournament play at Rolling Green Country Club on 


| Thursday, October 5, and stated that an innovation 


of this year’s event would be a bridge tournament for 
non-golfers, under the direction of Paul Cheney, 


Southworth Company. 


| Lincoln, Nebr., 


NSA President R. D. (Bob) Latsch, Latsch Brothers, 
was given a rousing ovation following 


his introduction. He expressed appreciation of the 


| activities of the various travelers clubs the country 


over. He liked to think of the manufacturers, travelers 


| and dealers of the industry as the “Three Musketeers,” 


he stated. Past President E. B. (Dick) Healy, Santa 


| Fe Book & Stationery Company, Santa Fe, N. Mex., 


also spoke briefly. 

Al Skibbe, Associated Stationers Supply Company, 
vice-president of NSA’s wholesalers’ division, com- 
mended the Great Lakes Travelers on their splendid 
hospitality, and suggested that the term, “Kick-Off 
Luncheon,” be used to designate the annual event 
preceding the NSA Convention each year. 

Spokesman for the guest travelers at the meeting 
was Stan Griebel, Yawman and Erbe Manufacturing 
Company, vice-president of the field division. Called 
upon to conclude the meeting was W. E. (Bill) Smith, 
Ace Fastener Corporation, dean of the industry’s trav- 
elers. He expressed the hope that these meetings, a 
source of good fellowship, could be continued year 


| after year. 


=i ——— 


CHICAGO STATIONERS OPEN 1945 SEASON 
The Chicago Stationers Group pried the lid off the 
winter meeting series with a pre-convention luncheon 
held in Room 788 of the Palmer House on Saturday, 
September 30. Guest of honor at the event was NSA 
General Manager “Charlie” Garvin, who gave an 
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SITTING ON 
TOP OF THE WORLD 


DALE EVANS 


Texas-born REPUBLIC Pictures Star—o hit with 
audiences all over America! 


IMPERIAL 


Spirtiteges 


{Also made for Gelatin process) 









A PROFIT hit with Dealers 


A PERFORMANCE hit a 


with Consumers! 


TOPS IN CONSUMER VALUE 


*IMPERIAL SPIRITCARB throws 
down more color, produces bril- 
liant impressions. 


*IMPERIAL SPIRITCARB en- 
dures like Methuselah. 500 
sharp copies are easy. Avail- 
able in all grades and finishes. 


TOPS IN PROFITS TO YOU 


IMPERIAL SPIRITCARB is a sensational 
money-maker because it meets with uni- 
versal acceptance, especially when it is 
matched against competitive brands. 


A PROMISE KEPT! 

More than a decade ago, to give the 
Stationers of America a square deal, 
PEERLESS-IMPERIAL made a promise .. . to exert might 
and main in the interests of our distributors. We felt then 
and now that we could not succeed unless our Dealers were 
successful first. Since this pledge was made our business 
has developed to extraordinary proportions. Could such 
a growth have been possible had not this promise been kept? 
You know the answer! 


We think like you, talk your language and belong together. Why not drop us a note today, 
asking for samples and prices of IMPERIAL SPIRITCARB, PEERLESS-IMPERIAL TYPEWRITER RIBBONS 
AND CARBONS, or any other PEERLESS-IMPERIAL products? 


GENERAL OFFICE AND FACTORY: 
401-407 MULBERRY ST., NEWARK 2, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 
THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 

DETROIT 18, 37 Linden St., River Rouge, Mich. @ CHICAGO 2, 179 W. Washington St. 
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BARKLEY 
plastic tab indexed 


1 NO STOOPING! (\ | 


2.NO EYE STRAIN! 
3.NO SCRATCHES! 





BARKLEY Plastic Tab Indexes create 
new filing comfort and efficiency. 
Save valuable filing space — their 
only thickness is above the card 


level. 


Show the MAGNIFIED VISIBILITY, 
the ANGLED VISION POSITION and 
the SPACE SAVING features of this 
unique index tab, and you'll have 
customers appreciative of your alert 
interest in improving their filing effi- 


ciency. 





Established 1921 


[. L. BARRLEY & CO. 


Manufacturers of Filing Supplies 


517 S JEFFERSON STREET CHICAGO 7, ILL 
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interesting resumé of his own background and of the 
National Stationers Association, and emphasized the 
importance of solidifying the local organization. Pres- 
ident R. D. (Bob) Latsch, also slated to speak, was un- 
able to attend. Eighteen members of the local group 


were present. 
=>. —____ 


IBSA TO HOLD DISTRICT MEETINGS 

Tom Gillice of Rockwell-Barnes Company and mem- 
ber of the executive committee of Illinois Booksellers 
and Stationers Association, announced to the Great 
Lakes Travelers Club a series of three one-day meet- 
ings to be held in November. The first would be at 
Rockford on the 14th, then Peoria on the 15th, Decatur 
on the 16th. Successive days were selected for the 
benefit of manufacturers’ representatives and others 
who might want to attend all three. Last year the 
meetings were held with a day intervening. 

ee es 

AMERICAN OFFICE SUPPLY EXPORTERS ELECT 

At a meeting held in September, A. D. Wyckoff, ex- 
port manager of American Writing Machine Company, 
was elected chairman of the American Office Supply 
Exporters, to succeed Charles Linn of the Bates Manu- 
facturing Company. Named as vice-chairman was 
George Nicklaus of the National Blank Book Company. 

a io llieitbindeientn 
GREAT LAKES TRAVELERS CLUB TO HOLD 
CHRISTMAS PARTY 
December 19 was set as tentative date for the annual 


| Christmas party of the Great Lakes Travelers Club. 
| President Bill Cox appointed Hy Linden of Ace Fas- 








tener Corporation chairman of the committee, and 
named a corps of members to assist him. Details will 


be announced later. 
———377.— eo —____—_ 


CANADIAN OFFICE SUPPLY MANUFACTURERS TO 
BENEFIT BY NEW METAL RELAXATION ORDER 


The Wartime Prices and Trade Board announced 
relaxation of an order prohibiting use of metal for 
certain articles of store and office equipment. 

Revocation follows the board’s policy, announced 
last month, of removing controls as soon as possible 
to speed production of civilian goods when materials 
and labor become available. Lifting of the restriction 
does not carry any priority for labor or materials, 
and manufacturers are free to continue standardiza- 
tion practices they have found valuable. 

Revision of the order prohibiting the use of metal 
in office and store equipment and supplies now per- 
mits metal for small articles such as rulers, punches, 
paper weights, perforators and waste paper baskets. 
The restrictions are retained on larger articles, includ- 
ing desks and filing cabinets.—R.C. 

——c—<o—_— 
OHIO FIRM AGAIN MAKING SAFE DEPOSIT BOXES 

The Herring-Hall-Marvin Safe Company, Hamilton, 
Ohio, has announced that the War Production Board 
has released sufficient material for the production of 
several thousand safe deposit boxes. The new boxes 
will be built to customer specifications. In most cases, 
appearance of present safe deposit boxes can be 
matched and locks set for present guard keys, the 
maker stated. Additional details may be obtained by 
communicating directly with the company. 

SO ee 


“FACTS IN FIGURES ABOUT ATLANTA” 

A picture booklet measuring 51% by 334 inches and 
containing 42 pages of “Facts in Figures About At- 
lanta” has just been received from the Industrial 
Bureau of the Atlanta Chamber of Commerce, Atlanta, 
Georgia. Although his name is not mentioned in the 
booklet, we are inclined to believe that Ivan Allen 
of the Ivan Allen-Marshall Company had something 
to do with our receiving the copy. Mr. Allen is a 
prominent member of the Atlanta Chamber of Com- 
merce. Frank H. Shaw, of the organization offers 
to send copies of the booklet to readers on request. 
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a manufacturer gets an unsolicited letter read- 


ing “We would like to add that the Neva-Clog 





Stapling Pliers for which these staples were 
ordered was purchased in 1925, and while it 


would be difficult to estimate the thousands of 





staples that have been used in it, we can say that 
= it operates as good now as the day it was pur- 


y Model J-30 is light in weight, yet rugged. Requires but little chased” (name on request) it is proof of the 
space and can be put into desk drawer or pocket when not 


in use. Indispensable for vertical filing or for attaching ma- quality of Neva-Clog products and a good 
iS terial to a permanent card. Uses DJ340 NEVA-CLOG Staples. 


y. reason—— 


11 


;- 
d | 
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you as a dealer should consider Neva-Clog 


Products as “must” items for your post-war in- 
d 


ro ventory. 


le 
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- = For heavy duty and for fastening of tough materials, this Z , : 
machine uses a broad flat staple. Fastens such materials as is the time for you to take stock and decide to 

al fibre, softwood baskets, veneer wood, leather and belting. i 

r- Used for sealing heavy paper or cloth bags, packages of feature those products which over the years have 

S corrugated board, and similar difficult operations. Powerful : 

ty leverage, durable, fool-proof. Staples used: NEVA-CLOG B-%. proven their worth. 
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NEVA-CLOG STAPLING PLIERS 
to 


Fasten Things Together 
ve The Machine of a Thousand Uses 
ial 
ta, 
he | 
en jf 
ng | A rugged, powerful Stapling Machine with 4 to 1 leverage. 

a Particularly designed for production work and hard usage 
m- but can be used for any stapling operation within its capac- 
2rs ity. Clog-proof so that it will give constant production. 

Use NEVA-CLOG A-1000 or L-1000 Staples. 
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THE REYBURN MFG. CO., INC. 
PHILADELPHIA 32, PA. 


BRANCH FACTORY AND WAREHOUSE 
1100 So. WABASH AVE., CHICAGO 5, ILL. 


SALES OFFICES IN ALL PRINCIPAL CITIES 
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IN OTHER LANDS 
(Continued from page 80) 
corporation or association, membership of which would 
be open to all traders normally handling the goods in 
question. All these matters are subject to discussion 
with the various industries. 
S.S.E. 


o— eS 


London, September 21, 1944. 


The message below from R. D. Keniston, sales man- 
ager of Ofrex, Ltd., manufacturers of patented office 
supplies, is very representative of the office appliance 
industry here: 

“We are glad of this opportunity of sending our 
warmest greetings to our ‘opposite numbers’ in the 
United States of America. 

“Most issues of OFFICE APPLIANCES have reached us 
regularly throughout this war—always welcome and 
always helpful. It has often occurred to us that we are 
far better informed of developments and conditions in 
the U. S. than are our American friends of what is 
happening over here in our field. 

“It is not our intention to comment on the war at 
length for the press, films and radio take care of this 
aspect effectively. Rather in talking about ourselves, 
we want to reciprocate in some measure the inspira- 
tion and help we have enjoyed from the U. S. It is 
only now that we can see in true perspective how much 
strength we drew from that inner faith after Dunkirk 
that America would come in alongside us. Now for all 
men of good will throughout the world Victory in 
Europe is in sight. And this time there will be enough 
Victory to go ’round, so that there will be no need in 
future years for anyone—be he Russian, Chinese, 
American or British—to boast that his country played 
the major role in defeating Germany. 

“Japan is next on the list, and we will be there along 
with the U. S. We have some scores to settle, too, and 
are convinced that there will be no permanent peace 
in the East until the Japs are driven out of the main- 
land of Asia. 

“Coming back to ourselves, we operate like many 
American concerns, manufacturing and distributing 
office and drawing office supplies. Somehow we have 
managed to continue the manufacture of most of 
our pre-war range, albeit some in a very limited and 
spasmodic way. For instance, small-scale production 
of short-supply items have been squeezed in between 
armament productions when changing from one gov- 
ernment contract to another. 

“Ever since 1940 there has been a shortage of skilled 
shorthand-typists—-much greater even than that of 
typewriters. To help offset this condition, we developed 
the Facilox system of carbon reproduction, and have 
the satisfaction of having made some contribution 
towards increasing typing output. Facilox is a very 
simple idea which, when used on unit form typing 
where carbon copies are required, can be likened to 
the automatic carbon shifting when typing continuous 
forms. 

“It attacks the waste motions and paper manipula- 
tions hitherto unavoidable both in assembling forms 
before typing and when dismantling them after typing. 
Among other additional advantages, its use does pro- 
long the typing life of carbon paper. We do not want 
to suggest, however, that we carbon manufacturers 
made profit out of the waste paper basket. But we 
all know that loose sheets of carbon paper are vul- 
nerable. 

“War and substitutes are synonymous. Sometimes it 
happens that the substitute can be so developed as to 
have extra advantages over what was regarded as the 
accepted standard product. With us this has happened 
in the case of edge-binding tape. First shortage of 
cloth, then of rubber, accelerated the release of a 
plastic base material, and this tape—Plyofix—has cer- 
tainly come to stay. We have had our headaches, of 
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Eh? How's that Texcel advertising campaign 
again? You Say it’s 
HUGH ? 


No. I say it’s NEW—this new 
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What! You say 
the war is over? 
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No, no! But when it 

\ is over an awful lot of 

eople are going to 

Eien about the many 

uses of Texcel Tape 

as a result of this 
ADVERTISING 
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{ said CAMPAIGN, 
not COMPLAIN, This 
campaign is going 
to mean lots of sales 
and profits on Texcel 
Tape when the war 
1S Over 
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HOUSING! You 
ought to be AD- 
VERTISING — with 
a swell product like 
Texcel 






That's what 
I've been ée/l- 
ing. you — we 
are advertis- 
ing- inalong 
list of national 
magazines*! 









adies’ Home Journal, 


’ ; “ 
ett Women’s Group, 
e Story, 


Collier's, Look, L 
sanion, Fawc 
Magazines, Tru | 
Popular Mechanics. 


* APPEARING IN 
o 3 Com} 
Woman's Home 
Parents Magazine, Modern 
Woman's Day, Popular Science, 
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STEELESS KLERADESK 






office aids 
..available) 





Here are established Sengbusch items — that you’ve depended 
on for years — available today in standard Sengbusch quality. 
True, steel for the famous Kleradesk (proc- 
essed prior to Order M-126) is mow gone. 
But the good-looking, equally efficient 
Steeless Kleradesk has been universally ac- 
cepted in its place—by wholesaler, retailer, 
and consumer. The glass Handi-pen set is 
going strong. And we now have a supply 
of the popular Ideal Moistener, both Sen- 
ior and Junior models. Stock these profit- 
able Sengbusch items. Order today. Seng- 
busch Self-Closing Inkstand Co., 311 
Sengbusch Bldg., Milwaukee, Wisconsin. 





Glass Handi-pen Set 


Cives your customer 
all the satisfaction of 
Handi-pen writing 


IDEAL MOISTENER 
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course. The enforced usage of a rubberless adhesive 
with a limited “life” followed recently by the use of 
a synthetic rubber adhesive has introduced new prob- 
lems, all of which require time to solve. 

“Then too, just as the last war broke down the re- 
sistance to the use of the adding machine over here, 
so this war has accelerated the usage of the spirit re- 
producer. Our problem has been to keep pace with 
the ever-growing demand for short- and long-run 
hectographic carbons. 

Thanks to our research departments and to customer 
co-operation, no one has gone short. So it has been 


| right along—a series of crises, expedients, and im- 


provisations, teaching us many valuable lessons. 
“As to the future—and here our American friends 


| will find a parallel—we have enough facts to work on 
| to inspire confidence. Money’s worth, quality, suitabil- 


ity, performance and service are today, rather than 
just ‘price’, much more appreciated by the consumer. 
We are fortified by the knowledge that whatever the 
readjustments and reshufflings, the business world will 
need the products we manufacture and the service we 
are competent to render. 

“We will have to be flexible enough to anticipate the 
reorganization of demand as business swings over to 
serving a war-free world. We must be ready to take 
back, re-train, and re-establish our men now in uni- 
form. We will have to recruit, train and inspire young 
men (and women) who now only know the business 
of fighting, suffering and destroying. We have to press 
on with developments of new products, prepare new 
advertising material, build up new mailing lists and 
regain personal contact with our many customers. 

“Controls and restrictions will take their belated 
departure. Parliament may endeavor to help business 
readjust itself—social security and vast reconstruc- 
tion projects may emerge. But in the end, as always, 


| consistent success and prosperity in our field depends 


on what we do for ourselves. The problems are many 
and complex. We see in each not a burden, but a 
stimulus, and an urge to find a better way to do all 
those things that comprise our activities. 

“In renewing our good wishes it is most fitting that 
at this moment of writing on a sunny September after- 
noon in the heart of London, flight after flight of 


| Liberators and Fortresses have passed overhead—out- 


ward bound. From our hearts we bid them Godspeed, 
acutely conscious of our duty to our boys who fly along- 


| Side them, that we may honor those that fall, and pro- 
| vide those that return with the opportunities to work 


and share with us in the building of a happier world.” 


* * * 


Association of British Business Equipment Manufac- 
turers, Ltd.—In the LONDON NOTES AND NEWS, 
June issue, reference was made to the formation of a 
new association to represent the interests of the steel 
furniture industry in Great Britain. Inadvertently, the 
title of the association was wrongly quoted. The cor- 
rect title of the association is—Assocation of British 
Business Equipment Manufacturers, Ltd. (A.B.B.E.M.), 
and the general secretary is now P. E. Taylor. 

A Registered Office has been established at 88 Regent 


| Street, London, W. 1. 


The following have been appointed to the first coun- 
cil: A. W. Toy, president; B. B. Dyer, vice-president; 
F. F. Chisholm; C. E. Partridge; H. Shand, M.B.E. 

——_— > o——————— 
GLASSBURN HEADS UP NEW DICTAPHONE UNIT 


Colonel Robert P. Glassburn, a retired United States 
Army Officer, has been named by the Dictaphone Cor- 


| poration as general manager of its newly-created in- 


ternational department. 
Purpose of the new unit is the realignment of the 


| company’s overseas sales organization in preparation 


for the post-war expansion of foreign markets. Head- 
quarters of the new appointee will be in Dictaphone’s 
Graybar Building offices. 
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General Pencil Company 


67-73 FLEEY STREET (+) JERSEY CITY 6, em. J. 





124 


DESCRIPTION OF EXHIBITS AT NSA EXPOSITION 


(Continued from page 42) 
Melind, David Sterrett, Bob Lemmon, Jack Rightor, Roy Wiles and 
Loretta Burger 

Merriam, G. & C., Company, Springfield, Mass.—This publishing firm 
displayed Webster’s New International dictionary, second edition; Web- 
ster’s Collegiate dictionary, fifth edition; Webster's Dictionary of Syn 
onyms and Webster's Biographical Dictionary. Ingham C. Baker and 
Harris W. Baker were in charge. 

Minnesota Mining & Manufacturing Company, St. Paul, Minn.—The dis- 
play spotlighted advertising done on Scotch tape throughout the war 
period, during which the company’s production has been wholly for war 
purposes. Other materials on exhibit included new types of Scotch tape 
and dispensing equipment. In charge of the booth were C. C. Smith, 
sales manager; C. O. Moosbrugger, advertising manager, and A. H 
Redpath, assisted by several divisional sales managers. 

Mittag & Voiger, Inc., Park Ridge, N. J.—The M & V line of ribbons 
and carbons was on full display, M & V Curl-Less typewriter carbons 
being featured. In attendance were T. G. Forbes, president; P. L. Foster, 
vice-president and assistant sales manager; W. G. Hurdle, Chicago man- 
ager; C. N. Murray, Kansas City manager, and W. H. Baldwin, E. P 
McConkey and O. M. Wilson, special sales representatives. 

Moore Push-Pin Company, Philadelphia, Pa.—The display, prompted by 
the presidential election, consisted of a large map of the United States, 
upon which significant facts, such as party affiliations of incumbent 
governors, senators and representatives, were indicated by the use of 





clever instrumentalists who inter- 
tained visitors in the exhibit hall Tuesday evening. 


MIDNITE SONS, 


Bobbie Kuhn, known as the “Crown 
Prince of the Bass Viol;” Bill Marton, saxophonist: 
Lynn Hutton, accordion artist, and Henry Durette. 
guitar expert. The quartette strolled around the hall 
dispensing novelty songs and instrumental numbers. 


Left to right: 


maptacks and marking tacks. State electoral votes and the electoral 
‘score’ of 1940 were also shown. Personal electoral ‘‘prediction’’ cards 
were furnished visitors, and a War Bond was offered as a prize for the 
closest tally te actual election results. The award will be made after 
the November election, and the winner announced in the trade papers. 
Keen interest was displayed in this exhibit and in the line of Moore 
Push-less hangers, push-pins, maptacks and thumbtacks. President J. R. 
Davies, Vice-President F. W. Sampson and Sales Manager H. C. Hooks 
were in attendance. 

National Blank Book Company, Holyoke, Mass.—Samples of available 
loose leaf and bound book items were displayed, together with several 
new loose leaf devices. Those in attendance were Merchandise Manager 
A. E. Farr, Assistant Treasurer R. P. Towne, Sales Manager P. B. 
Buckwalter, L. Kirchner of the merchandise department, and Sales Repre- 
sentatives R. V. Schumacher, R. L. Hammond, W. Kane, H. Morgan, 
J. Turner, J. Ramma, W. Waldvogel and R. C. Bauer. 

National Vulcanized Fibre Company, Wilmington, Del.—No Vulcot hard 
fibre waste baskets were shown, the exhibit being wholly made up of 
various articles of war the company has been making and is still making. 
H. W. Ahrens was in charge of the exhibit. 

Oxford Filing Supply Company, Brooklyn, N. Y.—Feature of the 1944 
Oxford exhibit was the Pendaflex filing method. In charge of the display 
were R. A. Jonas, Sr., R. A. Jonas, Jr., C. E. Reynell and W. R. Kane. 

Parker Pen Company, The, Janesville, Wis.—Instead of presenting mer- 
chandise the Parker booth was devoted to an exhibition of the company’s 
post-war merchandising program. It included showing of new displays, 
new gift boxes, new merchandising plans, and enlarged advertising cam- 
In the booth was a teletype machine bringing in world news 


paigns. 
as part of the Parker radio program called ‘‘Bob Trout and the News. 
In attendance were C. L. Frederick, vice-president; J. N. Black, general 
sales manager; W. A. Rucker, manager of wholesale sales; Mark Morris- 
sey, Chicago office manager; Glenn Costello, Detroit office; H. H. Dobey, 
assistant to Mr. Black; H. P. Nutley, advertising manager, and Ben 
Wachtel, Philadelphia. 

Quality Park Envelope Company, St. Paul, Minn.—The Leatheroid line 
of slide fastener wallets, vertical file pockets, two compartment mailing 
envelopes, flat mailing wallets, and clasp envelopes was shown. Also 
displayed was the new “Blue’’ line of air mail envelopes. In attendance 
were Harry Balch and Merrill Thompson. 

Rand McNally & Co., Chicago, Il.—In this booth was an extensive 
display of atlases, globes, maps, and mileage guides. Featured was a 
new map of the Pacific Ocean showing the small islands that have come 
into prominence because of the war. In attendance were O. E. Anderson, 
sales manager; French Rollin; Otis Bowers, and Harold Friedlander. 

Reyburn Manufacturing Company, Inc., The, Philadelphia, Pa.—The dis- 
play theme of the exhibit, ‘Serving Stationers "Round the World,’’ was 
backed by an impressive exhibit of tags, gummed labels, mending tapes, 
index tabs, gummed reinforcements, gummed stars, notarial seals, and 
similar products. R. C. Schmutzler of Philadelphia was in charge, assisted 
by Don W. Sharpe and L. J. Dwiggins, both of the Chicago office. 

Robinson Reminders, Westfield, Mass.—Robinson Pen-in-Ink desk units, 
Robinson Reminders, and Robinson Billminders were on display. All of 
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Bates Numbering Machine, 
the standard of quality for 
more than fifty years. 
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pI 
Bates Stapler makes its 


own staples, 5,000 in one 
loading. Can’t jam or clog. 


l 
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5 ae no use beating around the bush — quality 
merchandise is still scarce. It’s bound to be, for many of 
the quality manufacturers are still making war materials; 
and the available production of their regular lines is still 
being absorbed by the Armed Forces. 

That is Bates’ position. We must keep up our manufactur- 
ing of precision parts and assemblies for radar, gun sights, 
and gun turrets—that is bringing V-Day nearer. 

And we must keep supplying our Armed Forces with 
Bates Numbering Machines, Staplers and other products — 
they need the best. 

We are doing all we can to speed up the production of 
Bates Products, and every day brings nearer the time of 
more adequate stocks and prompt deliveries. We believe 
that the wisest course now for the dealer is to watch his 
inventory and make sure that when that time comes he will 
be in a position to concentrate more than ever on quality 
merchandise. 
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ATLAS STENCIL FILES 


NO 
PRIORITY 
REQUIRED 


Soon to be Released in 


STEEL 


Now Available in 







IMPORTANT NOTICE @ All models 
We are the sole li- equipped 
censee of U. S. Patent with steel 
No. 2,248,027. hangers. 


SAVE PAPER—SPACE 
—MANPOWER 


@ Stencils HANG vertically 
(two on each hanger) FREE 
from damage by folding, 
creasing or wrinkling. 

@ Stencils HANG. FREE from 
PRESSURE without the use 
of paper separators. 

@ Stencils STICKING is re- 
duced to a minimum, film 
of air circulates between 
stencils. 

@ Stencils are QUICKLY lo- 
cated, ATLAS two-inch 
open window type Indexes 


provide a VISIBLE INDEX. 


MODELS WITH CAPACITY TO 
MEET ANY REQUIREMENT. 


MR. DEALER: THE PRESENT PA- 
PER SHORTAGE HAS CREATED A 
MOST ACTIVE MARKET. YOUR 
TERRITORY MAY STILL BE OPEN. 


ANOTHER ATLAS PRODUCT 


Wood Card 
Uprights 


in which 
drawers operate 


100% ON 
STEEL 


POSITIVE FREE AND 
EASY DRAWER OPER- 
ATION. Each drawer 
equipped with two steel 
runners . . . two steel 


of position, drawers will 
not stick or sag. 


SIX MODELS: 5x3, 6x4, 
8x5—also tabulator 
cards, check file and 
finger print card units. 





ATLAS STENCIL FILES, Inc. 


12205 ST. CLAIR AVENUE CLEVELAND 8, OHIO 
ELGG LET NINE LEI TOOTLEIE EE 
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Custom Built 


side channels . . . four | 
steel rollers. Regardless | 





the items are now available to the trade without restriction. In attend- 
ance were H. S. Robinson, president, and W. Russell Krudof. 

Rockwell-Barnes Company, The, Chicago, {ll.—Across the two rear 
walls of this corner display the legend, ‘‘Rockwell-Barnes Company— 
Specialists to the Stationer since 1903,’’ topped an exhibit featuring the 
Rock-A-File products of the company’s office equipment division. On dis- 
play was a representative showing of both unright and card index file 
cabinets, spotlighted by an impressive display of executive-type personal 
cabinets and an executive desk with built-in Rock-A-File compartments, 
now being offered on a custom-built basis in walnut, maple and oak. 
Prominently listed on the back walls was the company’s line of stationers’ 
paper specialties—boxed and ‘“‘box-wrapt’’ papers, nonskid, easel-backed 
notebooks, office machine rolls, scratch pads, clip boards, and kindred 
items. Color motif of the display was in varied warm tones of buff, 
brown and red. Sales Manager J. E. Conlon was in charge. 

Rowles, E. W. A., Company, Arlington Heights, §ll.—Framed_ black- 
boards, changeable letter signs, blackboard erasers, cutting boards, and 
other items were shown. In attendance were J. F. Tracy, secretary; 
T. L. Miller, and A. R. Jasper. 

Royal Typewriter Company, New York, N. Y.—Display was comprised 
of Roytype ribbons, carbon papers, type cleaner, hand cleaner and other 
allied supplies. In charge of the booth was Stanley P. Hass, general 
supervisor of the Roytype division. 

Sanford Ink Company, Chicago, Ill.—A large display of Sanford inks 
and adhesives in an attractive setting was shown. Many of the items 
were exhibited in new packaging. Those in attendance were H. T. 
Griswold, R. P. Carpenter, C. W. Lofgren, C. F. Evans, F. C. Schaefer 
and W. J. DeGroft. 

Sengbusch Self-Closing Inkstand Company, Milwaukee, Wis.—This booth 
featured many Sengbusch items including the Handi-Pen desk sets in a 
wide variety of models and sizes, and the Sengbusch Kleradesk unit. 
Those in attendance were President G. J. Sengbusch, Secretary A. G. 
Schaefer, Northwestern Representative Merrill D. Hasty, Ohio and Michi- 
gan Representative Jack Luke, Southern Representative Ward H. Silliman, 
and Midwest Representative A. F. Sengbusch. 

Sheaffer, W. A., Pen Company, Fort Madison, lowa—Publicly displayed 
for the first time at the NSA exhibit was one of the nation’s secret war 
weapons—the Autotune radio. Sheaffer-built, the Autotune set was de- 
signed for single-seater fighters and dive bombers. The set makes it 
possible for ground bases, battleships or command headquarters to tune 
ineplanes, ships or tanks automatically on wave lengths of headquarter’s 
selection. All Navy planes and B-29 Superfortress bombers are equipped 
with these instruments. Other war weapons made by Sheaffer were also 
exhibited. The double-space Sheaffer exhibit also told the story of 
Sheaffer's newspaper, magazine and radio advertising program. The 
display background dramatized the Lifetime Triumph nib, keynote of the 
company’s 1944 advertising. The new jumble floor and counter Skrip 
display units were also shown. In attendance were W. A. Sheaffer, 
chairman of the board of directors; C. R. Sheaffer, president; George C. 
Holt, assistant general sales manager; Graham Orr, Chicago branch 
manager; Richard Mulhaupt and William Merschmann. 

Southworth Company, The, West Springfield, Mass.—Feature of the 
company’s 1944 exhibit was its display of Southworth typewriter paper 
as “A Direct Hit in American Business.’’ Sales Manager Paul W. Cheney 
was in charge of the booth, assisted by Gordon D. Frost. 

Speed-O-Print Corporation, Chicago, tl.—The Speed-O-Print line of 
duplicators and supplies was shown in front of an interesting background 
carrying samples of new packages for supplies. Included in the display 
was an excellent photograph of the Speed-O-Print factory building. In 
attendance were S. J. Graff, sales manager; F. M. Sargent, and David 
Agnew. 

Stationers Loose Leaf Company, Milwaukee, Wis.—Familiar products 
shown included Flexi-Post binders, sectional post binders, Slide-Open ring 
binders and visible records. Alternating in charge of the booth were 
. J. Kerns of Philadelphia, D. A. MacDougall of Kansas City, and 
Roy T. Bansemer and Carl H. Schmits of Milwaukee. 

Stein Brothers Manufacturing Company, Chicago, Ill.—Because of pre- 
vailing shortages no exhibit of brief cases, portfolios and _ similar 
leather goods was made during the 1944 show. E. R, Manning, general 
manager in charge of the Stein booth, assisted by several members of 
the sales force, registered upon dealers the fact that the 1945 line is now 
ready, and expressed hope that supplies would be unlimited. Orders for 
1945 delivery were accepted during the three-day exhibit. 

Superior Type Company, Chicago, I1l.—Showed Vari-Line printing kits. 
rubber type outfits, sign markers, inks and pads, daters and numberers, 
Featured was one of Superior’s new high-speed production marking ma- 
chines. A. C. Dent was in charge. 

Triner Scale and Manufacturing Company, Chicago, I1l.—On display 
were some of the company’s mail, air mail and parcel post scales, such 
as are used in U. S. post offices for weighing and rechecking purposes. 
The exhibit was supervised by F. A. Lang. 

Victor Safe & Equipment Company, Inc., The, North Tonawanda, N. Y.— 
Wood visible record equipment in sectional and solid cabinet units shared 
display honors with the Victor wood file, shown in both four- and two- 
drawer heights, letter and legal sizes. On the side counters in the 
double booth, Mak-ur-own indexing products—strips, shield tabs, printed 
sets and color bar index labels, along with hinges and index sheets—were 
shown opposite a panel featuring visible name and Adjust-o-flex filing 
systems and guide samples. On the paneled background, finished in gray 
wood grain with maroon border, were fluorescent-lighted exhibits of 
visible forms. The centerpiece was a lighted reproduction of the Victor 
knight trade-mark. Vice-President Allan Murray was in charge, assisted 
by E. H. Knapp, F. C. Leonhard, G. K. Desmond and W. F. Mont Pas. 

Wallace Pencil Company, St. Louis, Mo.—No merchandise was exhibited. 
The booth was equipped with lounge furniture for conferences with 
dealers. N. O. Augur, president, and C. H. (Jack) Johnstone, Chicago 
district manager, were in attendance. 

Waterman, L. E., Company, New York, N. Y.—Display devoted to 
wartime policy of serving armed services first, dividing civilian merchan- 
dise fairly, making no “forced” deals, and serving only established 
dealers. In attendance were C. A. Granath of New York and L. F. 
Caufield of Chicago. 

Weber, F., Company, Philadelphia, Pa.—Items displayed were Weber 
artist colors in oil, water, tempera and pastel; waterproof drawing inks, 
show card colors, mat water colors, etching ‘materials, block printing 
supplies and other art materials. J. W. Tschudin, secretary, was in 
charge, assisted by G. R. Atkinson and B. Pulskamp, sales representatives. 

F. S. Webster Company, Cambridge, Mass.—The display featured Web- 
ster’s Micrometric carbon paper with the exclusive numbered scale fea- 
ture, the new MultiKopy typewriter ribbon and spirit sets and binders 
for liquid duplicating machines. Central attraction was a _ typewriter 
under five illuminated panels, each of which described extra advantages 
of Micrometric. Spirit carbon papers and MultiKopy ribbons were ar- 
ranged on side panels. Those in attendance were F. H. Caswell, vice- 
president in charge of sales; John C. Krueger, Chicago manager; and 
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SAVES AUDITOR'S TIME! 


The purpose of this new Wabash 
Index is 


1. To make possible quick reference to 
checks. 
a. To save auditor's time. 
b. To quickly prove payment has been 
made. 


2. Pays for itself in time saved. 


3. Any customer having 300 or more 
checks a year needs this. 


4. An additional item you can sell when 
you get the regular transfer order. 











R. C. Clarke, K. G. 


Kirk and J. 





B. Peatling, sales representatives. 


Weis Manufacturing Company, The, Monroe, Mich.—No merchandise was 


shown in the Weis booth this year. 


Instead, instant photos of customers 


and dealers were taken, and surprise gifts distributed to dealers. In 


charge was Glenn Chambers of Chicago, 


assisted by Stanley Woodruff, 


Walter and Harry Nichols, Lionel Colomb, and three representatives from 


the factory—H. C. 
Welch, W. W., 


McPike, E. T. Weis and R. H. Sprague. 
Company, Cincinnati, Ohio—A number of models of 


Air-Flight circulators were on display although manufacture is not per- 


mitted at the present time. 


attendance were W. W. Welch, president; 
Havlick, and F. B. Oliver from the factory. 
A. Ottinger, Howard Huxster, and Harry Richards. 


ing representatives: C. 


Wells Office Furniture Company, Chicago, III.— 


Orders were taken for future delivery. In 


W. W. Welch, Jr.; M. E. 
Also present were the follow- 


A group of eight fully 


colored semi-humorous drawings portraying eight ideas submitted in the 


recent “‘Wells Idea Contest”’ 


highlighted this display. 


The drawings were 


contained in two counter-high shadow boxes which permitted lighting 


from beneath. 
trademark “‘owl’’ 


Featured in the center of the display was the company’s 
which was both illustrated and animated. On one side 


of the display an announcement was made of the ten contest winners. 


The company’s lines of office furniture and accessories was shown. 
chairs with metal chair irons were 
Sullivan, Harold G. Johnson, Orville Cris- 


Pritchard, John V. 


Lambert, 


Joseph W. 
man, Roger L. 
Schulda. 

Wessel, 


was built around the V-Mail theme. 
first class mail and junior mail Envo-Letters, 
Envo-Letters, War Bond 
Stanley Wessel was in charge of the exhibit, assisted by John 
Sawdon and Alfred Flesham. 

A representative selection of the com- 
In attendance were W. 
Meidinger, R. 


to air mail, 
commercial 
items. 
Henn, V. J. 

Wilson Jones Co., Chicago, III. 
pany’s products was on display. 
Harper, H. Calvin, H. Gould, H. 
George Cormack. 


Wire-O-Binding Company of Chicago, Chicago, III. 
series of albums for 
Also displayed were photo folders and frames. In 
Johnson, sales manager, assisted by Charles E. Davis 


“Photo by Wire-O” 
pings, and so forth. 
charge was H. P. 
and John Dwyer. 


Gustave Lefcourt, E. B. Pyle, 


Stanley, & Company, Chicago, III. 


Wood 
on display. In attendance were 


and John J. 


As last year, the display 
Greater stress, however, was given 
along with 


savers, and kindred stationery 


C. Niesen, A. C. 
Janov By Ole Olson and 
—Displayed was the 
autographs, photographs, clip- 


Yawman and Erbe Mfg. Company, Rochester, N. Y.—Feature attraction 
of the exhibit was the new Sort-O-Mat, designed to expedite the sorting 


of letters, checks, sales 


slips, and 


similar papers. A davenport and 


easy chairs extended a warm invitation to dealers to pause and visit with 


the Y. and E, attendants. 


In charge was H. P. Rockwell, vice-president 


in charge of the wholesale division, assisted by a number of district 
managers and home office representatives. 

Zephyr American Corporation, New York, N. Y.—Four Zephyr Ameri- 
can products were featured at this year’s exhibit—the improved model 


of the plastic Autodex ; 


dual Swivodex, Model R750, and the Aquadex moistener. 
Levy, midwestern representative. Also in attendance were 
England representative; 
Lockwood, 


Gabriel B. ; 
Leon Banov, New 
representative; and Lawrence A. 


the de luxe Swivodex, Model R300; 


the de luxe 
In charge was 


Robert Smith, West Coast 
Chicago representative. 
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Backus, Ralph H., Richmond & 
Backus Co., Detroit, Mich. 

Bair, Milo C., Office Supply & 
Equipment Co., South Bend, Ind. 

Baker, Harris W., G. & C. Mer- 
riam Co., Springfield, Mass. 

Baker, Ingham C., G. & C. Mer- 
riam Co., Springfield, Mass. 

Balaban, Sol, Service Office Sup- 
ply Co., Detroit, Mich. 

Balch, Harry W., Quality Park En- 
velope Co., Chicago, Ill. 

Baldwin, C. W., McClure-Baldwin 
Co., Macon, Ga. 


Baldwin, Wallace H., Mittag & 
Volger, Inc., Park Ridge, N. J. 
Banister, Gordon, McComb Staty. 


Co., Hattiesburg, Miss. 

Bannon, John F., Defiance Sales 
Corp., New Y ork, 

Bansemer, L. _ Stationers Loose 
Leaf Co., Milwaukee, Wis. 

Barclay, B. G., Manly Office Sup- 
ply Co., Oklahoma City, Okla. 

Barewin, H., Barco Office Supply 
Co., Kansas City, Mo. 

Barger, G. D., Morris Sanford Co., 
Cedar Rapids, Iowa. 

Barker, Raymond, S. Barker’s Sons 
Co., Cleveland, Ohio. 

am, Charles L., C. L. Barkley 

Chicago, IIl. 

Botkin, — H., C. L. Barkley 

Co., Chicago, II. 


| Barr, E. R., Barr-Kuhlman Co., 


Emporia, Kans. 
Barrett, S. iii Autopoint Company, 
Chicago, Ill. 
Bartens, Alex J., Shallcross Prtg. 
& Staty. Co., St. Louis, Mo. 
Barth, Arthur A., Jasper Chair Co., 
Jasper, Ind. 

Barthel, Ted, Boorum & Pease Co., 
Chicago, Ill. 

Bassett, A. G., Bert M. Morris Co., 
Wheaton, III. 

Bauer, R. C., National Blank Book 
Co., Holyoke, Mass. 
Baugher, Albert H., Jr., 
Ink Co., Chicago, III. 
Baxter, George, Diebold, Inc., Can- 

ton, Ohio. 
Baxter, George W. Saginaw Pub- 
lishing Co., Saginaw, Mich. 


Carter’s 
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Baxter, R. H., R. H. hs toad Sales 
Corp.., New York, , 

Bayless, Owen G., PRR & Han- 
ford Co., Seattle, Wash. 

Bayly, William E., Emerson W. 
Price Co., Lima, ‘Oh io. 

Beall, Jack, Business Supply Co., 
Columbia, 5. 

Becker, Wm. J., Joseph Dixon Cru- 
cible Co., Jersey City, N. J. 

Beeken, William S., Bainbridge, 
Kimpton & Haupt, Inc., New 
York, N. Y. 

Beekman, Bob, Manufacturers’ 
Representative, Medina, Ohio. 


Beeler, B. : L. Hanson Co., 
Chicago, Ill. 
Behmer, E. H., Marshall-Jackson 


Co., Chicago, Tu. 
Belcher, Ernest E., Belcher & 
Schacht Co., Long Beach, Calif. 
Bender, Ralph A., Arnot & Co., 
Baltimore, Md. 

Benge, Roscoe, Codo Mfg. Corp., 
Chicago, Ill. 

Benner, Dan H., Kessler Office 
Supply Co., Grand Rapids, Mich. 

Bennett, Edward D., B. B. Chemi- 
cal Co., Cambridge, Mass. 

Bennett, S. K., Brown Bros., Ltd., 
Toronto, Canada. 

Berger, R. A., Stow & Davis Co., 
Grand Rapids, Mich. 

Berglund, Arnold E., Joseph Dixon 
Crucible Co., Minneapolis, Minn. 

Bernasconi, A., Jr., Nascon Prod- 
ucts, Inc., New York, N. Y. 

Berry, C. H., Browne-Morse Co., 
Muskegon, Mich. 
Bieser, H. F., Everybody’s Office 
Outfitters, Inc., Dayton, Ohio. 
Bigelman, Leo, Modern Office Sup- 
ply Co., Detroit, Mich. 

Bishop, R. V., Office Supply & 
Prtg. Co., Cleveland, Ohio. 

Bishop, Walter J., Office Supply & 
Prtg. ~ Cleveland, Ohio. 

Black, H. E. J., Newell B. Newton 
Co., Toledo, Ohio. 

Black, J. N., Parker 
Janesville, Wis. 

Blad, Charles H., Corry-Jamestown 
Mfg. Corp., Corry, Pa. 

Blevins, E. W., Caldwell Sites Co., 
Roanoke, Va. 


Pen Co. 


1944 
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We are America’s 
Largest Exclusive 
Manufacturers of 
Typewriter Ribbons. 

















TYPEWRITER 
RIBBON 
CAMERON 
MAMUFAC TURING CO 
Snag tenes, 
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= 
AAMERON’S HALLMARK ribbons are 


good, first class, long-wearing quality 


ribbons. 


Maybe they are the best standard- 


weave ribbons made. We think they are. 


But we know they are the best ribbon 
value—because HALLMARKS are 
priced surprisingly low. So low, in fact, 
that you will almost certainly order a 
good supply when you have examined 
and tried the free sample we are waiting 


to send you. 


HALLMARK ribbons are always fresh 
stock. Packed individually in _heat- 
sealed cellophane. Immediate shipment 
—no priorities needed. Mail the coupon 


for free sample. 


MAIL THIS 











CAMERON MFG. CO. 
1615 Bryan St., Dallas 1, Texas 


Gentlemen: 


Send sample ribbon for 


with prices to 


Firm Name 


1944 
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SOON 
YOU'LL SEE 


SHEAFFER‘S 


NEw LINE! 


First deliveries of Sheaffer's postwar models will be made during 1945's 
early months! So—take action now to set yourself up to feature Sheaf- 
fer's new line without being handicapped with inventories of “duration” 
type merchandise. Clean out sub-standard makes and models so you 
can feature a better-than-ever Sheaffer line! 

Throughout these war years, Sheaffer has held its quality. And now 

. . With the background of highly specialized and important war work 
—Sheaffer has developed through better engineering and precision 
manufacture, achievements hitherto thought impossible in the history of 






all pens! 
You'll be playing it safe by planning on Sheaffer because the new 


line retains all of Sheaffer's famous time-tested features. Thus—any 
comparatively limited war-time Sheaffer stocks you may have will not 
be affected! And—so that you can work right through with Sheaffer, 
your present Sheaffer quota will not be cut from now until the big day 
when the new line is announced and ready for sale! 


A es W. A. SHEAFFER PEN COMPANY, FORT MADISON, IOWA 


> 


SHEAFFER'S 
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Blied, Leo J., Blied, Inc., Madison, 
Wi 


1S. 

Blum, H. F., Esterbrook Pen Co., 
Camden, N. by 

Boehmer, W. W., Miami Stationers, 
Inc., Dayton, Ohio. 

Boemer, J. H., Henry E. Wedel- 
staedt St. Paul, Minn. 

Seaeeer, R. B., Scripto Mfg. Co., 
Atlanta, Ga. 

Bosse, Gilbert H., Imperial Desk 
Co., Evansville, Ind. 

Bourne, Severin, Nascon Products, 
Inc., New York, N. 
Bowbeer, H. F., Wells Office Fur- 
niture Co., Chicago, Ill. . 
Bowen, A. R., Eastern Office 
Equipment Co., Ahoskie, N. C. 
Boyd, Alton B., Boyd Prtg. Co., 
Panama City, Fla. 

Boyd, Guy, Shaw-Walker Co., 
Muskegon, Mich. 

Boyd, William J., Acco Products, 
Inc., Chicago, Ill. 

Boyer, K., Newell B. Newton Co., 
Toledo, Ohio. 

Bradford, H. S., American Pad & 
Paper Co., Holyoke, Mass. 

Bradley, Jim, Higgins Ink Co., 
Des Plaines, 

Bragg, W. T., J. W. Burke Co., 
Macon, Ga. 

Brain, John B., Jr., Omaha School 
Supply Co., Omaha, Nebr. 

Brainard, G. C., General Fireproof- 
ing Co., Youngstown, Ohio. 

Branahan, Don L., Branaham, Inc., 
Oklahoma City, Okla. 

Braun, Fred J., American Pencil 


Brayman, Marshall, Eversharp, 
Inc., New York, : 
Breard, A. V., Monroe Office 
Equipment Co., Monroe, La. 
Bredesen, M. A., Bredesen Bros., 
Beloit, Wis. 

Breen, George T., Mosler Safe Co., 
Hamilton, Ohio. 

Brett, Roger W., B. G. Volger 
Mfg. Co., Passaic, N. 

Bretz, H. M., Archie S erer Co., 
Dayton, Ohio. 

Brinson, G. Park, White Co., Co- 
lumbus, Ga. 

Bristoll, B. J., Koch Bros., Des 
Moines, Iowa. 

Brohm, Ben, Eagle Pencil Co., 
New York, N. 

Brous, Fred L., Crane & Co., Inc., 
Topeka, Kans. 

Brown, Bob, Midland Staty. Co., 
Jefferson City, Mo. 

Brown, James C., Carpenter Paper 
o., Omaha, Nebr. 

Brown, L. M., Eberhard Faber 
Pencil Co., Brooklyn, N. Y. 
Brown, William H., Jasper Chair 

Co., Jasper, Ind. 
Browne, Bill, Browne-Morse Co., 
Muskegon, Mich. 

Bruner, W. G., Office Staty. & 
Equipment Co., Chicago, IIl. 
Buckwalter, Paul B., National 
eg Book Co., New York, 

7. 


fara E. F., Chicago, Ill. 
Bullock, Sam C., Los Angeles 
Stamp & Staty. Co., Los Angeles, 


Burnett, R. C., Sentinel Prtg. Co., 
Indianapolis, Ind. 

Burns, D. L., Mansfield Typewriter 
Fe Office Supply Co., Mansfield, 


ane, 'R. G., Co. of Master Crafts- 
men, Inc., New York; N. Y 

Burns, Tolman, Mansfield Type. 
writer & Office Supply Co., 
Mansfield, Ohio. 

Burst, Frank C., Sentinel Prtg. 
Co., Indianapolis, Ind. 

Busk, C. W., Cel-U-Dex Corp., 
Brooklyn, N. Y. 

Butterfield, Sidney, Smith & But- 
terfield Co., Evansville, Ind. 


¥ 

Campbell, G. P., Commercial Staty. 
& Supply Co., Chattanooga, 
Tenn. 

Caracci, Louis, Nor-Wood Co., 
New York, N. Y. 

Cardinell, J. D., Cardinell Corp., 
Montclair, N. J. 

Carlson, A. G., Carlson Bros., Inc., 
Moline, Ill. 

Carlson, C. H., Horder’s, Inc., Chi- 
cago, Ill. 

Carnegie, G. A., Carnegie Office 
Co., Norfolk, Va. 

Carpenter, Russell P., Sanford Ink 
Co., Chicago, II. 

Carr, Edward W., 
Wilmington, N. e. 

Carroll, W. J., Young’s Office 
Supply Co., Ashland, Ky. 

Carroll, W. J., Eberhard Faber 
Pencil Co., Brooklyn, N. Y. 


Shoemakers, 
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Carrow, Art M., Speed Products 
o., Houston, Tex. 

Carscallen, H. M., Red Feather 
Products, Ltd., Redwood City, 
Calif. 

Cassady, Walter G., Acme Visible 
Records, Inc., Chicago, III. 

Castle. W. B., Castle Prtg. Co., 
Shreveport, La. 

Caswell, F. H., F. S. Webster Co., 
Cambridge, Mass. 

Caufield. L. F., L. E. Waterman 
Co., Chicago, Il. 

Chambers, Glenn W., Weis Mfg. 
Co.. Monroe, Mich. 

Channon, S. J., F. 
Ca, Cleveland, Ohio 

Chase, K. E., Dennison Mfg. Co., 
Minneapolis, Minn. 

Cheney, Paul W., Southworth Co., 
Orleans, Mass. 

Chesick, Henry L., Century Press, 
New Castle, Ind. 

Chidsey, S. Ford, Bradley & Sco- 
ville, Inc.. New Haven Conn. 
Chumley, Harry H., Woodworth’s 

Book Store, Chicago, Ill. 

Chute, Mortimer H., Jr., Bain- 
bridge, Kimpton & Haupt, Inc., 
New York, N. Y. 

Clarke, R. C., F. S. Webster Co., 
Minneapolis, Minn. 

Clayton, Samuel S., Koh-I-Noor 
Pencil Co., Bloomsbury, N. J. 

Clegg, William C., Clegg Co., San 
Antonio, Tex. 

Clute, Mark G., Reliance Pencil 
Corp., Mount Vernon, N. Y. 
Cockrell, Joe L., Steck Co., Aus- 

tin Tex. 

Coes, &:. -B C. FF. See Ce. 
Dubuque, Iowa. 

Coelln, A. B., Wilson Jones Co., 
Chicago, Ill. 

Coggin, F. L., Sun Rubber Co., 
Chicago, IIl. 

Cole, Ben, Cole, Harding & James, 
Inc., Richmond, Va. 

Cole, Leo, Better Office Supply 
Co., Chicago, IIl. 

Cole, W. W., General Pencil Co., 
Atlanta, Ga. 

Collins, A. F., Collins Shops, Cin- 
cinnati, Ohio. 

Collins, Earl, Rockwell-Barnes Co. 
Chicago, IIl. 

Collins, Earle, Eversharp, Inc., 
Chicago, II. 

Collins, Joseph M., Scripto Mfg. 
Co,, Atlanta, Ga. 

Collun, J. A., Comfort Prtg. & 
Staty. Co., St. Louis, Mo. 

Colomb, Lionel A., Weis Mfg. Co., 
New Orleans, La. 

Condon, J. C., Sears Roebuck Co., 
Chicago, III. 

Conklin, Duncan, Boorum & Pease 
Co., Chicago, Il. 

Conlon, J. t Rockwell-Barnes 
Co., Chicago, Il. 

Conniff, E. J., Hodgman Rubber 
Co., Chicago, Ill. 

Consodine, Charles G., Bainbridge, 
Kimpton & Haupt, Inc., Indian- 
apolis, Ind. 

Consodine, Dan J., Richard Best 
Pencil 74 _ Irvington, N. J. 

Conway, J. — Mfg. Co., 
New verb. 'N. 

Cook, Al. Desk : Office Supply 
Co., Oklahoma City, Okla. 

Cooke, James L., Cooke Stationery 
Co., Salem, Ore. 

Cooley, Parle, Bates Mfg. Co., 
Chicago. IIl. 

Cooper, D. M., Twin City Prtg. 
Co., Champaign, III. 

Cooper, F. S., Codo Mfg. Corp., 
Chicago, III. 

Cooper, H. E.,! McMillan Book 
Co., Syracuse,/N. V 

Cooper, Jim W., Jr., Manufacurers’ 
Representative, Atlanta, Ga. 

Cooper, R. D., Art Metal Con- 
struction Co.. Chicagn, Il. 

Cormack, George. Wilson Jones 
Co., Chicago, Il. 

Cornelius, Ivan, Northern States 
Envelope Co., St. Paul. Minn. 
Cornish, Irving R., Yawman and 
Erbe Mfg. Co., Chicago. III 
Courtenay, John B.,. Carithers- 
aie att tera Co., Atlanta, 

a 

Cox. W. H., Carter’s Ink Co., 
Chicago, IIl. 

Coyle, Charles L., Storev-Ken- 
worthy Co., Des Moines. Iowa. 
Cramer, Harold W., Cramer Pos- 
ture Chair Co., Kansas Citv, Mo. 
Crane, Joe, Crane’s Office Supply 

Co., Minneapolis, Minn. 
rey J., Cray Bros., McKeesport, 


W. Roberts 


Creer, Frank, Utah-Idaho School 
Supply Co., Salt Lake City, 
Utah. 

Crenshaw, V. A., Southern Sta- 
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WOOD CHAIRS 
/ 


"DESIGNED TO LOOK/LIKE STEEL” 


No. 110-CA No. 140-CA 
ARM SWIVEL CHAIR SWIVEL CHAIR 








No. 125-GL No. 175 
SIDE ARM CHAIR SIDE CHAIR 
ee 
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‘“DEMAND THE BEST!'' 





5. 


STAEDTLER, 


53-55 WORTH STREET 
NEW YORK, N. Y. 
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tioner & Office Outfitter, At- 
lanta, Ga. 

Crile, Don A., Office Equipment 
Co., Canton, Ohio. 

Crisman, Orville, Wells Office Fur- 
niture Co., Chicago, Ill. 

Crone, Charles, Stationers Club, 
Indianapolis, Ind. 

Crossette, R. G., Eureka Specialty 
Prtg. Co., Scranton, Pa. 

Crow, John A., Hall Lithograph- 
ing Co., Topeka, Kan. 

Crowl, L. S., Blade Prtg. & Paper 
Co., Toledo, Ohio. 

Crowley, Robert S., Horder’s, Inc., 
Chicago, Ill. 

Cude, J. Harold, Stewart Office 
Supply Co., Dallas, Tex. 

Cullins, J. M., Scripto Mfg. Co., 
Atlanta, Ga. 

Cunningham, Norman, Arch Cun- 
ningham & Co., Boise, Idaho. 
Curry E., E. W. Curry Co., Pitts- 

burgh, Pa. 
Curtiss, Frank R., Neva Clog 
Products, Inc., Bridgeport, Conn. 


Dacey, Jack, Eversharp, Inc., New 
York, N. Y. 

Dahl, Ernest A., Business Effi- 
ciency Aids, Skokie, III. 

Dahl, Harold E., Harold E. Dahl 
Co., Tacoma, Wash. 

Daley, A. W., Brown Bros., Ltd., 
Toronto, Canada. 

Dalton, William J., William Dal- 
ton Advertising, Park Ridge, Il. 

Daniel, R., S. B. Newman & Co., 
Knoxville, Tenn. 

D’Armond, A. J., 
Chicago, IIl. 

Davidson, Al C., Los Angeles 
Stamp & Staty. Co., Los An- 
geles, Calif. 

Davies, John, Moore Push-Pin Co., 
Philadelphia, Pa. 
Davis, Charles E., Manufacturers’ 
Representative, Portland, Ore. 
Davis, Geo., Bank & Office Staty. 
Co., Indianapolis, Ind. 

Davis, Grenville, Manufacturers’ 
Representative, Chicago, IIl. 

Davis, K. F., W. H. Gunlocke 
Chair Co., Wayland, ae 

Davis, Oscar, Review Co., Savan- 
nah, Ga. 

Davis, Paul B., Paul B. Davis Co., 
Muncie, Ind. 

Davis, Raynes, Manufacturers’ 
Representative, Albuquerque, 
N. M. 


Horder’s, Inc., 


Davison, James H., Los Angeles, 

Dawson, W. Ed., Dawson Bros., 
Ltd., Montreal, Canada. 

Dean, G. A., Horder’s, Inc., Chi- 
cago, Ill. 

Deane, F. M., Gunn Furniture Co., 
Grand Rapids, Mich. 

Dear, Howard D., Standard Sta- 
tioners, Jackson, Miss. 

DeBurgos, Harry J., Allied Carbon 
& Ribbon Mfg. Corp., New 
York, N.Y. 

Decker, Howard, Decker’s ,Inc., 
Lafayette, Ind. 

DeGroft, Walt J., Sanford Ink Co., 
Chicago, III. 

De Lemos, W. B., Dixie Office 
Supply Co., Montgomery, Ala. 
DeLong, C. = F. Goodrich 

Rubber Co., Akron, Ohio. 
Demaree, Mrs. C. S., Demaree 
Staty. Co., Kansas City, Mo. 


_ Demaree, George, Demaree Staty. 


Co., Kansas City, Mo. 

Denny, Gayle M., Transylvania 
Prtg. Co., Lexington, Ky. 

Dent, Arthur C., Superior Type 
Co., Chicago, Il. 

Desmond, G. K., Victor Safe & 
Equipment Co., North Tona- 
wanda, N. Y. 

Devitt, Allen H., Acme Visible 
Records, Inc., Chicago, III. 
Dickinson, J. L., Zac Smith Staty. 

Co., Birmingham, Ala. 

Diehl, W. R., Sr., Diehl Office 
Equipment Co., Columbus, Ohio. 

Dillon, Matt, Associated Station- 
ers Supply Co., Chicago, III. 

Dimmitt, M. S., Wilson Jones Co., 
Kansas City, Mo. 

Dobey, H. H.. Parker Pen Co., 
Janesville, Wis. 

Doblmeier, F. M., Nascon Prod- 
ucts, Inc., New York, N. Y. 
Donaldson, George S., Waters & 
Waters Branch, St. Louis, Mo. 
Donahue, J. E., C. F. Denzer Co., 

Sandusky, Ohio. 

Donisthorpe, H. M., Rockwell- 
Barnes Co., Chicago, IIl. 

Donnelly, S. J., R. A. Stewart & 
Co., New York, N. Y. 

Donnelly, W. S., The Modern Sta- 
tioner, New York, N. Y. 
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Dooley, Edward F., ee Jones 
Co., New York, N. 

Dopke, Tony, Ritts” Imperial 

o., Newark, N. 

Dorsey, Don, Eversharp, Inc., Chi- 
cago, Ill. 

Dorsey, Henry, Jr., Dorsey Co., 
Dallas, Tex. 

Dorsey, L. L., Dennison Mfg. Co., 
Dallas, Tex. 

Doubleday, Donald, Doubleday 
Bros. & Co., Kalamazoo, Mich. 

Douglas, H. Dorsey, H. Dorsey 
Douglas, Inc., Oklahoma City, 
Okla. 

Douglass, George, Finch & Mc- 
Cullouch, Aurora, IIl. 

Douglass, R. F., W. H. Gunlocke 
Chair Co., Wayland, N. Y. 

Dowd, H. W., Harter Corp., Cleve- 
land, Ohio. 

Dowdle, Waldsee, The Commercial 
Dispatch, Columbus, Miss. 

Downey, C. Lee, L. Downey 
Co., Hannibal, Mo. 

Downing, W. K., Globe-Wernicke 
Co., Cincinnati, Ohio. 

Downs, Fred, Downs-Randolph 
Co., Tulsa, Okla. 

Drake, M. V., Drake Co., Shreve- 
port, La. 

Draper, Carl W., Noesting Pin 
Ticket Co., Los Angeles, Calif. 

Dressel, H. E., Autopoint Co., 
Chicago, IIl. 

Dresser, Malcolm, Standard Diary 
Co., Cambridge, Mass. 

Dubow, Harold, Stanley Wessel & 

o., Chicago, Ill. 

Ducos, J. Frank, Maverick-Clarke 
Co., San Antonio, Tex. 

Dugan, J. E., Acme Prtg. & Staty. 
Co., Pittsburgh, Pa. 

Duggan, T. G., Columbia Ribbon 
& Carbon Mfg. Co., Glen Cove, 
ye 

Duke, Earl K., Duke Prtg. & 
Office Supply Co., Wichita, Kan. 

Duncan, John H., Advocate Prtg. 
Co., Newark, Ohio. 

Dundas, Ronald T., Dundas Office 
Supply Co., Great Falls, Mont. 

Dunnett, George C., McFarland 
_ Equipment Co., Rockford, 


a. J. P., J. P. Duskey Co., 
Wausau, Wis. 
Duvall, J. D., Jr., Alabama Staty. 


Dwiggins, L. J., Reyburn Mfg. 
Co., Philadelphia, Pa. 

Dwyer, John B., Cook’s, Inc., 
Camden, N. J. 

Dykema, Ray, Dykema Office Cael 
ply Co., Kalamazoo, Mich 

E 

Eadon, Bert, C. Howard Hunt Pen 
Co., Camden, N. J. 
Earnshaw, O. E., Roth Office 
Equipment Co., Dayton, Ohio. 
Eckerman, Charles, Shaw-Walker 
Co., Muskegon, Mich. 

Eckert, John, Jasper Seating Co., 
Jasper, Ind. 

Eckert, Royal H., Royal H. Eck- 
ert, Inc., Allentown, Pa. 

Edelhoff, Arthur S., General Pen- 
cil Co., Jersey City, N. J. 

Edgren, Roy A., Corry-Jamestown 
Mfg. Corp., Corry, Pa. 

Eichenlaub, Ray J., Service Steel 
Products Corp., Chicago, Ill. 

Eisemann, Al, Maverick-Clarke, 
San Antonio, Tex. 

Eisenlohr, Otto H., Dorsey Co., 
Dallas, Tex. 

Elder, Claude, Office Supply Co., 
Missoula, Mont. 


Eldred, Arthur C., Eldred Co., 
Lorain, Ohio. 
Eldredge, W. Utah-Idaho 


io 
School Supply Co., Salt Lake 
City, Utah. 
Ellison, C. D., Roberts & Son, 
Birmingham, Ala. 
Ellman, M. A., M. A. Ellman & 
Co., Detroit, Mich. 
Ellsworth, C. H., Rite Point Co., 
St. Louis, Mo. 
Ellsworth, W. Bruce, Corry-James- 
town Mfg. Corp., Corry, Pa. 
Emerson, Tom, Eversharp, Inc., 
Chicago, IIl. 

Emery, Lynn B., Lynn B. Emery 
Co., Detroit, Mich. 

England, Steve, P. F. Volland Co., 
Joliet, Ill. 

Espe, Lyle D., Midwest Press & 
Supety Co., Sioux Falls, S. D. 

Estes, Jack, Estes Office Supplies, 
Greenville, Miss. 

Evans, Charles, Sanford Ink Co., 
Los Angeles, Calif. 

Evans, R. B., James A. Head, 
Inc., Birmingham, Ala. 

Everett, Curtis H., Scripto Mfg. 
Co., Atlanta, Ga. 
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Big Profits Paid 


for Visi 


ble Record Prospects 


in bec “oy 


New HANDIFAX Sales Plan 
Offers Opportunity for Live Dealers 


Exclusive to You—Little or No Investment 


* ® 





You Find the Prospects 
2. We Work Out Details of Installations 


for Your Prospects 


ae 
4 


ome 


We Help You Close the Sales 
You Earn 30% 


to 50°. on Orders 


and Re-orders 


With the possibility of war ending in the not distant 
future business men are looking to the re-vamping of 
their business records. ‘They are planning to. install 
effective business controls. We need you to help us 
locate these Prospects and develop their interest. You 
can do this because of experience and intimate familiar- 
ity with your local market. 

There is a large potential market for HANDIFAX 
Visible Record installations and, beyond that, a profit- 
able volume of re-orders. We carry HANDIFAX 
stock and ship direct on your orders. Individual sales 
range from a few dollars to $10,000—from 100 cards 
to 100,000 cards or more. 

We maintain at our St. Louis plant a staff of men 
who will recommend proper Standard Forms or plan 
and create Special Forms, and also suggest procedure 
and type of equipment best suited to the individual 


needs of your Prospects. 


HANDIFAX Visible Records have been in national 
daily use for more than ten years. They are used from 
Coast to Coast in many important Business Firms and 
Government Departments, federal, state, county and 
municipal. 

HANDIFAX is one of the most convenient, port- 
able, flexible, economical and satisfactory visible record 
systems sold and used in America today. It sells for 
one-half (1%) the price of other visible record systems. 
It has many exclusive features. It cuts clerical costs. 
An executive can look at the face of ten (10) com- 
pact, portable panels of HANDIFAX and get a quick 
survey of correlated facts on 200 different situations. 
“Visible Facts Inspire Profitable Acts.” 

Phone, wire or write for HANDIFAX Dealer Plan. 


Please let us know your experience and qualifications to 


act as our exclusive HANDIFAX Visible Record 


Dealer in your City. 


Ross-Gould Company, 309 N. Tenth, St. Louis 1, Mo. 


Phone Central 1646 


HANDIFAX Visible Records -- St. Louis 
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THE NATIONAL STANDARD FOR SAFE, 
ECONOMICAL, EFFICIENT RECORD 
STORAGE FOR MORE THAN 25 YEARS 


The leadership of Liberty Boxes quickly estab- 
lished over a quarter century ago has been 
constant through the lush of prosperity, the 
trials of depression, and now through the un- 
certainties of war. Top quality at the right 
price, and fair treatment die dealer organiza- 
tion is responsible. 

Today our dealers have helped us in a concen- 
trated effort to get Liberty Boxes into War 
Plants, Government Offices, and Essential 
Industries where they are aiding the war effort. 
That this has been accomplished is proved by 
a glance at this representative list of but a few 
of the Essential Industries using Liberty Boxes 
for preserving their vital records. For this 
patriotic job we humbly thank our dealers and 
ask that they continue the good work. 

In this way our allotment of board is being 
fairly distributed through the greatest number 
of dealers to the plants where Liberty Boxes 
serve the war effort best. 

PLEASE NOTE: 

Liberty boxes are being shipped promptly direct 
to War Plants. Government Offices, and essential 
Industries. Send your orders to us: (1) giving your 
customer’s name, address and order number. 
(2) Include a statement regarding his percentage 
of war work. (3) Instruct us to make shipment 


direct to your customer. (4) Advise whether ship- 
ment is to be sent Prepaid or Collect, F.O.B. 


Chicago. 


BANKERS 


536 SOUTH CLARK STREET 
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Everly, C. H., Office Appliances, 
Chicago, Ill. 
Evis, S. A., Stainton & Evis, Ltd., 
Toronto, "Canada. 


Faber, Eberhard, Eberhard Faber 
Pencil Co., Brooklyn, N. Y. 
Falk, Bill, Griffith Koch Co., Balti- 
more, 

Farber, Louis H., Manufacturers’ 
Representative, Chicago, Ill. 

Fargo, Dorothy, Tec Pencil Co., 
Los Angeles, Calif. 

Farr, Albert E., National. Blank 
Book Co., Holyoke, Mass. 

Fecho, J. S., Burrows Bros., Cleve- 
land, Ohio. 

Fellowes, H. L., Bankers Box Co., 
Chicago, IIl. 

Fenne, F. O., Associated Station- 
ers Supply Co., Dallas, Tex. 

Fenton, Dale, Peerless Office Sup- 
ply Co., Stillwater, Okla. 

Ferris, Frank E., Hall Lithograph- 
ing Co., Topeka, Kans. 

Ficinus, Fred W., Co. of Master 
Craftsmen, Inc., New York, 


mn. Y. 

Filizola, D., Filizola Office Supply 
Co., Ft. Scott, Kan. 

Finch, Harold C., Finch’s Staty. 
Co., Boise, Idaho. 

Fitzpatrick, J. S., Caldwell Sites 
Co., Roanoke, Va. 

Flaherty, E. V., Herring-Hall- 
Marvin Safe Co., Hamilton, 


Ohio. 

Fleet, C. M., Eberhard Faber Pen- 
cil Co., Minneapolis, Minn. 

Fleischer, W. F., Meffert Office 
Supply Co., Louisville, Ky 

Fleming, Robert M., Lewell Co., 
Burlington, Iowa. 

Flesham, Alfred, Stanley Wessel & 
Co., Chicago, IIl. 

Fletcher, W. M., Carter’s Ink Co., 
Boston, Mass. 

Flotte, xjames J., Hanson Flotte 
Co., New Orleans, La. 

Follin, M. V. Jasper Office Furni- 
ture Co., Riverside, Ill. 

Fontaine, Art, Decker’s, Anderson, 


Ind. 
Forbes, Thomas G., Mittag & Vol- 


ger, Inc., Park Ridge, N. J. 
Ford, Jr., John, Peterson Litho- 
graph & Prtg. Co., Omaha, 
Nebr 


Ford, John P., Apex Staty. Co., 
Dallas, Tex. 

Foster, Paul L., Mittag & Volger, 
Inc., Park Ridge, Ns Js 

Fox, Miles, Miles Fox Co., De- 
troit, Mich. 

Frederick, C. L., Parker Pen Co., 
Janesville, Wis. 

Frederick, H. P., All-Steel-Equip 
Co., Chicago, Til. 

Frederickson, R. F., Autopoint Co., 
Chicago, II. 

—- Roland J., Jasper Chair 

, Jasper, Ind. 

Pune, A. R., Globe-Wernicke Co., 
Cincinnati, Ohio, 

Friedlander, Harold, Rand McNally 
& Co., Chicago, Til. 

Frisbie, Horton, Roberts Office 
Supply Co., Portland, Me. 

Fritz, Ray, Fulton Specialty Co., 
Elizabeth, N. J. 

Frost, A. G., Esterbrook Pen Co., 
Camden, N. SA 

Frost, Gordon D., Southworth Co., 
West Springfield, Mass. 


Fuller, Donald G., S. C. Toof & 
Co.,. Memphis, Tenn. 

~~ J., Fulton Co., Houston, 
ex, 


G 
Gaffaney, J. E., Gaffaney’s Office 
Specialties Co., Fargo, N. D. 
Gale, Harold W., Swan Prtg. & 
Staty. Co., Buffalo, oe F 
— L. B., Hill Prtg. & Staty. 
Waco, Tex. 
Guriepy, Edouard, Granger Freres, 
Ltd., Montreal, Canada. 
Garrigan, A. 3 Typewriter & 
Equipment Co., Springfield, Ohio, 
Garvin, C. E., C. E. Garvin Co., 
Petoskey, Mich. 
Garvin, Chas. P., National Sta- 
tioners Assn., Washington, D. C. 
Gassenheimer, Leo, Mercantile 
Paper Co., Montgomery, Ala. 
Geer, Charles E., Geer-Dunn Co., 
Jamestown, “* 
Geiger, F. H., "A. Rogers Co., 
nneapolis, a. 
Gerth, Norman A., Imperial Desk 
°., Evansville, Ind. 
Getty, H. M., Polar Mfg. Co., 
Philadelphia, Pa. 
Geuther, O. R., Marshall-Jackson 
Company, Chicago, Ill. 
Gilbert, John A., Office Appliances, 
Chicago, Ill. 
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Gill, A. W., A. W. Gill & Co., 
Trenton, N. 

Gillice, Tom, Rockwell-Barnes Co., 
Chicago, Ill. 

Gingland, R. B., Esterbrook Pen 
Co., Camden, N. z, 


Girardot, Bernard F., Gregory 
Fount-O-Ink Co., Los Angeles, 
Calif. 


Glueck, Sid., General Office Supply 
o., Cleveland, Ohio. 

Godwin, May S., Godwin Staty. 
Co., Birmingham, Ala. 

Goff, Bill, Bill Goff, Inc., Madison, 
Wis 

Goldberg, Frank, R. P. Andrews 
Paper Co., Washington, D. C. 

Goldberg, i. T., David Kahn, 
Inc., North Bergen, N. 

Goldstein, Hyman, Rochester ‘Staty. 
Co., Rochester, N. Y. 
Goltzman, Sam, Mutual Stationers 
Supply Corp., New York, N. 
Goodhand, L. C., Oxford Filing 
Supply Co., Brooklyn, N. Y. 
Gooley, R, E., Cushman & Den- 
nison Mfg. Co., New York, N. Y. 
Gorton, Howard, Dennison Mfg. 
Co., Framingham, Mass. 

Gosnell, G. F., Messenger Prtg. 
Co., Fort Dodge, Iowa. 

Graham, R. W., Columbia Ribbon 
& Carbon Mfg. Co., Glen Cove, 
a Gey Ae 

Gram, J. S., J. L. Hanson Co., 
Chicago, Ill. 

Gran, A. W., Office Supply Co., 
Minneapolis, Minn. 

Granath, C. A., L. E. —— 
Co., New York, N. Y. 

Grand, Percy F., Be! & Toy, 
Ltd., Toronto, ‘Canada 

Grant, Donald C., McMillan Book 
Co., Syracuse, N. 

Graver, Paul N., Graver- Dearborn 
Corp., Chicago, Ill. 

Graves, Harold F., Wilson Jones 
Co., Elizabeth, N. J. 
Grayson, Ben S., Ace 
Corp., Chicago, Ill. 
Grecco, James J., Hotchkiss Sales 
Co., Norwalk, Conn. 

Green, L. C., Washington Legal 
Blank Co., Seattle, Wash. 

Greenberg, L. I., Jacobson Fixture 
Exchange, Minneapolis, Minn. 

Greenleaf, William H., Bainbridge, 
Kimpton « Haupt, Inc., New 
York, N. 

Greenwood, R -_ Warwick Bros. 
Ltd., Toronto, Canada 

Gregory, Carey G., Gregory Fount- 
O-Ink Co., Los Angeles, Calif. 

Gregory, S. E., Heyer Corp., Chi- 
cago, Ill. 

Greiner, Earl, Phillips Process Co., 
Chicago, Ill. 


Fastener 


Griebel, Stanley F., Yawman and | 


Erbe Mfg. Co., Rochester, N. Y. 

Griesser, Mrs. Ina, 
Co., Div. Omaha School Supply 
Co., Omaha, Nebr. 


Griffin, J. H., Arnot & Co., Balti- | 
more, Md. 
Griffiths, F. E., Noesting Pin 
Ticket Co., New York, ¥, 
Griffiths, G. F., Noesting Pin 
Ticket Co., New York, a 
Griffiths, G. F., Je. Noesting Pin 
Ticket Co., New York, N. Y. 
Griggs, Humphrey, Griggs Co., 
Bellingham, Wash. 
Grissam, M. L., Strongs Book 
Store, Inc., Albuquerque, N. M. 
Griswold, J. G., A. B. Dick Co., 
Chicago, Ill. 


Groom, S. B., Thomas Groom & | 


Co., Boston, Mass. 

Gross, Kirk, Waterloo Office Sup- 
ply Co., Waterloo, Iowa 

Groves, C. M., - S. Stafford, Inc., 
New York, Y. 

Guion, C. D. » Mississippi Prtg. Co., 
Vicksburg, Miss. 

Gullett, D. W., Parker Pen Co., 
Janesville, Wis. 

H 

Haage, J. O., Blaisdell Pencil Co., 
Philadelphia, Pa. 

Hagene, K. E., Oshkosh Office 
Supply Co., Oshkosh, Wis. 

Hahn, Fred L., Carter’s Ink Co., 
Chicago, II. 

Haines, Fred U., Wilson Jones Co., 
Washington, D. C. 
Hale, Joe D., Manufacturers’ Rep- 
resentative, Los Angeles, Calif. 
Hall, Dean A., Gage’s, Battle 
Creek, Mich. 

Hall, Van Holt, Scripto Mfg. Co., 
Atlanta, Ga. 

Haller, H. F., Blaisdell Pencil Co., 
Phialdelphia, Pa. 

Halling, George, J. K. Gill Co., 
Portland, Ore. 

Hally, A. A., Dennison Mfg. Co., 
Cleveland, Ohio 


November, 1944 


Brain Staty. | 








REG. U.S. PAT. OFF 





20 


TOCK SIZE 
<P y STOCK SIZES 
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Millions of loose-leaf records accumulating in our war plants must 
be kept for future reference. Liberty Storage Binders, an eco- 
nomical binder for storing such records safely, are still available. 


You have a greater market than ever before—and strange as it 
may seem—the merchandise for supplying such a market. Liberty 
Storage Binders are made of tough Masonite presdwood with 
strong levant grain fabrikoid hinges. 20 Stock sizes. Also avail- 
able on special order in any size with any punching. Furnished 
with two Chicago Screw Posts in 1", 119", 2”, 3”, or 4” length. 


Write today for complete details. 


LIBERTY STRING BINDERS 
AVAILABLE IN ANY QUANTITY 


Liberty String Binders cannot be 
surpassed as the ideal method for 
packaging small forms such as 
Sales Slips, Vouchers, Checks, 
Tickets, Deposit Slips, Bills, 
Time Cards, etc. 

Liberty String Binders are made 
of quality jute manila with ten- 
sion button and cord attached. 
Style A—1 button; Style B—2 
buttons; Style T with right or 
left hand tab for indexing. Made 
to order, any size, any quantity. 
Low in cost. 

A QUICK OVER THE COUNTER 
SELLER 
SPECIAL UTILITY SIZE 
STYLE RBS 2” x 3” 
Retails at $13.00 Per M. 


Write for complete details 
and prices. 


Established 1918 
BANKERS BOX COMPANY 


536 SOUTH CLARK STREET 
CHICAGO 5, ILL. 
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June Savor 
“TAB”- FILE 





TEN valuable features that make this 
file a sure sales producer: 


Hard Woods 
Positive—Precision—Compressor 

(All Important) 

Dove-Tail Drawer Construction—"'Cabinet 
Construction" 

Smooth Drawer Sides—"'No Slivers"’ 
Attractive Plastic Handles and Drawer Pulls 
"'Hand-Hole” for Carrying 

Drawers Designed to Stack 

20 Drawers to Cabinet (25!/,” inside) 
Users Have Said "The Strongest We Have 
Seen" 

Immediate Shipment 


— ALSO — 


Upright Card Cabinets 
—Double Compart- 
ments—5x3, 6x4 8x5 


AND 


Suspension Uprights— 
Letter and Legal 
2, 3, 4 and 5 Drawer 


a 
- 


. . 


CSC CPONAURh WwW WN 


7 





BUSINESS EFFICIENCY AIDS 


“TIME-SAVER” FILES 


Box 258A Skokie, Illinois 


Front and rear views of TAB drawer. 
Note opening at back for carrying. 
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Hamm, L. W., Pierce Co., Fargo, 
N. D 


Hammill, R. H., Royal Typewriter 
Co., New York, N. Y. 

Hammond, Ray L., National Blank 
Book Co., Des Moines, Iowa 

Hampton, Harold J., Indianapolis 
gg Supply Co., Indianapolis, 


Hancock, Thomas F., Richard Best 
Pencil Co., Irvington, mas os 

Hanna, L. R., Philip Hano Co., 
Holyoke, Mass. 

Hanna, Norman, Philip Hano Co., 
Holyoke, Mass. 

Hansell, M. E., II, F. F. Hansell 
& Bro., Ltd., New Orleans, La. 

Hansen, Don C., Omaha Prtg. Co., 
Omaha, Nebr. 

Hanson, George, Boorum & Pease 
Co., Chicago, Il. 

Hanson, John R.. Arkansas Prtg. 
Co., Little Rock, Ark. 

Hanson, Thomas H., Manufac- 
turers’ Representative, Tulsa, 

kla. 

Hanson, V. A., Brown & Saenger, 
Sioux Falls, S. D. 

Hardwick, J. C., Lawrence Prtg. 
Co., Greenwocd, Miss. 

Harkins, Pat N., Jr., Mississippi 
Staty. Co., Jackson, Miss. 

Harper, A. C., Wilson Jones Co., 
Detroit, Mich. 

Harrah, L. B., Home — fice Sup- 
ply Co., Welch, W. Va. 

Harrington, Edward R., Heinze, 
Bowen & Harrington, Inc., 
Phoenix, Ariz. 

Harris, Jack H., Stationers Assn. 
of Detroit, Detroit, Mich. 

Harter, E. S., Harter Corp., Stur- 
gis, Mich. 

Hass, S. P., Royal Typewriter Co., 
New York, N. Y. 

Hasty, Merrill D., Sengbusch Self- 
Closing Inkstand Co., Wayzata 
Minn. 

Hause, Robert M., Wirtshafters, 
Inc., Cleveland, Ohio 


Hauser, F. A., Eureka Specialty 
Prtg. Co., Scranton, Pa. 
Havlick, M. E., W. W. Welch Co., 


Cincinnati, Ohio 
Head, James A., James A. Head, 
Inc., Birmingham, Ala. 

Healy, E. B., Santa Fe Book & 
Staty. Co., Santa Fe, N. M. 
Heath, Harry M., ey Best 
Pencil Co., Irvington, J. 
Heck, R. W., Frank Mashek Co., 


Chicago, Til. 
Henderson, J. O., O. Hender- 
son, Inc., Bloomington. Ind. 


Henn, John W., Stanley Wessel & 
Co., Chicago, Ill. 

Hermann, O. L., Buxton & Skinner 
Hat & Staty. Co., St. Louis, 


Herrema, Cy, Economy Office Sup- 
ply Co., Grand Rapids, Mich. 
Herrmann, Geo., Heyer Corp., 

Chicago, III. 
Hessey, Raymond J., Yokley Prtg. 
& Staty. Co., Nashville, Tenn. 
Hickey, J. H., Anderson-Hickey 
o., Geneva, Ill. 

Higgins, Tracy, Higgins Ink Co., 
Brooklyn, N. Y. 

Hill, Edward F., A. B. Dick Co., 
Chicago, IIl. 

Hill, R. C., Waters & Waters 
Branch, S. Louis, Mo. 

Hintz, Harry H., Dorsey Co., 
Dallas, Tex. 

Hintz, William G., Wm. G. Hintz, 
Inc., Reading, Pa. 

Hirdler, H. A., Industrial Prtg. 
. pare Co., "Huntington Park, 


Hodes. R. E., Gary Office Equip- 
ment Co., Gary, Ind. 

Hoefer, Wm., Allied Carbon & 
3g Mfg. Corp., New York, 


Hoelscher, Lou, Hoelscher Staty. 
Co., Buffalo, N. Y. 

Hoffman, Harold, Smead Mfg. Co., 
Hastings, Minn. 

Hoffman, John P., MacTaggart- 
Hoffman Co., Port Huron, Mich. 

Hoge, William, General Fireproof- 
ing Co., Youngstown, Ohio 

Holley, C. C., L. W. Holley & 
Sons Co., Des Moines, Iowa 

Holmes, J. Robert, Wendell 
Holmes, Ltd., London, Ont., 
Canada 

Holt, George C., W. A. Sheaffer 
Pen Co., Fort Madison, Iowa 

Hooker, Paul, Decker’s Inc., An- 
derson, Ind. 

Hooks, Herbert C., Moore Push- 
Pin Co., Philadelphia, Pa. 

Hooper, Edgar R., Stuart-Hooper 
Co., Chicago, Ill. 
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Horder’s, Inc., 


Horder, E. Y., 


Chicago, IIl. 
Horder, H. G., Horder’s, Inc., 
Chicago, Ill. 


Hornbeck, H., Eversharp, Inc., 
Chicago, IIl. 

Horness, Joseph, Browne-Morse 
Co., Muskegon, Mich. 

Horr, C. B., Associated Stationers 
Supply Co., Chicago, Ill. 

Horton, G. ., Columbia Ribbon 
& Carbon Mfg. Co., Glen Cove, 
a, Oe De 

Hosselet, F., Swan Pencil Co.. 
New York, N. Y. 

Hostettler, D. T., Hostettler Type- 
writer Co., Ashland, Ohio 

Hovey, Norman E., Reliable Of- 
fice Supply Co., Massillon, Ohio 

Howard, Grant, Howard & Stofft. 
Tuscon, Ariz. 

Howard, R. W., Esterbrook Pen 
Co., Camden, N. J. 

Howell, C. H., T. H. Payne Co.. 
Chattanooga, Tenn. 

Howes, A. K., Eureka Specialty 
Prtg. Co., Scranton, Pa. 

Howlett, C. W., Hodgman Rub- 
ber Co., Framingham, Mass. 

Hucke, Charles H., Manufacturers’ 
Representative, Atlanta, Ga. 

Hudson, M. Scott, Star Printery, 
Inc., Muskogee, Okla. 

Huette, H. J., Autopoint Co., Chi- 
cago, Ill. 

Huff, D. R., Re-Print Co., Bir- 
mingham, Ala. 

Huggins, Miller, Anderson, Ind. 

Hughes, Frank, Standard Office 
Supply Co., Oklahoma, City, 
Okla. 

Hughes, Frank W., Automatic 
Pencil Sharpener Co., Chicago, 
Ill. 


Hunt, Hal V., Van Wert Book 
Store, Van Wert, Ohio 

Hunting, David D., Metal Office 
Furniture Co., Grand Rapids, 
Mich. 

Hurdle, Walter G., Mittag & Vol- 
ger, Inc., Park Ridge, Ill. 

Hurley, W. D., Hurley Prtg. Co., 
Camden, Ark. 

Hutchings, Sealy, Jr., Clarke & 
Courts, Houston, Tex. 

Hutchison, Perry, Rockwell- 
Barnes Co., Chicago, IIl. 

I 


Ireland, Darrell, Trick & Murray, 
Seattle, Wash. 


Jackson, Mrs. L. Craig, C. L. 
Downey Co., Hannibal, Mo. 
Jacobs, Samuel, Norma Multikolor, 
Inc., New York, N. 

Jacobsen, Henry W., Jacobsen Of- 
fice Equipment Co.; Gary, Ind. 

Jaffe, Leon, Artistic Desk Pad & 
Novelty Co., New York, N. Y. 

James, Fred W., James & Weaver, 
Inc., Youngstown, Ohio 

James, Gordon E., American Cra- 
yon Co., Sandusky, Ohio. 

Jarchow, William J., H. H. West 
Co., Milwaukee, Wis. 

Jason, Sam, Reliable Prtg. Co., 
Montreal, Canada 

Jasper, A. R., E. W. A., Rowles 
Co., Arlington ss Ill. 

Jenkins, E. Shelton, Stallings-Jen- 
kins Co., Tampa, Fla. 

Jerue, Sterley, McClain & Hed- 
men Co., St. Paul, Minn. 

Johnsen, Harold G., Wells Office 
Furniture Co., Chicago, Ill. 

Johnson, Albert E., Hotchkiss 
Sales Co., Norwalk, Conn. 

Johnson, Alvin J., Globe Furniture 
& Staty. Co., Chicago, Ill. 

= H. P., Wire-O-Binding 

Chicago, Ill. 

PP Bag Herbert G., Kendrick- 
Bellamy Co., Denver, Colo. 

Johnson, L. E., Autopoint Co., 
Chicago, Ill. 

Johnson, Lee, —— Staty. Co., 
Huntington Park, 

Johnson, Paul, Browne- Morse Co., 


Raymond C., Quality 
Park Envelope Co., St. Paul, 
Minn. 

Johnson, Roy L., Autopoint Co., 
Chicago, IIl. 

Johnson, Willard G., Office Sup- 
lies, Inc., Muskegon, Mich. 

Johnston, Herb J., Ace Fastener 
Corp., Chicago, IIl. 

Johnston, J. R., Engineering Mfg. 
Co., Chicago, Ill. 

Johnstone, C. H., Wallace Pencil 
Co., Chicago, Til. 

Jonas, R. A., Jr., Oxford Filing 
Supply Co., Brooklyn, N. Y. 
Jonas, R. A., Sr., Oxford Filing 
Supply Co., Brooklyn, N. Y. 
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an AMAZING PROFIT OPPORTUNITY 





INCOME TAX RECORDS 


NEEDED NOW MORE THAN EVER UNDER NEW TAX LAWS 


Here’s the really COMPLETE War Tax Record that offers your customers every essential feature. Original. 
genuine LIBERTY WAR TAX RECORD provides for EVERY FEDERAL AND STATE TAX NEED... 


and covers ALL essential business records. Protected by 6 U. S. Copyrights. Nothing else quite like it. 


PLACE SAMPLES OF ALL WAR INCOME TAX RECORDS SIDE BY SIDE AND 99% 
) OF YOUR CUSTOMERS WILL CHOOSE THE LIBERTY, REGARDLESS OF PRICE 


Merchants and professional men of all kinds buy LIBERTY WAR TAX RECORDS to have a simple, easily 
kept record of business income and expense, and to avoid tax penalties and overpayments. The LIBERTY 


is a sure REPEATER. Once used, always used. 





FREE SELF DEMONSTRATORS 27 year established retail price 


FOR WINDOW AND COUNTER USE +h 00 
Generous Discounts Improved 1945 Edition 
for High Markup Strictly up-to-date 











ORDER THROUGH YOUR JOBBER OR DIRECT 
COMMONWEALTH PUBLISHING €0., 508 So. Dearborn St., CHICAGO 5, ILLINOIS 


Tax Record Specialists for over 27 years 
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Meet the profitable 


demand 








Woh 


SHEET 
PROTECTORS 





Visiflex Sheet Protectors are indicated for sales 


presentations, price lists, sales manuals, catalogs, 


or any loose leaf reference sheet of any kind that 


requires frequent handling. 


Now, with sales executives planning their pro- 


motional material, you 


can profitably push the 


sale of Visiflex sheet protectors for all loose leaf 


sales books. They protect the contents from the 


wear and tear of hard usage, add a smart, mod- 


ern touch to sales material. 


Visiflex Sheet Protectors are 
easy to insert and the 
double binding edge adds 


strength where it is needed. 








ACCESSORIES 
SHOP TICKET HOLDERS 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS and 
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Jones, D. L., Democrat Prtg Co., 
Little Rock, Ark. 

Jones, F. H., Jr., 
Chicago, Ill. 

Joseph, Allen F., Jasper Chair Co., 
Jasper, Ind. 

Josephson, Ben, Josephson Mfg. 
Co. and Cooke & Cobb Co., New 
You, N.Y. 2 

Just, Eldon, Just & Son, Chicago, 
Ill. 


Horder’s, Inc., 


K 

Kahn, _ M., David Kahn, 
Inc., North Bergen, N. J. 

Kane, R. S., Eberhard Faber Pen- 
cil Co., Brooklyn, N. Y. 

Kane, Walter R., National Blank 
Book Co., Chicago, Ill. : 
Kane, William R., Oxford Filing 
Supply Co., Brooklyn, N. Y. 
Kaufman, Carl, Speed Products 

Co., Chicago, Ill. 


| Kautz, John, Kautz Staty. Co., In- 


dianapolis, Ind. 


| Keeling, Edward A., Art Metal 
Construction Co., Jamestown, 
N. ¥. 

Keir, J. S., Dennison Mfg. Co., 





| Kerns, 


| Kickles, 


Framingham, Mass. : 
Keller, E. B., B. F. Goodrich Rub- 
ber Co., Akron, Ohio. 
Keller, Louis, Keller’s Office Sup- 
ply Co., Cedar Rapids, Lowa. 
Kelley, Lt. N. A., United States 
Navy, Washington, D. C. 3 
Kellner, Ted, eliner Typewriter 
Co., Sheridan, Wyo. 
Kelly, Elmer E., Kelly Co., Salt 
Lake City, Utah. ; 
Kelly, William P., Office Equip- 
ment Co., Louisville, Ky. 

Kemp, H. L., Vevier Loose Leaf 
Co., St. Louis, Mo. 

Kemske, R. R., Kemske 
Co., New Ulm, Minn. 

Kendrick, H. M., American Pencil 
Co., Hoboken, N. J. 

Kendrick, L. R., Kendrick-Bellamy 
Co., Denver, Colo. 

Kenna, Harold, Eversharp, 
Chicago, IIl. 


Paper 


Inc., 


| Kenna, Mark, American Pencil Co., 


Hoboken, N. 

Kennedy, C., m. J. Kennedy 
Staty. Co., St. Louis, Mo. 

Kennedy, E. J., Stanley Wessel & 
Co., Chicago, Ill. 

Kennedy, Jack, Trussell Mfg. Co., 
Grafton, Mass. 

Kenworthy, A. G., Storey-Ken- 
worthy Co., Des Moines, Iowa. 


Kerin, A. J., Tower-Crossman 
Corp., New York, N. Y. 
Kern, Jack C., Manufacturers’ 


Representative, Dallas, Tex. 
. J., Stationers Loose Leaf 
Co., Milwaukee, Wis. 


Kessler, H. M., Standard Prtg. 
vill 


0., e, Ky. 
Gordon, C. I. Barkley 
Co., Chicago, Ill. 


| Kiefer, Robert H., High’s Office 


| King, 


Supply Co., Medina, Ohio. 
Kiesel, Karl, Carter’s Ink Co., 
Chicago, ul 
Kilham, H. K., Kilham Staty. & 
Prtg. Co., Portland, Ore. 
Kilpatrick, A. K., Standard Office 
upply Co., Monroe, La. 
rthur, Ward’s Stationers, 
Boston, Mass. 
King, Karl G., Office Engineers, 
Inc., South Bend, Ind. 
Kirby, Shirley T.,. Standard Prtg. 
& Pub. Co., Huntington, W. Va. 


Kirchner, Leroy E., National Blank 


| Kisling, J. 


. 
} ytthe | 
503 S. JEFFERSON ST., CHICAGO 7, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 


Book Co., Holyoke, Mass. 
Kirk, K. G., F. S. Webster Co., 
Cambridge, Mass. 
W., Kisco Co., St. 
Louis, Mo. 


Kisro, R. F., Whiting Press, Inc., 
R M 


ochester, n. 
Kistler, Erle O., W. H. Kistler 
Staty. Co., Denver, Colo. 


Knapp, C. Wi Matt Parrott & 


Sons Co., Waterloo, Iowa. 
Knapp, E. H., Victor Safe & 
Equipment Co., North Tona- 


wanda, N. Y. 

Knox, Albert W., Eureka S alty 
Prtg. Co., Los Angeles, Calif. 
Koch, William, Koch Bros., Des 

Moines, Iowa. 
Kochheiser, E. R., Charles Ritter 


Co., Mansfield, Ohio 


Koehn, H. W., Jr., Sikes Co., Buf- 
falo, N. Y. 

Koerner, Louis T., Jasper Chair 
Co., Jasper, Ind. 


Kolb, John G., C. Howard Hunt 
Pen Co., Camden, N. J. 

Kongsvik, Floyd K., Curtis 1000, 
Inc., St. Paul, Minn. 

Koontz, L. A., Talman Office Sup- 
plies, Asheville, N. C. 
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Kosteling, S. J., Eberhard Faber 
Pencil Co., Brooklyn, N. Y. 
Kral, Elmer J., Buckeye Office 
Supply Co., Cleveland, Ohio — 
Kretchmer, Otto, Peerless Imperial 
Co., Newark, N. J. r 
Krohne, A. H., American Pencil 
Co., Hoboken, N. J. 

Krudop, W. R., Robinson Mfg. 
Co., Westfield, Mass. 

Krueger, J. C., F. S. Webster Co., 
Cambridge, Mass. 

Krumwiede, E., Manufacturers’ 
Representative, Chicago, Ill. 

Kuch, Edward J., Hotchkiss Sales 
Co., Norwalk, Conn. 

Kulp, Benjamin, Wilson Jones Co., 
Chicago, II. 


L 

Lambert, Roger L., Wells Office 
Furniture Co., Chicago, Ill. 

Lamphere, Wayne, Hiiding Office 
Supply Co., Lansing, Mich. 

Landes, Joseph D., Schooley Prtg. 
& Staty. Co., Kansas City, Mo. 

Lang, James E., Junction City Of- 
fice Supply Co., Junction City, 

an, 

Langbehn, Fred G., Jacobsen Of- 
fice Kquipment Co., Gary, Ind. 

Langdoc, S. E., Globe-Wernicke 
Co,. Cincinnati, Ohio 

Langfitt, C. C., Mutual Sunset 
Lamp Corp., Washington, D. C. 

Langston, W., W. B. Gregory & 
Son Co., Detroit, Mich. 

Larkin, Clarence, D. C. Wax Of- 
fice Equipment Co., Portland, 

re. 

Larson, Fred, Globe-Wernicke Co., 
Milwaukee, Wis. 

Larson, R. E., Corry-Jamestown 
Mfg. Corp., Corry, Pa. 

Lashbrook, W. G., Esterbrook Pen 
Co., Camden, N. J. 

Latsch, R. D., Latsch Bros., Lin- 
coln, Nebr. 

Law, C. H., Boorum & Pease Co., 
Chicago, Ill. 

Lawless, A. J., Agency Paper 
Co., New York, N. Y. 

Layman, Mason, Dennison Mfg. 
Co., Chicago, Ill, 
Leblanc, E. J., Office Equipment 
Co., Louisville, Ky. 
Lefcourt, Gustave, Wells Office 
Furniture Co., Chicago, Ill. 

Leineweber, William, Associated 
—_— Supply Co., Chicago, 

Lengnick, T. E., Arkansas Prtg. & 
Litho. Co., Little Rock, Ark. 

Lennartson, Walter S., Office Ap- 
pliances, Chicago, Ill. 

Leonard, C. W., :, Leonard Div., 
R. P. Lewis Co., Detroit, Mich. 

Leonhard, F. C., Victor Safe & 
Equipment Co., North Tona- 
wanda, N. Y. 

Leroux, Joseph, Franklin Prtg. & 
Engr. Co., Toledo, Ohio 

Lessard, Ernest J., Lessard Prtg. 
& Staty. Co., St. Louis, Mo. 

Letner, J., Sioux Falls Book & 
Staty. Co., Sioux Falls, S. D. 

Levanthal, F. W., Federal Office 
Equipment Co., St. Louis, Mo. 

Leventhal, E., Biddle Purchasing 
Co., New York, N. Y. 

Levine, Maurice D., Reliance Pen- 
cil Corp., Mt. Vernon, N. Y. 

LeVine, Ted R., Terel Co., New 
Rochelle, N. Y. 

Levy, Gabriel, Zephyr American 
Corp., New York, N. Y. 

Levy, Henry, Silver Staty. Co., 
New York, N. Y. 

Levy, Irving M., Art Steel Co., 
New York, N. Y. 

Lewis, M. J., Almac Plastics, Inc., 
New York, N. Y. 

Lewis, Raymond P., R. P. Lewis 
Co., Flint, Mich. 

Lewis, Robert H., Dennison Mfg. 
Co., St. Louis, Mo. 

Libien, J. S., Libien Press, Inc., 
New York, N. Y. 

Liggett, A. A., Harter Corp., Stur- 
gis, Mich. 
Lightstone, Ruby, Ruby Office 
upply Co., Detroit, Mich. 
Linden, Hy, Ace Fastener Corp., 
Chicago, Ill. 

Lindstrom, Robert, Business Con- 
trols, Inc., New Orleans, La. 

Link, Charles L., Weldon Roberts 
Rubber Co., Newark, N. J. 

Link, John, Jr., Lucas Bros., Bal- 
timore, Md. 

Lipman, Charles W., George B. 
raff Co., Cambridge, Mass. 
Lipner, W. C., Koh-I-Noor Pencil 

Co., Chicago, Ill. 
Lipp, Gus, W. H. Kistler Staty. 
Co., Denver, Colo. 
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"ie astest Growing oe 
we astest Selling alti O 
Air Wail Stationery Today 


AVAILABLE IN ACE-HIGH QUALITY — 
DIFFERENT PACKINGS DOWN-TO-EARTH PRICES! 





Here is an AIR MAIL CABINET that opaque paper and tinted envelopes. Takes 
is influencing Bigger Air Mail Sales ink on both sides without “show-thru.” 
throughout the country. Get on the Band- “Another SPHINX Product.” 

wagon to greater, more profitable repeat 

business with Light weight laid finish Write for samples and prices NOW! 


SAXON ae PRODUCTS 





240 West | 8th St. 
AIR MAIL PAPER AND ENVELOPES $ S™TILNY. 


25 PER CENT RAG CONTENT—OPAQUE 


Gentlemen: | am interested in sell- 


ing the profitable SILVERWING 


JUNIOR SENIOR SUPER EXECUTIVE line. Send samples and price list. 

PACKING PACKING PAGKING PACKING 

FIRM 
Size of sheet 6!/4x10. Size of sheet 6!/4x!0. Size of sheet 6!/4x10. 13 Ib. 50% raq NAME 
Size of env. 354x6!/>. Size of env. 354xb!/>. Size of env. 354x6!/>. opaque laid. nnciaee 
: / DDR 

30 sheets—I2 env. 50 sheets—24 env. 100 sheets—40 env. a sheet 71/4 x 
36 cabinets to a 24 cabinets to a 24 cabinets to a ; sa CITY 

carton ton custan Size of env. 3%/x7!/4. 

iN baie Pe 100 sheets—40 env. STATE... 


24 cabinets to a 
carton, 


BUYER'S NAME 
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Sharing. the Spotlight. . 
AT THE N.S.A. CONVENTION! 4 





The N.S.A. Convention in Chicago has come and gone but the favorable impressions 
made there by the Wells Office Furniture Company are a source of lasting satisfac- 
tion. Our only regret is that every dealer in these United States could not have 
attended this fine convention . . . to see for himself why Wells commands a position 
of leadership in the field. We’re proud of the role Wells has played in supplying 
essential office furniture and accessories. We promise to carry on. We will make 
every effort to bring you office equipment that will create more and more friends 


for your store. SELL WELLS ... SELL WISELY. 


725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL. 


OFFICE FURNITURE COMPANY : TEL HAR 1100 
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DE LUXE 2-TIER 
LETTER TRAY 
a 
Dramatic new dress 


for adesk necessity. 
Built of hardwood 


with Glass Shelves. 


PROMPT DELIVERY 





IMMEDIATE 
DELIVERY 








Can be used with No. 3623 and No. 





3624 letter trays. 


Best in its own class! Made of selected wood that will 


not warp. Rigid lock corner construction. Felt feet will 

not mar furniture. 

No. 3623—Letter size, each............$1.65 List 
Shipp. Wet. 17 Ibs. to carton 

No. 3624—Legal size, each............$1.90 List 
Shipp. Wet. 18 lbs. to carton 

(Packed 12 to a carton) 
METAL DESK TRAY SUPPORTS 
PSs Spe ee I a, oe shee ng 0 HSS le so Rte le 66c 








OFFICE FURAN ITU 
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Here 
is a desk tray that has been “glorified.” It offers a 


This 2-tier letter tray has hit the “bull’s eye.” 


rare combination of streamlined beauty and un- 
usual utility. Note the construction which fea- 
tures glass shelves . . . providing easy access to 
correspondence. Don’t miss this opportunity to 
feature a brand new item. Write or wire for 
samples. 


@ Modern in design and construction 
e Built of fine hardwood 


e Check smoke glass shelves (3/16”) shaped 
to facilitate filing 

e Oak and walnut finish—other finishes may 
be had—prices on application 


e Shipped KD—packed 3 units to carton— 
weight 14 lbs., letter size. 








e Letter and Legal size—2 tier style only 
Letter Size No. 375—List Price. ..... $6.35 ea. 


Legal Sizes No. 425—List Price. ..... $4.75 ea. 


fy ~ 125-33 SOUTH 
435 LASALLE STREET 
ig CHICAGO 5, ILL 
ge TEL HAR 1100 
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Manufacturers 


Only a half block 
from the Union Station 














C\y RALA 
M2 


STABILIZED 


The Ariston, Barrier, — 
Way to Paper Profits 


Customers repeat and stocks turn fast 
when you sell the famous A-B-C line 
of fine typewriter papers. There is 
a complete range of weights and 
grades, from the permanent 100% rag 
Ariston to the big volume, popular 
priced Data with 25% rag content. 
Ask for a sample list of the complete 
line and see the fine Dealer Helps 
that start the orders coming your way. 





Distributors 


for 











BAe ape ges 
_——- 
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gre: 
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Litchfield, George A., Jasper Chair 
Co., Jasper, Ind. 
Little, Edward L., Wabash Filing 
Supplies, Inc., Wabash, Ind. 
Llewellyn, R. H., R. H. Llewellyn 
Co., Manchester, N. H. 

Lofgren, Charles W., Sanford Ink 
Co., Chicago, Ill. 

Lomax, Ross, Office Supply Co., 
Jackson, Miss. 

Long, C. M., Long Office Supply 
Co., Miami, Fla. 

Leng, E. E., Marshall-Jackson 
Co., Chicago, IIl. 
Loomis, Edwin C., Automatic Pen- 
cil Sharpener Co., Chicago, IIl. 
Lorenz, H. H., Herring-Hall-Mar- 
vin Safe Co., Hamilton, Ohio 
Lowe, C. Guy, Office Supply Co., 
Jackson, Miss. 

Lowe, Dick, Brown-Morse Co., 
Muskegon, Mich. 

Lowe, Lee, Browne-Morse Co., 
Muskegon, Mich. 

Lowe, Willis, E. L. White & Co., 
Fort Worth, Tex. 

Luckett, J. S., Luckett Loose Leaf, 
Ltd., Toronto, Canada 

Lucks, John E., Diehl Office 
Equipment Co., Columbus, Ohio. 

Luke, Jack, Sengbusch Self-Closing 
Inkstand Co., Milwaukee, Wis. 

Lupolov, I., Industrial Tape Corp., 
New Brunswick, N. J. 

Lynch, J. B., Browne-Morse Co., 
Muskegon, Mich. 

Lynn, H. W., Esterbrook Pen Co., 
Camden, N. J. 

Lynn, Jack, Parkin Prtg. & Staty. 
Co., Little Rock, Ark. 


M 


Macdonald, R. A., Macdonald & 
Stingel, Saginaw, Mich. 

Macdonald, S. H., Jasper Chair 
Co., Jasper, Ind. 

MacDougall, D. A., Stationers 
Loose Leaf Co., Milwaukee, Wis. 

MacIntyre, E. T., Defiance Sales 
Corp., New York, N. Y. 

Mack, C. R., Domore Chair Co., 
Elkhart, Ind. 

Mackey, C. A., Harter Corp., 
Sturgis, Mich. 
Mac Morris, d: D., C. Howard 
Hunt Pen Co., Camden, N. J. 
Mailman, Norton, Eversharp, Inc., 
Washington, D. C. 

Maish, R. A., Dennison Mfg. Co., 
Framingham, Mass. 

Malody, C. H., Associated Station- 
ers Supply Co., Chicago, III. 

Maneval, Ralph V., A. W. Faber, 
Inc., Wauconda, III. 

Mann, O. D., Manufacturers’ Rep- 
resentative, Houston, Tex. 

Mannhardt, E. A., American Pen- 
cil Co., Hoboken, N. J. 

ar eg. E. R., Stein Bros. Mfg. 
Co., Chicago, IIl. 


| Manthei, W. R., Stuebe Binding & 


Prtg. Co., Green Bay, Wis. 

Marin, A. J., Clarke & Marin, De- 
troit, Mich. 

Markelz, A. J., Book Shop, Inc., 
Joliet, Ill. 

Marsden, W. J., Chas. G. Stott & 
Co., Washington, D. C. 

Marshall, Charles M., Ivan Allen- 
Marshall Co., Atlanta, Ga. 

Marshall, John A., Gallup Map & 
Staty. Co., Kansas City, Mo. 

Martin, A. R., A. R. Martin Co., 
Mobile, Ala. 

Martin, Clinton, Manufacturers’ 
Representative, Denver, Colo. 
Martin, George W., Martin Office 
Equipment Co., Jacksonville, Fla. 
Martin, James K., Globe Furni- 
ture & Staty. Co., Chicago, II. 
Mason, Earl B., Manufacturers’ 
Representative, Chicago, IIl. 
Mason, George L., Eversharp, Inc., 

Chicago, Ill. 

Massot, Matt, Browne-Morse Co., 
Muskegon, Mich. 

Mathews, J. S., J. S. Mathews Co., 
Bridgeport, Conn. 

Mathews, W. H., Wesley H. Math- 
ews & Associates, Pontiac, Mich. 

Matthews, Burnham, Harter Corp., 
Sturgis, Mich. 

Maul, Glenn W., Prompt Press 
Co., Detroit, Mich. 

May, Frank, J. L. May Co., New 
Tok, N. YX. 

Maver, Roy W., Walther Prtg. & 
Office Equipment Co., North 
Flatte, Nebr. 

McBrayer, Carl, Pacific Staty. & 
Prtg. Co., Portland, Ore. 

McCarron, Ralph, Klipto Loose 
Leaf Co., Mason City, Iowa. 

McClenathan, W. C., McClenathan 
Printery, Dunkirk, N. Y. 

McClure, E. F., Cramer Posture 
Chair Co., Kansas City, Mo. 


| McClure, F. C., Inland Prtg. Co., 


Springfield, Mo. 


McConkey, Everett P., Mittag & 
Volger, Inc., Park Ridge, N. J 

McCoy, Merwin K., McCoy’s Office 
Equipment Co., El Centro, Calif. 

McCullouch, W. L., Finch & Mc- 
Cullouch, Aurora, IIl. 

McDaniel, L. C., Jasper Office 
Furniture Co., Jasper, Ind. 

McElroy, T. W., Eberhard Faber 
Pencil Co., San Francisco, Calif. 

McEvoy, Jerry, Acco Products, 
Inc., Long Island City, N. Y 

McGaughy, Mac, Carpenter Paper 
Co., Fort Worth, Tex. 

McGinty, Ben F., Yawman and 
Erbe Mfg. Co., Rochester, N. Y. 

McGowan, R. H., Shaw-Walker 
Co., Muskegon, Mich. 

McIninch, Frank M., Combe Ptg. 
Co., St. Joseph, Mo. 

McIntosh, C. A., Tell Farmer 
Printer, Meridian, Miss. 

McKay, J. A., Eversharp, Inc., 
Detroit, Mich. 

McKee, §. C., Hedges Mfg. Co., 
Chicago, IIl. 

McLane, Albert, Reliance Pencil 
Corp., Mount Vernon, N. Y. 
McLaughlin, Edwin, Stationers, 

Inc., Baltimore, Md. 

McLaughlin, J. B., Industrial Tape 
Corp., New Brunswick, N. J. 

McLaughlin, P. F., Allied Carbon 
& Ribbon Mfg. Corp., St. Jo- 
seph, Mo. 

McLeod, Donald, Spencerian Pen 
Co., New York, . es 

McNichols, Walter A., Amberg 
File & Index Co., Chicago, II. 

McNiff, W. H., Shaw-Walker Co., 
Muskegon, Mich. 

McPike, H. C., Weis Mfg. Co. 
Monroe, Mich. 

McWilliams, E. N., McWilliams 
Staty. Co., Texarkana, Tex. 

McWilliams, Jack, Eagle Pencil 
Co., New York, N. Y. 

Meek, Elden, Elden Meek Co., 
East Palestine, Ohio. 

Mehserle, Henry J., Yawman and 
Erbe Mfg. Co., Silver Springs, 
Md. 

Melind, R. L., Louis Melind Co., 
Chicago, IIl. 

Merrill, E. J., George D. Barnard 
Co., St. Louis, Mo. 

Myer, J. L., Standard Office Sup- 
ply Co., Pittsburgh, Pa. 

Millar, John H., Metal Office Fur- 
niture Co. and Stow & Davis 
Furniture Co., Grand Rapids, 
Mich. 

Miller, Charles H., Pacific North- 
west Stationers Assn., Portland, 


Ore. 

Miller, H. E., Columbia Paper Co., 
Vancouver, Canada. 

Miller, James C., Wosco, Inc., 
Greensburg, Pa. 

Miller, R. C. F. Denzer Co., 
Sandusky, Ohio 

Miller, T. E., Shaw-Walker Co., 
Muskegon, Mich. 7 

Miller, alter H., Otto Ulbrich 
Co., Buffalo, N. Y. 

Mills, Frank C., Stewart Office 
Supply Co., Dallas, Tex. | 

Mills, J. M., Mills Co., Sheridan, 


Wyo. 
Milne, R. G., Art Metal Construc- 
tion Co., Chicago, IIl. 
Mitchell, . J.,. Manufacturers’ 
Representative, St. Louis, Mo. 
Mitchell, J. C., Mitchell Type- 
writer Co., Pontiac, Mich. 4 
Mitchell, N. D., Wire-O-Binding 
Co., Chicago, Ill. 

Mixter, Charles, Eau Claire Book 
& Staty. Co., Eau Claire, Wis. 

Modene, O. F., Marshall-Jackson 
Co., Chicago, Ill. 

Moench, A. C., H. S. Crooker Co., 
San Francisco, Calif. 

Mohrdieck, H. A.. Associated Sta- 
tioners Supply Co., Chicago, IIl. 

Montgomery, James Higgins 
Ink Co., Brooklyn, N. Y. 

MontPas, W. F., Victor Safe & 
Equipment Co., North Tona- 
wanda, N. : 

Moore, George, Pound & Moore 
Co., Charlotte, N. C. 

Moore, J. W., Blaisdell Pencil Co., 
Philadelphia, Pa. 

Moore, R. C., Columbia Ribbon & 
Carbon Mfg. Co., Glen Cove, 
Lis Ae ae 


Morgan, Herbert S., National 
Blank Book Co., Portland, Ore. 

Morgan, J. Hanly, Swan Morgan 
Co., Huntington, W. Va. 

Morgan, L. E., Demaree Staty. 
Co., Kansas City, Mo. 
Staty. Co., Kansas City, Mo. 

Morley, William, The Bramwood 
Press, Indianapolis, Ind. i 

Morris, Bert M., Bert M. Morris 
Co., Los Angeles, Calif. 

Morris, L. G., Eaton Paper Corp., 
Pittsfield, Mass. 
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NOTHING COULD BE SIMPLER! 


..»NOR BE MORE CONVINCING ASSURANCE 
OF EFFICIENT, TROUBLE-FREE STAPLING! 
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New Indiana 
Chair Co. 
Office 
Chairs 


Carry 
On! 


Strong 
Dependable 
Construction 


Attractively 
Designed 
for 

Restful 
Comfort 


Impregnated 
Bearings— 
Quiet 
Movement. 


All our secretarial and executive office chairs are of good 
quality construction and finish, with service features com- 


parable to our excellent pre-war lines. 


When standard quality chair irons are again available, 


our chairs can be refitted at point of use, 


for years of 


additional service. We shall take advantage of every 


opportunity to improve our products. 


Remember—priority is still important. 





New 


Indiana 


Chair Company 


JASPER, 
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Morse, C. A., Marshall-Jackson 
Co., Chicago, Ill. 

Morse, Frank, Jr., Browne-Morse 
Co., Muskegon, Mich. 

Morton, Harry, Indianapolis Office 
Supply Co., Indianapolis, Ind. 
Morton, W. A., Ihling Bros. Ever- 

ard Co., Kalamazoo, Mich. 
Mosena, K., Fisher Corp., Hono- 
lulu, Hawaii 
Mosman, Warren, Herring-Hall- 
Marvin Safe Co., Hamilton, 


io 

Mowry, Don E., Fountain Pen & 
Mechanical Pencil Mfgrs. Assn., 
Washington, D. C. 

Mueller, Charles P., Joseph Dixon 
Crucible Co., Chicago, 

Muir, William, National Blank 
Book Co., Chicago, III. 

Mulliken, Mrs. E., Fritz-Cross Co., 
St. Paul, Minn. 

Mullins, George S., Fisher Corp., 
Chicago, Ill. 

Murphy, Edward W., Yawman and 
Erbe Mfg. Co., Rochester, N. Y. 

Murphy, illiam H., Engineering 
Mtg. Co., Chicago, IIl. 

Murray, Allan, Victor Safe & 
Equipment ee North Tona- 
wanda, ‘ 

Murray, + N., Mittag & 
Volger, Inc., Park Ridge, N. J. 

Murett, Peter J., Ryan & Wil- 
liams, Inc., Buffalo, N. Y. 

Musser, J. .. Eberhard Faber 
Pencil Co., Brooklyn, N. Y. 


N 

Naylor, W. R., Democrat Prtg. & 
Lith. Co., Little Rock, Ark. 

Neary, James E., Geyer Publica- 
tions, Inc., New York,  & 

Nelson, W. D., McFarlane Son & 
Hodgson, Ltd., Montreal, Can- 
ada 

Nestor, Clara, Nestor Typewriter 
& Office Supply Co., Detroit, 
Mich. 

Netzhammer, C. A., Northwestern 
Furniture Co., Milwaukee, Wis. 

Nichols, E. A., Daniels Co., Mus- 
kegon, Mich. 

Nichols, F. R., Columbia Ribbon 
. Carbon Mig. Co., Glen Cove, 


ly 

Nichols Harry, Weis Mfg. Co., 
Columbus, hio 

Nichols, R. C., Daniels Co., Mus- 
kegon, Mich. 

Nichols, Walter P., Weis Mfg. 
Co., Concord, Mass. 

Nickel, W. J., Bankers Box Co., 
Chicago, Ill. 

Nielsen, E. K., Sylvester & Niel- 
sen, Inc., Appleton, Wis. 

Niesen, Bill, Wilson Jones Co., 
Chicago, III. 

Nims, Henry W., Nims Book & 
Office Supply Co., Norfolk, 
Nebr. 

Noreen, Martin, Marshall Prtg. Co. 
Marshalltown, Iowa 

Norman, S. Guy, Hoosier Desk 
Co., Jasper, Ind. 

Norris, T. W., Columbian Art 
Works, Inc., Milwaukee, Wis. 

oo ig Ray B., Chickasha, 


Nutley, H. P., Parker Pen Co., 
Janesville, Wis. 


oO 


Ober, M. L., Stationers, Inc., In- 
dianapolis, Ind. 

Obstfeld, A Markwell Mfg. 
Co., New York, N. Y. 

O’Donnell, John J., Stahl’s Sta- 
tionery Co., Homestead, Pa. 

Ohland, George C., Metal Office 
Furniture Co., Grand Rapids, 
Mich. 

Oleson, G. R., School Specialty 
Co., Salina, Kans. 

Olinger, E. D., Bureau Systems 
Co., Springfield, Ill. 

Oliver, . G., Eaton Paper Corp., 
Pittsfield, Mass. 

Olson, G. F., W. A. Sheaffer Pen 
Co., Fort Madison, Iowa 

O’Rourke, R. Office Supply 
o., Houston, Tex. 
Orr, J. Graham, W. A. Sheaffer 
Pen Co., Fort Madison, Iowa 
Ortega, G. J., Blaisdell Pencil Co., 
Philadelphia, Pa. 

Ott, Robert E., General Office 
Supply Co., Detroit, a 

Ottinger, C. A., W. . Welch 
Co., Cincinnati, Ohio” 

Overend, R. B., Eagle Pencil Co., 
New York, Y 

Pp 

Pagel, Norman, Acme Paper Co., 
Detroit, Mich. 

Palmer, Frank H., Eaton Paper 
Corp., Pittsfield, Mass. 

Palmore, John S., Baughman Co., 
Richmond, Va. 
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Parke, Frank H., Democrat Prtg. 
& Lith. Co., Little Rock, Ark. 


Parker, H. C.. Jr., H. C. Parker, 


Inc., New Orleans, La. 

Parkin, Harry W., Parkin Prtg. & 
Staty. Co., Little Rock, Ark. 
Parrott, J. S., Matt Parrott & 

Sons Co., Waterloo, lowa 
Parrott, R. W., Matt Parrott & 
Sons Co., Waterloo, Iowa 
Patrick, A. S., Hutchings & Pat- 
rick, Ltd., Ottawa, Canada 
Patrick, J. Howard, Patrick & 
Moise-Klinkner Co., San Fran- 
cisco, Calif. 
Patterson, Alex, All-Steel-Equip 
Co., Birmingham, Ala. 
Patterson, W. H., Johnstown Of- 
fice Supply Co., Johnstown, Pa. 
Patton, W. L., Esterbrook Pen 
Co., Camden, N. J. 
Pearson, H. M., Co. of Master 
Craftsmen, Inc., New York, N. 
Y 


Pearson, Monte, Adams Book & 
Art Shop, Rochester, Minn. 

Pearson, N. L., All-Steel-Equip 
Co., Aurora, IIl. 

Peatling, J. B., S. Webster 
Co., Cambridge, Mass. 

Peck, Frank E., Frank E. Peck & 
Co., Omaha, Nebr. 

Peck, J. A., Springfield Staty. Co., 
Sprin field, Ill. 

Pembroke, Adrian H., Pembroke 
Co., Salt Lake City, Utah 

Penny, D. Brown Morrison 
Co., Lynchburg, Va. 

Perdue, Alex T., Perdue Co., Pine 
Bluff, Ark. 

Perdue, D. J., Klipto Loose Leaf 
Co., Mason City, Iowa 

Perry, Al S., Jr., Carpenter Paper 
Co., Oklahoma City, Okla. 

Peters, Charles G., National Fiber- 
stok Envelope Co., Philadelphia, 
Pa. 

Peterson, B., Pinellas Printing Co., 
St. Petersburg, Fla. 

Petetin, J. Henri, Henri Petetin, 
Inc., New Orleans, La. 

Pfau, H. L., Globe-Wernicke Co., 
Cincinnati, Ohio 

Picknell, P. G., Haines & Essick 
Co., Decatur, Ill. 

Pillsbury, Archie, Ruby’s Office 
Supply Co., Detroit, Mich. 
Pillsbury, S. C., Seattle Office 

Supply - Seattle, Wash. 


Pinch, H. A., University of Chi- 
cago, Chicago, Ill. 
Pinney, D. R., Acme Visible Rec- 


ords, Inc., Chicago, Ill. 

Pitt, Fred D., Wilson Jones Co., 
Chicago, Ill. ; 

Pittman, John, Office Equipment 
Co., Tampa, Fla. 

Plant, W. S., Western Bank & 
Office Supply Co., Oklahoma 
City, Okla. 

Plantenberg, Miss W. C., Fritz 
Cross Co., St. Cloud, Minn. 

Plehn, Donald, Boorum & Pease 
Co., Chicago, Ill. 

Pollak, Lud, Idaho Typewriter Ex- 
change, Pocatello, Idaho 

Pomerantz, Richard B., A. Pom- 
erantz & Co., Philadelphia, Pa. 

— J. O., W. H. Zaiser Spec- 
ialty Co., Des Moines, Iowa 

Potter, R. H., Autopoint Co., 
Chicago, II. 

Powell, B. J.. A. W. Faber, Inc., 
Chicago, Ill. 

Powell, W. T., Myrtle Desk Co., 
High Point, N. C. 

Prather, Dick, West Texas Office 
Supply Co., Midland, Tex. 
Pratt, H. “i Emery-Pratt Co., 

Lansing, Mich. 

Price, David, Eagle Pencil Co., 
New York, N. 

Price, Herman, Eagle Pencil Co., 
New York, N. Y. 

Price, Joseph J., Stanley Wessel & 
Co., Chicago, ' : 
Price, M. D., Geyer Publications, 

Inc., New York, a. F 

Pritchard, Joseph W., Wells Office 
Furniture Co., Chicago, Ill. 

Pryor, James D., Wilson Jones 
Co., Chicago, Ill. 

Pulskamp, B. C., F. Weber Co., 
St. Louis, Mo 

Pydlek, John C., Blaisdell Pencil 
o., Philadelphia, Pa. 

Pyle, E. B., Wells Office Furniture 
Co., Chicago, Ill. 


Q 


Quay, M. E., General Fireproofing 
Co., Youngstown, Ohio 


R 


Radecky, W. H., Anderson-Hickey 
Co., Geneva, IIl. 

Ragan, R. E., American Pad & 
Paper Co., Holyoke, Mass. 
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DEALERS ACCLAIM 
INSTITUTE WORK 
visited me in my 
Palmer House dur- 


Many dealers 
room at the 

ing the Stationers Convention, and 
apparently received as much bene- 
conferences as | 
and 


fit from these 
did. Your 
enthusiastic compliments on the 
research work of THE INSTI- 
TUTE, are much appreciated by 
all of us who have worked hard 
make 


genuine interest 


to achieve our aim and 
good on our promise to give you 
office furniture with really sub- 


stantial 
I talked with dealers 
Pacific Northwest and those from 
from 


improvements. 


from the 
Florida—from Canada and 
the Gulf States—from the South- 
west and Maine; but 
then, these men represented only 


from even 
a nucleus of the group of dealers 
who THE _INSTI- 
TUTE’S Members throughout the 


represent 
Country. I shall review the high- 
lights of our accomplishments for 
who 


those were 


to whom I did not 


the benefit of 
not present or 
have an opportunity to 
the details of our work. 


discuss 





INSTITUTE LEADS IN 
PERFECTING TREATMENT 
OF WOODS 


I explained to our guests that the 


Institute is conducting research 


in a well equipped laboratory 
here in Washington in which a 
technical and competent staff 


have been studying and perfect- 
ing various methods for treating 


and improving woods. . This is an 


important of our research 


work, and even though we 


part 
have 
progress in the de- 


made great 


velopment of treated wood for 


office furniture, we wish to cau- 


tion everyone against over-op- 


timism in expecting delivery of 
desks and chairs 
compregnated lum- 
ber and soon as the 
War ends in Europe. Additional 
work has to be completed before 
these improved materials can be 
However, 


made from im- 
pregnated or 


veneers as 


in our products. 
that wood treated with 
chemicals has 


used 
we know 
many ad- 
lum- 
veneers for use in office 


various 
vantages over conventional 
ber and 


furniture. As a result of our 


work in developing and testing, 
we can promise that desk tops, 


legs and other exposed parts will 
have harder and tougher surfaces 
that resistant to 
scratching and splintering—chair 
arms that will also 
withstand rough treatment. The 
problem of repairing scratched or 


will be more 


bases and 


worn parts will also be simplified, 
and complete penetration of the 
finish will permit the damaged 
part to be refinished by sanding 
and buffing, thereby eliminating 
a complete refinishing job to re- 
pair only minor damages. 


illustrate one 
greatly 
desk 
and removes one of the most com- 
Other 
typewriter 
and 
“vadgets” 


I was also able to 


fixture which improves 


the operating of drawers 


mon criticisms. drawer 


suspensions, fixtures, 


chair swivels, miscellaneous 


fixtures and have 





either been perfected or are near 
the completion stage. These will 
be adopted as soon after the War 
facilities are 


as materials and 


available. 


There have been other materials 
and improvements developed out- 
side the INSTITUTE as a result 
of our suggestions. By working 
with the research departments of 
Companies, we have now 
solved the problem of making 
regular wood desk and table tops 
resistant to cigarette burns. We 
are also investigating and test- 
ing all new materials which seem 


other 


to have any possible use in of- 
fice desks or chairs. Our efforts 
have already uncovered many new 
and superior materials — others 
will undoubtedly be 
when the need for military se- 
crecy is no longer necessary. 


discovered 


I received much valuable informa- 
tion from the questions and com- 
ments of the dealers who visited 
my room, and I am sure that the 
parting comment of one Dealer, 
“the wood office furniture manu- 
facturers are really on their toes 
real job”, ex- 
who 


are doing a 
the feeling of all 


and 
presses 


came to my room. 








OFFICE FURNITURE INSTITUTE 





American Security 


Building 











WASHINGTON 5, D. C. 
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Ramma, John J., National Blank 
Book Co., Chicago, IIl. 
Ramsey, Charles H., Ever Ready 


Calendar Mfg. Co., Jersey City, 
N 


ade. R. Lee, Commercial 
Furniture Co., Chicago, IIl. 


Raveill, George E., Commander 
Prtg. & Staty. Co., Tulsa, Okla. 

Rawls, E. G., White Co., Colum- 
bus, a. 

Rebholz, Joseph G., Northern 
States Envelope Co., St. Paul, 
Minn. 


Rector, R. B., Dennison Mfg. Co., 
San Francisco, Calif. 


Reed, . Waters & Water 
Branch, St. Louis, Mo. 

Reeves, H. G., Jacquin & Co., 
Peoria, Ill. 

Reichard, T., Cardinell Corp., 


Montclair, N. J. 

Reid, J. W., Eureka Specialty Prtg 
Co., Scranton, Pa. 

Reimann, Walter W., Acme Visi- 
ble Records, Inc., San Francisco, 
Calif. 

Reinecke, John, Wood Office Fur- 


niture Institute, Washington, 
Gs 
Reinke, Harold, Manufacturers’ 


Representative, Chicago, IIl. 

Reinke, Paul J., C-Thru Ruler Co., 
Hartford, Conn. 

Reitzel, Pete, Boorum & Pease 
Co., Chicago, Ill. 

Reynell, Charles E., Oxford Filing 


upply Co., Brooklyn, N. Y. 
Reynolds, E. T., McFarlane Son 
& Hodgson, Ltd., Montreal, 
Canada 
Richardson, F. L., Office — 
ment Co., Benton Harbor, Mich. 


Riewold, Al, Stanley Wessel & 
Co., Chicago, Ill. 


Rising, Franklin, Jr., Bainbridge, 
Kimpton & Haupt, Inc., New 
York, N. Y. 

Robbins, C. A., Carolina Office 


Equipment Co., Rocky Mount, 
a & 


Robbins, Larry, Eversharp, Inc., 
Chicago, Ill. 

Roberts, Garrett, Weldon Roberts 
Rubber Co., Newark, N. J. 
Rockwell, H. P., Yawman and 
Erbe Mfg. Co., Rochester, N. Y. 
Roddy, Joe, Mayton & Roddy Of- 
fice Supply, Fort Worth, Tex. 
Rodriguez, E. R., LaSalle Products 

Co., Chicago, II. 


Rohrs, Edward C., Eaton Paper 
Corp., Chicago, Ill. 
Roland, C. §S., Marshall-Jackson 


Co., Chicago, IIl. 

Roney, W. Howard, Roney Bros., 
Hagerstown, Md. 

Rop, Jacob O., Office Supplies, 


Inc., Muskegon, Mich. 
Roselius, Charles D., S. S. Staf- 
ford, Inc., New York, N. Y. 


Rosenberry, E. L., American Pen- 
cil Co., Hoboken, N. J. 

Rosendorf, Samuel, Jr., 
gata & Staty. Co., 


Southern 
Richmond 


a. 
Rosolio, J. N., J. N. Rosolio Co., 
Thomasville, a. 
Ross, Herbert O., Ross-Gould Co., 
St. Louis, Mo. 

Rossin, Donald F., Donald F. 
Rossin Co., Minneapolis, Minn. 
Roth, C. W., Roth Office Equip- 
ment Co., Dayton, Ohio 
Rowell, Clayton F., J. L. May 

Co., New York, N. Y. 
Ruedy, Walter, S. G. Adams Co., 
St. Louis, Mo. 
Runnels, J. G., Commercial Office 
Furniture o Washington, D.C. 
B 


Russell, V. “ . F. Goodrich 
Rubber Co., Akron, Ohio 

Ryan, Mrs. Frank, Milwaukee 
Chair Co., Milwaukee, Wis. 


Ryce, D. T.., e P Aircraft, Inc. 
New Orleans, La. 


Ryding, S., Ryding Co., Seattle, 
Wash. 
Sahm, W. H., Ga: 


Eagle Pencil 

New York, N. Y. 

—-~ Robert B., Sainberg & 
Co., New York, N. Y. 

Salsman, T. J., Rockwell-Barnes 
Co., Chicago, Il. 


Samson, Fulton W., Moore Push- 
Pin Co., Philadelphia, Pa. 

Sanders, Howard S., Stationers & 
Publishers Board of Trade, New 
York, N. Y. 

Sanner, Harry H., Sanner Office 


Supply Co., Erie, Pa. 

Savel, Joseph A., Savel Commercial 
Staty. Co., Los Angeles, Calif. 

Sawdon, Victor J., Stanley Wessel 
& Co., Chicago, II. 

Schacht, Vern C., Belcher & 
Schacht Co., Long Beach, Calif. 
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Schaefer, Arthur G., Sengbusch 
Self-Closing Inkstand Co., Mil- 
waukee, Wis 

Schaefer, Fred C., Sanford Ink 


Co., Chicago, III 


Schaefer, H. A., Schaefer’s Co., 


Flint, Mich 
Schiller, Al, Schiller & Schmidt, 
Chicago, Ill. 
Schmiederer, William, Buxton & 


Skinner Prtg. & Staty. Co., St. 
Louis, Mo. 

Schmutzler, R. C., Reyburn Mfg. 
Co., Philadelphia, Pa. 


Schoen, C. P., American Pencil 
Co., Hoboken, N. J. 
Schoenfeld, Charles, Keystone 


Staty. Co., Camden, N. J. 
Schooley, Arthur, Schooley Prtg. 
& Staty. Co., Kansas City, Mo. 


Schreiber, Nels, Messenger Prtg. 
Co., Fort Dodge, Iowa 
Schroeder, Herbert, Engineering 


Mfg. Co., Chicago, Ill. 
Schulda, John, Wells Office Furni- 
ture Co., Chicago, IIl. 
Schulhof, William, The Office, 
New York, N. Y. 
Schumacher, Ray, National Blank 
Book Co., Columbus, Ohio 
Schutz, Carl, Eagle Pencil Co., 
New York, N. Y. 


Scott, R. C., General Fireproofing 
Co., Youngstown, Ohio 

Scott, Robert P., Southwestern 
Staty. & Bank Supply Co., Law- 
ton, Okla. 

Seamon, Charles E., Democrat 


Prtg. & Litho. Co., Little Rock, 
Ark. 


Seelig, Harold D., Eagle Pencil 
Co., New York, N. Y. 

Seely, Archer, A. L. Seely Co., 
Albany, Ga. 

Selway, F., Acco Canadian Co., 
Toronto, Canada 

Sharp, E. R., Manufacturers’ Rep- 


resentative, Omaha, Nebr. 
Sharpe, D. W., Reyburn Mfg. Co.., 
Philadelphia, Pa. 
Shaw, V. A., Home Office Supply 


Co., Beckley, W. Va. 

Sheaffer, C. R., W. A. Sheaffer 
Pen Co., Fort Madison, Iowa 
Shee, C. C., Oakville Co., Oak- 

ville, Conn 
Shepherd, D. R., MacLean Pub. 


Co., Toronto, Canada 
Sheppard, Harry, Pittsburgh Staty. 
Co., Pittsburgh, Pa. 
Shipley, A. F., Gaffaney’s 
Specialties Co., Fargo, N. 
Shockley, Harry A., The Bram- 
wood Press, Indianapolis, Ind. 
Shoemaker, J. H., Eberhard Faber 
Pencil Co., Brooklyn, N. Y. 
Short, Harry L., Manufacturers’ 
Representative, Chicago, Ill. 
Siekert, Fred J., Siekert & Baum 
Staty. Co., Milwaukee, Wis. 
Silliman, Ward H., Manufacturers’ 


Office 
D. 


Representative, Houston, Tex. 
Sime, Herbert L., Office Appli- 
ances, Chicago, III. 

Simpson, J. H., National Fiber- 


stock Envelope Co., Philadelphia, 
Pa. 

Sinisgalli, C. V., R. P. 
Paper Co., Washington, D. C. 


Skagseth, Arne, Skagseth Staty. 
Co., Miami, Fla. 
Skibbe, A. R., Associated Station- 


ers Supply Co., Chicago, Ill. 
Skinner, W. D., General Fire- 

proofing Co., Youngstown, Ohio 
Slye, Robert H., Tribune Ptrg. & 

Supply Co., Great Falls, Mont. 
Small, Wilbur, Johnson Chair Co., 


Chicago, III. 

Smith, Chet, Codo Mfg. Corp., 
Chicago, IIl. 

Smith, Joel W., Marshall-Smith, 
Inc., Cleveland, Ohio 


Smith, R. L., Manufacturers’ Rep- 
resentative, Oakland, Calif. 

Smith, W. E., Ace Fastener Corp., 
Chicago, III. 

Smith, Zur W., Acme Visible Rec- 
ords, Inc., Chicago, IIl. 

Smythe, John M., Geyer 
tions, Inc., Chicago, IIl. 

Snapp, O. R., Office Applances, 
Chicago, IIl. 

Snelling, W. L., Wilson Jones Co., 
Chicago, Il. 


Publica- 


Sonierville, W. F., Dennison Mfg. 
Co., Chicago, III. 

Sommer, Joe, Wm. B. Burford 
Prtg. Co., Indianapolis, Ind. 


Sprott, J. S., Globe-Wernicke Co., 
Cincinnati, Ohio 

Stack, P. J., Johnson-Stack Co., 
Chicago, IIl. 

Stagg, Tom. Hoskins Phila- 
helphia, Pa. 

Steinbeck, E. W., Erle W. Stein- 
beck & Associates, Chicago, IIl. 

Stephens, H. J., Rockwell-Barnes 
Co., Chicago, Il, 


Co., 
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We'll 
be 
there! 


You hear a lot about the wonders of the post- 


war world. Right now we don’t know how 


many of them will come true, or when. But 


one thing you can count on—ACCO will be 


right there in the forefront of the parade of 
progress. 

For ACCO has always been a pioneer. ACCO 
leadership and ACCO quality have been the 
standards of the industry. And ACCO expects 
them to be maintained. ACCO Products in the 
past, in the present, and in the future have been 
and will be the best you can get in their class. 


Begin now to standardize on 





* FASTENERS 


* ACCOBIND 
FOLDERS 


* ACCOPRESS 
BINDERS 


* PUNCHES 
* CLAMPS 
* PAPER CLIPS 


ACCO 


PRODUCTS, Inc. 


39th Ave. & 24th St. 
Long Island City, N. Y. 
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Sterrett, D. B., Louis Melind Co., 
Chicago, Ill. 

Stevens, George O., Stevens, Ma- 
loney & Co., Chicago, IIl. 

Stevens, L. G., Carter’s Ink Co., 
Chicago, II. 

Stewart, Donald, Standard Prtg. 
Co., Louisville, Ky. 

Stewart, W. B., Louis Melind Co., 
Chicago, II. 

Stickler, Clyde E., Valley Office & 
School Supply Co., Bakersfield, 
Calif. 

Stillings, H. M., Finch & McCul- 
louch, Aurora, IIl. 

Stockton, Irv., Stanley Wessel & 
Co., Chicago, IIl. 

Stoltz, Gene X., Manufacturers’ 
Representative, St. Louis, Mo. 
Stone, Don B., Heinze, Bowen & 
Harrington, Inc., Phoenix, Ariz. 
Stone, Klenn H., Acme Visible 
Records. Inc., Chicago, III. 
Stoner, Charles J., C. Howard 
Hunt Pen Co., Camden, N. J. 
Stott, Charles A., Chas. G. Stott 

& Co., Washington, D. C. 

Strand, R. E., Austin Office Sup- 
ply Co., Austin, Minn. 

Strang, B. A., Gregory Fount-O- 
Ink Co., Los Angeles, Calif. 
Straubel, C. W., General Fireproof- 
ing Co.., Youngstown, Ohio. 
Straus, Martin L., Eversharp, Inc., 

Chicago, II. 

Strauss, Joseph C., Automatic Pen- 
cil Sharpener Co., New York, 
. A 4 


Strauss, Nathan A., Chico & Alex- 
anders, Marysville, Calif. 

Strecker, Ray, R. P. Lewis Co., 
Flint, Mich. 
Stringe, Harry W.. Commercial 
Furniture Co., Chicago, III. 
Stutler, R. W., James & Law Co., 
Clarkesburg, W. Va. 

Sufrin, Martin, Sufrin, Inc., Pitts- 
burgh, Pa. 

Sullivan, John V.. Wells Office 
Furniture Co., Chicago, III. 

Summerville, Scott, Ohio Office 
Equipment Co., Akron, Ohio. 

Sutton, Art F., Reliance Pencil 
Co., Mount Vernon, 

Sutton, J. W., Woodbury Book 
Co., Danville, Ill. 

Sutton, W. A., Rosser & Sutton, 
Yakima, Wash. 

Swisher, Jim, Bartlesville Staty. 
Co., Bartlesville, Okla. 

Snyder, George R., Baughman Co., 
Richmond, Va. 


Talman, W. F., W. F. Talman 
Co., Asheville, N. C. 

Talty, C. W., Gallup Map & Staty. 
Co., Kansas City, Mo. 
Tamany, John W., Boorum & 
Pease Co., Brooklyn, N. Y. 
Tapner, G. B., Industrial Tape 
Corp., New Brunswick. N. 

Tavernier, L. H., Fulton Specialty 
Co., Elizabeth, N. J. 

Taylor, John F., W. J. Gage & 
Co., Toronto, Canada. 

Tehan, Harry, Higgins Ink Co., 
Brooklyn, N. Y. 

Templeton, Joseph P., Jcseph 
os Crucible Co., Jersey City, 


Ten Hoor. Henry, Office Supplies, 
Inc., Muskegon, Mich. 

Terkel, Ben, H. Niedecken Co., 
Milwaukee, Wis. 

Terry, Karl R., Trick & Murray, 
Seattle, Wash. 

Thaggard, F. B., Clarke & Courts, 
Dallas, Tex. 

Thom, C. A. H., Gregory, Mayer 
Thom Co., Detroit, Mich. 

Thomas, Charles R., A. Pomer- 
antz & Co., Philadelphia, Pa. 

Thomas, Jesse L., Capital Station- 
ers, Olympia, Wash. 

Thomas, W. Findlay Prtg. & 
Supply Co., Findlay, Ohio. 

Thompson, Sa Eagle Pencil 
Co., New York, N. Y. 

Thompson, Merrill, Quality Park 
Envelope Co., St. Paul, Minn. 

Thorn, Stanford, Paul Anderson 
Co., San Antonio, Tex. 

Thorp, Harold, Hall & McChes- 
ney, Inc., Syracuse, N. Y. . 
Thrasher, Clyde W., Ball & 
Thrasher, Ann Arbor, Mich. 
Thurber, Roger B.. George B. 
Graff Co., Cambridge, Mass. 
Tough, Harold, Security Steel 
Equipment Corp., Avenel, N. J. 
Towne, R. P., National Blank 

Book Co., Holyoke, Mass. 
Tracy, J. F., E. W. A. Rowles 
Co., Arlington Heights, Ill. 
Trahan, Gus, General Office Sup- 

ply Co., Lafayette, La. 
Treanor, James, Peerless Imperial 
Co., Newark, N. J. 


Trimmer, W. H., York Office Sup- 
ply Co., York, Pa. 
Tritechler, Claude, Gaffaney’s Of- 
fice Specialties Co., Fargo, N. D. 
Trombino, R. L., Royal ae 
writer Co., New York, N. 
Trotter, Albert W., Hub 
Typewriter Exchange, Hatties- 
burg, Miss. 
Trout, Henry, Palmer, Trout & 
Co., Trenton, N. J. 
Tschudin, J. W., F. Weber Co., 
Philadelphia, Pa. 
Turner, Julius, National Blank 
Book Co., Chicago, IIl. 
Turquand. W. G., Underwood Elli- 
ott Fisher Co., New York, N.Y 
U 


Urmston, Clinton C., J. S. Staedt- 
ler, Inc., New York, N. Y. 

Urmston, Raymond J., iB anaes 
ler, Inc., New York, 


Vv 


Vahue, L. A., Russell Staty. Co., 
Amarillo, Tex. 

Vail, Richard B., Vail Mfg. Co., 
Chicago, IIl. 

Valleau, R. B., Manufacturers’ 
Representative, St. Paul, Minn. 

Van Buren, Tracy H., Sturgis Pos- 
ture Chair Co., Sturgis, Mich. 

Vandenberg, H. J., Doubleday 
Bros. Co., Kalamazoo, Mich. 

Van Dorne, Horace B., Joseph 
Dixon Crucible Co., Jersey City, 


. a * 

Van an A. C., Eberhard Faber 
Pencil Co., Brooklyn, 

Van Ornun, H. J., National Blank 
Book Co., Chicago, IIl. 

Vater, R. W., Joseph Dixon Cru- 
cible Co., Jersey City, N. J. 

Vevier, Elwyn C., Vevier Loose 
Leaf Co., St. Louis, Mo. 

Vieth, C. E., A. W. Faber, Inc., 
Newark, N. J. 

Vinton, George E., Art Metal 
Construction Co., Jamestown, N. 
Y 


Vogel, Peter, International Plastic 
Corp., Morristown, N. J. 

Volzer, Paul W., Baers, Canton, 
hio. 

Von Ritter, F. M., Stationers 
Loose Leaf Co., Milwaukee, Wis. 

Vorwick, F. W., Blaisdell Pencil 
Co., Philadelphia, Pa. 


Ww 


Wachtel, Ben, Parker Pen Co., 
Philadelphia, Pa. 

Wachtler, John, Omaha Prtg. Co., 
Omaha, Nebr. 

Waddy, Woodson, Everett Waddey 
Co., Richmond, Va. 

Wagner, John A., Lucas Bros. Inc., 
Baltimore, Md 

Wakefield, Lloyd, Ball & Thrasher, 
Ann Arbor, Mich. 

Waldvogel, W. A., National Blank 
Book Co., Chicago, IIl. 

Walker, Arthur J., Farnham Staty. 
& School Supply Co., Minne- 
apolis, Minn. 

Walker, W. A., Halsey & Griffith, 
Inc., West Palm Beach, Fla. 
Wall, George T., Diebold, Inc., 

Canton, Ohio. 

Wallace, Ebenezer, Southern Cali- 
fornia Stationers, Los Angeles, 
Calif. 

Wallace, James A., Jasper Office 
Furniture Co., Jasper, Ind. 

Wallbridge, L. B., Gnahn’s Book 
Store, Burlington, Iowa. 

Walsh, Herb J., Ace Fastener 
Corp,. Chicago, | Ill. 

Walther, Bill, Walther Prtg. & 
Office Equipment Co., North 
Platte, Nebr. 

Ward, Hugh, Geyer Publications, 
Inc., New York, N. Y. 

Warkentin, Ted R., Southwestern 
Staty. & Bank Supply Co., Law- 
ton, Okla. 

Warner, Daniel T., Gregg Publish- 
ington Co., New York, N. Y. 
Warner, Sam, Stationers Corp., 

Los Angeles, Calif. 

Warren, Leo, Stow & Davis Co., 
Grand Rapids, Mich. 

Wasley, Lafe H., Quality Park 
Envelope Co., St. Paul, Minn. 
Wasserberger, G. A., General Prtg. 

Co., Pontiac, Mich. 

Waters, E. T., Sr., Waters & 
Waters Branch, St. Louis, Mo. 

Waugh, J. L., Halsey & Griffith, 
Inc., West Palm Beach, Fla. 

Waymire, R. Milton, Hoosier Sup- 
plies, Frankfort, Ind. 

Wegner, Emery, Wegner Office 
Eupply Co., Fond du Lac, Wis. 

Weihe, W. C., S. G. Adams Co., 
St. Louis, Mo. 

Weingaertner, M. T., Egyptian 
Staty. Co., Belleville, Ill. 
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WEAREVER 


Kor post-war leadership 
look to this trademark, 
the mark of America’s 
Largest Fountain Pen 
Manufacturer 





























DAVID KAHN, Inc. 











North Bergen, N. J. 
Established 1896 







FOUNTAIN PENS 
MECHANICAL PENCILS 
REFILL LEADS 
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EN 








THE SHOOTING 





PALL’ OVE 








W. are just as anxious to get going on our 


post war plans as you are. We have a few ideas 
ready about which we are very enthusiastic. We 
think they are going to be winners. And we are 
getting all set to move swiftly and surely when 


the shooting is all over. 


Thus do we hope to merit an even larger part 
in your plans for the future. The chair making 
ec 9 e m 

know how” we have acquired in our more than 
forty years of experience will make the High 
Point Bending & Chair line a profitable line 


to tie to. 


It shouldn’t be long now. 


HIGH POINT 
BENDING & CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 
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Weis, Erwin T., Weis Mfg. Co., 
Monroe, Mich. 

Weiskopf, Joe, G. J. Aigner Co., 
Chicago, IIl. 

Welch, A. W., Dennison Mfg. Co., 
Omaha, Nebr. 

Welch, W. W., W. W. Welch Co., 
Cincinnati, Ohio. 

Welch, W. W., Ir., W. W. Welch 
Co., Cincinnati, Ohio. 

Wells, Roy E., Art Metal Con- 
struction Co., Jamestown, N. Y. 

Wessel, Stanley L., Stanley Wessel 
& Co., Chicago, II. 

Westring, M. F., Mid-City Sta- 
tioners, Inc., Rockford, IIl. 
Weter, Edward, Yawman and Erbe 
Mfg. Co., Rochester, N. Y. 
Weygant, W. E., Hedges Mfg. 

Co., Chicago, IIl. 
Whalen, John J., American Pad 
Paper Co., Holyoke, Mass. 
Wheeler, George C., Office Appli- 
ances, New York, N. Y. 

Wheeler, Melville G., Bainbridge, 
Kimpton & Haupt, Inc., Nor- 
wood, Mass. 

White, Kenneth, Arkansas Prtg. 
& Litho. Co., Little Rock, Ark. 

Whitesel, E. R., Brooks Co., Phil- 
adelphia, Pa. 

Whitesides, Pat, Gunn Furniture 
Co., Grand Rapids, Mich. 

Whitney, J. J... Reliance Pencil 
Corp., Mt. Vernon, N. Y. 

Wilcox, Leonard B., Roberts Prtg. 
& Staty. Co., Hutchinson, Kan. 

Wilkening, W. E., Royal Type- 
writer Co., New York, N. Y. 

Wilkerson, George, Smead Mfg. 
Co., Hastings, Minn. 

Wilkerson, Oscar, Security Steel 
Fquipment Corp., Avenel, N. J. 

Wilkerson, R. E., R. E. Wilkerson 
» €éo., Jacksonville, Fla. 

Wilking, H. C., B-C-D Office 
Equipment, Inc., Detroit, Mich. 

Willander, Bernard, Boston Station- 
ers Assn., Boston, Mass. 

Williamee, F. A., Yawman & Erbe 
Mfg. Co., New York, N. 

Williams, A. W., Stationers Guild 
of America, Philadelphia, Pa 

Williams, Clayton L., Ryan & Wil- 
liams, Inc., Buffalo, N. Y. 

Williams, F. C., Yawman & Erbe 
Mfg. Co., Rochester, N. Y. 

Williams, H. B., Jr., Domore 
Chair Co., Elkhart, Ind. 

Willis, A. W., Transylvania Prtg. 
Co., Lexington, Ky. 

Willson, P. L., Kansas City Staty. 
Co., Kansas City, Mo. 

Wilson, Carl, Stanley Wessel & 
Co., Chicago, Ill. 

Wilson, Oscar M., Mittag & Vol- 
ger, Inc., Park Ridge, II. 

Wingert, L. P., General Pencil 

Jersey City, N. J. 


LADIES REGI 


A 


Abrams, Mrs. A. B., New York, 
ie 3 

Adams, Mrs. F. K., St. Louis, Mo. 

Adams, — Hazel B., Manches- 
ter, N. 

Aigner, Wh Al, Chicago, III. 

Aigner, Mrs. G. J., Chicago, IIl. 

Allen, Christine, Birmingham, Ala. 

Allen, Mrs. Claude, Youngstown, 
Ohio. 

Allen, Mrs. E. M., Nashville, Tenn. 

Allen, Mrs. H. F., Pittsfield, Mass. 

Anderson, Mrs. A. K., El Monte, 


Calif. 
Atwood, Mrs. C. L., New York, 
N. Y. 


B 


Bair, Mrs. M. C., South Bend, 
Ind. 

Baldwin, Mrs. C. W., Macon, Ga. 

Bansemer, Mrs. L. T., Milwaukee, 
Wis. 

Barkley, Myrtle M., Chicago, III. 

Barlow, Onal, Indianapolis, Ind. 

Bauerschmidt, Miss Elaine, Joliet, 


Bayless, Mrs. Owen G., Seatlle, 


Beekman, Mrs. Bob, Medina, Ohio. 

Benner, Mrs. Dan, Grand Rapids, 

Berry, ’ Mrs. & H., Muskegon, 

ich. 

Blied, Mrs. L. J., Madison, Wis. 

Boyd, Mrs. Alton B., Panama 
City, Fla. 

Boyer, Mrs. K., Toledo, Ohio. 

Bradley, Mrs. Jim, Des Plaines, 
Ill 


Bragg, Mrs. W. T., Macon, Ga. 

Brightman, Mrs. Harrison, Man- 
chester, N. H. 

Brinson, Mrs. G. Park, Columbus, 
a. 
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Winnes, Will, Winnes Co., Cin- 
cinnati, Ohio 

Wintrich, W. E., Acco Products, 
Inc., New York, ' ee 

Wirtshafter, William, Wirtshafter's, 
Inc., Cleveland, Ohio. 

Wittgen, L. H., Smith & Butter- 
field Co., Evansville, Ind. 

Wolcott, George, Wilson Jones Co., 
Chicago, IIl. 

Wolf, Milton M., Zephyr American 
Corp., New York, .F 

Wolfe, R. F., Robert F. Wolfe 
Co., Fremont, Ohio. 

Wonders, S. D., Carter’s Ink Co., 
Boston, Mass. 

Wood, H. B., Wayne Iron Works, 
Wayne, Pa. 

Wood, R. N., Esterbrook Pen Co., 
Camden, N. J. 

Wood, Wiley O., Story-Wright 
Prtg. Co., Tyler, Tex. 

Woodhouse, Ww. i Ir., Wood- 
house Staty. Co., Washington, 
D.C. 

Woodruff, Stan, Weis Mfg. Co., 
Monroe, Mich. 

Woodworth, Harmon H., Rand 
McNally & Co., Chicago, IIl. 
Wootrich, H. F., Wilson Staty. 
& Prtg. Co., Houston, Tex. 
Wray, George, Jasper Office Fur- 
niture Co., New York, N. Y. 
Wren, J. L., House of Wren, Ok- 

lahoma City, Okla. 
Wright, . H., Rite-Rite Mfg. 
Co., Downers Grove, Ill. 
Wyrick, S. T., Ir., S. T. Wyrick 
& Co., Greensboro, N. C. 
Y 
Yager, Harry, David Kahn, Inc., 
North Bergen, N. J. 

Yaple, Theodore W., Harry L. 
Morgan Co., Columbus, Ohio. 
Yokley, John, Jr., Yokley Prtg. & 
Staty. on Nashville, Tenn. 
Youdz, B., L. W. Holley Sons 

Co., Des Moines. Iowa. 
Young. A. W., Old Town Ribbon 
& Carbon Co., Brooklyn, N. Y. 
Young, G. F., Young’s Office 
Equipment Co., Ashland, Ky. 
Young, H. F., Copp Clark Co., 
Ltd., Toronto, Canada. 

Young, Ralvoh L., Lynn B. Emery, 
Inc., Detroit, Mich. 

MA 

Zachs, Miss J. R.. C-Thru Ruler 
Co., Hartford, Conn. 

Zeigler, Georgia, W. K. Kerr Pen 
Company, Tulsa, Okla 

Zerbe, Edward H., Burkhardt Co., 
Detroit, Mich. 

Zoeckler, C. R., Zoeckler’s, Daven- 
port, Iowa. 

Zock, M. E.. Rockwell-Barnes Co., 
Chicago, IIl. 


STRATION 
Bristoll, Mrs. B. J., Des Moines, 
Iowa. 


Brown, Mrs. L. M., Brocklyn, N. 
Y 


Burnett, Mrs. R. C., Indianapolis, 


Ind. 
Burns, Mrs. D. L., Mansfield, 
Ohio. 
Burns, Mrs. Tolman, Mansfeld, 
Ohio. 


Cc 


Cain, Mrs. B., Wabash, Ind. 
Caracci, Mrs. Louis, New York, 
nN; WS. 

Carnegie, Mrs. G. A., Norfolk, 
Va. 

Carr, Mrs. E. 
N. C 


Carrow, Mrs. A. M., 

Tex. 

Carscallen, Mrs. H. M., Redwood 

City, Calif 

Carter, Tulliah, Tuscaloosa, Ala. 

Caswell, Mrs. F. H., Cambridge, 

Mass 

Cermak, Mrs. Blanche, Chicago, 

Ill. 

Channon, Mrs. S. L., 
io. 


Clark, Mrs. Marie, Kansas City, 


W., Wilmington, 


Houston, 


Cleveland, 


Mo 
Cockrell, Mrs. Joe, Austin, Tex. 
Cody, Mrs. C. F., Dubuque, Iowa. 
Coggin, Mrs. F. L., Oak Park, II. 
Cole, Mrs. Ben, Richmond, Va. 
Come, Miss Lillian S., Manches- 
ter, N. H. 
Conlon, Mrs. J. Edward, Chicago, 
Ill. 
Cooke, Norma E., Salem, Ore 
Cooper, Mrs. R. D., Chicago, II. 
Cornish, Mrs. I. R., Chicago, II. 
Cox, Mrs. W. H., Chicago, Ill. 
Crowley, Mrs. Robert S., Kansas 
City, Mo. 
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b a R mail-handling department is the heart of your office 
On it depends the smooth functioning of every part of your 
organization. Move it out of the ““woodshed.”’ Give it the place 
of importance it deserves so that it will handle both incoming 
and oulgoing mail smoothly and speedily. 





] ELIMINATE DE- 

LAYED DISTRIBU- 
TION of mail by getting 
rid of antiquated mail- 
handling facilities. Your 
mailroom will never keep 
pace with the rush of bus- 
iness just ahead unless it 
is geared to handle mail 


FAST! 














STOP WASTE OF 
2 TIME! Your office 
can’t get going on the 
day’s new business until 
incoming mail reaches the 
desks of your key men. 
Delayed distribution can 
waste plenty of time and 
money and slow up your 








entire office. 











GET RID OF THE 

4:30 JAM in your 
mailroom! “Woodshed” 
mail-handling methods 
mean missed trains and 
planes for many a letter 
that hits your mailroom 
late in the = afternoon. 
Result? Lost business and 
good will. 











PLAN NOW TO MOD- 

ERNIZE your mail- 
room-——to move it out of 
the **woodshed”—with t 
S. Postal Meter machines 
andmail-handling systems. 
Our specialists will gladly 
help you plan your post- 
war mailroom now, with- 
out obligation. 





Metered Mail Systems ... Postal and Parcel Post Scales... 
Letter Openers... Envelope Sealers... Multipost Stamp Affixers 
...Mailroom Equipment. (Many units available.) 


MMERCIAL 


Branches and Agencies 
in Principal Cities 


U.S. POSTAL METER 
DIVISION 


Rochester 2, New York 


NTROLS 


OT O) 5 51 0) 57-4 0), 
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~—FLASH -— 
Synthetic 


-SPONGE RUBBER- 
SEAT CUSHIONS 


Now Available 
in Limited Quantities! 





IMMEDIATE DELIVERY 


Here is a seat cushion made of 
synthetic SPONGE RUBBER. 
Acid, water, oil, fire resisting. 
Designed to carry any reason- 
able weight and always keep its 
shape. Cut full to take care of 
most executive type chairs. 
Attractively covered. 
IMPORTANT: 


Limited Supply Available. Write or 


Wire for Complete Details. 


TEXTILE PRODUCTS CO. 


3709 N. Halsted St. Chicago 13, Ill. 
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D 


Dalton, Mrs. W., Chicago, III. 
Daniel, Mrs. R., Knoxville, Tenn. 
Davies, Mrs. John, Philadelphia, 


Davis, Mrs. George, Indianapolis, 


Davis, Mrs. Oscar, Savannah, Ga. 

Davis, Virginia, Detroit, Mich. 

De Lemos, Mrs. W. B., Mont- 
gomery, Ala. 

Denny, Mrs. Gayle, Lexington, 
Ky. 

Desmond, Mrs. 
Tonawanda, N. ; 

Dillon, Mrs. Matt, Chicago, Ill. 

Doubleday, Mrs. Donald, Kalama- 
zoo, Mich. 

Douglas, Mrs. Dorsey, Oklahoma 
City, Okla. 

Downs, Mrs. Fred, Tulsa, Okla. 

Dresser, Mrs. Malcolm, Cambridge, 


George, North 
z 


Ducos, Mrs. J. Frank, San An- 
tonio, Tex. 

Dugan, Mrs. J. E., Pittsburgh, Pa. 

Duke, Mrs. Earl K., Wichita, Kan. 

Duncan, Mrs. J. H., Newark, 
Ohio. 

Duvall, Mrs. J. D., Mobile, Ala. 


E 
Eisemann, Mrs. Al, San Antonio, 
Tex. 
Emery, Mrs. Lynn B., 
Mich. 
Everly, Mrs. C. H., Chicago, IIl. 
Evis, Mrs. S. A., Toronto, Canada. 
F 


Detroit, 


Fairow, Miss Vivian, Kansas City, 
Mo. 
Fellowes, Mrs. H. L., Chicago, 
Ill. 

Fitzgerald, Mrs. E., Chicago, III. 
Fleet, Mrs. C. M., Minneapolis, 
Minn. 

Ford, Mrs. John, Jr., Omaha, 


Nebr. 
Fuller, Mrs. Donald G., Memphis, 
Tenn. 
G 


Geer, Mrs. Charles E., Jamestown, 
ae # 

Geyer, Mrs. Andrew, New York, 
N. Y 


Gilbert, Mrs. I. A., Chicago, IIl. 

Glueck, Mrs. Sid, Cleveland, Ohio. 

Goff, Mrs. Bill, Madison, Wis. 

Green, Mrs. L. C., Seattle, Wash. 

Griffith, Mrs. John, Baltimore, Md. 

Guion, Mrs. C. D., Vicksburg, 
Miss. 


H 

Hagene, Mrs. K. E., Oshkosh, 
Wis. 
Hammond, Mrs. Ray, Des Moines, 
Iowa. 
Hansen, Mrs. Don C., Omaha, 

ebr. 
Hanson, Mrs. Thomas,’ Tulsa, 
Okla 


Hanson, Mrs. V. A., Sioux Falls, 
Ss. D 


Harding, Sue, Houston, Tex. 
Healy, Mrs. E. B., Santa Fe, 


N. M. 
Hill, Mrs. R. C., St. Louis, Mo. 
Hoge, Mrs. William, Youngstown, 


Ohio. 
Holt, Mrs. George, Fort Madison, 
Iowa. 
Hooper, Mrs. E. R., Chicago, IIl. 
Howard, Mrs. Grant, Tuscon, Ariz. 
Howell, Mrs. C. H., Chattanooga, 
Tenn. 
Hudson, Mrs. M. Scott, Muskogee, 


Huggins, Mrs. Miller, Anderson, 
Ind. 
Hughes, Mrs. Frank, Oklahoma 
City, Okla. 
Hunting, Mrs. D. D., Grand 
Rapids, Mich. 

J 
Jacobs, Mrs. Samuel, New York, 
N. Y 


Jaffe, Mrs. Leon, New York, N. Y. 
James, Mrs. Fred, Youngstown, 
Ohio. 
Jenkins, Mrs. E. §., Tampa, Fla. 
Jerue, Miss Rosemary, St. Paul, 
Minn. 
Jerue, Mrs. S. F., St. Paul, Minn. 
Johnsen, Irene, Chicago, IIl. 
Jones, Mrs. D. L., Little Rock, 
Ark. 
Just, Mrs. Eldon, Chicago, Ill. 
K 


Kane, Mrs. William R., Brooklyn, 
um. ¥ 


Keeling, Mrs. E. A., Jamestown, 
i; a> 
Kelly, Mrs. Elmer, Salt Lake City, 
tah. 
Kemp, Mrs. H. L., St. Louis, Mo. 
Kemske, Mrs. R. R., New Ulm, 
Minn. 


Kenworthy, Mrs. A., Des Moines, 
Iowa. 

Kerns, Mrs. J. J., Philadelphia, Pa. 

Kessler, Mrs. H. M., Louisville, 


y. 
Kiefer, Mrs. R. H., Medina, Ohio. 
King, Miss Lilla Mae, Morristown, 


K. G., Cambridge, 
Mass. 

Knapp, Mrs. C. J., Waterloo, Iowa. 

Kochheiser, Mrs. E. R., Mansfield, 


Ohio. 
Kongsvik, Mrs. F. G., St. Paul, 

inn. 
Kulp, Mrs. Benjamin, Chicago, III. 


L 
Landes, Mrs. Joseph, Kansas City, 
M 


oO. 
Langston, Mrs. W., Detroit, Mich. 
Latsch, Mrs. R. D., Lincoln, Nebr. 
Law, Mrs. C. H., Chicago, II. 
Lennartson, Mrs. W. S., Chicago, 
Ill 


Linden, Mrs. Hy, Chicago, IIl. 
Lipner, Mrs. W. C., Chicago, Ill. 
Lowe, Mrs. Willis, Fort Worth, 
Tex. 
Luckett, Mrs. J. S., Toronto, Can- 
ada. 
M 


Macdougall, Mrs. D. A., Kansas 
City, Mo. 

Malatesta, Clara F., Chicago, IIl. 

Maneval, Mrs. Wauconda, 


Ill. 

Marshall, Mrs. Charles M., Atlan- 
ta, Ga. 

Marshall, Mrs. J. A., Kansas City, 
Mo 


Martin, Mrs. A. R., Mobile, Ala. 
Martin, Anne, Denver, Colo. 
Maul, Irma, Detroit, Mich. 
— Mrs. F. C., Springfield, 


oO. 
McIntosh, Mrs. C. A., Meridian, 
iss. 
Meyer, Mrs. J. L., Pittsburgh, Pa. 
Miller, Mrs. R. C., Sandusky, 
Ohio. 
Milne, Mrs. R. G., Chicago, III. 
Mitchell, Mrs. E. J., St. Louis, 


Mo. 

Mitchell, Mrs. J. C., 
Mich. 

Mixter, Mrs. Charles, Eau Claire, 
Wis. 

Montgomery, Mrs. J. W., Los An- 
geles, Calif. 

— mrs, Hi. &., 


Pontiac, 


Portland, 


re. 

Morgan, Mrs. J. Hanly, Hunting- 
ton, W. Va. 

Morgan, Mrs. L. E., Kansas City, 
Mo. 

Morton, Mrs. Harry, Indianapolis, 
Ind. 

Mudgett, Mrs. C. F., Omaha, 
Nebr. 

Muir, Mrs. William, Chicago, IIl. 

Murphy, Mrs. Edward W., Roch- 
ester, N. Y. 


N 
Naylor, Mrs. W. R., Little Rock, 
Ark. 
Nearly, Mrs. James E., New York, 
N. Y 


Nichols, Mrs. Harry, Columbus, 
Ohio 
Nickel, Mrs. W. J., Chicago, IIl. 
Nielson, Mrs. E. K., Appleton, 
Wis. 
Nims, Mrs. H. W., Norfolk, Nebr. 
Noreen, Mrs. M., Marshalltown, 
Iowa 
oO 


O’Connell, Mrs. Richard, Indian- 
apolis, Ind. 

O’Donnell, Laura E., Homestead, 
Pp 


a. 

Ohland, Mrs. G. C., Grand Rap- 
ids, Mich. 

Oliver, Mrs. W., Pittsfield, Mass. 

Ott, Mrs. R. E., Detroit, Mich. 


P 


Parke, Mrs. Frank H., Little 
Rock, Ark. 
Parker, Mrs. H. C., New Orleans, 


La. 


Parrott, Mrs. J. S., Waterloo, 
lowa 
Parrott, Mrs. R. W., Waterloo, 
Iowa 


Patterson, Mrs. W. H., Johnstown, 
> 


Pa. 

Perdue, Mrs. D. J., Mason City, 
Iowa 

Peters, Mrs. Charles G., Philadel- 
phia, Pa. 

Petetin, Mrs. Henri, New Orleans, 
La. 

Pillsbury, Mrs. S. C., Seattle, 
Wash. 

Pinney, Mrs. D. R., Chicago, II. 

Pitt, Mrs, Fred, Chicago, Ill. 
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WO0D—the material “of masterpieces! 


WOOD has been the material 
out of which man has fashioned 
many of his outstanding master- 
pieces. The Stradivarius Violin 
constitutes an eloquent example. 
Stradivarius was a master crafts- 
man, and the violins he created 
stand as unequalled testimonials 
to his genius. With such an ex- 
ample of the application of wood, 
is it any wonder that we are in- 
spired to greater heights of ac- 
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complishment in our own use of 
wood. Wood meets today's desk 
needs ... wood will fulfill tomor- 
row's desk requirements as well. 
Yes . . . Imperial Desks are a 
source of pride to us . . . to our 
dealers who sell them and to the 
buyers who ultimately use them. 
Dealers will benefit by building 
their Post-War plans around Im- 
perial Desks. 
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For seating the business executive, 
secretary or clerk comfortably alert 
and attentive to the requirements of 
the day and the moment, recommend 


the Jasper Chair Co. V Number. 


When it comes to doing the job 





Built with wood swivel base and the minimum of critical material, these 


good chairs present the best thought and effort of our designers and 


craftsmen—well constructed, dependable, inducing right posture with 


genuine comfort. 


Industry everywhere is eager for announcements of resuming manufac- 


ture of pre-war products. Just when office chairs will reach that point 


is not now known. We are of course deeply interested, not only for the 


sake of our good dealer friends, but because it will affect our own opera- 


tion so vitally, As soon as the facts are available, you may be sure we 


shall inform you fully. 


use the Jasper Chair Co. V number 


In the meantime, let us “all out” 


for the 6th War Loan. 


And mark priority or end use 


on all orders. 


JASPER CHAIR CQO. 


JASPER 


IN DIANA 





REPRESENTATIVES: 


i Geo. A. Litchfield, Sales Mer. 
per ds 


PR 
fay 


James 5S. Fowls, (Southern) 
327 Sunset Drive, North 
AOS St. Petersburg, Florida 





W. H. Brown, (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 
(Phone ROGers Park 3644) 


EW. Thomas (Southwest) 
Box 3493 Peninsula Station 
Daytonia Beach, Florida 


S. H. MacDonald, (West) 
105 Orpheum Bldg. 
Seattle, Wash. 


R. J. Freeman, (Eastern) 
883 Madison Ave. 
New York, N. Y. 
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Powell, Mrs. B. J., Newark, N. J. Thaggard, Mrs. F. B., Dallas, Tex. 

Price, Mrs. M. D., New York, Thom, Mrs. C. A. H., Detroit, 
Ms. 2 Mich. 

Pritchard, Mrs. Joseph W., Chi- Thomas, Mrs. W. F., Findlay, 


cago, . Ohio 
Pyle, Mrs. E. B., Chicago, Ill. Thompson, Mrs. H. J., Dayton, 
R Ohio 
Rawls, Mrs. E. G., Columbus, Ga. Tobias, Mrs. Frank S., Detroit, 
Rockwell, Mrs. H. P., Rochester, Mich. 
es Towne, Mrs R P., Holyoke, 
Roddy, Mrs. Joe, Fort Worth, Tex. Mass. 


Rohrs, Mrs. Edward, Chicago, IIl. Turner, Mrs. Julius, Chicago, II. 
Ross, Mrs. H. O., St. _— Vv 

Roth, Mrs. C. W., Dayton, io re e a 
Rourke, Mrs. R. T., Houston, Tex. Valleau, Mrs. R. B St. Paul, 


: : Minn. 
Ryding, Mrs. ain soeiciaae Wash. Van Buren, Mrs. Tracy H., Stur- 
: s s An- zis, Mich. 
ee +.” aan ” none _ Vandenberg, Mrs. H. J., Kalama 
4 ne ia zoo, Mich. 
—” Mrs. George, Milwau Ven thaehs, Sire A: €., Seabee 
: : . a 
—* Mrs. Ray, Columbus, Vevier, Mite. Hiwya C, St. Lek 
i c , it, Mich. oO. 
craggy aga Ege age: Posey Volzer, Mrs. Paul W., Canton, 
Okla , , Onio 
Seamon, Mrs. Charles E., Little Von Ritter, Mrs. F. M., Milwau- 
Rock, Ark. kee, Wis. 
Silliman, Mrs. Ward, Houston, W 
Tex. Walker, Mrs. Arthur, Minneapolis, 
Sime, Mrs. H. L., Chicago, II. Minn 


Simpson, Mrs. J. H., Philadelphia, Wallace, Mrs. L. F., Jasper, Ind. 
Pa. Walsh, Mrs. Herbert, Chicago, III 
Sinisgalli, Mrs. C. V., Washing- Warkentin, Mrs. Ted R., Lawton, 


ton, D. C. Okla. : 
Smith, Mrs. F. K., Omaha, Nebr. Wasserberger, Mrs. G., Pontiac, 
Smythe, Mrs. John M., Chicago, Mich. 

Ill. Waugh. Mrs. J. L., West Palm 
Snelling, Mildred, Chicago, Ill. Beach, Fla. 


Spark, Mrs. Viola, Cleveland, Ohio Wells, Mrs. Roy E., Jamestown, 
Stagg, Mrs. Tom, Phiadelphia, Pa. fe = 
Sterrett, Mrs. D. B., Chicago, III. Willander, Joan, Boston, Mass. 


Stevens, Dorothea, Chicago, Ill. Willis, Mrs. A. W., Lexington, Ky. 
Strauss, Mrs. Nathan A., Chico, Wolfe, Mrs. M. R., Fremont, Ohio 
Calif. Woodhouse, Mrs. W. T., Jr.. 
Sufrin, Mrs. Martin, Pittsburgh, Washirston. D. C. 
a. ; 
Summerville, Mrs. Norma, Akron, Z 
Ohio Zerbe, Mrs. Edward H., Detroit, 
T Mich. 
Talt;, Mrs. C. W., Kansas City, Zoeckler, Mrs. C. R., Davenport, 
Oo. Iowa 
- —<>-—__ 


POST-WAR PRICING PROGRAM 
(Continued from page 72) 


more than eager to pack their bags and get home to their families and 
return to their private businesses. 

A very concentrated study is constantly being made of the question of 
how soon price and rent controls may be safely withdrawn. 

In the early part of the war, inflationary pressures developed in some 
industries before others and spread unevenly throughout the entire indus- 
trial structure. Now that pattern, or the same chain process, is very 
likely to occur in the disappearance of inflationary dangers during the 
transition period. It is probable that inflationary pressures will vanish 
first in some types of goods that have been available for civilian use 
throughout the war, and some of the basic metals, and last in the con- 
sumer durable goods, building materials and industrial equipment that 
have been out of production for two years or more. There is, however, 
no reason to believe that exactly the same sequence which character- 
ized the spread of inflationary pressures from field to field will appear 
in reverse during the transition period. However, it seems clear that a 
selective policy in the removal or modification of controls will be 
appropriate in this period, just as selective policy in imposition of con- 
trols was appropriate during 1941 and 1942. 

It would be foolish to reveal or even attempt to chart a course in the 
timing of selective removal of price controls at this premature time, as the 
imponderables in the situation are so numerous, and I feel that you will 
agree with that. Decisions to remove control in a particular field must 
rest on assured prediction, from the best knowledge available, that in- 
flationary pressure in that field has not only subsided but will not 
reappear. 

Thus, as we see it, business and OPA still have an important job to do 
in finishing the fight against inflation just as the country still has a tre- 
mendous job to do in finishing the military war. There is no immediate 
prospect that general inflationary pressures will moderate. Hence, there is 
no immediate prospect that OPA’s strict pricing standards can be modi- 
fied. We have purposely refrained from making any hard and fast rules 
for price standards during the transition period or for the removal of 
controls. We do believe (and this is important) that we must from now 
on keep our attitude and our policies flexible to meet whatever conditions 
actually exist in the transition period. Also, at this point permit me to 
repeat what the Administrator has said in all of his talks—that you can 
rest assured that as soon as it is clear that pressures for high prices 
no longer exist price controls will be discontinued. 

Now as to pricing policies during reconversion. Mr. Bowles, the Ad- 
ministrator, has said that price control is not here to stay. We will 
be going out of price control just as we came into it—industry by industry 
and, in many cases, item by item. The speed with which control can be 
relinquished is dependent upon industry’s ability to get back to volume 
production. For example, it is probably safe to say that price problems in 
the food and clothing industries will be settled more speedily than those 
in the vacuum cleaner, refrigerator and radio industries. 

It is to be understood that we define reconversion goods as goods or 
items which have been entirely out of production for some time as a 
result of the war production program, or whose production has been cur- 
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New York 8, N. Y 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66" x 36" 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 


Naturally the demand for this outstand- 
ing example of National craftsmanship 
exceeds production due to the labor 
and raw material situation, plus the fact 
that much of our facilities are actually 
engaged in war work. With our very 
limited production deliveries are defi- 
nitely retarded. Your patience and 
understanding in this emergency are 
appreciated. 


NATIONAL DESh CUMPANY 


HERKIMER, NEW YORK 
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tailed to a very small output. It is roughly estimated that these products, 
most of which are consumer durable goods, had an annual retail sales 
value of approximately 6%% billion dollars in 1941. It is also estimated 
that 85 per cent of the reconversion problems are concerned with less than 
a dozen types of goods—such as automobiles, refrigerators, sewing ma- 
chines, washing machines, vacuum cleaners and radios. The remaining 
15 per cent of the reconversion price problems consist of thousands of 
items, usually referred to in our shop as the egg beater—garbage pail type 
of items, production of which is comparatively smaller. 

In general the aim of the tentative reconversion pricing program will 
be to hold prices down to 1942 levels. For those articles whose production 
was maintained even on a somewhat limited basis throughout the war 
reconversion presents no problem. In these cases the price program and 
policies have been well established and prices will tend to remain at the 
present level, except as increases are required by law. Where a manu- 
facturer is unable to swing back into production at the prices presently 
established by OPA, he may be able to qualify for an individual adjust- 
ment. 

Reconversion Pricing Methods 

On reconversion pricing methods, the tentative plan would be on the 
dozen types of items, representing 85 per cent of the total volume of 
reconversion products. A control program will be worked out jointly by 
OPA and the manufacturers involved. The manufacturers of these items 
have already been invited to come to Washington to work out the prices 
with us and this work is now in progress. 

On the remaining 15 per cent of the reconversion problem, it is tenta- 
tively planned to give consideration first to the possibility of exempting 
certain items. The exemptions may be made on a volume basis or for 
particular items or products. Such exemptions, the Administrator feels, 
would relieve both the OPA and thousands of manufacturers from a 
tremendous administrative burden. The remaining items or products pro- 
duced in this 15 per cent category, which have not been exempted, would 
be priced by formula, one being a master formula issued by the national 
office which might be applied in two ways. Either the manufacturer 
would go to his OPA district office and work out his price there or it 
could be an automatic formula he could immediately put into effect. 
There would be provision for the manufacturer to go to his district 
office for relief if application of the formula caused a burden or hardship. 

However, let me say that these are tentative approaches to the problem 
and the final decision has not been made. I might say that it is also pos- 
sible that through our current consultations with industry a new method 
might evolve itself. It might be of interest to you at this point to know 
that at the present time the Office of Price Administration has under price 
control approximately 92% billion dollars worth of goods and services 
at their 1943 retail value. Reconversion items that will need their prices 
reviewed had a retail value of some 6% billion dollars based on 1941 
volume, That represents about 814 per cent of total consumer expendi- 
tures in 1941 and gives a perspective of the scope of the reconversion 
pricing problem. 

In conclusion, ladies and gentlemen, let’s not forget that 11 million 
men are returning from the corners of the earth. They will want to know 
what kind of a job we did on the home front. Let us keep up the good 
work on the home front and avoid a repetition of the catastrophic de- 
pression that we all reluctantly recall. 

Remember that those of them who do return are not going to take 
apple selling and like it—in fact, they aren’t going to take it—period. 
So let’s all put our shoulders to the economic wheel and co-operate with 
the war emergency controls because it would be a tragic catastrophe if 
the solid stabilization achievements of the past four years were lost in the 
last round of the battle. The problems have been created by war. They 
will last as long as the war lasts and a short time more. None of us like 
them any more than we like war itself, but we must continue to master 
them as long as they persist. If we do not overcome them they will 
overcome us, with disastrous consequences for the post-war world to 
which we all look forward so hopefully. 


BUSINESS HAS A CONSCIENCE 


By Arthur J. Walker 
Past President, NSA; 
Farnham Stationery & School 
Supply Co., Minneapolis, Minn. 


HO reads your advertising? 
Let us ignore those facetious remarks about the employees and 
the printer who have to read the ads, and get down to cases. 

Who reads your advertising? 

Perhaps, it is a Government agency, like the Federal Trade Commis- 
sion, which each year scans thousands of advertisements to determine 
how advertisers are handling the truth. 

Perhaps it is a representative of one of the left wing consumer groups 
which is looking for something to add to a chamber of horrors to gloat 
over as another example of how the advertiser is out to ‘“‘gyp’’ the 
public. 

Perhaps it is a teacher or student from our school system, looking 
for an example of good or bad advertising which will be dissected before 
the class. 

Perhaps it is some critic of free enterprise who made ‘100,000,000 
Guinea Pigs,” ‘Partners in Plunder,’’ and other alleged exposes of 
business, so popular a few years ago. 

We are almost sure that your COMPETITORS will read it. 

And we join with you in the hones that PROSPECTIVE CUS- 
TOMERS read it, believe it, and follow the suggestions in it. 

This picture of advertising and selling has slowly dawned on me since 
the time when, a year and a-half ago, I was asked to head up the 
Better Business Bureau of Minneapolis. My plea of ignorance about the 
Bureau and its work was countered with the argument that it was 
ABOUT TIME I LEARNED. 

And how much I have learned? Prior to then, of course, I thought 
I knew something about advertising—at least I was signing checks each 
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FULLY AUTOMATI CALCULATOR 
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Fully Automatic Carriage 
Tabulation and Automatic 
Dual Division..... just two of 


many exclusive Fridén Features 


i Yp y 


2. 
With a Fridén Fully Automatic Calculator, the machine...not the 3. 
operator, does the work. For example when dividing, FRIDEN 
COMPLETELY AUTOMATIC CARRIAGE TABULATION with ‘a 
dividend entry...at the touch of ONE KEY...automatically 
clears the dials...tabulates the carriage to the selected divid- 
ing position...enters the dividend from the keyboard to the < 
dials...prevents the entry of the ONE in the quotient dials fig 
and clears the keyboard for the entry of the divisor. FRIDEN “se 
FULLY AUTOMATIC DUAL DIVISION then permits the oper- : 
ator at the touch of a key to automatically obtain positive or Bu 
negative quotients...and at the completion of the division, the aed 
keyboard automatically clears; preparing the machine for any " 
subsequent calculations. an ; ; Fridén Mechanical and Instructional ~ 
Telephone or write your local Fridén Representative for COM- ¢...300 ts available tn aapveetmnnely Bu 
plete information and the availability of these Calculators, when 250 Company Controlled Sales Agen- ae 
applications for delivery have been approved by the W.P.B. _ cies throughout the U. S. and Canada. e 
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FRIDEN CALCULATING MACHINE CoO.,INC.| «: 


HOME OFFICE AND PLANT « SAN LEANDRO, CALIFORNIA, U.S. A. « SALES AND SERVICE THROUGHOUT THE WORLD _ 
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month allocated to advertising. I wasn't quite as dumb as the fellow 
who said, ‘Advertising is the art of making people think they have 
always wanted something they never even heard of before.”’ Nor did I 
think the entire secret cf advertising was found in the biblical story of 
Samson. You know, he took two columns and brought down the house 

Advertising, I learned, is more than a mere offering of merchandise 
wu service. It is also a mirror. It reflects YOU, it reflects YOUR 
method of doing business. It reflects the ideals and methods of your 
particular profession as a group 

When your advertisement is honest, believable and straightforward, it 
reflects credit on you; it also reflects credit on your business and all busi- 
ness, But when it is tricky, unbelievable, false or fraudulent, it adds 
fuel for the use of those critics of business who take isolated examples 
and would have the public believe that all business is to be burned at 
the stake. And it eventually creates public resentment 


Bureaus Alert for Misleading Advertising 


Also I learned why advertising people and business of all lines 
organize Better Business Bureaus to act as their agent in a_never- 
ceasing endeavor to keep advertising and selling clean and believable. 





NSA CONVENTIO 


l. Harry Lipschitz, Will Lampel, Art Steel Co., Inc.; Will Winnes, 
Winnes Co., Cincinnati, Ohio; I. M. Levy, Leon Banov, Art Steel Co., 


Inc. 

2. Ralph A. Bender and John H. Griffith, Arnot & Co., Baltimore; Claude 
W. Allen, The General Fireproofing Co.; Hy Goldstein, Rochester 
Staty. Co., Rochester, N. Y. 

3. Joe Landes, The Schooley Prtg. & Staty. Co., Kansas City: Charles 
Hammen, Paper Branch OPA (almost lost in camera); Sterley Jerue. 
McClain & Hedman Co., St. Paul: Roy Potter, Autopoint Co. 

4. H. J. Vandenberg. Doubleday Bros. & Co., Kalamazoo, Mich.; Lee 
Lowe and Jim Lynch, Browne-Morse Co.; Carl Schutz, Eagle Pencil 
ae et Bansemer, Stationers Loose Leaf Co.; Dick Lowe, Browne- 

orse Co. 


I like this definition of a Better Business Bureau: 

“The Better Business Bureau is a non-profit service corporation main- 
tained by business firms to elevate the standards of business conduct, 
fight frauds and assist the public to achieve maximum satisfaction from 
its relations with business so that confidence and support for our Amer- 
ican system of free enterprise may be justifiably increased and strength- 
ened.”’ 

It’s easy for me to understand why the predecessors of Better Business 
Bureau were called the ‘‘vigilance’’ committees of local advertising clubs, 
for those volunteers had the crusader spirit. By negotiation, and if 
necessary, by prosecution, they were out to show that business could 
clean its own house and merit the confidence of its customers. 

Those were the days when you sent 25 cents for a steel engraving of 
General Grant—and received a two-cent postage stamp ccntaining his pic- 
ture. Fraudulent and wild-cat financial propositions were commonplace. 
Bucket shops flourished, fraudulent oil mining and real estate promotions 
were freely advertised. Medical advertising was revolting, with potions 
and ointments offered to cure anything from corns to a hang-over. Hang- 
over—that’s the only time when two heads aren’t better than one! 

Today fraudulent and SERIOUS deceptive advertising has been prac- 
tically eliminated from the paths of paid publicity. A false statement 
of fact in advertising has little chance to survive for long. Business has 
developed a strong opposition to wrong selling practices. 

Better magazines and newspapers scrutinize the advertisers and adver- 
tising they solicit, and assume some degree of responsibility for adver- 
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IMMEDIATE DELIVERY 
NO PRIORITY NEEDED 





MODERN DESIGN 
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Morocco Brown Wrinkle Finish 
Packed securely in individual cartons 


$7 30 ps / 


Write or Wire for Generous 
Quantity Discounts ‘ 


THE MAYFAIR COMPANY 


230 W. SUPERIOR ST., CHICAGO 10, ILLINOIS 
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RECORD KEEPING EQUIPMENT 
INTERESTS OFFICE MANAGERS 


because 


seats the operators. It is un- 
necessary to stoop, stretch, or 
walk to find the wanted 


records. 





Just one of the many features that makes Rol- 
Dex click with business. The demand for Rol- 
Dex is real and growing . . . new uses are con- 
stantly appearing. Rol-Dex has demonstrated 
that it is especially adaptable for cycle billing 
in department stores. Write us for complete 
information. 





An outstanding Rol-Dex installation—Each carriage handles in excess 
of 400 Ibs. 


ROL-DEX COMPANY 


433 SHELBY STREET 
DETROIT 26, MICH. 
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tised claims. They make an effort to know the advertisers and the prod- 
ucts to be advertised on their pages. 

Other aids to better advertising have been legislation and court deci- 
sions. In this connection a decision of the U. S. Supreme Court, out- 
lawing the fiction of ‘‘free’ encyclopedias, should be noted. The deci- 
sion included this statement, ‘“‘The best elements of business has long 
Since decided that honesty should govern competitive enterprises, and 
that the rule of CAVEAT EMPTOR (Buyer Beware) should not be 
relied on to reward fraud and deception.” 

Yes, we’ve come a long way since the “Truth in Advertising’ move- 
ment was started. But we still have a long way to go. My plea is to 
keep going ahead, remembering that our freedom to act and plan tomor- 
row depends on how we handle our opportunities today. 

We in the Bureau field look ahead to some of the stiffest chores 
we've ever known. When we can take our mind off winning the war 
and when a free flow of goods is resumed—then the competitive battle is 





NSA CONVENTION 


1. W. G. Oliver, E. C. Rohrs, L. G. Morris, Frank H. Palmer, Eaton 
Paper Corp. 
2. Bill Falk, Griffith Koch Co., Baltimore, Md.; Mark Kenna, American 


Pencil Co.; Chas. V. Sinisgalli, R. P. Andrews Paper Co., Wash- 
ington, D. C.; Herb Hooks, Moore Push Pin Co.; Tom Etagg, The 
Hoskins Co., Philadelphia; Edwin McLaughlin, Stationers, Inc., 
Baltimore, Md.; E. W. Curry, Curry Co., Pittsburgh; Ben Wachtel, 
Parker Pen Co. 

3. R. Sullwold, C. C. Smith, C. O. Moosbrugger, all Minnesota Mining 
& Mig. Co.; Ted R. LeVine, The Terel Co., New Rochelle, N. Y.; 
Stan B. Knapp, Minnesota Mining & Mfg. Co.; L. E. Tyas, J. L. Dickin- 
son, Zephyr-American Corp. 

4. George Litchfield, Jasper Chair Co.; Dick Pomerantz, A. Pomerantz 
& Co., Philadelphia: Louis T. Koerner, Jasper Chair Co.; S. R. 
Thomas, A. Pomerantz & Co.; Roland S. Freeman, Jasper Chair Co. 


on, ‘When the boys get down in the gutter and start swinging,’’ says 
one publisher, ‘‘you’re going to need the Better Business Bureau and 
need it badly.” 

“‘Newspaper promotion managers are reported to be working on a code 
of ethics,’ says the author of a nationally-read retailers’ trade letter. 
“In the past, some promotion men have displayed more zeal than judg- 
ment, Local advertising ethics usually are established by the Better 
Business Bureau. On the brink of a fiercely competitive era, it might 
be well to consider establishment of a code to make it a clean fight.” 

A year and a-half with the Better Business Bureau has shown me 
{wo important and eye-opening facts. The first is that Minneapolis, as 
1 Bureau-protected city, has an advantage over many other cities. 

The Bureau protection also makes for cleaner competition in the adver- 
lising and selling game, benefiting me as a business man and the public 
as my customers. It gives the public a service organization where it 
can register complaints and investigate BEFORE investing. 

The SECOND thing I learned is that, as we support the Bureau and 
its program, we help to build and to maintain an American ideal— 
that of self-regulation. 

They tell me that in 1934 the advertising of fur retailers in Minne 
apolis was really terrible. Coats made of rabbit were called ‘northern 
seal,’ and skunk was camouflaged under the sweeter-smelling name of 
“marten.” The Bureau called together four or five of the principal fur 
advertisers and recommended a housecleaning, offering to help. A _ set 
of Fair Trade practice standards for advertising and selling was drafted. 
Then the Bureau invited in every fur retailer in the city of Minneapolis, 


OFFICE APPLIANCES, November, 1944 











att 


OF 


Code SEIRY Odo 


DUPLICATING 











Codlo- MANUFACTURING CORP 


529 South Franklin St., Chicago 7 270 Lafayette St., New York 12 
Factory: Coraopolis, Pa. 


OFFICE APPLIANCES, November, 1944 














GUIDE SYSTEM 


335 CANAL STREET 





























Down through the years—though competitive conditions 
often tempted—GUSSCO has maintained its original 
intent and purpose—to offer a complete line of filing 
supplies to dealers only. 

While emergencies such as the present have caused 
some uncertainties in both products and deliveries, 
GUSSCO still maintains its service to dealers only. 


GUSSCO dealers look to the future with confidence 
and with the absolute assurance that only another dealer 


can offer the GUSSCO LINE in competitive bidding. 


& SUPPLY CO. 


NEW YORK 13, N. Y. 














162 


OFFICE APPLIANCES, 


November, 


1944 





ae ae oe a 


‘7-7 Oo mse & 


A 





44 





and got them to follow the proposed code. It was so successful that 
when the Trade Practice Standards of the Federal Trade Commission 
were put into effect, they made VERY LITTLE difference in the fur 
advertising customs in Minneapolis. Several years ago, the fur retailers 
started a trade association of their own and took over the Bureau code 
as its statement of principles. 

That doesn’t mean that there is no sharpshooting in fur retailing in 
Minneapolis, but we are of the opinion that Mrs. Public can buy furs 
there with more confidence in the advertising and selling claims of our 
merchants than in most cities in the United States. 

That business can regulate itself was shown by department stores, 
apparel shops, furniture stores, and fur retailers who pledged the Gov- 
ernment to cease promotional advertising of textiles in order to avoid a 
rationing program. The Bureaus have helped to make the program 
effective. 

In the field of credit, business has done ANOTHER outstanding job 
of self-regulation. Regulation ‘‘W,”’ so-called, has encountered a minimum 
of opposition or evasion, and Treasury Department officials themselves, 
have been amazed at the ease with which they have been able to make 
the joint enterprise effective without an FBI, or international police force, 
to back up the regulations. 

Through the Better Business Bureaus, the textile order, the compli- 
ance with Regulation ‘‘W,”’ and in countless other ways, business had 
demonstrated an increasing ability to regulate itself 

Who reads your advertising? 

The PUBLIC reads your advertising, and through it, gets its picture 
of YOU, of YOUR business, and of ALL business. 

As one of our successful advertisers has so well put it: ‘“‘He who 
advertises gives a bond to the public for his future conduct. An adver- 
tised claim of merit, be it for goods or for service, becomes a promise 
of high effort, else how can the advertiser expect to hold the good will 
and the patronage of those who have taken him at his word?” 

Let us use our advertising to give the public the information to 
which it is entitled. Let us co-operate through the Better Business 
Bureau in our cities to place ALL advertising and selling upon a plane 
that will truly reflect our highest ideals. 

And remember this. Better Business Bureaus are not against adver- 
tising—our fight is only against fraudulent, untrue, deceptive adver- 
tising. And our fight against that type of advertising is a fight for 
better advertising, not only a respected profession in itself, but one 
that lends respect and prestige to your business. 


—- _ 


B-MAIL FOR V-MAIL 
By Charles P. Garvin 


General Manager, 
National Stationers Association, 
Washington, D. C. 


LISTENED yesterday to Mr. Moley and Mr. Watson. Watson was 

the man who got under my skin. Because I have always been a pro- 
found believer in the dramatization of business and the dramatization of 
sales presentation. Unless a man has a real appreciation, or so presents 
himself to the neople he wants to do business with, he will not, of course, 
get the sales possibilities he might otherwise get. And I enjoyed Fred 
Moore because he is one of our gang, talking out of a rich experience 
in my own business. We have here as brilliant an aggregation of business 
men as I have ever had the pleasure of looking at. It struck me that 
here was one business, after 600 years, putting on an assemblage that 
few businesses could put on. As a matter of fact, when the Chamber 
of Commerce of the United States has 15 or 16 hundred present, they 
have a big meeting. Up to yesterday we registered over 1,400, and that 
is a wonderful attendance. 

Not long ago I was asked to write an article and being a simple sort 
of a goof, not at all well-educated, I got a thrill out of writing the 
article for NATION’S BUSINESS. I had no idea that anything I 
might write would attract any great attention from the readers of that 
magazine. Much to my amazement, the reaction has been tremendous. 
There have been about 70,000 reprints of the article sent out, and since 
I have been here at this Convention I have been asked to authorize 
some 48,000 others. And I was just thinking—this is a country where 
the business man, the little guy, can get all he wants and do what he 
wants. Even with all the changes that have taken place, they still 
haven’t got us down and if they ever do get us down, this isn’t going 
to be America any more. 


Small Business a Big Segment of America 

I have some very interesting figures on this American level of living. 
As a rule I do not quote figures, but how many people are there that 
know that in this great nation of ours there are 205,300 barber shops 
and beauty parlors, and they employ 392,200 people? That is part of 
the American way of living. Here are 392,000 people making a living 
in barber shops and cosmetic shops and beauty parlors—enhancing the 
American ‘‘puss’’-—making it easier for people to smile. 

How many of us know that the total receipts in that business for 
1939 were $481,000,000? Enhancing the American puss for half-a-billion 
dollars. And I have seen pusses around, especially on black market 
operators, whose pusses could not be enhanced. 

Did you ever know there were 34,600 establishments in the laundry and 
dry cleaning business, and that they employ 382,380 people, with a total 
take of $693,000,000? They give us clean shirts and clean dresses, and 
you add clean faces and clean shirts together, and there is over one 
billion dollars worth of business. With that we get a segment of the 
American way of living; isn’t it enormous? 

There are 50,100 shoe repair shops in the country, and they employ 
67,900 proprietors and workers, fixing shoes, putting on soles. A man 
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can go into a shoe repair parlor, and he will put you on a sole while 
you wait. And there are 56,000 additional establishments with 89,400 
people employed in the repair, alteration, pressing and renovating work 
pertaining mostly to clothing. And if you go in and have your trousers 
pressed, you are making a contribution to the American way of living. 

And again coming back to the American ‘‘puss,’’ we have 11,000 
photographic studios catering to the general public, with another 1200 
shops engaged in commercial nhoto-finishing, with 25,000 people in the 
photographic studios and 5800 in the commercial photo shops. They 
are businesses kept going because people for some unknown reason want 
to perpetuate that thing which they inflict on the public; they want to 
send some one a picture of the sender. Now as far as I am concerned, 
they can’t do much with me. In the first place, they’d have to have a 
panoramic camera to get me all in. 

And there are 8,200 establishments engaged in laying them away, fu- 
neral directors and embalmers, with 51,100 people doing nothing but look- 
ing at you solemnly and saying they are sorry, while you are all the time 
realizing they are not, because they wouldn’t have had their job if you 
had lived. And these people are taking in $262,000,000 a year, devoted 
to seeing to it that the American level of living reaches even into the 
grave. And regardless of OPA ceilings, they take in over a quarter- 
billion dollars in that business. 

I could go on at great length calling your attention to facts concern- 
ing this thing we call the American way of living, and which is called 
private enterprise. That is the thing that makes America possible. 

I talked with Eric Johnson right after he came back from Russia, 
and he is a great guy. He is a great fellow. He is one American busi- 
ness man who could talk to Stalin, and tell him right to his cheek, “We 
don’t care for your way of living.’’ And we don’t. 


Inform Your Congressman of Your Stand 


When I come to this subject of “‘B-Mail for V-Mail,’”’ what do I mean 
by that? I just mean that we are going to move before very long from 
V-mail to B-mail. There is going to come that wonderful day when the 
bells will begin to ring and the whistles to blow. And the people are 
going to turn out into the streets and celebrate another victory. Then we 
are going to have an economic hang-over. We are going to come back 
after the celebration, and look at our businesses and ourselves, and 
realize that the boys are coming back from the Army and the Navy. It 
is our duty to see that they do not become stooges of some political 
system, but men who can reintegrate themselves back into the business 
picture and go on doing the job they were doing before they went to 
war, or the job they hoped to do before they went to war. If you don’t 
think these men want to get back in, you should read the mail we get 
from those boys out in front. They are for the business men that have 
kept America the kind of country they left. They don’t want a foreign 
country. They have been spending a lot of time in foreign countries. 

B-mail is the thing you can use to get on the beachhead in Washing- 
ton, and try to get done what you think should be done by the people 
you pay to go down and represent you. One letter from every small 
business man in this country a month to his congressman would translate 
into 30 million letters a year. 

Well, the time has come to use B-mail, to write letters and tell the 
congressmen how you feel. This morning Roosevelt signed the surplus 
commodities bill. I didn’t think he would sign it, because there are 
some things in there that the business men got in there that might not 
make good politics. But he signed it, and one of the reasons that bill is 
better than it was when it was first proposed, immeasurably better, is 
that hundreds of business men were called in by the Senate of the United 
States to tell them what we thought about it. 

When the members of Congress get ta the point of realizing they can 
call on business men for help and co-operation, then the country is a 
little safer. They don’t have to ask for letters from fellows who are 
living on the bounty of other citizens, but they should hear from you 
fellows. 

And so, I give this to you, ladies and gentlemen: There are many 
things I like about this country of ours, that I think are so important 
that we should leave them to every man, woman and child, not only in 
our business, but in every business. There are so many of these things 
that, regardless of how elections go, or how administrations change, if 
you fellows will use B-mail and keep in touch with those fellows in 
Congress you know or ought to know, you will begin to build a bulwark 
against any politician who represents the things which are not best for 
the country. 

So I want to leave this thought: The thing that makes America 
great, that has made America great, that makes the future more secure, 
that is the thing that makes it possible for us to come to a meeting 
as we do. What we want to insure is the freedom of the individual to 
do anything he wants that is within the law. We haven’t been taking 
advantage of that. And if a senator has some tough job to do, and he 
does it, tell him you saw about it. Suppose a bill before Congress 
doesn’t seem good to you, and you are worried. You think it should 
not go through. Write him a letter and tell him so. Fan mail is a 
wonderful thing, and that is what B-mail is. And back of it all is this 
great thing that we call sympathy, human feeling. It is something 
that you want to keep in mind in dealing with congressmen, business 
men, your friends or anyone else. I wrote something about it years ago: 


SEND HIM THE FLOWERS 


Life’s a funny proposition, after all, 
Today we're here and tomorrow a call 
Comes to us to journey away; 

The call comes to someone every day. 


When a man passes there’s always sorrow, 

But the world moves on just the same on the morrow, 
The things you do after he is through 

Don’t help him—just make you blue. 
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Send him the flowers while he’s on earth, 

The kindness you show him while living is worth 
More to his comfort and peace of mind 

Than all you do when life’s behind. 


Give him a lift when the going’s rough, 

Help him when he’s not strong enough, 

Show him your best before he goes 

And you won’t need to weep when his book is closed. 


Gentlemen, I leave you with this thought: There is a big opportunity 
for B-Mail in this country. 
8 eae 


NEW SALES MATERIAL 
AND SALESMEN 
By R. C. Moore 


District Manager, 
Columbia Ribbon & Carbon Manufacturing Co., Inc., 
Kansas City, Mo. 


LTHOUGH I have heard this subject treated many times, I have 
never been impressed with the treatment other than to feel some- 
times, “‘That was a pretty good speech.” 

In one of the best speeches I ever heard, the gentleman treated a great 
deal with handwriting. His was a very convincing argument—he con- 
tended handwriting was a primary requisite to successful salesmanship. 
You can hardly read that man’s handwriting but he’s a good salesman. 
It was always a real task to read the handwriting of one of the best 
salesmen I ever knew. 

Although I consider good handwriting a valuable asset in salesmen, I 
do not consider it advisable to give this feature a great deal of importance 
when selecting material. 

Now, my main purpose in attending this meeting is to pick up some 
valuable thoughts which I can take back home with me—valuable in that, 
by their use, I can perform better work. 

Therefore, I am going to break one of the rules of public speaking by 
outlining the way I do my work in selecting new sales material. If I can 
but give you a thought or two to take home, I will be thankful. So let’s 
start answering the question as to what I look for in new sales material 
by saying: ‘‘Look and look hard—take plenty of time to see what you 
see in the material before you.”’ 


Requisites of a Good Salesman 

When receiving the first approach of new sales material, one should 
always be on the alert so as to quickly classify the applicant on what I 
will term Group 1, of the many items of necessity to this profession 
These are: 

APPROACH 

VOICE AND ENUNCIATION 

DRESS AND GENERAL APPEARANCE 

PHYSIQUE. 
We naturally are favorably or unfavorably impressed by the APPROACH. 
VOICE AND ENUNCIATION I cover with the same remark. DRESS 
AND GENERAL APPEARANCE impress one either favorably or un- 
favorably. If unfavorably, the question at this stage should be noted for 
later consideration. 

PHYSIQUE constitutes a twofold requirement. First, the material 
should possess a physique to enable him to be on the job at all times. 
The second has become almost a necessity in my opinion—something in 
his physical appearance that is outstanding, such as the color of hair 
with which I am afflicted, or, such as no hair at all, as our genial gen- 
eral manager is blessed. Or it may be unusual height, or good looks, 
such as possessed by our national president, Bob Latsch. 

Looking back on past experience, I would say fully 50 per cent of the 
applicants I have interviewed have been eliminated by not qualifying on 
Group 1. 

Courage—A mbition—Sales Ability 

Applicants qualifying on the foregoing are then subjected to a three- 
classification requirement: 

COU RAGE 
AMBITION 
SALES ABILITY 


These I check in a serious manner, outlining to the applicant my 
thought he would not be happy in our work for various reasons. Sales- 
men in this industry are considered pests—such as house to house solici- 
tors. ‘‘Fuller’’ brush and ‘‘Hoover” suction sweepers are used as ex- 
amples. I also describe the poor prospect, outlining how hard it is to 
subject oneself to the whims of more or less inexperienced female buyers 
just graduated from business college, and inflated with their importance 
by having been given the responsibility of buying; old maids whom hard 
knocks and disappointments have burdened with severity; and different 
types of purchasing agents hard to contend with. Also the fact that it is 
mighty hard to get started in this business, due to the fact that buyers 
purchase commodities such as we have to sell on a yearly basis—we find 
every one overstocked, we find no one in the market, and so forth. 

Definitely the material’s reaction to these arguments gives one a pretty 
definite line of information on the applicant’s courage, ambition, and sales 
ability. 

I consider I have wasted my time thus far if the applicant does not 
have the necessary requisites to overcome the foregoing arguments. On 
the other hand, experience teaches me that when I am confronted with 
material endowed with sufficient sales ability to keep me interested, I have 
sales material. 

Record of Past Employment 

I then check his results of life to date. First I ccnsider his ability to 

hold a job by having him give me an outline of his previous business 
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experience. I very quickly lose interest and become skeptical if the appli- 
cant has made too many changes. Here again, he must be endowed with 
enough sales ability to overcome my objections. The man who blames 
his past employers for his “too many changes’ is immediately subject to 
courteous treatment ‘‘on the way out.” 


Environment 

The applicant, having been successful thus far, places me in a position 
to look to his environment—where he is living; how and who his relatives 
are and what they are doing; whether or not he has dependents and who 
they are. 

What I am looking for is a man who is situated so he can be happy, 
well-fed and maintain proper appearance until he can get started in this 
profession, ON THE SALARY I CAN AFFORD TO PAY HIM. 


Permanence 

Before employing a salesman I have to be pretty well convinced of his 
determination to stick, once he has started. On this phase of our work, 
concentration is absolutely essential in my opinion. The work must not 
be rushed through. It is the fault of the employer in too large a per- 
centage of our ‘‘salesman’s failures’? in American business today. 

With your permission, I would like to make a recommendation. I rec- 
ommend, before you employ your next salesman, that you read the 25th 
chapter of Matthew, verses 15 to 31, inclusive. 

When you are so fortunate as to be placed in a position in life as to 
be offering employment, you should give full consideration to many things 
other than what YOU want. YOU ARE IN THE POSITION OF 
HAVING A HUMAN LIFE, HUMAN EXISTENCE, PLACED IN 
YOUR CARE. 

Is it really fair for you to “give a man a job—put him on a purely 
commission basis and leave to him the responsibility of making good?” 
Are you fulfilling your obligation of the connection when you do not 
make sufficient monetary investment in the connection to force you to 
back up your judgment in the selection you have made? 

Should we not consider the challenge to our ability greater when we 
invest in human beings than the challenge we automatically accept when 
we invest in merchandise? I will venture to say the real loss on poor 
investments in human beings in American business is far greater than the 
loss on merchandise investments. Furthermore, this loss can be materially 
reduced by the buyer, more seriously charging himself with his obli- 
gations in the matter. 


Obligations of the Employer 

No. 1—Find material which can properly represent us on what we can 
pay for the service we want rendered—a man who can keep himself and 
dependents properly clothed and fed, keep his bills paid and save some- 
thing. 

No. 2—Impress the applicant with the fact you know your business 
well enough to pick him and invest in him to the extent of at least 
52 weeks—as long as he puts forth his best effort and does what he is 
told to do. 

No. 3—Free the applicant’s mind, before he goes to work, of any and 
all questions as to what kind of a job he has and whether he wants it 
or not. 

No. 4—Exact from him a gentleman’s promise to stay with you for 
52 weeks, unless you, in conference with him, advise him to make a 
change. 

No. 5—Make the applicant realize that Item No. 4 is nothing more or 
less than his determination before he starts to work, that he has confi- 
dence enough in you to feel you would advise him to accept a better 
position if it is offered to him while in your employ. Before accepting a 
position as representative of your concern, the applicant should feel you 
would properly advise him. 

Too many salesmen fail to ‘“‘make good” because they do not have a 
clear enough insight into their connection. The applicant should be given 
as definite a picture as possible as to what his connection really is and 
the responsibilities it holds. 


Other Major Requisites 

Getting back to the first part of the question, I look for, and must see, 
a keen willingness and determination to qualify on two major requisites. 
These are: 

1. Value the job; and 

2. Sign our employment contract. 

Valuing the job is an extremely important factor. It is my thought a 
man’s job should be considered the most valuable part of his life, dearer 
even than his loved ones dependent upon him. I try to teach all the boys 
working with me this because it is the job which makes us what we 
strive to be. 

I am a firm believer in what I understand to be more or less an un- 
written law in this industry. I don’t believe in hiring employees of my 
contemporaries. We use a legal contract to cover this angle. The appli- 
cant who does not realize the advisability of all the terms of our employ- 
ment contract cannot qualify to enter the services of our company under 
my supervision. 

I want to thank you for your attention and close with the fervent hope 
I have been of some slight service to you. 


—->-—___ 


NECROLOGY COMMITTEE 
REPORT 


ROM day to day, as we watch the wheels of time grind on, we see 
F time as the greatest of all tyrants. 

A month, a year—even a lifetime—are but as a shadow seen for a 
moment on time’s horizon as they drop into eternity. 

This ‘‘March of Time” has brought our Association to its thirty-ninth 
annual meeting. 

In reality, this is a long time and much has happened. Yet, to those 
of us who can look backward to the early days it seems but a short 
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Born in the torch of liberty, kindled into con- 
suming flame by the bombs of treacherous lit- 


tle men and stoked by the driving energy of 


the nation’s war plants... the spark of free- 
dom became a roaring fire of courage in the 
soul of every American. Quickly and firmly, it 
welded the resources of Democracy into in- 
vincible might . . . searing the souls of cowards 
who would destroy the weak. Now, in its 
glorious glow, free men see the vision of vic- 
tory, the bright promise of peace and the re- 
newed hope of “Life, Liberty and the Pursuit 
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of Happiness.”” When this vision has become 
reality, Allen’s entire resources will be turned 
from war to the pleasanter task of supplying 
the tools of business accuracy. 


R.C.Allen 
Business Machines 


ALLEN CALCULATORS, INC 
678 FRONT AVE. N W., GRAND RAPIDS, MICH 


a 
Makers of World Renowned Business Machines 
10-Key Calculators + Portable and Standard Adding Machines - Book- 
keeping Machines + Cash Registers + Statement Machines + All-Purpose 
Office Machines, Electric or Hand Operated 
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7 ODAY workers and management of All-Steel-Equip 
are producing vital materials for the fighting forces 
. . . but we are planning for postwar needs. Again we 
will bring you the popular A-S-E Line of fine steel filing 
cabinets and office equipment .. . it’s the quality line 


that you will want to carry because .. . 


A-S-E McANS MORE PROFIT 

. . more profit because A-S-E prod- 
ucts will be easier to sell! They will 
sell faster because A-S-E will offer 
your customers more value for their 
money! It’s the line of nation-wide 
acceptance, the quick-turnover line, 
the line that can be your sales leader 


tomorrow. 


A-S-E MEANS BETTER QUALITY 


.. . because A-S-E engineers have de- 
voted more than 31 years to the im- ‘ 
provement of steel products, including : 
steel office furniture. A-S-E will offer 
the best in features, the best in design, A 
and the best in quality materials! 

Jc 


A-S-E MEANS FEATURES THAT Is 
SELL 

. . . features usually found only on 
much higher priced filing equipment. Fi 
Sturdy steel construction throughout 











: Re 
for many years of dependable service! | 
- ° , . E] 
Fine locking mechanism, superior | 
: ‘ . W) 
cabinet design, glide-easy drawers | 
( 

that operate with almost effortless Or 
ease! Lt. 
1 
7 

C. 
P 
Jay 
S 
N 
N 


evel 


ALL-STEEL-EQUIP Company, Inc. 


600 CLEVELAND AVENUE, AURORA, ILLINOIS 
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while since these annual gatherings began, until there comes the recol- 
lection of the many faces we no longer see in our midst. 

Because of these absent ones this committee has each year the solemn 
duty of presenting the names of those of our number who have “run 
the race and finished the course’ since last we met 

This report is always made with profound regret. To each of us will 
come recollections that stir our hearts, for the names we recall are those 
of friends who have gone beyond the boundary of human affairs. 

TODAY THEY ARE BUT MEMORIES 

When these men were here with us they earned our esteem and re- 
spect, and we honor them. 

As we present the names of these friends, many of whom have con- 
tributed substantially to the progress of this Association, let us not fail 
to appreciate what their fellowship has meant in our lives, and be vividly 
conscious of the loss we have sustained. For these men will no longer 
give of their ability, their talent or their substance to the end that we 
may continue to grow in service to our industry and to each other. 

We live in a war-torn world today. We operate under restrictions 
which continually grow more and more stringent. Our daily life has 
been so altered as to make a tremendous impact on every one of us, for 
of necessity our whole conduct of life has been changed. 

In the face of these problems and tragedies all about us, let us par- 
ticularly honor those of our industry who have given their lives in the 
service of our country. This sacrifice has been made for you and me, 
and we must safeguard that which men have died to preserve. 

The progress of this war has proven there need have been no fear of 
Victory not being ours. 

There is only one fear needed and vital today, and that is the fear 
that in this process of regimentation of men and material we may lose 
that freedom of the people upon which we built the constitutional foun- 
dation of our Government, and as a result become a free people in name 
only. 

We can no more let up in our endeavor here at home than could our 
men at the front have stopped fighting in the face of the enemy. WE 
MUST CONTINUALLY STRIVE TO ADVANCE THE CAUSE OF 
FREEDOM FOR WHICH THESE MEN GAVE THEIR LIVES. 

Let us never fail to ‘‘carry on” in keeping with the immortal words 
of Abraham Lincoln, ‘“‘LET US HIGHLY RESOLVE THAT THESE 
DEAD SHALL NOT HAVE DIED IN VAIN.” 

To all of our members who have gone on before us we pay reverent 
tribute and to their families we extend our heartfelt sympathy. For 
their loss is assuredly ours as well. And so, friends of yesterday, we 
salute you. As we go forward in the battle of life, may you rest in 
peace until the break of that new day, the birthday of eternity, when 
those who acknowledge the deity of God are told they shall rise again 
clothed in immortal bodies and life will be everlasting 

When that day comes, then, and not till then, shall peace reign for- 
ever more and justify the joyful shout 


“There is no death.”’ 


Will this assembly please rise as we present the names of those on 
the National Stationers Association ‘‘Honor Roll’ for 1944: 


George H. Alexander, George H. Waldo H. Rice, Samuel Ward 
Alexander Co., Pittsburgh, Pa. Co., Boston, Mass. 

Gregory J. Blied, Blied Printing Walter Ridgeway, Esterbrook 
& Stationery Co., Madison, Pen Co., Camden, N. J. 
Wis. Louis Sainberg, Sainberg & Co., 


Cless O. Burras, Burras Station- New York City. 
ery Co., Oak Park, ill. Richard B. Sanders, F. W. Rob- 
Mrs. Albert G. Carlson, Carlson erts Co., Cleveland, Ohio. 


Wallen I. Rag ood Herman C. Shade, Meffert Office 


writer Co., New York City. 

William J. Costigan, National 
Blank Book Co., Holyoke, 
Mass. 

Adrian A. Davis, Harter Corp., 
Sturgis, Mich. ; 

Harold W. A. Dixon, Columbia 
Ribbon & Carbon Mfg. Co., 
Glen Cove, N. Y. 

John A. Dougherty, Curtis 1000, 
Inc., St. Paul, Minn. 

Isaac Goldsmith, Goldsmith Book 
& Stationery Co., Wichita, 


Kans. ; 

Charles A. Graham, National 
Blank Book Co., Holyoke, 
Mass. 

Frederick F. Hansell, Sr., F. F. 
Hansell & Bro., Ltd, New 
Orleans, La. 

Rex C. Huntley, Sturgis Posture 
Chair Co., Sturgis, Mich. 

Elmer F. Johnson, Johnson-Stack 
Co., Chicago, lll. 

William H. Kiehne, Missourian 
Printing & Stationery Co., 
Cape Girardeau, Mo. 

Otto Kney, OFFICE APPLI- 
ANCES, Chicago, Ill. 

Lt. Wills E. Lowe, jr., E. L. 
White & Co., Forth Worth, 
Tex. 

C. L. Mitchell, Crane & Com- 
pany, Topeka, Kans. 

Jay C. Oom, Economy Office 
Supply Co., Grand _ Rapids, 
Mich. 


Supply Co., Louisville, Ky. 

Samuel Bosworth Smith, Jr., T. 
H. Payne & Co., Chattanooga, 
Tenn. 

Edwin Ralph Snelgrove, Adkins 
Printing Co., New Britain, 
Conn. 

Harry L. Spence, Cole, Harding 
& James, Inc., Richmond, Va 

William Spencer Stafford, S. S. 
Stafford, Inc., New York City. 

Charles Gurley Stott, Charles G. 
Stott & Co., Inc., Washington, 
DB. t 

John B. Summers, The Victor 
Safe & Equipment Co., North 
Tonawanda, N. Y. 

Merl Tabor, Hall Lithographing 
Co., Topeka, Kans 

Joel F. Talbot, Dennison Mfg 
Co., Framingham, Mass. 

Clarence Tolve, Miller-Davis Co., 
Minneapolis, Minn. 

Max Vogel, Neva-Clog Products, 
Inc., Bridgeport, Conn. 

David Maxwell Waddey, Everett 
Waddey Co., Richmond, Va. 
William H. Wallace, Bainbridge, 
Kimpton & Haupt, Inc., New 

York City. 

Edward T. Walsh, The Daco 
Card & Index Co., Boston, 
Mass. 

Louis Weil, Bell Stationery Co., 
Inc., New York City 

Edwin B. Young, Sr., Young & 
Seldon, Baltimore, Md. 









May the blessings of peace be with you one and all. now and for- | 


evermore, amen and amen. 


Respectfully submitted, 
NECROLOGY COMMITTEE, 
NATIONAL STATIONERS ASSOCIATION. 
William Greenleaf 
William Donnelly 
Charles H. Everly, Chairman. 
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Insulated products are in greater demand 
today than ever before. Fire and Burglary 
are on the increase. Against these evils, 
MEILINK Safe Equipment has always stood 
as stalwart protection. However, at the 
present time we are able to meet these de- 
mands only in a limited way. When Victory 


arrives, we will again extend our dealers 


the cooperation for which MEILINK is 


justly famous. 


MEILINK 
SECURITY CHESTS 
The ultimate in low- 
cost fire and theft 
protection, Every 


home is a real 


prospect, 


MEILINK STEEL SAFE CO. 


CHICAGO NEW YORK 


TOLEDO, OHIO 
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DEALERS 


Are you taking advantage of one nation- 
ally known brand for all your duplicating 
supplies, typewriter carbons and inked 
ribbons? Write for our proposition— 


Territories available. 














COPY PAPERS Inc. 


700 WEST LAKE ST....CHICAGO 6, ILL. 
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RICHARDSON NEW FRIDEN ADVERTISING HEAD 


H. A. (Rich) Richardson, advertising counsellor for 
the Fridén Calculating Machine Company, Inc., since 
1941, has been named advertising director of the com- 
pany. In his new capacity, Mr. Richardson will direct 
the company’s advertising policies, as well as con- 
tinuing the creative effort of advertising copy prepa- 
ration, a service he has rendered for the past five years. 

Mr. Richardson was educated at Mark Hopkins In- 
stitute, Culver Military Academy and the University 
of Pennsylvania, where he majored in architectural 
design. Following his graduation he worked as an 
architect in San Francisco. Later he joined the 


| Schmidt Lithograph Company, an experience followed 


by a period of creating and selling advertising. From 


| this work he stepped into the advertising ranks of a 
| major oil company, and subsequently rose to assistant 


advertising manager, a post he held for several years. 

His first work for Fridén was the designing of a 
folder in 1940. This was followed by the preparation 
of two blotters and other pieces of advertising matter. 
In 1941 he designed and personally supervised the con- 
struction and installation of the outstanding Fridén 
exhibit at the New York Business Show. He was ap- 
pointed advertising counsellor the same year, one of 
his outstanding efforts being the highly-effective series 
of four-page advertisements appearing in Fortune 


magazine. 
me 


CLEVELAND GROUP BUYS BURROWS BROS. CO. 
Sale of controlling interest in the stock of the 


Burrows Brothers Company, Cleveland stationery and 


office supply store founded in 1873 by Charles W. and 
Harris B. Burrows, was announced on September 28. 
The stock was purchased by a Cleveland group headed 
by Howard Klein from Gordon B. Bingham, president; 
Albert Burkhardt, vice-president and treasurer; H. 
Fred Gaertner, secretary, and other interests. 

Mr. Klein, active for 20 years in the merchandising 
of books, stationery, office supplies, and related items, 
has been associated with the May Company, William 
Taylor Son & Company, and more recently as presi- 
dent of the Sanford Libraries. 

President Bingham and Vice-president Burkhardt 
will continue in their official capacities with the com- 
pany, whch has seven branch stores throughout the 
Greater Cleveland area, and will be assisted in the 
active management by Mr. Klein. No change in estab- 
lished company policies will be made, it was an- 


nounced. 
ae eee 


ADDRESSOGRAPH-MULTIGRAPH ANNOUNCES 
TWO NEW APPOINTMENTS 


Pointing toward larger post-war foreign markets, 
Addressograph-Multigraph Corporation announced on 
October 20 the appointment of Guy W. Davis to make 
a survey of Latin American markets and D. C. Adams 
to manage its Cleveland export department. 

Mr. Davis, who has been promoted to special repre- 
sentative of D. E. White, vice-president of the com- 
pany, will leave soon for South America. He was grad- 
uated from Northwestern University and prior to join- 
ing the Cleveland company was an industrial engineer 
and merchandising counselor. 

Mr. Adams will work with the export sales organiza- 
tion in his new assignment. He was graduated from 
Yale University and joined Addressograph-Multigraph 
in 1937, working in the export division after com- 
pleting a technical training course. 

— = 


THOMAS M. EMERY JOINS DETROIT FIRM 


The affiliation of Thomas M. Emery as vice-president 
of the commercial stationery firm of Lynn B. Emery, 


| Ine., 3150 Cass Avenue, Detroit, Mich., has been an- 
| nounced. The new executive is the son of President 


Lynn B. Emery. 
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: In Files—It's the | = 
Filing Supplies — 
that count! 


DDE ab eKorsh-L@li lol bata iYol-Kera-Yohm 

Yo MoM slohsteyshiialol-Meol-)s:lob slo MB fo} a 

IMPERIAL Filing Supplies. 

Their refinements* cost no 

more. Send for new price 
OT) a oe’ boy 


*Under-tabbed—Round Cornered. 
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WOOD CARD CABINETS 


These desirable cabinets are designed for card records 


and other forms. 


Finished in a beautiful shade of olive green. Sturdily 
built of a high grade plywood. Equipped with brass 
plated cardholder, drawer pull and compressor. 


ONE DRAWER UNITS 


No. For Depth Capacity 
83G 3x5 cards 18” 1800 cards 
84G 4x6 cards 18” 1800 cards 
85G 5x8 cards 18” 1800 cards 

TWO DRAWER UNITS 
832G 3x5 cards 18” 3600 cards 
842G 4x6 cards 18” 3600 cards 
852G 5x8 cards 18” 3600 cards 


for 3 x 5 cards 


$775 
for 4 x 6 cards 
$goo 


for 5 x 8 cards 


$1075 








= coe | 
WOOD DESK TRAYS 


Round cornered, seasoned plywood. 1 Tray 
Beautiful appearance. Full felt bot- 
tom protects desks surfaces. Can be 
stacked to any desired height. Fin- 


2 Tier Tray 


ished in olive green. 


an ib ens. 


No. C1292 


Additional Set “Build Up’ Posts 


LETTER SIZE 
__$Z.00 


_$§.00 


per set 





BLUE PRINT CABINETS 





No. 4028W 
$78.00 Including base. 


Without base deduct $10.00 


A five drawer Blue-Print Cabinet designed for the 
safe keeping of drawings, maps, tracings and blue- 
prints to sizes 245%,” x 39”. Made of seasoned plywood. 
Drawers glide smoothly and easily. Material filed will 
be free from curling, creasing or tearing. A hood in 
the rear and a lift compressor in the front of each 
drawer keeps prints in perfect order. Cabinets can 
a bolted into solid batteries. 337%” high including 
ase. 


PORTABLE DESK FILE 


A combination letter file with 
safety personal compartment. 
Offers a means of keeping 
papers private. Can be moved 
from place to place. Both 
upper and lower compart- 
ments are fitted with lock and 
keys. 

Made of high quality pressed 
wood. Olive green finish. 
Brushed brass handles at 
each end. Guide rod operates 
in a depressed groove 
designed for eye- 
letted operation. 


No. 458W 
$29.00 
Height 30” 


Upper compartment Lower compartment 
1234” x 10%” x 24” 123%” x 11” x 24” 


COLE STEEL EQUIPMENT COMPANY 


349 BROADWAY 
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NEW YORK 
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POST-WAR SURVEY OF OFFICE AND SCHOOL 
SUPPLIES INDUSTRY READY FOR DISTRIBUTION 

Prepared primarily as an index of packaging possi- 
bilities of the office and school supplies industry, the 
survey recently compiled for the post-war planning 
committee of the National Paper Box Manufacturers’ 
Association presents a reassuring picture for the sta- 
tioner seeking to lift the veil concealing probable 
future developments. 

The survey was prepared from a compilation of 
questionnaires and opinions expressed by a large 
number of the industry’s leading executives, and in- 
cludes also some of the smaller representative firms. 
Figures, percentages, averages and charts presented 
were carefully compiled, measured and _ weighed, 
wherever possible.* The results, therefore, represent 
as accurate a picture of the post-war market as may 
be gained at present, assuming that the European 
conflict will end next year. 

The first page of the study consists of a graph, upon 
which is projected the estimated gross sales for the 
next five years, using 1943 as a base year at 100 per 
cent. Results indicate a volume increase during this 
period ranging from 3.6 per cent to 13.3 per cent. 

One of the features of the work is an easily-absorbed 
digest of outstanding points in the office and school 
supply industry, including such focal points of inter- 
est as: Most Important Developments After the War; 
New Products in Office Supply Industries; Percentage 
of Products for War Use; Percentage and Number of 
Set-Up Boxes Used; Expected Volume After the War; 
Number of Years; Most Outstanding Post-War Prod- 
ucts Generally; and Drastic Changes in the Office 
Supply Industry. 

The last five pages of the booklet are devoted to 
a general discussion of the post-war picture. 

The study was prepared by W. Clement Moore, 
Moore and Company, Philadelphia industrial analysts 
and consultants, from whom atl are obtainable. 

aie 


OLD TOWN ANNOUNCES POST-WAR PLANS 


There has been no stinting of time, money or effort, 
according to a recent announcement by the Old Town 
Ribbon & Carbon Company, Inc., in the company’s 
laboratory development of new products or the prep- 
aration of improved features for the immediate post- 
war period. 

New packages have been designed, new machinery 
and equipment developed, and a complete and exten- 
Sive advertising and sales promotion program awaits 
an early announcement. Sales quotas for Old Town 
distributors, have been worked out on a scientific 
basis by a national research organization. Percentage 
figures, based not on wartime boom conditions, but 
rather on normal peacetime volume, have been as- 
signed to 608 principal trading areas in the United 
States, and special sales quotas have been set up for 
direct factory distributors for 1945, the announce- 


ment added. 
— 


N.O.M.A.’S 1944 PROCEEDINGS IN BOOK FORM 


A volume of more than 170 printed pages of ad- 
dresses, discussions and exhibits at New York, puts 
the meat of the 1944 National Office Managers Asso- 
ciation conference, that attracted a record-breaking 
attendance, between two covers. Keynote was “Per- 
sonnel Problems of the Office.” Talks on various 
phases of the subject and other related timely topics 
such as job evaluation, merit rating, payroll prob- 
lems, future training programs, many by outstanding 
authorities, appear in full. A special feature ‘of tho 
book is a 21-page section with illustrations and de- 
scriptions of work saving office systems, devices and 
gadgets. The price of the book is $5.00. Order from 
W. H. Evans, secretary-treasurer, National Office Man- 
agement association, 2118 Lincoln-Liberty Building, 
Philadelphia 7, Pa. 


OFFICE APPLIANCES, November, 1944 





Pémne nica 4) 4 











Finest Line se Tai > 


TAMPERPROOF 
Safety Express Style 
Envelopes 
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A New Special Size for Banks To 
Return Redeemed War Bonds To 
District Federal Reserve Banks 








Since the inauguration of War Bond redemp- 
tions directly re ou oe Banks, a need has 
arisen for a suitable envelope for the Banks 
to return these Bonds to their District Federal 
Reserve Bank for credit. 


The Justrite Tamperproof Envelope, 
Size 4%2x8'% with one-half inch and 
one inch expansion has been made 
to take care of this special need. 
Constructed of heavy Kraft stock, 
flaps and seams are extra-heavy 
gummed for security. It is a durable 
container made for Registered Mail 
Matter. Expansion of the envelope 
will take care of approximately 75 
to 100 Bonds. 


Tamperproof envelopes are available either 
plain or printed from copy with Bank Name 
and Address and Registered Mail cut. Other 
sizes in Flat or Expanding styles, 
either Open End or Open Side 
are available for Bank and Busi- 
ness use. 





Write today for samples and complete pricing information. 





ENVELOPE COMPANY 


Chicago Saint Paul 
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BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is specially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 


friends, permanent friends for you. 


——— The “Complete Line’’ —_—— 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, 
Cameo, American, Reliance, Storms Pen and Pencil Car- 
bons, in all weights and finishes. CARBON ROLLS: 
Tailor’s Marking, Photo Offset, Billing Rolls for Elliott 
Fisher Machines, Billing Rolls for Burroughs Posting 
Machines, Register Rolls, Tally Rolls, Teletype Carbonized 
Rolls, Rolls for Elliott-Addressing Machines, Special Rolls 
INKED RIBBONS: Stormtex, Cameo, American Reliance, 
Ribbons for Addressograph Multigraph, Speedaumat, etc. 











AN INSTANT SUCCESS 
Storm Spirit Hectograph Carbon 


H. M. STORMS CO. 


561 GRAND AVENUE * BROOKLYN 16, N. Y. 
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MACHINE RECORDS SPEED ARMY REPORTS 


The ability of the American armies in the field to 
assess their strength currently through the use of 
mechanized control in the form of machine records 
has played an important part in the success of our 
operations in the invasion of the continent. 

As a result of the machine records system, com- 
manders in the field are able at all times to know 
accurately the respective strength of the units serving 
under them, thereby making it possible to know the 
size and types of forces needed in particular areas. 

In World War I it took approximately three months 
to compile a general strength report for the War 
Department. The widespread use of the machine 
records system by the Office of the Adjutant General 
in the present war has made it possible to compile 
detailed strength reports in 21 days. Under this sys- 
tem, general strength reports are available to the War 
Department on the eighth of each month. 

In addition to the vital role machine records play 
in the compiling of accurate and current strength 
reports, this intricate punch card system has proved 
invaluable in aiding in the proper assignment of sol- 
diers, in the facilitating of mail delivery in the field 
and in expediting of correct casualty reports from the 
several overseas theaters.—GET 

———.. — > __ — 





SMITH-CORONA EXECUTIVE MARKS HALF-CENTURY 
BIRTHDAY ANNIVERSARY.—Elwyn L. Smith, assistant 
to President Hurlbut W. Smith of L. C. Smith & Corona 
Typewriters, Inc., was the victim of a delightful sur- 
prise on September 19, when his associates in the 
home office presented him a basket of gorgeous roses. 
The occasion—his fiftieth birthday anniversary. 
—->-____— 


DUBIN CO. OUTGROWTH OF ARMY COMRADESHIP 


Since April 5, the Dubin Company, 260 South Fifth 
Street, Philadelphia, Pa., office furniture dealers, has 
been carrying on under the sole guidance of Harry 
Tubis. For on that date his partner, Herman B. 
Dubin, was inducted into the armed forces. 

Though this is Herman’s first experience in actual 
warfare, it’s not his first in the Army. Fourteen 
years ago he served as a non-commissioned officer in 
the Pennsylvania National Guard, where he met his 
present partner, also a non-commissioned officer in 
the same outfit. 

Thus the Dubin Company, now 12 years old, has 
enjoyed a military influence all through its existence, 
and, now that Partner Dubin is in the “big effort,” is 
entirely ‘“war-conscious.” 

_FRpr---— 
NEW OFFICE SUPPLY CONCERN IN TERRE HAUTE 

Clay Horn, Inc., is the name of a new stationery 
and office equipment concern established at 519 
Wabash Avenue, Terre Haute, Ind. It was expected to 
open for business on or about the first of November. 
Products carried will be a complete line of commercial 
stationery, including filing equipment and supplies and 
loose leaf, also gift merchandise. Mr. Horn has been 
engaged in the industry 20 years. 
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SYSTEM SELLING ¢ FOR MAXIMUM SERVICE ¢ MAXIMUM PROFIT 


Every “Y and E” representative is backed by the combined knowledge and 
assistarice of the ““Y and E” Systems Department. 
In our Systems Department there are more than a half million forms for 
systems covering practically every system problem that can arise in the conduct 
of human affairs. Think what this combined experience means to you. There is 
no system problem too large or too complex for you. You have the perfect 
answer for the man who says: “‘My business is different.”’ 

In addition, such specialized departments as the ““Y and E”’ Hospital De- 
partment, School Service Department, Identification (Police) Department, 
Bank Department, enable you to meet the systems problem of their specialized 

types of business. In addition specialized systems offer many opportunities for 

added profit in expansion of the system and in replacements. 
This is but one of the many reasons why the “Y and E”’ Franchise is so 
valued . . . for in quality of product and in ability to solve office problems this 


organization with more than sixty years of experience is outstanding. 


FOREMOST FOR OVER ei Rs YEARS 


en eee 


1015 JAY STREET ° Se gp 3, 
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DIRECT POSITIVE MOIST DEVELOPED 
ei POST BLACLINE 
: A Ay Prints direct - strong sharp dense black \ine - greater legality - 
, PAY speed - long keeping developing solutions 
ans = he a a 
BLUE-RED POST VAPO PAPER 
Red or blue lines on white - sharp deep detail from any subject 
dip that can be blueprinted 
BROWN TRANSPARENT POST VAPO-VEL 
New transparent brown line ammonia developed paper - multiple 12 
copies with printing quality d 
ee equal to original By 
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Br: 
- Sil 
DRAFTING MATERIALS ha 
POST PAPERS FOR REPEATED TURNOVER - 
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Users get best, longest-lasting results from POST Te: 
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Sensitized Papers, and order more—for POST Sensi Step up production with 
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i Section Papers 
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@ Level Rods Pem 
@ Triangles and 
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The Frederick Post Company — @ Tapes — woo% 
@ Drawing Inks Measuring are 
P.O. BOX 803 CHICAGO KEYSTONE 7000 7 } | bot 
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HEER WINS GLOBE-WERNICKE NAME CONTEST 

The name, “Profit Pointers,” as a suggested title 
for Globe-Wernicke’s business bulletin, proved to be 
worth a $100 War Bond to Walter E. Heer, Jr., recently 
pronounced winner of the competition by the three 
judges of the contest. 

The victor has been associated with the F. J. Heer 
Printing Company of Columbus, Ohio, since 1937, 
when he graduated from Dartmouth College. Coming 
up the hard way through such jobs as bindery helper, 
stockman, truck driver, shipping clerk and assistant 
general manager, he now holds the post of secretary 
of the company founded by his grandfather. 

That the judges found the selection of a winner no 
easy task is attested by the fact that the following 





W. E. HEER, JR. 


12 contestants were awarded honorable mention: 

John C. Carey, Cotterel Company, Harrisburg, Pa.; 
Byron W. Cook, Hederman Brothers, Jackson, Miss.; 
John Dannenfelser, Jr., Patery-Hedden Company, New 
Albany, Ind.; Bob Ellison, Millington Lockwood, Inc., 
Bradford, Pa.; I. S. Galindo, Silver Office Supplies, 
Silver City, N. Mex.; Fred S. Hart and John A. Prid- 
ham, both of Miles Fox Company, Detroit, Mich.; 
Agnes Liwo, Ericksen’s, Inc., Toledo, Ohio; Charles A. 
McIntosh, Tell Farmer Printers, Meridian, Miss.; T. H. 
Peddicord, Port Printing Company, Corpus Christi, 
Tex.; Audley B. Stone, Tom L. Ketchings Company, 
Natchez, Miss.; Gordon L. Yars, Curtis 1000, Inc., St. 
Paul, Minn. 

Contest judges were John A. Gilbert, publisher of 
OFFICE APPLIANCES; Henry Manz, advertising director 
of the Cincinnati Post; and Don Willis, copy chief of 
Ruthrauff and Ryan advertising agency. 


UEF, LTD., SPONSORS SEITZ FOR NINTH YEAR 


When the broadcast of the Underwood Hour, one of 
Canada’s oldest radio programs, was resumed on 
Sunday, October 15, the brilliant concerts of Ernest 
Seitz, distinguished pianist, were heard by more listen- 
ers than ever before. The network carrying this pop- 
ular Sunday feature has been extended to embrace 
11 Ontario and Quebec cities. 

Heretofore on CBL, Toronto; CFCF, Montreal; and 
CBO, Ottawa, the Seitz piano recitals will be broad- 
cast at the same hour—1:30 p.m. every Sunday after- 
noon—by the following eastern division stations of 
the CBC’s Dominion Network: CJBC, Toronto; CFCF, 
Montreal; CKCO, Ottawa; CHML, Hamilton; CFPL, 
London; CFBR, Brockville; CFCO, Chatham; CHOV, 
Pembroke; CHEX, Peterboro; CKTB, St. Catharines, 
and CHLT, Sherbrooke. 

Sponsored for the ninth consecutive year by Under- 
wood Elliott Fisher, Ltd., the Seitz radio programs 
are regarded by tens of thousands of listeners in 
both the United States and Canada as one of the out- 
standing broadcasts originating north of the border. 
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Are YOU selling your customers 
the printed Shipping and Marking 
Tags they use? 


If not, you will do well to look into 
the possibilities of this business. 
Whether it's a Shipping, System or 
Merchandise Tag and regardless of 
size, style or shape, we solicit your 
inquiries. 


If You Are— 


and if ''FiberstoK'’ is your supplier, 
you already know how profitable 
printed tag orders can be for you, for 
our policy involves the most liberal 
Dealer Discounts in the tag industry 
while at the same time maintaining 
competitive prices. 


Shipments are made on a delivered basis in YOUR 
name—no identifying box labels or markings. This 
assures complete Dealer protection—''FiberstoK” 
policy always! 


Ww 
NATIONAL FIBERSTOK ENVELOPE C0. 


(TAG DIVISION) 
Allegheny Ave. at 2nd Street 
PHILADELPHIA 33, PA. 


1 44.00)3 


“TAGS 
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Bolens SYNCRO-TILT 
Chair Action Controls 


. HELP YOU SELL “WORKING 
EFFICIENCY” IN NEW OFFICE CHAIRS 
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The post-war office manager will get more out of his 


investment in office chairs. He'll buy them on the basis 


of their ‘contribution to greater working efficiency.” 


That's a sales opportunity that Bolens Chair Iron de- 
signers and engineers can promise with confidence. For 
Bolens SYNCRO-TILT Chair Action Controls are being 
developed today that will help chair manufacturers effec- 
tively minimize cramped muscles, poor posture, lack of 
proper body support, backache, retarded blood circulation, 
and many other efficiency and health-retarding factors in 
office seating. 

Look for Bolens SYNCRO-TILT Chair Action Controls 
on your new office chairs. Then be sure your salesmen 


know the advantages of 


Bolens “Orthopedically 











Correct” Chair Action — 
a powerful selling force 
in itself, and a good in- 
vestment in office work- 


ing efficiency. 


WRITE 


fe rows acorr WANA Wa / 
Otfice Chait 2 mL 
Selling.'' : 














( BOLENS PRODUCTS CO. 


Division Automatic Products Company, 
216 PARK STREET PORT WASHINGTON, WIS. 


Dependable Chair Iron Controls for All Office Seating 
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| OCTOBER “FORTUNE” REVEALS ADVERTISING’S 


STELLAR ROLE IN BOOSTING PARKER PEN SALES 


One sentence—“The Parker Pen Company designs 
its pens the better to advertise them and advertises 
then the better to sell them’’—pretty well sums up the 


| well-illustrated story of the rapid expansion of the 





Parker organization as told in last month’s Fortune. 

One of the pioneers in a $60,000,000 industry, and 
among the first fountain pen manufacturers to adopt 
the regular use of national magazines for advertising, 
Parker today ranks with the nation’s leaders for per- 
centage of each sales dollar devoted to advertising, 
and is exceeded by few, if any, pen companies in total 
advertising expenditure. The original Parker adver- 
tising campaign on the scarlet-barreled “Duofold” 
was launched in the early twenties, a budget of $125,- 
000 being expended in the original campaign. By 1927 
Duofold advertising was costing more than a million 
dollars a year. Sales during this era of the first 
higher-priced Parker (previous “top” had been about 
$2.75) mushroomed in the wake of the campaign, in- 
creasing from $1,800,000 in 1920 to almost five million 
in 1924. Exports showed an even more remarkable 
increase, leaping from $41,000 to about $400,000 during 
the same period. 

George S. Parker, founder of the company, first 
came to Janesville from Iowa as a student of teleg- 
raphy in 1887; a year later he was teaching it. To 
round out his meagre salary, he took the agency for 
the John Holland pen. Mechanically-minded, he fre- 
quently was called on to service and repair blotting 
and scratching pens, and in 1889 patented a new 
feeder. The original pen bearing the “George S. Par- 
ker” name was built by H. A. Goodrich Company. In 
1892, backed by $1,000 borrowed capital, George S. 
Parker organized the Parker Pen Company, devoting 
most of his time to advertising and sales while con- 
tinuing to seek constant advancements. During this 
early period numerous improvements were made in 
Parker’s feeder mechanisms, nibs, points, caps and 
clips, with perhaps the greatest being the self-filler, 
first installed on Parker pens in 1904. 

The present five-story plant was built in 1919, the 
year Kenneth Parker entered the business. A parade 
of new models have appeared periodically since that 
time—in 1933 the $8.75 “Vacumatic” superseded the 
Duofold; six years later came the $12.50 “51”, which, 
after minor improvements, became an _ unqualified 
success in 1941. The company, seeking new business, 
began experimentations in fast-drying ink in the late 
twenties—the result was “Quink,” first introduced 
about 1931. 

Parker has been busy with war work since early 
1941. In addition to continuing the manufacture of 
pens, pencils and ink, the company has been a prime 
contractor of Army and Navy shell fuses since May, 
1942. 

Problems facing the company during the post-war 
period are expected to center around the keen com- 
petition in foreign markets, the replacement of some 
of its 20,000 dealers who have quit because of lack 
of merchandise, and the improvement of selling tech- 
niques which have become rusty. Except for these 


' sales “headaches,” Parker’s business has not been 


seriously interrupted by the war, and the company 
faces no serious reconversion problems. 


ES EE 


A HAPPY THOUGHT FOR POST-WAR BUSINESS 


The aggressive method used by the Howard D. Happy 
Company of Mayfield, Hopkinsville and Paducah, Ky., 
in stimulating forward-looking users of office equip- 
ment to make plans now for supplying their post-war 
needs is one that could be used to good advantage by 
any office machine dealer or stationer. 

The September number of “Happy Tidings,’ house 
organ of the Happy organization, asked customers to 
submit as nearly accurate estimates as possible of their 
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q No Corry-Jamestown dealer sales- 
man has called on this firm since 
pretty near back to Pearl Harbor. 


Yet, every day they are being “sold” 
{ on Steel Age Office Furniture. Not 


by word of mouth but by the splen- 
——— did service their existing Corry- —— 
; | Jamestown equipment is rendering. 


So it is in thousands of offices. 
Quietly but solidly the foundation 


for postwar Steel Age Office Fur- —— 
niture sales has been laid. It needs 
only the announcement of that line 


with all its warborn advancements— 
and every Corry-Jamestown dealer 
will see this pent up demand become 
an avalanche of orders. That’s an- 
other reason why the Corry-James- 
town Franchise Carries Leadership! 
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CORRY - JAMESTOWN 


MANUFACTURING CORPORATION * CORRY, PENNA. 
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post-war office machine and equipment needs on a 
reply card enclosed with the circular. Listed on the 
card were the lines handled by the firm—Dictaphone, 
Mimeograph duplicators, Friden calculators, Royal 
typewriters, Victor adding machines, and Art Metal 
office furniture. 

The Happy mailing piece pointed out that by placing 
estimates immediately, customers would be helping 
themselves, the Happy firm and the manufacturers 
prepare for the time when all these products would 
again be made available, but when the demand would 
far exceed the supply. A copy of a recent full-page 
Royal typewriter advertisement was attached to the 
action-inviting circular. 





a ee 
A. A. BRATTON TO SERVE AS ADVISOR TO OPA 

Recently A. A. Bratton, president of The Bratton 
Corporation, Columbus, Ohio, commercial dictating 
machine system dealers, was honored by being named 
to membership on the office machine industry advis- 
ory committee by OPA Administrator Chester Bowles. 

Attached to the letter notifying Mr. Bratton of 
his appointment was a membership list of the com- 














A. A. BRATTON 


mittee, including leading executives of 12 manufac- 
turing companies and 11 distributors of office machines. 

The Bratton Corporation’s peacetime business was 
converted to a wartime effort in January, 1942, and 
the firm consistently has served defense plants, Gov- 
ernment departments and producers of war goods, in 
addition to thousands of civilian users of the dictating 


machine method. 
eS 


ULREY ADVANCED BY ROYAL TYPEWRITER 
Maxwell V. Miller, vice-president in charge of Royal 
sales, has announced the appointment cf Howard W. 


Ulrey as vice-president and director of the Royal 














HOWARD W. ULREY | 


Typewriter Comany, Ltd., at Montreal, Canada. A 
graduate of the University of Illinois, Mr. Ulrey has 
been associated with the Royal sales organization for 
the past nine years. He succeeds J. C. Hussey, recently 
appointed sales manager of the Royal Typewriter Com- 
pany’s foreign division. 
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To meet a strong demand 


AGG: 
PLASTIC SCREW POSTS 


for loose leaf books 
of all kinds 





Here's an item that is in constant de- 
mand! Strong, accurately molded, 
black plastic screw posts, now made 
in 7 sizes from 4” to 1” with 7/32” 
shank and 3” slotted head. 


Order the AICO Special Retail 
Assortment. 


$16.50 Retail Value 


Assortment contains Koy ep oo 4 
popular sizes we t/2" e af 
and 1,000 heads in a Ait %..3 nd, 
ment of an attractive counter display 
box. Order this unit today. 





AICO-GRIP TABBING 
. LOOSE LEAF INDEXES 
DESK PADS and 


popucls 


SHOP TICKET HOLDERS 


“Glue 


503 S. JEFFERSON ST., CHICAGO T, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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Here It Is...CRAM’S PICTOGRAPHIC MAP 





of the PRICES AND STYLES 
PACIFIC AREA i. 85 da artist 


With 62 Close-Ups of Important 
Island and Other Strategic Points and 
Ports on Both Sides of the Pacific. 

Complete with Index Booklet of Over 
2,500 Place Names and 176 Miniature 
Flags FREE. 

The Size is 46 x 36 Inches 
In 8 Beautiful Color Tints 


Order direct from this ad or ask for 
Bulletin M.O.P. 4 


THE GEORGE F. CRAM COMPANY, 


tube with 176 Flags... .$1.00 


P. A. No. 2. Map mounted 
on Cloth with split sticks 
top and bottom for hanging. 
With 176 Flags... .$3.00 each 
P. A. No. 3. Mounted on Tack 
Board, hinged in center, so 
map can be folded together 
or stood up anywhere at a V 
angle. Eyelets in mounting 
permit hanging. Includes 176 
VR odcoxstatacauent $2.50 


INC. 


Maps, Atlases, Globes since 1867. 730 E. Washington St., Indianapolis 7, Ind. 
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IN TIME OF WAR 
PREPARE FOR PEACE! 


Files should be placed in order now so 
that information needed later will be 
readily available. All important facts 
should be signaled with 
Cook's File Signals. 


These signals come in a 
variety of styles, each in 
a choice of 12 colors. A 
signal attached to a card 
or ledger sheet denotes a 
particular fact that there- 
after is accessible at a 
glance. Sample card of 
signals free. Use them to help your 
customer determine the proper sig- 
nal to use. 


COOK’S 
STEEL 
FILE SIGNALS 


Make Files “Talk” 






















The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 





Available Again! 


THE ORIGINAL 


NORTA 


PLASTIC TYPE CLEANER 


EQUAL TO PRE-WAR QUALITY 


Once again the famous NORTA PLASTIC 
TYPE CLEANER can be had in its orig- 
inal excellence—widely known before the 
war for its efficiency in cleaning type- 
writer type, stamps, etc. 
NORTA will be welcomed back by its 
many old friends who have used it so 
successfully before. Its remarkable qual- 
ities will make many new friends for 
NORTA—that completely satisfying type 
cleaner. 
Unlike other cleaners, no more scrubbing 
no more rubbing: clean, efficient, quick 
just press and the job is done. 


It’s a fast seller... order a supply today 


NORTA DISTRIBUTING Co. 
119 WEST 40th ST... NEW YORK 18, N. Y. 
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NEW POST CALENDAR READY FOR DISTRIBUTION 


The 1945 Post calendar, featuring the 56-page weekly 
pad, is now available, the Frederick Post Company, 
Box 803, Chicago 90, Ill., has announced. 

Two new advantages over the 1944 version have been 
incorporated into the new calendar—the size of the 
weekly dates, all on one line, have been increased 
for easier reading, and previous and following months 
are shown on each page. Large black numerals afford 





NEW POST CALENDAR FOR 1945 


maximum readability from any point in the drafting 
room. The overall size of the calendar is 1534 x 24% 
inches. To add to its attractiveness the new calendar 
has been printed in six colors. 

An important feature for the engineer and drafts- 
man is the inclusion of charts on wire and sheet metal 
gauges, screw threads, and similar data. 

The new calendar is available from the Post Com- 
pany at the above address for $1.00, or is furnished 
free on request with orders for any other Post mer- 
chandise. 

vnieateeniilgiital 
PLESS TO COVER THREE STATES FOR OLD TOWN 


Earl C. Pless has joined Old Town Ribbon and Car- 
bon Company, Inc., Brooklyn, N. Y., as factory repre- 
sentative for the states of Kentucky, Tennessee and 
West Virginia. 

A native of Knoxville, Tenn., where he will make 
his headquarters, the new appointee has a background 
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EARL C. PLESS 


of many years’ experience in the stationery and office 
supply business. Prior to joining Old Town, he was 
store manager for the R. P. Andrews Paper Company, 
one of the largest stationers in Washington, D. C. 
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... Time to Profit from Volume Sales. 
of Browne-Morse Filing Supplies 


Stock up now...get ready to need with the complete Browne- 
meet an unprecedented demand _ Morse line... supplies for every 


for filing supplies. Business has _ kind and size of filing system, 


never had so many records... made to stand up under the 
and you’ve never had so many __ toughest kind of service. 

customers as you'll have when Order immediately for prompt 
all those files go into storage. delivery. Sell Browne- Morse, the 


You can satisfy their every filing —_ line with the satisfied customers. 


oe 
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A COMPLETE LINE OF FILING SUPPLIES FAMOUS "JUTITE” MANILLA AND KRAFT FOLDERS + PRESSBOARD 


FOLDERS * BLANK AND PRINTED VERTICAL GUIDES * BLANK AND PRINTED CARD GUIDES * BLANK AND RULED RECORD CARDS 
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MLES TARGET LR TOMO 


There's a “bull's-eye" in the making for 
Indiana Desk dealers. We're drawing a bead 
now on the desk market of tomorrow. . . 
our expectations are great . . . our enthusi- 
asm is certain to produce significant results. 
You as a dealer must also be thinking of the 
future . . . of what it holds for you in the 


sale of office furniture. Post-war will present 


INDIANA 





a challenge to you but we also feel it will 
be attended by great opportunities. So... 
while we continue to bend every effort 
towards supplying current desk needs, we 
cannot help but dwell occasionally on the 
"Sales Target of Tomorrow" and the prom- 


ise it holds for Indiana Desk dealers. 


DESK CO. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


JASPER, INDIANA 


17 
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RELIANCE PENCIL MAN 25 YEARS IN INDUSTRY 


G. Mark Clute, more familiarly known as “Mark” to 
his army of friends in the stationery industry, recently 
rounded out a quarter-century in the pencil industry. 

For the past six years Mark has represented the 
Reliance Pencil Corporation in Michigan, Ohio, Penn- 





G. M. CLUTE 


sylvania, New York, Delaware, Maryland, Virginia and 
North Carolina, and in Washington, D. C. 

Mark has completely revised the ordinary conception 
of a salesman. The close and enduring friendships he 
has built are in themselves a lasting tribute to one of 
the warmest and kindliest personalities in the industry. 

——————_—= 0 —_—__— 


MOSLER WINS THIRD ARMY-NAVY AWARD 


Employees of The Mosler Safe Company, Hamilton, 
Ohio, manufacturers of safes and bank vaults for 
nearly a century, have received their third Army-Navy 
Production Award for excellence in the manufacture 
of war matériel. Except for a recent WPB authoriza- 
tion to resume making new safe deposit boxes, the 
company’s entire facilities have been devoted to the 
production of aircraft and Diesel engine parts, armor 
plate, landing barges, machine tools, and special de- 
velopment work for the Army Ordnance Department. 
The company is the principal supplier of security 
chests for all types of Navy vessels and fire-resistive 
safes for all branches of the U. S. Government. 

Edwin H. Mosler, president, and the other executives 
of The Mosler Safe Company have expressed them- 
selves as highly pleased at this additional award of 
merit to the men and women of their organization. 

———_*—=— > —__- 


CORNISH GOES BACK TO “Y AND E” 


I. R. Cornish, more popularly known as “Ike,” has 
returned to the “Y and E” organization as district 
manager covering the states of Michigan, Ohio, In- 
diana and part of West Virginia. 

Mr. Cornish began his association with Yawman 
and Erbe Manufacturing Company in June, 1923, and 
served until February, 1942, when he resigned to devote 
his time and efforts to research and development 
work. 

He has made an impressive sales record during his 
“Y and E” career and his knowledge and background 
of office equipment and systems will be of value to 
the distributors of “Y and E” products in the states 


he is to supervise. 
oe ~~ « 


KELLSTEDTS BUY ESPENSCHEID BUSINESS 

According to an announcement in the Peoria Morn- 
ing Star of October 24, Arthur H. Kellstedt and his 
son, Philip M. Kellstedt, have acquired the A. Espen- 
scheid commercial stationery store in Peoria, Ill. The 
business will be operated under the name of Kellstedt 
& Son at the long established Espenscheid address of 
220 South Jefferson Avenue. 

Mr. Kellstedt is well known in the office machine 
field, having operated the Peoria Typewriter Com- 
pany successfully in Peoria for many years. The office 
machine business will be continued as a separate en- 
terprise at 420 Liberty Street. 
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INVESTIGATE 
THE MERITS OF 


ROBERTS 


MODEL 95 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 








Daw 
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% Capacity for ten wheels. 


% Priced competitive to ordi- 
nary machines of four and 
less actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


THE ROBERTS NUMBERING MACHINE Co. 
694-710 JAMAICA AVE. BROOKLYN, NEW YORK 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 











Thanks .. . for the opportunity of meeting so many 
of our dealers at the N.S.A. Convention. 


Thanks . . . for the chance to show so many dealers 


our new, modern factory where Premier Trimming Boards 


are made, 






Protected by 
U. S. Patent 


Coming Soon... 
A NEW PATENTED PREMIER TRIMMING BOARD 
with several important new, exclusive features! 


In the meantime let us serve you with our present 
line of Premier Boards. 


Please Note: Premier Cutters sold on priorities only. 


PHOTO MATERIALS CO. 


(New Address) 


53-59 East 26th St. CHICAGO 16, ILL. 


Representatives 
Fred Deutsch, 3525 Southwestern N. tL. & K. W. Zeagler, 1709 Ww. 
Bivd., Dallas, Texas—Texas and Oxia. Eighth St., Los Angeles, éa e 
Milton Stone, 30 Church St., New R. E. Horter, Ind., Ill., Mich., Ohio, 
York City, covering New York. 2523 W. 109th Pi.. Chicago, III. 
' 28 Locust Ave., 


Harry Henkel, 163 Second St., San S. Lichenstein, 12 
Francisco, Calif. 3 
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RENUEWS 
RUBBER 
ROLLERS 


Cant-Slip is in demand today to keep aging type- 
writer rollers in good ses Ps order. It stops 
paper skidding. Cant-Slip offers you a good profit 
and guarantees satisfaction. Order Cant-Slip to- 
day and display it. Write for free advertising aids. 


LANT:SLI 





ULAR OTP 


INSTANTLY 


Dealers everywhere are reporting increased sales 
of Clarotype. It creates repeat sales and increases 
profits for you. The handy dauber prevents spat- 
tering. Feature this national leader. Write today 
for liberal discounts and free advertising aids. 


BOTH PRODUCTS ARE NON-INFLAMMABLE 


THE CLAROTYPE CO., INC. 


16-M HUDSON STREET NEW YORK 13, N. Y. 













FOR THOSE WHO 
MUST MAKE 
BEST IMPRESSIONS 


TENCILS 


A product of 32 years of 
experience in the manufac- 
ture of fine duplicating sup- 
plies, DOUBLE-COATED 
STENCILS by the HOUSE 
OF SHALLCROSS have all 
the necessary qualities to in- 
sure perfect reproduction. 


LIBERAL DISCOUNTS 


EXCLUSIVE 
DEALERSHIPS 
AVAILABLE 


SEND FOR PRICE-LIST 
AND SAMPLES TODAY 


= 6 9“ 6 5“ 5 1 


The SHALLCROSS COMPANY 


Manufacturers of i 








Inks-Ribbons-Stencils-Papers 
FORTY GIGHTH and GRAVS FERRY ROND 
PIHILMOELPHINA 4 3 Y-3-A. 
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ONE-WEEK “MIMEOGRAPH” SCHOOL CONDUCTED 
BY SAN ANTONIO FIRM TERMED A SUCCESS 


Robert Heye, manager of the Mimeograph depart- 
ment of the Clegg Company, San Antonio, Tex., con- 
ducted a well-attended Mimeograph school during 
the week of September 18. Several weeks prior to this 
date he sent out the usual monthly publication of 
“Clegg Impressions,” outlining the course, which con- 
sisted of preparation of the stencil for typing and 
illustrations, layout, color work, and care and opera- 
tion of the equipment. Attached to the publication 
was a return card with space for date of attendance, 
names of persons attending school, and name and 
address of organization. The school was to be held 
from 9 a.m. to 12 a.m. each morning. 

On September 18 he took users of Models 91 and 92, 
on September 19 users of Model 90, September 20 
users Of Model 77, September 21 users of Model 78, 
and on September 22 Government employees, to whom 
he demonstrated all models, including Model 100. 

A display of samples was arranged, showing all 





: Ly. ao ] 
TYPICAL CLASS AT CLEGG “MIMEOGRAPH” SCHOOL 


phases of Mimeographing under subheads. Included 
were all accessories and supplies. An 8% x 11-inch 
folder was prepared, with Mimeographed copies cover- 
ing every phase of the work, including operation and 
care of Mimeograph and illustrations of accessories. 
After each session this book, called “Mimeograph Idea 
File,” was given to each “student.” 

As each person entered they were registered and a 
badge was pinned on them. Then they were ushered 
to the class room, where cigarettes and candy were 
furnished. At 10:15 a.m. the entire class was taken 
through the plant, going from the Mimeograph repair 
shop to the lithograph department, binding, cutting, 
and embossing department, composing room, linotype 
and pressroom departments. The group then paused 
for Coca-Colas. At 10:45 all went back to the school 
for instruction in actual operation and care of equip- 
ment. 

Attendance at classes totaled 206. One class had to 
be held at night and another the following week on 
account of the overflow. The benefit derived from this 
school is that each one attending received a better 
understanding of the possibilities of the Mimeograph, 
and left with the knowledge that he or she could do 
a better job. To top it all off, they became familiarized 
with the manufacturing end of The Clegg Company 
business, an acquaintance which has already brought 
new business and is expected to increase greatly the 
company’s post-war sales. 
o~—me es 
MEYER JOINS STANDARD STATIONERY SUPPLY 


The Standard Stationery Supply Company of Chi- 
cago has announced that Ed Meyer, of the Ed Meyer 
Engraving Company, has also joined their organization 
as a vice-president. In addition to its main office in 
Chicago, Standard Stationery maintains branches in 
New York, Atlanta, Miami, Los Angeles, Houston and 


Seattle. 
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fully engaged in war work now, looks forward 





to the day when Columbia products will again 
serve old customers and gain new friends. 


COLUMBIA STEEL EQUIPMENT CO. 


Lincoln Liberty Building 
PHILADELPHIA 7 PENNSYLVANIA 
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Walnut Wood Base. 
Wood Uprights. 


No. 1280 





THE LAMP OF A 1000 USES! No. 1000 
. . . Arm is adjustable to any 
height. Lamp finished in baked 
on Morocco: reflector with 
baked on White Liquid Plastic 
finish. A. C. 





ual type, switch 
and ballast. 














Model No. 1280 for 






weight 12 Ibs. 





Model No. 1281 for 20 watt t 

No. 1280-2 f Today more than ever... VAN DYKE is 
aero America's favorite portable Fluorescent. 
No. 1281-2 for 2 

Extension 15”. NO ORDER FILLED WITHOUT PRIORITY 


VAN DYKE INDUSTRIES 


21ST. AND ROCKWELL STS. CHICAGO 8, ILLINOIS, U.S.A. 
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PASSED AWAY 


G. NOBLE PAXTON 


G. Noble Paxton, who for 30 years has operated the 
Paxton Typewriter Company, Bloomington, Ill., with 
his brother, J. Warren Paxton, died suddenly of a 
heart attack on Sunday, October 1. Death came while 
Mr. Paxton and his two companions were on a fishing 
trip near Ft. Frances, Ontario, Canada. He was 55 
years old. 

Born near Ellsworth, he moved to Bloomington 33 
years ago where he started his own typewriter and 
office equipment business in May, 1914, with a modest 
capital of $20. A few months later he was joined by 
his brother, and the two have operated the Paxton 

















THE LATE G. NOBLE PAXTON 


Typewriter Company since that time, except for a brief 
period when both were serving in World War I. The 
present location, 207 East Washington Street, is the 
sixth for the business. 

In addition to his interest in the typewriter com- 
pany, Mr. Paxton was vice-president and a director of 
the Bloomington Federal Savings and Loan Associa- 
tion, one of the organizers and stockholders of the 
Auto Hotel, Inc., and a stockholder of the National 
Bank of Bloomington. 

Active in business and fraternal organizations, he 
was a member of the Masonic order and of the Shrine, 


belonged to the Kiwanis and Bloomington Clubs, and | 


had formerly been active in the Young Men’s and Ro- 
tary Clubs. He was also a member of the Association 
of Commerce and served on the official board of the 
Wesley Methodist Church. For eight years he was 
alderman of the city’s fourth ward. 

Surviving are his wife, Arlie; one daughter, Mrs. 
William Gibbens, Kansas City, Mo.; two grandsons, 
and four brothers, J. Russell, Indianapolis; Thomas 
Jewel, San Diego, Calif.; Ray L., Hudson, Ill., and 
J. Warren, his partner, of Bloomington. A sister, Ruth, 
preceded him in death. 


- i @ 
J. FRANKLIN SWAHLSTEDT 


J. Franklin Swahlstedt, treasurer of the Woodstock 
Typewriter Company, Woodstock, Ill., died on October 
8 at his home in Crystal Lake. He was 55 years old. 

Born in Chicago, Mr. Swahlstedt was well known in 
the office machine industry. He had been associated 
with Woodstock for the past 34 years. 

Surviving are his widow, Mary, and a daughter, Mrs. 
Francis Fabbri. 

+- - - 


W. T. GRIMSHAW 


William T. Grimshaw, proprietor of The Typewriter 
Company, Passaic, N. J., died September 18 at St. 
Mary’s Hospital in Passaic, following an appendectomy 
performed a week earlier. He was 57 years old. 

A native of London, England, Mr. Grimshaw served 
in the British Navy during the Boer War. He emigrated 
to the United States in 1904, where he first settled 
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WARSHAW ELLINS.. 


will soon be in greater demand. 
. A new year is coming—that means your 
customers will need new filing folders. 
Time to check your stock and put in a sup- 
GUIDES ply. WARSHAW filing folders stand up 
under some pretty rough handling. 


ROLL LABELS 


INDEX CARDS , 
Known for their durability and uniformity, 
FOLDERS and made from sound paper stock on fully 
PROTEX automatic machinery, they are an outstand- 
STICKONS ing value. 
MENDING TAPE THE 
es WARSHAW MEG. CO., Inc. 
INDEX TABS 1 Main Street Brooklyn 1, N. Y. 
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Genuine Leather ZIPPER Pencil Pouch 


No. 75—9x4” large zipper pouch in genuine 
leathers: Alligator, Pin Seal and Saddle finish. $108.00 
Ten articles: 3 super-smooth OTHELLO rubber- GROSS 
tipped pencils, 2 rubber-tipped TIGER pencils, 

2 thin-lead colored pencils (1 red, | blue), | 
cork-tipped penholder, | varnished ruler, | eraser. 

3 to a box. .. . GENUINE LEATHER stamped on 

pouch. 

No. 56—8x3!/.”, in assorted colors. 8 articles: 
penholder, pen point, eraser, ruler and 4 pencils. $78.00 
One dozen to box. GENUINE LEATHER stamped GROSS 
on pouch. 





$10.80 
DOZEN 


$7.20 
DOZEN 


(illustrated above) 


Leatherette Pouch 
No. 270—Available in assorted 
colors. Contains 10 articles. | 
dozen to box. 


Snap Button Pouch 
No. 43—Genuine leather. Con- 
tains 10 articles. One dozen to 
a box. A great value! 
$6.00 doz. $66.00 gross $3.60 doz. $40.00 gross 
Wonderful Holiday Gifts - Send for Circular 


SWAN PENCIL CO., Inc., 


221-225 FOURTH AVENUE, N. Y. CITY 10 
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| CARBON PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon and 
carbon proposition you can 
turn into real profit. You can 
always count on our coopera- 
tion. 


EXCLUSIVELY for 
DEALERS *» STATIONERS | 


Complete details on request 


ALLEN & COMPANY 


DEPT. M 
11-13-15 VANDEWATER ‘ST. 
NEW YORK 7, N. Y. 
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BROWNE-MORSE 


MUSKEGON, MICHIGAN 
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INDEX GUIDES 


A must for modern filing, Keyloid alone seals 
edges against dirt and moisture, does not break or 
peel like ordinary reinforcements Browne-Morse 
Index Guides give longer service because the en- 
tire tab edge is permanently sealed and reinforced 
with Keyloid. 

In immersion tests conducted by the U. S. Navy, 
Keyloid’s exclusive sealed edge kept out salt water 
for 24 hours and ink or wood alcohol for six hours. 


A BROWNE-MORSE EXCLUSIVE 


1 
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Write Department K1 for samples. 
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in Hartford, Conn., as an employee of the Underwood 
Typewriter Company. He also served in the Army Air 
Corps during World War I. In the early thirties he 
was named commander of the Gerald V. Carroll Post of 
the American Legion, later being elected county com- 
mander, and, in 1938, state vice-commander. During 
the present conflict he served as a member, and later 
chairman, of a Passaic County draft board. 

He purchased The Typewriter Company in Passaic 
about 25 years ago, and since that time has specialized 
in the sale and repair of these machines. 

Surviving are his widow, Olive Walker Grimshaw; 
a daughter, Mrs. Robert H. Schmelzer of Los Angeles; 
a granddaughter, Suzanne Schmelzer; two brothers, 
Henry A. of Pompton Lakes and Arthur of London; 
and a sister, Mrs. Florence Matthews, also of London. 

+ - & 
WILLIAM E. McCAIN 

Wm. E. McCain, 48, southern district sales manager 
of Wilson Jones Co., died suddenly of a heart attack 
at his home in Memphis, Tenn., on September 28. 

Born in McCrory, Ark., he was educated in the local 
schools and at the University of Arkansas. He served 
18 months in the Army during World War I, being 
discharged at the close of the war from officers train- 
ing camp. 

Mr. McCain started his business career as a Federal 





THE LATE W. E. McCAIN 


bank examiner. Later he joined the sales organization 
of the Burroughs Adding Machine Company, and in 
1925 joined the Wilson Jones organization. He has 
been southern district sales manager for the past ten 
years. 

His fine character, sincere and gracious manner 
won him the esteem of his associates at Wilson Jones 
Co., and of a host of friends in the trade. His passing 
is deeply felt by all. He is survived by his wife, Ethel, 
and a son, William, Jr., a student at Vanderbilt Uni- 


versity. 
 - fk 
MISS DOROTHY HUXLEY 
Miss Dorothy Huxley, owner of the Huxley Gift Shop, 
a stamp, greeting card, stationery and giftwares store 
in the Olympic Hotel, died recently at her home in 
Seattle after a brave battle against poor health. For 
a number of years she managed the centrally-located 
shop that bears her name. ; 
She is survived by her parents, Mr. and Mrs. John 
Huxley, of Seattle-—CML. 
+ - + 


SIDNEY L. WILLSON 

Sidney L. Willson, former president of the American 
Writing Paper Company, Holyoke, Mass., died in Wash- 
ington, D. C., on October 10. He was 77 years old. 

Mr. Willson was a native of Dunkirk, N. Y., and 
after studying law was admitted to the Nebraska bar 
in 1890. He entered the paper industry three years 
later and in 1914 became vice-president of the Graham 
Paper Company in St. Louis. In the latter part of 1923 
he joined the American Writing Paper Company as 
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tempt to have their decisions in in time 
to have the prizes awarded before De- _;* 
cember 25. There is no time to lose. Ps 
Start your entry on its way today. os 


JUDGES 


The judges of this contest will be one of 
the officers of Precise Development Com- 
pany, one of the editors of OFFICE 
APPLIANCES, and a representative of 
Engel Advertising Incorporated. No en- 
tries from contestants affiliated with any 
of these three companies will be consid- Duplicate prizes in case of tie. 
ered in this contest. 


Dust Follow These SIMPLE RULES 


You needn’t be an engineer or a draftsman to enter this contest. All you have to do is to 
explain in a letter the ideas which you. have regarding a modernized post-war office appli- 
ance. The merit of your idea will be judged solely by its practicability and the need for an 
appliance of the type you describe in the post war market. If you can explain yourself 
better in sketches, please send them with your letter. This is not essential, however, because 
on any ideas submitted our judges will contact you if they require further details. Your 
ideas may embody the use of wood, metal or plastics or any other form of material that will 
be available in the post-war period. Applicants are not limited to the number of entries they 
may send in... so get going now and win for yourself one of the substantial prizes listed 
above. All material submitted will be returned to contestants after contest closes. Address 
all entries to Dept. 30. 


PRECISE DEVELOPMENTS COMPANY 


MANUFACTURERS OF PRECISE TRIMMING BOARDS AND CALCULATING MACHINES 
28 NORTH LOOMIS STREET « CHICAGO 7, ILLINOIS 
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FOUNT-O-INK 


INSTANT ACTION 





@ For dealers’ profits, prestige and 
progress, the famous Fount-O-Ink In- 
stant Action Writing Sets are now avail- 
able to dealers in more reasonable 


quantities. 


@ New improved and streamlined 
models of Fount-O-Ink Writing Sets will 
literally sell themselves. They open your 
doors to new business and build up vol- 
ume through customer satisfaction. 


@® FOUNT-O-INK is a full line. 
Utility models for large installations. 
Executive models, gift models, double 
and single sets with style and beauty. 
Writing Sets that particular people are 
proud to own. FOUNT-O-INK is na- 
tionally advertised. Send for catalog. 


GREGORY 
FOUNT-O-INK CO. 


3501-11 EAGLE ROCK BOULEVARD 
POS. ANGELiGes 41, CALIFORNIA 


194 OFFICE APPLIANCES, November, 





1944 


























Sep 


bee 


OF. 














general manager and vice-president. Subsequently he 
was elected president, a post he held until his re- 
tirement in 1937. 

A member of the Masonic order, he served as chief 
of the manufacturing section of the paper division of 
the War Industries Board in 1918, and as president of 
the American Paper Pulp Association from 1929 to 1935. 

He is survived by his widow and a brother, Vice 
Admiral Russell Willson, USN. 

+t  - 
MRS. MARY HENRIETTA DICK 


Mrs. Mary Henrietta Dick, 78, widow of Albert Blake 
Dick, inventor and manufacturer of the Mimeograph 
duplicator, died September 26 at her home in Lake 
Forest, Ill., where she had resided for 48 years. 

A member of the women’s auxiliary board of Presby- 
terian Hospital and of the Allendale board at Lake 
Villa, she was widely known for her philanthropy. 
The ground.on which the Lake Forest Hospital stands 
was her gift to that institution. 

Surviving are a daughter, Mrs. Thomas W. Swan, 
Guilford, Conn., and four sons—Albert Blake Dick, Jr., 
president of the A. B. Dick Company and former 
mayor of Lake Forest; Charles Mathews Dick and 
Sheldon Dick of New York, and Lt. Comdr. Edison 
Dick, USN. 

+ i + 


L. H. WITTGRAF 
L. H. Wittgraf, for 22 years secretary-treasurer of the 


Typewriter Clearing Association, Minneapolis, Minn., | 
died October 7, following a protracted illness from | 


heart disease. He was 64 years old. 

A Minneapolis resident for 50 years, Mr. Wittgraf 
was at one time salesman and manager of the Minne- 
apolis office of the Underwood Typewriter Company, 
and was a member of the Businessmen’s Association 
and of the Masonic order. 

Surviving are his wife, Mae; two daughters, Mrs. 
Victor L. Barber, Burbank, Calif., and Mrs. Marion 
Reberry, Minneapolis; four sisters, Mrs. W. H. Randa 
and Mrs. Clara Barnard of Minneapolis, Mrs. Frank 


Fisher, St. Paul, and Mrs. Elmer J. Nott, Milwaukee, | 


Wis.; a brother, George W. Wittgraf, Minneapolis, and 
three grandchildren. 
t Ft & 


MARSHALL H. JACKSON 
Marshall H. Jackson, for 33 years president of Dwight 


and M. H. Jackson Company, Chicago, manufacturing | 
stationers, died Saturday, October 14. He was 61 years | 


old. 
Mr. Jackson was the son of Dwight Jackson of the 


old Chicago stationery firm of Thayer & Jackson, 


which was merged with the business of George E. | 


Marshall to create the Marshall-Jackson Company, io 


well-known dealer in commercial stationery and office 
furniture. A resident of Oak Park, he formerly lived in 
River Forest, where he had served as village trustee 
and president of the Home Zoning Association. 

He is survived by his widow, Irene; a son, Ward H., 
an American Red Cross field director; his mother, Mrs. 
Dwight Jackson; a sister, Helen, and a brother, War: 
ren, all of Oak Park. 

+ - i 


CHARLES E. SCHELL 
Charles E. Schell, 79, founder of the Simple Account 
Company and the Schell Sales Book Company, Fre- 
mont, Ohio, died of a heart attack on October 4 while 
making a business call at near-by Rising Sun, Ohio. 

His wife and two sisters survive—AK 

+t - f 
R. C. EKLUND 


Richard C. Eklund, for 15 years service manager for 
the Underwood Elliott Fisher Company’s Kansas City 
branch, died at his home, 2834 Poplar Avenue, on 
September 17. He was 57 years old. 

A lifetime resident of Kansas City, Mr. Eklund had 
been with Underwood Elliott Fisher for 35 years. He 
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STARK DESK CALENDARS 


NOW IS THE TIME TO ORDER 


FOR 1945 


An 
Outstanding 
Line With 
Real Selling 
Features 


and 
Best of All 


Al Real Proft f AE Re 


Printed in two colors, RED and BLUE on quality 
bond paper with maximum writing surface. Priorit 
ratings on Metal Stands essential. Stands only w 
not be sold separately. 





Write at once 
for catalog. 


STARK 


CALENDARS, INC. 


525 S$. Dearborn St. 
Chicago 5, Ill. 





New York Office 
321 Broadway 
New York 7, N. Y. 
Phone COrtland 7-9779 











VICTORY MODEL 
COPYHOLDER 


The RITE-LINE Copyholder is now available in non-critical 
materials and can be sold without priority. It is a small 
self-contained unit that can be placed anywhere inde- 
pendent of the typewriter. It guides the eye of the typist 
along the line she is copying. Prevents errors. Speeds 
production. Price U.S.A. $11.85. A few exclusive territories 
still available. Send for folder. 


RITE-LINE SALES CO., INC. 
101 Park Ave., New York 17, N. Y. 


ITE-LINE 


Reg. U.S. Pat. OA. 


COPYHOLDER 
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FULTON 
Aarys. 


1945 
ALL FULTON BRANDS 
ALL SERVICE BRANDS 
DATERS AND NUMBERERS 


Starting with the 1945 year bands 








will be ready for November delivery 


in new improved post-war quality. 





FU LTON SPECIALTY CO. 


200 FIFTH AV., NEW YORK CITY 10,.N.Y. 
FACTORY AT ELIZABETH 1, NU. 
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TUBULAR Coin WRAPPERS 
Stationers! It’s your Line—Exclusively! 


“Steel-Strong”’ Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller's Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 


Coin Wrappers 
Bill Straps 
Coin Bags 
Currency Bags 
Draw String Bags 
Metal Clasp Bags ; 
Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


HANNIBAL, MO. 








THE C. L. DOWNEY CO. 
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was named service manager 17 years ago but, in 1942, 
because of failing health, became assistant to the 
service manager, acting in an advisory capacity until 
his death. 

He is survived by his widow, Mrs. Mary O. Eklund; 
two sons, Lee E. at home, and Carl R., 2838 Poplar 
Avenue, Kansas City, and a grandson. 

+ - 
MAX VOGEL 


Max Vogel, president of Neva-Clog Products, Inc., 
Bridgeport, Conn., manufacturers of stapling machines, 
staples and metal specialties, was killed in an auto- 
mobile accident in Fairfield, Conn., on the evening of 
September 1. He was 62 years old. 

Born in Frankfurt am Main, Germany, on May 1, 
1882, he was one of the pioneers of the stapling ma- 
chine industry. He emigrated to the United States in 
1937, where he made his home in Bridgeport. 

Surviving are his widow, Mrs. Paula Vogel, and two 
sons, Kurt M., Neva-Clog vice-president and general 
manager, and Rudolf. 


> > 
WILLIAM H. KESSLER, SR. 


William H. Kessler, Sr., manager of the furniture 
department of H. Niedecken Company, Milwaukee, 
Wis., office supply firm, since 1932, died of a heart 
attack on September 13, while visiting at Silver Lake, 
near Grand Rapids, Mich. He was 67 years old. 

Prior to moving to Milwaukee 12 years ago, he had 
been in business in Grand Rapids, where he was a 
member of the Masonic order and the Shrine. 

Surviving are his widow, Florence M.; two sons, Wil- 
liam, Jr., at whose home he died, and Gene C.; a 
daughter, Mrs. Mary Jane Hammerschlag; two grand- 
children and two brothers. 

ris’ ok le 
ARTHUR F. RUNG 

Arthur F. Rung, at one time head of the Buffalo 
office of the Underwood Typewriter Company, died in 
Washington, D. C., on September 28, his fifty-fourth 
birthday anniversary. He was an executive of the 
company’s Canadian division for 20 years before mov- 
ing to Washington as district manager of the concern 
now known as the Underwood Elliott Fisher Company. 
He is survived by his wife and a daughter—GET 

+; - + 
C. R. WESTLAKE 


C. R. Westlake, formerly associated with the Acme 
Card System Company, who lived in Columbus, Ohio, 
until two years ago, died at his home in St. Peters- 
burg, Fla., October 9, after a long illness. A daughter 
survives. Services were held in Steubenville, O—AK 

—————_—= > 0—__—— 


CARTER’S MARKING OUTFITS AVAILABLE AGAIN 


A recent release from The Carter’s Ink Company, 
Cambridge 42, Boston, Mass., reads as follows: 

“Marking outfits were scarce for a time, due to the 
shortage of manpower in the plants where the set 
boxes are made. But the situation has eased up and 
now we have ample supplies.” 

The habit of marking clothing and equipment by 
men in the armed services indicates that there will 
be an increased demand for marking outfits when 
hostilities cease. 

—>-.—____- 


NEW CONCERN IN KINGSTON 


Raymond Howe has opened offices in the Brinnier 
Building, 53 John Street, Kingston, N. Y. He will 
sell a full line of commercial stationery and office 
equipment including machines throughout Ulster and 
Orange counties. While most of his stationery con- 
nections are made, he still would like to hear from 
manufacturers of checkwriters, typewriters, adding 
and calculating machines and filing equipment. Mr. 
Howe expects to spend half of his time calling upon 
industries in his area. 
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-+.come the aerial delivery containers that Stein Brothers is now producing for America’s 


isolated Service men. That’s just one part of our war effort—one reason for limited 
production of Portfolios and Brief Bags for you. But at the war’s end, you can depend on us to 
be right back in this world, developing again full volume production of 7 4 


the fine leather products you’ve come to expect from Stein Brothers. 


= 


STEIN BROS. MANUFACTURING CO. 


231 South Green Street, Chicago, Illinois « STANDARD OF QUALITY SINCE 1918 
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Not the man who has the clear, concise instruction 
sheet. But don’t put the blame on the other fellow, 
either ... put it where it belongs—on the record form! 

And furnishing legible records is the job Uarco 
continuous-strip forms do. With a Uarco Register, 
one person at one time writes enough copies for your 
every need... furnishes “originals” for all interested 
parties. These records put an end to excessive copy- 
ing and re-copying... lessen the possibility of errors. 

But that is only one of the jobs Uarco does for 
business record keeping. These continuous-strip 
forms speed the flow of work smoothly, efficiently... 
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Who’s Going to Make a Mistake Here? 


BETTER BUSINESS RECORDS 

















end carbon fuss, stop-and-go actions, and other time- 
wasting operations. Uarco records are made either 
for handwritten or machine-written use. They may 
be carbon interleaved or non-interleaved; may be 
used in a Uarco Autographic Register, typewriter, 
billing or tabulating machine. 

No matter what type of record keeping problem 
you have, Uarco has or will devise a form to fit your 
individual need. It will cost you nothing to have a 
Uarco representative call today. 


UNITED AUTOGRAPHIC REGISTER COMPANY 
Chicago, Cleveland, Oakland « Offices in All Principal Cities 





HANDWRITTEN + TYPEWRITTEN ¢ BUSINESS MACHINE RECORDS 
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MANY DEALERS VISIT VICTOR FACTORY 


During the first two weeks of October the following 
dealers visited the Victor Adding Machine Company’s 
plant in Chicago to discuss post-war plans and to 
get first-hand information on the organization’s pro- 
gram. Among the group were the following: 


C. W. London, Typewriter Service Company, Tulsa, 
Okla.; Lew Vincent, Fremont, Mich.; A. B. Connolly, 
Reliable Office Equipment Company, Evansville, Ind.; 
R. B. Livingston, Sharon, Pa.; J. E. Gaffeney, Office 
Specialties, Fargo, N. Dak.; E. L. Roszel, Roszel Type- 
writer Company, Fort Wayne, Ind.; E. F. Shaarman, 
Shaarman Typewriter Company, Champaign, Ill.; Jo- 
seph Limbach, Petery Hedden Company, New Albany, 
Ind.; M. W. Woodall, Reliable Office Equipment Com- 
pany, Evansville, Ind.; John Dannenfilser, Petery 
Hedden Company, New Albany, Ind.; C. Harris Cohn, 
Harris & Company, Harrisburg, Pa.; J. E. Johnson, 
Sabine Office Supply Co., Beaumont, Tex.; E. J. Eggles- 
ton, General Office Equipment Company, Pittsburgh, 
Pa.; L. Weiss, General Office Equipment Company, 
Pittsburgh, Pa.; Roy Womach, Sabine Office Supply 
Company, Beaumont, Tex.; Norman Hovey, Reliable 
Office Supply Company, Massillon, Ohio; A. D. Estes, 
Central Office Equipment Company, Columbia, Mo.; 
L. A. Vohue, Russell Stationery Company, Amarillo, 
Tex.; Lud Pollack, Idaho Type Company, Pocatello, 
Idaho; Mr. and Mrs. R. G. Straight, Grand Rapids, 
Mich.; E. C. Knoebel, Columbia Valley Printing Com- 
pany, Wenatchee, Wash.; Grant Howard, Howard & 
Stofft, Tucson, Ariz.; H. Steele, distributor, Mexico 
City, Mexico; R. Weber, distributor, Rio de Janeiro, 
Brazil. 

If these aggressive dealers from all sections of the 
country are a representative cross section of dealer 
thinking and planning, there is every reason for the 
industy to look forward to a splendid post-war period. 

Without exception, individuals in the group have 
not only successfully met all problems of wartime 
operation, but have also found time to do a thorough 
job of post-war planning. As a result their morale is 
at a high peak, and they await the return of normal 
marketing procedure with inspired confidence. 


<item 
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WEDDINGS. 


“Middle-aisling’” on September 24 with Miss Ruth 
Lax of Quebec, Canada, was one of Montreal’s better 
known office equipment specialists, Maxwell I. Katkin, 
proprietor of Katkin Agencies in the Canadian metrop- 
olis. The ceremony was followed by an extended 
honeymoon tour. 
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YOU CAW lehalhip 


> LIGHTEN THE AIR-MAIL LOAD Ik 


by suggesting 





to your customers: 


? USE EATON’S LIGHTWEIGHT PAPERS ; * 
BERKSHIRE 


TYPEWRITER PAPERS 


in air mail weights are durable travelers. 





There's a correct Berkshire T ypewriter Paper 
for every office need. 


? 


tng Sold through dealers exclusively. 
“te; EATON PAPER CORPORATION 
PITTSFIELD MASSACHUSETTS 











POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 





“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 





FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
= , Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO 6, ILLINOIS 














PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 
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DIGNITY Ww BEAUTY 


Samson tables are unquestionably the finest and most 
useful ever built in spite of the higher cost of others. And 
the reason for this lies in the fact that with all of its many 
exclusive features of construction, coupled with our modern 
plant facilities, THE SAMSON TABLE is turned out in 
greater quantities and at lower manufacturing cost than 
other tables for office use. 


WRITE FOR NEW CATALOGUE No. 32 


For Our Country 
, 








* GOLD STARS « 


in the Industry’s Service Flag 


























FOLDING 
CHAIRS 


Lieut. Col. John H. Mathews, 36, son of Jasper S. 
Mathews, Sr., proprietor of J. S. Mathews Company, 
Inc., Bridgeport, Conn., was killed in Normandy during 
the landing operations on D-Day. A West Point grad- 
uate in 1931, he began overseas duty in August, 1942, 
and was promoted to the rank of lieutenant colonel 
last September. He participated in the North African 
and Sicilian campaigns prior to the French action, 
and had been decorated with the Silver Star and Dis- 
tinguished Service Cross for gallantry and heroism. 

Besides his father, he is survived by his wife, 
Dolores, and daughter, Barbara Jean, of Denton, Tex.; 
a brother, Jasper S. Mathews, Jr., and two sisters, 
Mrs. Edward A. Shepherd of Maryland and Mrs. Paul 


Jones of Illinois. 
EEE 

Robert Shapiro, son of Ed Shapiro of the Esco Sta- 
tionery Store, Chicago, was killed in action in Europe 
on September 19. He was with the glider troops that 
invaded Holland on September 17. He leaves his wife 
and a child he never saw. The baby was born a week 
after his soldier father left for service in Europe last 
December. 





Industry Members Missing in Action 




















Don’t turn down chair inquiries— 


ADIRONDACK . 


CHAIR COMPANY 


1140 BROADWAY 
Corner 26th St. 


NEW YORK 1, N. Y. 
AShland 4-1385 


MANY STYLES: 


UPHOLSTERED 


AND 


PLAIN 
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Lieut. Chris Kitchler, AAF, was reported missing in 
action over Germany early in October. Chris is the 
son of A. C. Kitchler, of Abernethy-Kitchler, St. 
Augustine, Fla. OFFICE APPLIANCES joins the family’s 
host of friends in the hope that the missing flier will 
later be reported as a German prisoner of war. 


—*— > $$ 

















HONORED BY CONTROLLERS’ GROUP.—Recently elected 

president of the Controllers Institute of America at that 

body's thirteenth annual national meeting was Edwin W. 

Burbott, assistant secretary and controller of the A. B. Dick 
Company, Chicago. 
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Good news is hard to keep . . . especially when you’re bubbling 


over with enthusiasm. But this news will be so good, you'll 


cheer when you hear it. Be patient. It can’t be too long now. 


INVINCIBLE METAL FURNITURE CO., Manitowoc, Wis. 
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If burning the midnite oil’ would help . . . 
we'd have no production problems and you 
would be getting all the desks you've ordered. 
We realize that your customers need those 
Jackson Desks and we would do anything in 
our power to "deliver the goods" quickly .. . 
if we could. Unfortunately, circumstances exist 





over which we have no control. Restrictions on 
the use of lumber and shortage of manpower 
combine to curtail our production of Jackson 
Desks. Rest assured, however, that we are 
doing everything possible to fill your orders as 
rapidly as possible without sacrificing the 
quality long associated with Jackson Desks. 


JASPER OFFICE FURNITURE CO. 


JASPER, 


INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES: 
James H. Davison, Hotel Figueroa, Los Angeles, Cal. 
Marion VY. Follin, 220 Fairbanks Road, Riverside, Ill. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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S. R. Evans, 813 Bona Allen Bidg., Atlanta 3, Ga. 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 3600 Parkhill Drive, Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 
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THERE’S A RIGHT WAY OF 
DISCHARGING A WORKER 


By Leslie Lincoln 


OBODY knows just when, but sometime in the fu- 

ture, when the boys start marching home, the 
nation’s labor shortage is going to end with a rather 
loud bang! Then the office appliance dealer who has 
had to put up with war time weary-Willies, drones, 
and all-around no-goods will be in position to weed 
his personnel of undesirables and rebuild a strong, 
efficient, loyal force. But—just how will he go about 
getting rid of these liabilities—telling them in the best 
way that their services are no longer required? We 
offer the following tips. 

Do the job alone. For best results always try to be 
alone with the person to be discharged. In this way, 
you are apt to avoid an unpleasant scene. To fire a 
men in front of friends and fellow workers causes him 
to lose face. Hence, he may say and do things that 
he would not do if you face him alone. Fire privately, 
and you will avoid much unpleasantness. 

Think before acting. For best results, have all of the 
facts of the case in mind before you call a man in to 
discharge him. Know exactly what you are going to 
say, have some sort of plan of attack ready, and you 
can avoid much “ohing” and “ahing,”’ and long em- 
barrassing silences. 

Tell reasons why. When firing it is often a good 
idea to tell the employee you are discharging why he is 
being dismissed. This will have the advantage of 
letting him know you know just where things stand. 
It will, on the other hand, serve to protect you in 
some degree in the event the employee decides to make 
trouble as a result of being let off. 

Keep your temper. No matter how long you have 
been waiting for the opportunity, when firing be care- 
ful to keep control of yourself and not lose your 
temper. In the first place, raging around the room 
like a caged lion will get you nowhere. Secondly, such 
conduct will give you a bad name not only with the 
remainder of your employees, but also with prospective 
employees. A bad temper never built good will for 
any business. If you have one, keep it well hidden 
when on the firing line! 

Be diplomatic. In line with what was just said, a 
little diplomacy used when firing will go a long way 
toward keeping your name and the firm’s name in a 
good light . . . with the local labor supply. You can 
be honest, and still be diplomatic, you know. And a 
little of both, used in correct proportions, will turn 
an otherwise disgruntled firee into a lifelong friend 
of the business. Such will not only provide for com- 
pany good will, but will also insure that you will not 
be shunned by the best labor supply your com- 
munity has to offer. Good labor is always in demand, 
but some managers are never able to hire the best! 

Giving notice. For the benefit of labor unions, labor 
boards, and all-around good will, it is best to give the 
well-known two-weeks’ notice before discharging an 
employee. Or, if this is not practicable, many em- 
ployers now prefer to give two weeks pay in advance, 
and let the employee go immediately. This, of course, 
gets the old employee out of the way at once, and 
thus prevents his teaching the substitute any bad 
habits. 

Temporary firing. It occasionally happens that an 
employee has to be discharged, not for anything that 
he did or failed to do, but because there simply isn’t 
enough work for him. In such cases, a simple explana- 
tion of the facts is the best method to use. Simply 
tell him that business has slowed down to the point 
where you can no longer profitably keep him ... and 
be sure to add that you will ask him to come back 
as soon as conditions make it possible. 
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A New tind of Coupon 
for Dealers: 


This COUPON (when presented to 
the person or firm from whom it was 
purchased) is worth 25¢ toward the 
purchase of 

ANY INKED RIBBON 

ANY CARBON PAPER 


NOT TRANSFERABLE OR NEGOTIABLE 














$10.00 worth in each coupon-book; you sell them to your 
customers at any discount you wish. 


By endorsement you can make the coupons cover service- 
calls,—or other stationery items. 


Blank space on the cover for your rubber-stamp or sticker. 


We supply the coupon-books at cost to all dealers, whether 
customers of ours or not. 


Write us for prices—and sample book if you wish. 


U. S. TYPEWRITER RIBBON MFG. CO. 


Main Office and Factory 
Filbert at Tenth Street Philadelphia 7, Pa. 


A RIBBON FOR EVERY MACHINE 
A CARBON FOR EVERY PURPOSE 














VICTOR PENS IN 


SERVICE EVERYWHERE 
LAND, SEA and AIR 


THE U.S. Victor FOUNTAIN PEN Co., INC. 


ESTABLISHED 1915 
NEW YORK 12, N. Y. 


225 LAFAYETTE ST. 
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CARBON PAPERS 


relate! 


TYPEWRITER RIBBONS 





Work 
the 
WRITE Way! 






Dealers like to sell WRITE 

products! Because once sold, our 
carbon paper and typewriter ribbons prove 
their own worth and sell themselves! That’s 
where the dealer comes in for repeat orders! 
Recommend the WRITE way to new customers 
and they will become satisfied customers. 


It’s the EXTRA COPIES that make friends for 
WRITE Carbon Papers & Typewriter Ribbons! 


Make a “lasting impression” on your cus- 
tomers with WRITE quality products. They’re 
bound to come back for more. 


Send TODAY for Samples and Discounts 


Immediate Deliveries—No Delay! 


Tats | 
420 Lex Nn. Y. 


New York \7, 


TTL 


INCORPORATED 





















FACTORY: Bridgeport, Conn. 











DRAWING INSTRUMENTS 


— Immediate Delivery 


CHARVOS — Amer- 
ica’s fastest-selling 
instrument—now 
available at dis- 
counts affording you 
worthwhile profits. 





Set #814 


modern design ; with Pen and Pencil Parts and Lengthening Bar ; 
6” Davider, with micrometer adjustment and tension adjustable 


(illustrated above) includes: 6” Compass of most 


head ; 3%” Bow Divider, center wheel adjustment; 3%,” Bow 
Pencil ; 3%” Bow Pen; 544” Ruling Pen. Screw Driver, Needles, 
Leads, and Parts. Velvet-lined 2-flap pocket-type case. 


$18.00—Maximum Trade Discount 


Set #612 contains: 6” Compass; 514” Ruling Pen; 334,” Bow 
Pencil ; 3%” Bow Pen; Screw Driver with Needles and Leads. 
Velvet-lined 2-flap pocket-type case. 


$10.80—Maximum Trade Discount 


Set #614N contains: 6” Compass; 544” Ruling Pen; 6” Di- 
vider with Straightening device; 3%,” Bow Divider; 3%” Bow 
Pencil; 3%” Bow Pen; Screw Driver with Needle and Leads. 
Velvet-lined 2-flap pocket-type case. 


$15.00—Maximum Trade Discount 


ONE OF AMERICA’S LARGEST STOCKS OF 
DRAWING & DRAFTING MATERIALS 


MAGNIFYING GLASSES DRAWING TABLES 
X-ACTO KNIVES & SETS STEEL SCALE RULES 
PAPER CUTTERS AIRBRUSHES 
SLIDE RULES 

Send for wholesale catalogue. 


The Department Store of Ari Materials 


ARTHUR BROWN & BRO. 
67 West 44th St., New York 18, N. Y. 
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Henry T. Hemming of Caterpillar Tractor Company, 
Peoria, Ill., signed the Guest Book September 20. His 
mission was one of study of trends in office furniture, 
his company being a liberal buyer of modern office 


equipment. He is looking forward to policies and 
standards to be established after furniture restrictions 


| are removed. 


Frank Schubert, sales manager of the Economy 
Sales & Service Company, Los Angeles, Calif., called 
on October 12. He had left Los Angeles September 27 
and stopped at St. Louis to take in the World Series 
ball games. He arrived in Chicago Sunday, October 8, 
and spent the next four days making contacts with 
sources of supply in the Chicago area. He reports 
optimism wherever he visited. 


J. S. Luckett, Luckett Loose Leaf, Ltd., and Eber- 
hard Faber Pencil Company, Ltd., Toronto, in- 
scribed his name in the Guest Book on September 28. 
In Chicago for the National Stationers Association 
convention, he arrived a few days early to visit with 
personal friends and found time to make some busi- 
ness calls. Steve Luckett is always a welcome guest. 
His brief stay added cheer to the day. 


On September 28 Allen J. Joseph, general manager 
of the Jasper Desk Company, Jasper, Ind., visited us. 


| Mr. Joseph was in Chicago for the dual purpose of 


attending the Wood Office Furniture Institute meet- 
ing and the National Stationers Association conven- 
tion. It was a pleasure to converse with Mr. Joseph and 
learn of some of his company’s plans for the future. 


Charlotte S. Atwood of H. O. Atwood Associates, 
manufacturers’ representatives in New York, signed 
the Guest Book October 6. Mr. and Mrs. Atwood came 
to Chicago to attend the big NSA convention and tar- 
ried a few days to handle business affairs. In order 
to make their mission as complete as possible they 
divided calls between them, thereby making it possible 
to clear their program and start for home on Octo- 
ber 7. Mrs. Atwood reported excellent business with 
shortage of certain types of merchandise as the prin- 
cipal drawback. 

B. A. Strang of New York, representative of Gregory 
Fount-O-Ink Company, signed the Guest Book Oc- 
tober 10, an hour before train time for his return to 
the East. He had been in Chicago to participate in 
the record-breaking NSA 39th Annual Convention at 
the Palmer House. Mr. Strang has been with Fount- 
O-Ink for six years, selling first along the West Coast 
and then in the East where he covers eighteen states 
from New England to the Gulf. 

Carey G. Gregory, Gregory Fount-O-Ink Company, 
Los Angeles, Calif., was a Guest Book signer on Colum- 
bus Day. Following the National Stationers Associa- 
tion convention Mr. Gregory went to New York and 
was on his way back to Los Angeles when he stopped 
to make his appreciated call upon us. He reports the 
business outlook as good and was particularly pleased 
to state that material for the manufacture of Fount- 
O-Ink lines has been released. Production is going 
strong, he says, and will probably keep building up. 

J. E. Grady, Detroit, Mich., who in the early days 
of this journal served as sales manager of Rockwell- 
Rupel Company, now Rockwell-Barnes; assistant to 
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- BUSINESS 
| SYSTEMS 
7 EQUIPMENT 


HELP INDUSTRY 

SPEED RECORD KEEPING 
ROTARY FILES HELP INCREASE 
YOUR PROFITS 














Cardineer sets new standards of efficiency and economy in handling 
office and factory records. Saves 40% or more in operator personnel. 
Houses more records, more conveniently, in less space. Immediate 
delivery on four models with capacities from 1,200 to 15,000 or 
more cards per unit. 


Cardineer and other Diebold busi- 
ness systems and equipment offer 
excellent opportunities to enter- 
prising dealers. Phone, wire or 
write for details. 

DIEBOLD, INCORPORATED 


CANTON 2, OHIO 
Offices and Dealers in all Principal Cities 
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the president of Oliver Typewriter Company, and pro- 
prietor of the Rebuilt Typewriter Company which 
made Grady Rebuilts famous, signed the Guest Book 
October 19. “J. E.,” as many of his friends know him, 
is a vigorous and entertaining personality. His present 
activities are in Copy-It Company, Detroit distributor 
for equipment used in photographic reproduction. His 
years we do not know, but with all his energy and 
vitality J. E. still is a young man. 

A. S. Croninger, First National Bank Building, Miami, 
Oklahoma signed the guest book October 20. An at- 
torney, he has a creative mind for thinking along 
mechanical lines. He produced a copy holder several 
years ago which sold readily in the Southwest until 
war restrictions made the use of metal for that pur- 
pose impossible. His trip was partly for business pur- 
poses and partly pleasure. Anticipating the release of 
steel, he made several calls in the interest of the copy 


holder business. 
—_——— = 


VIRGINIA NEWS NOTES 





J. F. Howison, Correspondent 





The Virginia Stationery Company, Inc., Richmond, 
Va., incorporated in 1909, is still going strong at the 
same stand. The store, in the heart of the business 
section, has an enormous stock of staple, competitive 
goods, and is well able to fill any order. 

Bill Adams, president of the firm, is as active in 
politics as in business. He has led the ticket for 
16 years in a field of five or ten candidates on the 
Democratic election for the legislature of Virginia. In 
fact he has never been defeated in 26 years for the city 
council of Richmond. For ten years he has been a 
director of the Chamber of Commerce. Alexander 
Birchett was one of the original partners. Sam Iseman, 
Sr., secretary and treasurer, and his son, Junior, and 
daughter, Jean, take excellent care of the business. 
The vice-president, Charlie Gee, has been with the 
organzation for 36 years, and knows the stationery 
business from all angles. He is one of the best known, 


careful, and shrewd buyers in the stationery line. Then | 


to add skill and experience to the business, there 


is Thomas Jefferson Williams, auditor and credit man, | 


and Mr. Mosby, chief engineer of the printing and 
photolithography plant. 
* 


* 


Arthur W. Paxton, a native Virginian, and former | 


salesman and manager for Underwood Elliott Fisher 


Company, Marchant Calculating Machine Company, | 


Friden Calculating Machine Company, Addressograph 
Company, and Federal Reserve Bank of Richmond, Va., 
has been engaged by Remington Rand, Inc., typewriter 
division as special typewriter salesman in the Rich- 
mond area. He reports good business here. 


* * * 


Millard H. Jackson, for over 40 years an active sales- 
man here for the Joseph Dixon Crucible Company, 
and now assigned to the Philadelphia district, was a 
visitor here last week. He reports that he has been 
selling Dixon pencils for nearly 50 years. 

* * * 

Several of the active dealers and manufacturers of 
office machinery in near-by Virginia met for a “talk-it- 
over” banquet at the Jefferson Hotel in Richmond, Va., 
early in October at the call of Joe Hicks, executive 
secretary of the National Office Machine Dealers Asso- 
ciation at Washington, and Donald McDonald, his 
assistant. The purpose was the formation of a local 
chapter of NOMDA in Virginia. The following were 
present: Joe M. Hicks, Donald McDonald, Lawrence N. 
Mauck, J. F. Howison, B. W. Ward, J. A. Finigan, Thos. 
A. Stansell, B. W. Lipford, Sam Iseman, Jr., Adoph 
Marks, John Wynne and N. W. Brooker. 

* * 

W. B. Pully, former Remington typewriter and add- 

ing machine salesman in Virginia and in other offices 
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MASONITE FLOOR PADS 


FOR 
IMMEDIATE 
DELIVERY 


36x48 


NATURAL 
COLOR 


4 IN A CARTON 








ROUNDED CORNERS — BEVELED EDGES 


OFFICE SPECIALTY Me. CO. 


70 EAST 125th ST., NEW YORK 35, N. Y. 





BUILD GREATER SALES-THE FEDERAL WAY 





ENDURING QUALITY BASKETS 


For Office, Industry and Home! 
Superior modern construction—crimping method. Steel 
side-seamer—reinforcements at top and bottom with 
steel tube rings. Wide assortment of sizes and colors. 
Economy and serviceability of FIBEROK and DURO- 
WEAR guarantee customer satisfaction. Write for 
descriptive circular. 


FEDERAL FIBRE CORP. 


3704-10 Tenth Street Long Island City 1, N. Y. 
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New plastic heads... 
uniform colors .. . light- 
er weight. Needle sharp 
points. RIGHT through- 
out. 


GEORGE B. GRAFF COMPANY 
64 Washington Ave., Cambridge 40, Mass. 


SIGNALS 
and MAPTACKS 
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Buck — 


NON-FILLING 


| Typewriter Ribbon | 
Manufactured by { 


| The Buckeye Ribbon & Carbon Co. 


<= 
“Bucki”’ Brand 


Specified on repeat orders by thousands 
of satisfied users, competitive in price 
and far ahead in sharpness and dur- 
ability. 





























A proud companion of our outstanding 
“Dictator” ribbon and “Raven” line of 
carbon paper. 


The Buckeye Ribbon & Carbon Co. 


Cleveland 3, Ohio 











208 






of the South, has been transferred to the company’s 
main office in Bridgeport, Conn., under I. Lee Miller, 
his former associate in Richmond. 

* * x 

“Ike” Miller, a former salesman in the Remington 
branch office at Richmond, continues to be more and 
more successful as manager of the supplies division of 
Remington Rand at Bridgeport, Conn. Rumor has it 
that he is now one of the vice-presidents of the 
company. 

* * * 

Emmett Avery of Richmond, who has made such a 
success locaily as Marchant distributor in Virginia, 
modestly says that he sold as many as 25 machines in 
one day last month. 


* * * 


Louis Torok, traveling instructor in mechanical 
work for Remington Rand since 1914, was a recent 
visitor at the Richmond office. 

* * * 

Bradford S. Bush, formerly a most dignified repre- 
sentative of the old Library Bureau, is now manager of 
the systems division of Remington Rand at Denver, 
Colo. He has been visiting his son this week in the 
Richmond, Va., branch office. 

* * « 

Bill Findley, formerly of the Roanoke and Lynch- 
burg offices of Remington Rand, and who is now in the 
OPA offices at Richmond, was a visitor last week at 
the Richmond Remington Rand offices. 

* ok ok 

A. W. Townes of Orlando, Fla., associated with the 
accounting division of Remington Rand at Buffalo, 
was a visitor at the company’s Richmond offices last 
month. 


* * * 


B. B. Ward, Remington Rand manager at Richmond, 
has announced that Leslie Anderson has been installed 
as manager of the company’s Nashville office. 

* * * 

The office machine dealers in Richmond were sad- 
dened recently by the death of Milford F. Hendley, 
who for over 20 years has been service foreman of the 
Richmond branch of the Royal Typewriter Company. 
Royal’s manager, James E. Gardner, says that Mr. 
Hendley’s quiet and unassuming manner, as well as 
his very courteous treatment of both dealers and cus- 
tomers, had endeared him to all who Knew him. 

oo * ca 


Ernest A. Mooney has just been promoted to service 
foreman of the Richmond branch of the Royal Type- 
writer Company to succeed the late M. F. Hendley. Mr. 
Mooney joined Royal back in 1926, as a delivery and 
cleaner boy, but later went with another company. In 
1931, J. E. Gardner, the present manager, rehired him. 
He has been the outside service man since. Mr. Mooney 
is well known by the typewriter trade in Virginia. 

Se 
DORN RETURNS TO SIEKERT & BAUM 

Twenty years after leaving Siekert & Baum, Mil- 
waukee, Al Dorn has returned to the company as store 
manager. His wide experience has qualified him well 
for the job. 

In 1924 Mr. Dorn, the late George Plehn and Ernest 
Franke, now associated with A. W. Bolingbroke, re- 
signed from Siekert & Baum to establish the Com- 
mercial Stationery Company in Milwaukee. Two years 
later they sold out to new owners and Mr. Dorn be- 
came affiliated with the National Bank Supply Com- 
pany. Four years later he went to Chicago, establish- 
ing himself first with Kriloffice Supply Company, the 
Reliable Stationery Company, which was successor to 
the former concern, and for five years has been on 
the staff of Utility Supply Company. With his long 
associations in Milwaukee, he is happy to return to 
the city which provided for him his early stationery 
training and experience. 
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Any similarity is not purely coincidental! 


We'll grant you that they’re not the 
same—a bombsight and an adding ma- 
chine. You couldn’t hit anything but 
the ground with the latter. 

But both of them are essentially cal- 
culating machines. 

It isn’t too important that the Nor- 
den Bombsight we make for the Army 
handles factors like plane speed, alti- 
tude, wind speed, air temperature, 
trail, to name a few. It’s equally sec- 
ondary that the Victor Adding Ma- 
chines we make in peace compute 
figures representing this many tons 
of steel, that many dozen eggs, how 


much someone is to get on payday, 
or what have you. 

The important thing about both 
these machines is their ability to come 
up with the right answers—every time. 

Yes, you can say that because of 
the Norden Bombsight’s complexity, 
because of the mathematical mir- 
acles it performs, it doesn’t belong 
in the same room 
with any adding ma- 
chine. And you’re 
right! Nothing like 
getting first things 
where they go, first. 


But when the war is won, Victor 
Adding Machines will be built under 
the same roof that housed the Norden 
Bombsight . . . and by the same crafts- 
men...using the same precision 
know-how. 

You'll get a lot more for your 
peacetime adding machine dollar. 
And that won't be coincidence, either. 


VICTOR ADDING MACHINE CO. 


Conserve your adding machines by having them inspected and cleaned 
at regular intervals by your local Victor dealer or factory branch. 


STILL WORKING 


WITH RIGHT ANSWERS 


) Reproduction of advertisement that appeared during October in Newsweek, Time, and Time Air Express 
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EDWIN A. HOCHGESANG 


Cabinet Room Foreman 


Every Jasper Desk represents the 
sum total of much individual effort 
... it is the combined skill of many 
expert craftsmen that produces 
desks of such outstanding merit. 
Edwin A. Hochgesang is one of the 
key men in our organization. He is 
a native son of Jasper, Indiana. As 
foreman of the cabinet room, Hoch- 
gesang is responsible for the skilful 
assembly of Jasper Desks. His 24 
years experience lends an expert 
touch to each and every desk turned 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


out. We are indeed proud of the 
many loyal and competent workers 
associated with this company for 
such long periods of time . . . they 
have made it possible for Jasper 
Desk Co. to attain and occupy a high 
ranking position in the office furni- 
ture industryy No wonder, we look 
with such keen anticipation to the 
post-war period when we will be able 
to give expression to the plans we’re 


formulating today. 
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THE JASPER DESK COMPANY | 
JASPER, INDIANA 


OFFICE APPLIANCES, November, 












1944 








944 








Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


Christmas Business Good in October.—Christmas 
buying for overseas gifts got under way early this 
year in the Los Angeles area. The campaign for early 
buying had its effect. Most stores report it as “tre- 
mendous”. A representative of the Schwabacher-Frey 
Company said it was about all the sales forces could 
do just to handle the crowds and that customers had 
to wait for service. It was nothing unusual, even in 
early October, for a salesman to be waiting on from 
two to three customers at a time. 


* e * 


More Items Available.—Charles W. Brentner, mana- 
ger of the Brown Shop, Pasadena, says supplies are 
coming in much better than last year and a greater 
variety of items is now available. Some paper items 
are still difficult to obtain, he says. Fount-O-Ink sets 
are stocked in goodly number right now. A fine stock 
of Christmas cards was on display early. 

* * * 


Robert E. Abbott Dies.—Robert E. Abbott, 60, well- 
known Los Angeles stationery man, died of a heart 
attack on Saturday, October 14. Mr. Abbott, who had 
retired from business after conducting his own stores 
in Los Angeles and elsewhere for many years, was 
helping out at the Schwabacher-Frey store and had 
been doing so for the last 18 months. He suffered 
the attack while waiting on customers at the store 
and died at his home a few hours later. 

Mr. Abbott had been successful in business and 
owned considerable property. He had a very wide cir- 
cle of friends. Besides his widow, he leaves a son and 
a daughter. 

* * * 

Opens New Store in Long Beach.—R. B. King, for- 
merly with Belcher & Schacht Company, 251 American 
Avenue, Long Beach, has opened his own store at 239 
East Third Street, Long Beach. The store is known 
as King’s Office Supply and Equipment Company. 


* * * 


Sees Active Service——Phil Van Culin, former West 
Coast representative for the Standard Diary Company 
of Boston, is right now in the midst of things. He is 
serving on the destroyer “Fremont” in the South 
Pacific battle area. 

* * * 

Overseas Gift Business Tremendous.—Schwabacher- 
Frey Company reports a tremendous overseas gift busi- 
ness this fall, due, of course, to the fact that a great 
many more men have been sent across since the last 
Christmas season. 

* * * 

Firm Takes on New Partner.—Forrest M. Swann, 
formerly with the Burroughs Adding Machine Com- 
pany (for more than 20 years), is now a partner in 
the firm known as The Southern California Adding 
Machine Company, 947 South Broadway, Los Angeles. 
The other partners are P. E. King and G. E. Miller. 

Also added to the staff is Dewey Shaver who is 
acting as a service man. Mr. Shaver served with the 
Burroughs Adding Machine Company for 24 years. 

Mr. Miller reports that business is very active. The 
firm has recently been able to purchase some very 
late model adding machines from defense plants which 
have been reducing their office facilities. 


* a * 


James Johnson’s Son Weds.—Captain William John- 
son, son of James A. Johnson, manager of the Los 
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No. 130—“Sentinel” Ash Stand—Solid Walnut 


Retails 
$10.00 


FINCH & McCULLOUCH 


MANUFACTURERS OF 


MA ‘‘MEMORY MASTERPIECES” 
AURORA, ILLINOIS 





ee ee 


BRIGHT 





Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- “ 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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ALL METAL ‘TECHNYSCOPE 








THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken. 


The Scales in each side of the table are divided into sixteenth inches and 


standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long. 
$1450 


(Slightly 
higher west 


TECHNYGRAPH CO. recuny, 111. 


Price, complete with Lamp, Ball Point Stylus, 
Flexible Writing Plate and Four Manuals 











Be Ree WS eR OS OR 


FI Stock up now to meet the greater 

cf demand for Blaisdell Checking and 

a Marking Pencils with the original, 
A) patented Nick and Pull* string fea- 
ls | ture. Compelling Blaisdell maga- 
Pet | zine advertisements are urging 
=f thousands of potential customers to 
\j buy Blaisdell CHINA MARK. 


ING, “CELLOPHANE”, METAL 
MARKING, LABORATORY and 
CHECKING Pencils direct from 


your stationer. 
(U. S. Pat. No. 1,756,953) 


Blaisdell PAPER PENCILS 
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Angeles branch of Underwood Elliott Fisher, was mar- 
ried October 8 to Miss Doneyn Adelmeyer of Honolulu. 


_ Captain Johnson met Miss Adelmeyer when he first 


went overseas some 20 months ago. The wedding took 


| place in the’ Presbyterian Church in Salinas, Calif., 
| the bride having recently come from Honolulu. The 


parents of the groom attended the wedding. 
Following the ceremony a reception was held at the 


home of Major and Mrs. Robert Hardy. Major Hardy 
_ is in command of the gunnery school at Salinas, where 


Captain Johnson is operations officer, being pro- 
moted after 20 months service as an Air Force pilot. 
The honeymoon was spent at Del Monte Lodge. 

” - * 


Zimmerman Returns to L. A.—P. R. Zimmerman of 
UEF has returned to Los Angeles from Phoenix and is 
back in his old position as division manager for ac- 
counting machines. In Phoenix he was branch man- 


_ ager. Mr. Zimmerman is glad to be back on the coast 


as Mrs. Zimmerman’s health was not good in Phoenix. 
His place in Phoenix has been filled by Edwin R. 


_ Hoskins, who has been salesman in the accounting 
| machines division in the Los Angeles office. 


Beginning October 1 the state of Arizona, with offices 
at Phoenix and Tuscon, was placed under the super- 
vision of the Los Angeles branch. 


* * * 


Dorn’s Sons in Service.—Howard L. Dorn, one of the 
proprietors of Keenan and Dorn, 1194 East Colorado 
Street, Pasadena, reports that his older son, Richard 


| E. Dorn, is now attached to General Patch’s army in 
| France, and the younger son, Philip Dorn, who has 
| been in service only six months, is now with the mili- 
| tary police at Stockton, Calif. 





* * * 


Walker Is Back Home.—After an absence of three 
weeks, D. C. Walker, manager of the Los Angeles 
branch of Remington Rand, Inc., is back from a trip 
east. (We regret that Mr. Walker’s initials were wrong 
in the October issue of OFFICE APPLIANCES where they 
were given as “R. J.” instead of “D. C.’’) 


* * * 


Wedding Scheduled.—Lieutenant Jerry Williams, son 
of Bill Williams of Angelus Typewriter Company, is 
preparing for his marriage to Miss Jackie Pollitt of 
Los Angeles, the wedding to take place at the home of 
the prospective bride. Lieutenant Williams is a flying 
instructor at Merced, Calif. 


* * * 


Adds New Lines.—A. C. Hauser, manager of Columbia 
Wholesale Stationers, 315 South Spring Street, reports 
that three new lines have been taken on. These lines 
are those of the G. J. Aigner Company, Chicago; the 
Trussell Manufacturing Company, Poughkeepsie, N. Y.; 
and the Eraser Company, Inc., Syracuse, N. Y. 

Mr. Hauser reports that he also carries a complete 
line of visible binders of all sizes. 


* * * 


Celebrate Twenty-second Wedding Anniversary.—Mr. 
and Mrs. Sam Rothman of the Commercial Typewriter 
Company, 732 South Spring Street, celebrated their 
twenty-second wedding anniversary on October 22. 
They were married in Los Angeles in 1922. Obviously 
“22” is the lucky number. The couple’s son, Robert, 
is now in the south Atlantic where he is a sound 
technician on a submarine chaser. 

* & . 


Furnishes Large Office Suites.—There is something 
significant in the fact a very large suite of real estate 
offices has recently been furnished by a Los Angeles 
office furniture company. A man formerly in defense 


' work opened the offices to get ready for the post-war 
| period. The suite was furnished by H. A. Jonas of the 


National Office Furniture Company, 218 South Spring 


Street. 
Mr. Jonas says he has also recently furnished a 
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your inquiries. Many types and styles of 
binders are available. Write for further details 


FELDCO Loose Leaf CORP, "sisnon ss 


NEW YORK + 25 CENTRAL PARK WEST » PHONE CO-5-0282 « 
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PACIFIC COAST + 788 MISSION ST., SAN FRANCISCO - PHONE DOUGLAS 3503 
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vidends. . ; . 
IS equipped with the famous Slides are light, smoothly fin- 
“ _chife?? ished, stack square. Sections fit 
= Easy-shift’’ pocket once 
(iene] THE VICTOR SAFE & EQUIPMENT COMPANY, INC. 


Victor 
Sectional 
The “‘Build-Up” 
Visible 









There’s profit | 
for you— 


satisfaction for 
your customers 
in these efficient 
3-slide visible 
sections | 








Many companies revise ledgers each year; near the year end is a good time to show the 
ledger slide in the Victor Sectional counter demonstrator, to explain how signals indicate 
month of oldest unpaid amount, provide a simple means for collection follow-up, bring up | 
inactive accounts promptly. That little story will be convincing to your ledger prospects, and | 
is the plus value in Victor Visible. The additional speed and accuracy need no proof. Victor | 


Sectional can, of course, be applied to add 
speed and control to nearly every type of active 
record. 

Victor Sectional has started many a dealer sell- 
ing visible, has proved that visible cabinets can 
be merchandised over-the-counter as well as in 
the customer's office. If you are seeking profit- 
able items for immediate and post-war sales 
write for our Sectional Visible offer. 


Ey 


SECTIONAL VISIBLE ‘Y 
RECORDS. inwooo 





This eye-catching 
display-demonstra- 
tor on your counter 
will pay good di- 





Every Victor Visible card-holding unit 




















NORTH TONAWANDA, NEW YORK 























CONSUMER- APPROVED PRODUCTS SOLD ONLY THROUGH DEALERS. 
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number of law offices preparing for the past-war 
period. 
7 a * 

Mac’s Son Makes Record.—D. L. McBride, otherwise 
known as “Mac the Penman,” Pasadena, reports that 
his youngest son, David, just recently graduated at 
Quantico, Va., and is now a second lieutenant in the 
Marines. Young Lieutenant McBride is being retained 
at Quantico for a three-month extended course. The 
young man is well known as an athlete, having held 
championships for the Pacific Coast area for the 
last three years. 

Major Albert B. Stevens, a son-in-law of Mac’s, 
is now with the United States Army in France. Major 
Stevens was formerly professor in petroleum engineer- 
ing at the A. and M. College near Bryan, Tex. The 
Stevens family lives at College Station in Texas while 
the major is overseas. 

Mr. McBride reports Christmas buying for overseas 
very heavy and local Christmas buying nicely started. 
oe a K 

Harry R. Schacker Dies.—Harry R. Schacker, pro- 
prietor of The Atlas Desk and Safe Company, 835 
South Spring Street, died October 10 after an illness 
of about one year. Mr. Schacker had been in the office 
equipment business in Los Angeles for nearly 20 years. 
He is survived by his widow, a brother and two sisters. 

A. W. Willis, who has been acting as general man- 
ager, will continue in that capacity and there will be 
no interruption in the general conduct of the store 

* * # 

Peirce Back from East.—T. R. Peirce, proprietor 
of the Pacific Desk Company, 1031 South Hill Street, is 
back from a six-week business trip which took him to 
Chicago and New York. He was looking over the office 
furniture situation in a general way. 

* * * 

Segal Is Recovering.—A. L. Segal, proprietor of the 
General Office Furniture Company, 1047 South Los 
Angeles Street, is recovering from a back injury which 
confined him to the hospital for seven days. 

The company has completed plans for remodeling 
its business offices. 

New typewriter desks with metal mechanisms, which 
have been coming in lately, have sold like hot cakes, 
according to Mrs. Segal. 

* ab * 

Letter from Lyles Tells War Story.—H. C. Lyles, 
formerly a representative of the Bates Manufacturing 
Company in the western states for many years, is now 
serving in the infantry overseas. He writes as follows 
to the members of the Golden State Travelers Club, 
Los Angeles: 

“I’m writing this from Paris exactly one month after 
I passed through here as part of the liberation force. 
This time I’m back in one of the general hospitals 
convalescing from an arm wound and a general shak- 
ing-up that I received in Germany on September 18. 
Since writing last we have been pretty busy. We 
fought our way across the Seine, helped liberate Paris, 
fought on through France and Belgium and into Ger- 
many. It’s been a little rough at times, but you are 
so preoccupied you don’t even think of the hardships 
It’s really an education of a lifetime. My wound is not 
serious and Ill probably be back with my outfit before 
many days. Speaking for myself and all the other 
wounded, I frankly hope the war is over before we 
have any more fighting to do. That’s not cowardice; 
it’s just that we’ve seen enough and been through 
enough. The hospital I’m in is a beautiful new building. 
From my window I get a wonderful view of Paris 
and also can see (censored, looked like the Eiffel 
Tower). Paris is a great city—a bar on every corner 
and several in between—and pretty girls chasing you 
to kiss you and give you souvenirs. I had several nice 
souvenirs but left them where I was hit. This hospital 
was occupied by the Luftwaffe before we took Paris. 


My regards to all, 
“HANK” 
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FRITZ-CRUS5 


Posture 
Chairs 


Eighteen years “Know-How” in building the 


best in posture seating equipment. 





THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL, MINN. 





THE MAN 
WITH FLOOR SAMPLES 
GETS THE BUSINESS 


The Peterson line of coatroom equip- 
ment comprises the finest and most 
complete selection on the market to- 





day of all types of garment racks and Fey aad 
devices for coatrooms—wardrobes— ¥ WE ~'s aha 
restaurants, stores, factories, shops Fij~(eee j 


and offices. Because its new and 
different, buyers want to see it. The 
dealer who carries and stocks this 
line makes better profits because the 
Peterson line MOVES, it's available 
NOW, has greater profit possibili- 
ties and there is NO factory com- 
petition; no 20 or 30 other similar 
lines. 


The NEW Peterson locker, _ illus- 
trated, for industrial or shop appli- 
cations, prevents crowding, saves 
valuable production space and dou- 
bles coatroom capacity because it 
accommodates the clothing, lunches 
and miscellaneous gear of |!2 em- 
ployees in just 5 square feet of 
space. It's easy to move, comes in 
convenient 5-foot lengths to fit into 
otherwise waste space. Also double 
units (back-to-back) provide ample 
locker space, for 24 people in every 
5 running feet. Employees like 
Peterson locker room equipment be- 
cause it keeps clothing safe, dry, 
sanitary and "'in press.'' A complete 
line of locker units, wardrobe racks 
and non-tipping (6 or 12 person) 
costumers. 


Available NOW! 


Write for Catalog and Dealer 
Proposition 


Ee Je VALET 


VOGEL-PETERSON CO. 
“The Check Room People’’ 
1818 N. Wolcott Ave. Chicago 22, Ill. 
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It's NEW 
It’s timely 


DEALERS 


Every office and plant a es one amma 
stores alike. 


clubs, hotels and smal 


Government is 
releasing 30 
thousand _serv- 
icemen per 
month. 


RETAIL 
PRICES 


Size UO" x 72” 
with one set of 
numbers (Up to 
100 employees). 

$2.50 Ea. 


Size 17”%x24" 
with two sets of 
numbers (Up to 
1000 employees). 

$5.00 Ea. 


Size 24”"x 36” 
with three sets 
of numbers (Up 
to 10,000 em- 
ployees). 

$7.50 Ea. 


Usual dealer ¥ 4 
discounts yt rar ili rt 


For display in windows or offices to show your co-operation with the 
government on reemployment of service men and women. High grade 
rayon silk. Gold cord with pole at top. Beautiful gold fringe at bot- 
tom. Flexible celluloid numbers easily changed in holder. 

Order at least one of each size for display in your store and window 
These flags will sell even better than now when Victory comes and 
priorities are forgotten. ORDER TO-DAY. 


SERVICE FLAG & EMBLEM CO. 


300 West Adams Street Chicago 6, Ill. 

















AFTER THE WAR—WHAT? 


Dealers who look ahead are making plans now. 
Here is your opportunity now—war or peace. 


SATIN FINISH 
EXECUTIVE Ribbons 


Meet the maximum expectations 


of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced seven years ago as successful competition to 
silk ribbons for sharpness of write and maximum durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 


“Oldest Exclusive Manufacturers of Typewriter Ribbons 


and Carbon Paper” 
oA offe 


a Gogg Enh’ I 


1888 Factory, Rochester 8, N. Y. 1944 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn 





Featuring many stationery lines, a new giftwares 
store has been established as the Baker & Nelson 
shop at 120 East Main street, Auburn, Wash., south 
of Seattle. John H. Baker and Don A. Nelson are the 
partners in this business enterprise, which highlights 
greeting cards, school and office supplies, books, varied 
gifts, a lending library and other stocks that will 
shortly be augmented. They have taken over the 
building formerly occupied by the Puget Sound Power 
& Light Company. Mr. Nelson recently moved to the 
Puget Sound country from Michigan, where he had 
been in business previously. Mr. Baker has been a 
resident of Auburn for some time and until recently 
was supervisor on the building of Boeing B-29 Super- 
fortresses. 

ms * e 

A coin department on the third floor of the J. K. Gill 
Company, S.W. Fifth and Stark streets, Portland, Ore., 
centers interest on rare coins and almost obsolete 
products of our mints in the early days. The Gills 
appealed to all Portlanders recently to hring in their 
five-and ten-dollar gold pieces, with the beavers 
thereon, made in Oregon in the days of ’49. These 
coins command handsome premiums at present. 

¥ s 2. 

The Frontier Bookstore of Seattle recently moved to 
fine new quarters in the L. C. Smith Tower Building, 
staging an open house early in October. 

* * * 

Trundlers of Trick & Murray, stationers and printers 
of Seattle, took a pair the other evening from the 
Deers Press aggregation in the Ben Franklin League, 
which opened recently for a fine season of fall and 
winter bowling on the Ideal Alleys of Seattle. Trick & 
Murray trundlers, exhibiting excellent form, ran up a 
total score of 2329 against the Deers Press organiza- 
tion, which tallied a close second—2312. 

* * * 

Having provided for a summer of fishing parties for 
servicemen, Eddie Vine, head of a large pen and greet- 
ing card shop in Seattle, has been roundly compli- 
mented for his extracurricular activities that gave 
soldiers, sailors and service-wamen some of the best 
times of their lives. As president of the Poggie Club 
of anglers and an angler of note himself, this stationer 
carried a heavy load in arranging for the week-end 
parties. He helped to plan and carry out 17 major 
angling events in which service men from 39 states and 
five Canadian provinces were prize-winners. A 31l- 
pound king salmon topped the 300 salmon caught, 
being taken by James Mulligan, a sailor from Flushing, 
IN. %. ae 

Well-known in the stationery and envelope field, 
L. A. “Larry” Mickelson, who for nrany years was vice- 
president of the Nu-Way Printing & Envelope Com- 
pany of Portland, Ore., has recently purchased the 
Lessard Printers at 1340 North Crosby Avenue, Port- 
land, Ore., from Homer Lessard, who is moving to Cali- 
fornia. He is consolidating the acquisition with hts 
establishment of Larry Mickelson & Co., N. W. Fourth 
Avenue and Everett Street, Portland, Ore. 

* * * 

Tacoma stationery stores and other merchants of 
the Puget Sound community are planning on all-out 
Yuletide decorations over streets in downtown Tacoma 
for the first time since Pearl Harbor. Old-time 
street scenes will bring back pre-war Christmas illu- 
mination. A special committee of the retail trade bu- 
reau has set to work to render these Christmas decora- 
tions effective in front of the downtown stores. 

+ * * 

Earl H. Colson, representative of Shaw & Borden 
Company, stationers, printers and office outfitters of 
Spokane, Wash., showed a host of post-war suggestions 
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It is none too early to start making your plans for the future . . . for the time when a 
buyer’s market will exact the maximum value from every dollar spent. The change-over 
to a new economic period will be “painless” for Myrtle Desk dealers. When the new day 
comes . . . be sure you're prepared. Myrtle Desks on your sales floor will make your fur- 


niture selling easier because they'll make your desk claims come true. 





MYRTLE DESK COMPANY 


member WOOD office 


HIGH POINT 


furniture institute 


NORTH CAROLINA 
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No. 152 S. T. 52 x 32” size 
TYPEWRITER DESK 





Michigan Secra-Type is not a 


ro ac wr M ] [’ H | [; A N o Secra- Type 


Secra-Type offers many features 


making for efficiency and reduc- 
ing fatigue .. . proven by many | 
years actual use. eC &y 


o 
, 


This desk, made at present in two sizes—52” and 60” 


Easy access to stationery com- 
partment. Operator does not 

















have t to obtain all nec- si : 
mene eniine —— length, offers Michigan Dealers an article to sell that 
e is not obtainable at other stores. k 
V 
Platform holding typewriter is rots 
constructed in such manner that As conditions return to normal or when more help and ; 
typewriter cannot be acciden- : Mi 4 
tally dropped. materials can be had, other sizes offered in pre-war 
. days, will again be available. F 
Extra rigid platform supports r rf c 
further reducing _vibration—and Many orders are on record . . . our service will be the 2 
Michigan Secra-Type Desk has ; — C 
always been known for its free- best possible under present conditions. Your urgent e 
dom from the usual vibration ‘ p 
found in other typewriter desks. needs are known but, naturally our production h 
3 must first go to Priority orders, of which we have many. 
All corners rounded to eliminate = ° ° tk 
damage to operator's clothing. Whatever we have over this ‘demand production” is 
distributed amongst our dealers in the fairest manner ‘ 
we know. Ci 
m. 
St: 
As 
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re: 
GRAND RAPIDS MICHIGAN , 
sm 
Ty 
— No. 20 WASTE BASKET, size 1312 x 132, walnut or oak. of 
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to a special committee of the Spokane Chamber of 
Commerce. These were well-contrived, well-designed 
four-color maps for publicity and direct mail activities 
of the tourist bureau of the chamber, which is plan- 
ning on such stationery for after-the-war tourist busi- 
ness. Mr. Colson brought a number of preliminary 
drafts to the attention of the committee and addressed 
the gathering at the Davenport Hotel in Spokane, 
pointing out adroitly that maps would show the posi- 
tion of Spokane as the nearest large city to the 
geographic center, if one measures North America 
from east to west and north to south. 
LE Sen 

NORCOR BACK WITH STEEL FOLDING CHAIRS 

The Norcor Manufacturing Company, Green Bay, 
Wis., has announced the resumption of manufacture 
of all-steel chairs—the first since pre-war days. 

The No. 1004 steel chair, now available to all, will 
be remembered as a tubular frame, self-adjusting 
movable backrest type which folds compactly to one 
frame leg thickness. One of its salient features is its 
roomy upholstered seat. 

The company has also announced that other steel 
chairs will be added to the line in the near future, and 
that its wood chair No. 95 will-be retained. 

—— 


SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





That the stationery and business equipment indus- 


try may be depended upon to do its bit when a neces- | 


sity arises is indicated in the results attained in the 
War Fund drive. E. P. Haye, branch manager for 
L. C. Smith & Corona Typewriters, Inc., is a major, as 
is J. Andrew Smith, J. Andrew Smith Company. G. S. 
Thorne and William McBrearty of Paul Anderson 
Company are also receiving compliments for the good 
work they did in this cause. 
* * * 

Looking to a big business in the future when Ger- 
many has been whipped and Japan admits that it has 
had enough, E. P. Haye, local L. C. Smith-Corona 
branch manager has been going after orders for post- 
war delivery. He reports that orders have been taken 
for approximately 3000 Coronas, delivery of which will 
be made as soon as production starts again. 

a * ca 

‘Frank C. Hall, local manager for Underwood Elliott 
Fisher Company, is receiving compliments on the ex- 
cellent job: he is doing as editor of the Rotary Wheel 
of Fortune, publication of the San Antonio Rotary 
Club. Hall admits that the acquisition of news is no 
easy task and that there are many angles to the 
publication field that were not fully appreciated until 
he took up this work. 

ok * * 

Arthur Lodde has joined the service department of 

the local UEF branch as apprentice mechanic. 
* a * 

G. S. Thorne of Paul Anderson Company is recov- 
ering from a cold acquired when he went to the NSA 
Convention in Chicago. 

* * * 

The Clegg Company is doing a fine business in timely 

maps. Placed on a counter facing the entrance are 


r Soa 





stacks of maps of Europe, the United States, Japan, | 


Asia, and other areas of particular interest. Econom- | 


ical in price and designed to bring out those points of 
current interest, they have commanded the immedi- 
ate attention of persons entering the store, with 
resultant good sales. 

* * * 

Maverick-Clarke have enjoyed a good business in 
small, inexpensive items offered as “Gift Suggestions.” 
Two tables have been arranged through a center aisle 
of the store with a variety of gifts designed to appeal 
to the service man or woman in particular, but which 
would prove acceptable to anyone. 
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/NEVER 
FORGET BIRTHDAYS 
OR ANNIVERSARIES 
ANY MORE 


NEW VISIBLE 


AND 


TELEPHONE INDEX 


Just what every woman wants 


Beautiful imitation leather bind- 
ing, (red or blue), with silver 
lettering. Contains fifteen 5” x 3” 
visible index pockets. A to Z 
indexed cards with columns for 
names, addresses and telephone 
numbers—also special unique 
card for listing merchants, etc., 
and an extra card for miscella- 
neous. Back of pockets have cards 
indexed January to December, 
with separate lines for each day 
of the month for listing Anniver- 
sary Dates, special occasions, and 
as a reminder of greeting cards 
received, and to be sent. 


IMMEDIATE 
DELIVERY 
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$10.80 per dozen 


$9.00 per dozen 
in 6 dozen lots. 
(to retail at $1.50 each) 


ACME VISIBLE RECORDS, INC. 


122 S. MICHIGAN AVE. ¢ CHICAGO 3, ILL. 
























Seating 
America’s 
office workers 


CORRECTLY 


is a responsibility that 
JASPER SEATING CO. 


knows how to accept. 










OUR NEW | 
REPRESENTATIVE 


in Oregon, Washington, 
Wyoming, Montana and 
Colorado: 


JAMES H. DAVISON 


Hotel Figueroa, Los Angeles 






No. 44 


with wood swivel 


Jasper Seating Company 


JASPER, INDIANA 
REPRESENTATIVES 
CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 
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The war still makes it 
impossible for us to 
supply you with 
Ehrlich fine leather 
upholstery . . . Sorry 
... we'll all just have 
to wait until the 
victory is won. 





EHRLICH UPHOLSTERY WORKS 
520 West 43rd St. a New York, N. Y. 





DARNELL 


CASTERS 


AND NOISELESS GLIDES 
a_—_= FREE == 


DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST. NEW YORK 13, N_Y 
36 N. CLINTON, CHICAGO 6, ILL 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





H. F. E. Kent, president of W. J. Gage & Co., Ltd., 
Toronto, has the unique distinction of having just en- 


| tered the fiftieth year of employment with the Gage 


organization, well-known publishers and manufactur- 
ers of commercial stationery. 

Mr. Kent, who is widely known throughout the trade, 
entered the employment of the Gage concern in July, 
1894, in the warehouse office. He later took charge of 
the paper department, and then went out on the road, 


covering the larger paper accounts from Montreal to 

London, Ont. Returning to the plant he took over the 
| envelope department, then moved to the sales office, 
| returning to the plant to become superintendent of 
| the company in 1904. In 1914 he was named supervisor 
| of sales of the Kinleigh Paper Mills, a Gage subsidiary, 


and in 1916 was elevated to the position of managing 
director of this company. In 1919 he became president 
of Kinleigh Paper Mills and in the same year was made 


| vice-president of the Educational Book Company. He 








has held his present post since 1940. 
* a * 

Daykin & Company, Ltd., dealers in wholesale paper 
and allied products, have bought property in New 
Westminister, B. C., and are planning to build as soon 
as governmental restrictions are relaxed. 

* * * 

Parker Allen of Yarmouth, N. S., has opened a shop 
for repairing typewriters and office appliances. All 
types of machines and office appliances are bought 
and sold, as well as reconditioned. 

* e * 

The police department of Halifax, N. S., recently re- 

ported that its call for tenders to supply the police 


| Office with typewriters, desks and chairs found not a 
single response. The chief of police was asked to buy 


the typewriters, desks and chairs wherever he found 
them available, and with no price restriction. 
” * ao 

S. M. Rudner, well known in the typewriter and office 
equipment field in Montreal and eastern Canada, has 
organized the National Typewriter and Office Equip- 
ment Company, Vancouver, B. C. Mr. Rudner formerly 
operated the National Typewriter Exchange, Montreal, 
which he sold later to his partner, Joseph Rubin, a 
director. of the National Office Machine Dealers Asso- 


| ciation. Later he organized the Acme Typewriter & 


Office Equipment Company in Montreal, which after 
five years was sold to Twite Typewriter Company. Mr. 
Rudner will sell all types of office machines, office fur- 


niture and filing equipment. 


* * * 


Typewriter ribbons, carbon paper, writing inks, wood 


| pencils and identification tags are some of the items 


affected by the latest decision of the Wartime Prices 


'and Trade Board of Canada, which has revoked 


standardization and simplification orders respecting 
office machinery, equipment and supplies. 

Revocation of orders affecting these products is part 
of the board’s policy of ensuring that there will be no 
impediment in the way of civilian manufacturers when 
materials and labor become available. In making the 
statement of policy the chairman of the board, Donald 
Gordon, made it clear that lifting these restrictions 
does not carry any priority for materials or labor. 

There are now no restrictions as to specified colors 
for inks, typewriter ribbons and carbon paper, pencils 
and penholders. Packaging restrictions on these prod- 
ucts are also eliminated. Makers of identification tags 
may now use whatever metal is available. 

. * * 

Robert J. Stuart, managing director of Clarke & 
Stuart, Ltd., wholesale and retail stationers and print- 
ers of Vancouver, B. C., died recently at Vancouver 
General Hospital after six weeks’ illness. He was a 
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Metal Tab Foiders 
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File Guides with . 
Amfile Tabs 
Vertical File Jackets 
s 
/ 
Leatherette Binder Covers 
with built-in metal fasteners. 
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Card bas 57 “hey styles and 
sizes. Celluloid, metal or 
plain tabs. 
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File Foilders—All 
*, f, weights, cuts and 
sizes, 


Binder Indexes—A tab for 
every purpose. 





FILING NEEDS 


Everything to make filing fool- 
proof and finding easier. Guides, 





° 
Folders, Cards, Binders and Tabs /] 
in a wide variety of sizes, styles y 
and colors, to take care of any Aehey fj 
kind of business or profession. ij 
Priced right for profitable selling. f/ 
Strong reloterced sabe. 
PROMPT DELIVERY 
75 years’ experience is behind the 
Amfile line of nationally adver- 
tised filing equipment and special- 
ties. 
Write for Catalog No. 444 illustrating, Binder 
describing and pricing more than a *fadded 
thousand different items. — 
Ce) KT 7; 
\ AMBERG FILE & INDEX COMPANY 
1608 Duane Blvd. Kankakee, Ill. | 
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Transfer Cases—Medium or 
heavyweight construction. 
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POLYCHROME 


ies 


Stencils 
SAVE NERVES 


SAVE EYESIGHT 
SAVE TIME 
SAVE MONEY 














POLYCHROME STENCILS ARE A SAVING GRACE 


School and business institutions agree that Polychrome 


Dealers are saved from complaints! 


READ OUR SHOP EXTENSION PLAN BOOKLET AND 
PRICE LISTS. YOU WILL FIND THAT AS A DEALER IN 
POLYCHROME STENCILS YOU WILL BE IN A MOST 
FAVORABLE COMPETITIVE POSITION. 


Samples and literature on request. 


TYPE SHOULD BE SEEN AND NOT BLURRED 


§ 99 UNIVERSITY PLACE, NEW YORK 3, N.Y. STENCILS 


POLYCHROME CORP. } TELEPHONE: STUYVESANT 9-04566 
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son of the late Gen. J. D. Stuart, founder of the firm. 
He was 46 years old. 

Born in Vancouver, the deceased was a graduate of 
the Royal Military College at Kingston, Ont. He served 
during World War I as a lieutenant with the Lord 
Strathcona Horse Regiment and entered his father’s 
business following his return from the front. 

* * ~*~ 

David Carroll Seitz, 21, son of Joseph L. Seitz, Under- 
wood Elliott Fisher, Ltd., Toronto, was killed recently 
while on field training as a student officer in Nor- 
mandy. 

Seitz joined the tank corps in May, 1943, later trans- 
erring to the artillery, with which he went overseas 
last September. The deceased was born in Toronto. 
He attended the Universtiy of Toronto Schools and 
St. Michael’s College, from which he received his B.A. 
degree. 

> * * 

Donald L. Evans, St. John, N. B., who was a valued 
member of the staff of the St. John branch of Reming- 
ton Rand, Ltd., when he joined the Canadian Navy in 
May, 1943, was recently killed in sea action. 

* * x 

John H. Selkirk, president of the Montreal Envelope 
Company, passed away recently in Vancouver, B. C., at 
the age of 74. A native of England, he moved to Can- 
ada in 1906 and engaged in the real estate business 
before entering the envelope field. 

————~7—-o—_———_—— 


NORTHWEST NEWS NOTES 





Merrill D. Hasty, Correspondent 





Bill Tucker is now the buyer for the Will A. Beach 
Printing Company, Sioux Falls, S. Dak., succeeding 
Jim Brown in this capacity. 

+ * * 

Jack Ruhe, Sr., has sold his drug store and will take 
charge of Ruhe’s Stationery Store, Watertown, S. Dak., 
while son Jack is in the Navy. Jack finished his train- 
ing in navigation at the naval advance base depot, 
Gulfport, Miss., about October 1; his whereabouts since 
that time remain a mystery. He was visited by his 
wife, Betty, just prior to the completion of his training. 

Before Jack entered the service, he made up a loose 
leaf manual of firms he has been buying from, lines 
they handle, what should be bought for the store, and 
the prices. This work will prove very convenient for 
Jack, Sr. 

+e * * 

“Doc” Russell, Race Office Equipment Company, Osh- 
kosh, Wis., recently spent about four weeks in Mercy 
Hospital there recuperating from a serious operation. 

ok * * 

Our good friend, Don More, who left the Office 
Specialty Company at Fargo to go into the real estate 
business, has returned to the fold. On October 1, Don 
entered the employ of Jim Gaffney, Minot Stationery 
Company, Minot, N. Dak. 

* a s 

Your correspondent just returned with Parle Cooley 
of Bates Manufacturing Company from Winnipeg, 
Canada, where we were guests of the All-Canada 
Conference of Stationers, sponsored by the Stationers 
Guild of Canada, October 6 and 7. Stationers from 
Victoria to Montreal were in attendance when the 
conference opened at the Fort Garry Hotel on Friday. 

Friday’s activities centered around closed meetings 
of retailers, manufacturers and wholesale stationers. 
Resolutions drawn up by both groups were presented 
at a general session. 


One of the main topics discussed was the disposi- | 


tion of government surplus stocks. Touching on this, 
Fred R. Smart, general manager of the Stationers 


Guild, said, “This organization will co-operate with | 


the War Assets Corporation in every way possible.” 
He was enthusiastic about the work Winnipeg sta- 
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SPEED MAILINGS 
WITH THIS MACHINE! 


Gathers, stuffs, seals, counts 
3,500 to 4,500 filled envelopes per hour! 





This Inserting and Sealing Machine speeds mailings—cuts costs. Has been 
known to pay for itself in a year. Good for volume mailings of checks, bills, 
Per mail order material—from | to 6 enclosures. Up to No. 10 envelope. 

ged. Dependable. Long-lasting. Needs but one operator. Used by U. 
TREASURY, ARMY, NAVY, V-MAIL, MANY GOVERNMENT AGENCIES, LEAD: 
ING BANKS and UTILITIES. Inquiries invited. See an Inserting and ‘Sealing 
Machine in operation. Write: 


INSERTING AND MAILING MACHINE CO. 
Phillipsburg, N. J. 


. TIME 
. EFFORT 
. - ERRORS 








THE TILTING 
2 LEVER 
BALL BEARING 
LINE-BY-LINE 
FRONT VISION 
NOTE BOOK & 
COPY-WORK 
HOLDER 







ee ee 
Copy RIGHT Mfg. Corp. 


53 Park Place, New York 7, N. Y. 


ea. A Send literature and prices. 
% Ship a Copy-RIGHT (stock- -sample) 
on regular terms. 
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(attach to letterhead) 
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ao» GITS KNIFE 


Approved Under WPB Allotment 
A REAL KNIFE—NOT A NOVELTY 
e 5 Position Blade 
e Highest Carbon Razor Steel 
e Lustrous Colored Plastic Handle 
e A Volume Seller 
_ Unlimited market! Ideal for pocket, purse, 





















weight and 354" long. Razor-edged blade slides 
open or closed with one finger, locking safely 
in any one of five positions. Handle is molded 
of lustrous colored un- 
breakable plastics. Handle 
colors: Pearl White, Bone 
Onyx, Red Onyx, Green 
Onyx and Black. Indi- 
vidually boxed, 12 to a 
display carton— 12 dis- 
play cartons (144 knives) 
in a shipping container 
(8 pounds). 


Retail 

List 50c Each 
Order from 
Your Jobber 


4664 West Huron Street, Chicago 44, Ill. 

CANADIAN DISTRIBUTOR: Kahn, Bald & Laddon, 69 York St., Toronto 
Manufacturers of the famous Gits 

Flashlights, Razor Knives, Games, Protect-o-shields, Savings Banks, etc. 





GRAPHIC 
GELATINE 
ROLLS 





In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak 
Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY NEW YORK, WN. Y. 
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office, shop, home or school. Sturdy, light- | 


tioners had done to make possible the convention— 
the first one to be held in western Canada. 

A dinner and dance was held at the Fort Garry 
Hotel Friday evening. 


+ * 2 


Al Emery, formerly city salesman for Sioux Falls 
Book & Stationery Company, Sioux Falls, S. Dak., is 
now enjoying his new position as manager and buyer 
of the stationery department for Will A. Beach Print- 
ing Company. 


* * + 


Arnold E. Berglund of the Dixon Pencil Company was 
making his usual trip through South Dakota recently 
when he ran into am experience he won’t forget. En 
route to Rapid City the train made a dinner stop ata 
station. Arnold’s food seemed O.K. when he ate it. 
He subsequently arrived in Rapid City and checked 
in at the hotel. The next morning he was ill with 
ptomaine. He doctored himself and went out to call 
on the trade. He walked into Johnston & Bordewyk, 
his dealer, and as he entered the door he fainted. So 
Tom Johnston took him to the hospital. Later, Tom 
checked Arnold out of the hotel, paid his bill and 
took his bags to the hospital. This experience teaches 
that Tom Johnston is still a real gentleman and friend 
when one is in need. We all remember Tom as the 
fellow who assisted Carl Oates and John Keeling. 


* * * 


“Kid” Petty, formerly with Sioux City Stationery 
Company as floor man, is now with Perkins Brothers 
of Sioux City, Iowa. Mr. Petty is an old-timer, having 
been in the stationery business for nearly 40 years. 


———_9— 9 —_—___ 


NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





Coming as a surprise to many is the announcement 
of the thirty-fourth anniversary of Walter Ruedy’s 
business connection with the S. G. Adams Company, 
St. Louis. Walter started his career in August, 1910, 
as office and stock boy for his present employer and, 
except for the time he spent in Uncle Sam’s service 
during World War I, has been constantly on the job. 
Walter is now manager of the retail store and buyer 
of stationery and office supply items. Congratulations, 
Walter. - 


* * * 


Word from Pfc. Paul S. Baird, formerly of the firm 
George E. Baird & Son, Kansas City, Mo., locates him 
in Paris, France, where he seems to be permanently 
settled for the duration. 


* * * 


Ray Zehr, Si/c, of the U. S. Coast Guard, formerly 
of Jacquin & Company, Peoria, Il., narrowly escaped 
injury recently when the Navy ammunition depot 
where he is located was the scene of a terrific explo- 
sion, injuring many guards and others. Ray has since 
been reported at home on a short furlough. 


e * ” 


“Smiling” Joe Gordon, the Missouri representative 
of Wilson Jones Co., seems to be keeping busy trying 
to get orders shipped to his many good friends and 


customers. 
- +. * 


Lyle Heap, formerly the Parker Pen representative 
in these parts, recently joined the forces of the Alli- 
gator Raincoat Company, where his old friend, Jimmie 
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Smith, formerly of Eversharp, Inc., has been employed 
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1945 Edition 


Withholding Tax and 0.A.B. Tax 


Why Discriminate Unjustly Between Employees When It’s So Easy To Be Impartial With 


Really there is no justification for imposing only 
“Approximate tax deductions” on your Employees. 
EXACT OR PERCENTAGE BASIS 1% and 2% O.A.B. Tax 
WITHHOLDING TAX CALCULATORS To protect our Users against another possible last 
: minute action by Congress, we have provided both 
The Calculators show instantly the “PRECALCU- “jo gnd 2% O.AB. Tax Answers.” 
LATED AND VERIFIED WITHHOLDING TAX” built 


up on the “Percentage or exact computation basis.” ‘ ‘ 
The Operator MERELY TIPS A CARD AND Copies. PRICES — Withholding Tax Calculators 


Weekly Basis 


] No. 1—2.7%, 18% and 19.8% to $100.00............000- $25.00 

No. 2—2.7%, 18% and 19.8% to 150.00..............06 27.50 

No. 3—2.7%, 18% and 19.8% to 200.00...............-6 32.50 

No. 4—2.7%, 18% and 19.8% to 250.00..........0.200e 37.50 
42.50 


TO FIGURE! No. 5—2.7%, 8% and 19.8% te SORG0:. . 2. vss vont cme 
* 


Bi-Weekly Basis 





JUST TIP THE CARD a an No. 6—2.71%, 18% and 19.8% to $200.00. aes vias 35.00 
Wats No. 7—2.7%, ; ROE 46 SGR00.... «is toe ceebees 

... AND COPY! Wie No. 82.7%, 18% and 19.8% to 300.00................ 42.50 

NL Ss Noe, 0--2.7%, 18% and 19.86 to -360.00. ........cseuseecn 47.50 

No. 10—2.7%, 18% and 19.8% to 400.00........222200; 52.50 


Semi-Monthly Basis 






Tax Answers on Pay 


No. 112.7%, 18% and 19.8% to $200.00..........------ 35.00 
; No. 12—2.7%, 18% and 19.8% to 250.00............e006 
in 10c Steps No. 13—2.7%, 18% and 19.8% to 300.00..............-. 42.50 
No. 14—2.7%, 18% and 19.8% to 350.00.............00. 47.50 
a No. 15—2.7%, 18% and 19.8% to 400.00.............006 52.50 
How the Meilicke Works z 
Monthly Basis 
Suppose a Married Employee with one dependent No. 16—2.7%, 18% and 19.8% to $ 750.00, in $1 Steps... 25.00 
. - . - . = oO RO ‘ ¢ Or 
and claiming all of the Withholding exemptions has No. 17—2.7%, 18% and 19.8% to 1000.00, in $1 Steps.... 27. 
earned $80.94. Under the “1945 Exemption Plan,” Daily Basis 


he is entitled to three exemptions. So opposite paily Basis cards with Tax Answers to $30.00 are included 
$80.90 (which is the nearest to his earned pay) and with all of the above Calculators at no extra charge. 

in column headed “Three Exemptions,” read his ORDER NOW—AVOID LATER CONFUSION 
Withholding Tax $10.58. 


MEILICKE SYSTEMS, INC. 
3458-60 No. Clark St., Chicago 13, Ilinois 


Bracket System Comparisons 


For example—an Employee claiming three exemp- 


amr dian insite iennaeel 


tions and having earned $81.90, by Bracket Plan Bent. @ 19 

pays a tax of $10.80, while another Employee having ware OS ene te ee 

earned only 10c more or $82.00 pays a tax of $11.30 Dear Sirs: You may ship subject to “10 DAYS TRIAL” 

—50c more. By the Percentage or MEILICKE method, No. 1945 Edition, Withholding Tax Calculator | 

the first Employee would also pay $10.80, but hile, nc a 6 | 

the second Employee would pay only $10.83, 47c wv ; 

less than by the Bracket Plan, which within a year OR ee vit ee . 
rice a ee ee ae ee oe ee oe i ee ee ee 


amounts to “An Overpayment of $24.44.” 
Please type or print plainly 


Cause For Complaint 


Poo ne ee 


| 

| 

| 

Firm .. Oe 

Employees have just cause for complaint when you B <i 
withhold taxes by the “Bracket System” or by any . I 
other “None Exact System.” Address . : ) 
So avoid DISCRIMINATION, especially when with City...... » ER eninveneme TN arrserernn oa 
om 


a MEILICKE it’s so easy to be impartial. 


am ee ee ee ee ee 


Dealers Write For Proposition. 


Meilicke Systems, Inc. 
3458-60 North Clark St. Chieago 13, Hl. 
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Proven tests have shown 
that Nev-R-Kurl Carbon 
Paper gives 35 to 50 per 
cent more clean cut copies 
per sheet. Costs saved by 
this extra use are the divi- 
dends in every box of Nev- 
R-Kurl Carbon Paper. As 
the consumer gets a divi- 
dend from repeat use, the 
dealer gets a cash profit 
dividend from repeat sales 
of Nev-R-Kurl Carbon Paper. 









Carbon Papers 
Wood Stamp Pads 
Typewriter Ribbons 
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NOW AVAILABLE TO ALL 


STEEL FOLDING CHAIRS 


Norcor presents its first 
all-steel chair since pre- 
war days — the 1004. 
Our friends well remem- 
berits extremely durable 
construction and com- 
fortable seating qual- 
ities. Other steel chairs 
will be added to the 
line soon, and our pop- 
ular wood chair #95 
will be retained. 


Tubular Frame ® Self-Adjusting 
Movable Backrest @ Large Roomy 
Upholstered Seat ® Compact Folding 
Stacks to One Frame Leg Thickness. 


WRITE FOR DESCRIPTIVE FOLDER 


Hie NOREOR Lave 


NORCOR MANUFACTURING CO. ¢ GREEN BAY « WISCONSIN 
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Autocopy 
CLEANSING 


Removes Hectograph, 
Mimeo and other Dupli- 
cating Ink stains, oil, 
grease, etc. 





Quick effective, pleasant— 
enjoys enthusiastic approval 
of copy machine operators. 
They like its thorough, yet 
gentle action, its ia 
scent and the way it keeps 
hands soft and smooth with- 
out disturbing nail polish. It 
has been tested, approved 
and adopted for use by 
many large firms including 


— yh} 

as 

LEawsane CRE” 4 
ee 


~— 
= 






6 oz. tubes 


“ ®. — Bethlehem Steel, Timken, 
5 Ib. a R.C.A., Inland Steel, Crane 


Co. and Ryerson. 


TRIAL ORDER—Send your 
order for 12 tubes today. 
Price list and quantity dis- 
counts will be enclosed. 


TERRITORY AVAILABLE! 
DEALERS — WRITE FOR 
PROPOSITION 


,Sne. 


Chicago 10, Ill. 


When You're Asked 
FACTS 


466 West Superior Street 








CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

"The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicago 
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for several years. Succeeding Lyle in this territory is 
Clarence Ezell, formerly of the Memphis territory, 
who is now making St. Louis his home. 


* a * 


In a recent letter from Sgt. Pete Masterson of Acco 
fame, now “somewhere in Holland,’ he acknowledges 
receipt of several pages of OFFICE APPLIANCES, showing 
photos taken at the last spring regional meetings. 
Pete says, “Enjoyed the convention clippings and 
found many of our old buddies. Matt Dillion looked 
remarkably good in one picture. He must have sworn 
off everything.” 


* * * 


Our old friend and former member of the Midwest 
Travelers Club, Walter Kane, is back with us after 
having been located in New York and later on the 
Pacific Coast for several years. Now representing the 
National Blank Book Company, he is headquartering 
in Kansas City, Mo. 


a * 


W. G. “Bill” Lashbrook, Esterbrook Pen ambassador 
in this region, is being transferred by his company to 
a territory east of this one, probably Indiana, Ohio, 
and so forth. Bill’s happy smile and genial disposi- 
tion will be missed by the many friends he has made 
since his entry into this territory. He takes all good 
wishes of the dealers and travelers with him. 


es * 2 


Mrs. Dan MacDougall, wife of the Stationers Loose 
Leaf Company representative in the Midwest, is re- 
cuperating from a recent operation and confinement 
in Research Hospital, Kansas City. 


* * * 


Mr. and Mrs. “Bob” Valleau, the Leopold Valleaus, 
attended the National Stationers Association conven- 
tion in October. This was their first for several years 
and their many friends were very happy to welcome 
them. 


* * * 


Izzy Voda, Wallace Pencil representative, made his 
first appearance at a National Stationers Convention 
this year. Izzy accompanied the St. Louis group on 
their pilgrimage to Chicago, but business compelled 
his return to St. Louis after the first two days. 


“es eae 


Has anyone “discovered” “Heinie” Sengbush any- 
where recently? He must be in hiding, or maybe has 
joined that army of “traveler farmers” and is busy 
tilling the soil. 


* * * 


To Bill Boyd, the Acco man, headquartering in 
Chicago, we send our hearty congratulations on his 
recent election to the fourth vice-presidency of the 
field division, National Stationers Association. He can 
feel sure of the full co-operation of all his fellow 
travelers, and has our good wishes for a most inter- 
esting and successful administration. 

pec ee nee 

NUNGESSER TAKES OVER CLEVELAND DESK CO. 

The wholesale and retail activities of the Cleveland 
Desk Company have been taken over by the newly- 
formed Nungesser Desk Company, 2244 Euclid Avenue, 
in the Ohio metropolis. The Nungesser firm is headed 
by Oliver T. Nungesser, associated with Cleveland Desk 
Since 1919, the last ten years as its vice-president. 
Lines carried by the new firm include commercial 
furniture, Jasper office equipment, Security steel files, 
Sikes chairs, Hale bookcases and odd desk accessories. 

The Cleveland Desk Company will be continued only 
as a holding company for its properties. 
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BOSTON } 


PECL SRARAEIER 






women KS 


TODAY... 


a pencil sharpener must have 9 lives 


The high quality which went into the making of peacetime 
Boston Pencil Sharpeners has served the majority of users 
during the war. While the manufacture of Pencil Sharp- 
eners is again under way on a strictly limited basis, until 
the high priority orders are filled, these machines are 
still unavailable. We continue to appreciate your under- 
standing and co-operation with the Government Regulations. 


BOSTON 


PENCIL SHARPENERS 


C. HOWARD HUNT PEN CO. 
CAMDEN, N. J. 
SPEEDBALL PENS, HUNT PENS AND ARTISTS’ PENS 














Stall Champion!! 









Sinclair and Valentine Co. 


DUPLICATING 
Cl IMATF-PROOF 






Champion Quality Duplicating Ink has been 
carefully compounded to get a free flowing, 
smooth and quick drying ink. Enabling 
you to produce the maximum of copies 
with one inking in a pleasing and 
“easy toread’’ gray-black tone. 





Sinclair and Valentine Clo. 
qs 


Albany Philadelphia Dayton New Orleans Detroit 


611 W. 129th Street New York 27, N. Y. 





Baitimore Chicago Charlotte Cleveland Nashville 

New Haven Boston Birmingham Dallas Kansas City 

Champion Duplicating Black 
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FOR THOSE WHO HANDLE 
MONEY 


Abbott offers a complete line of Coin Counting 
Machines, Coin Wrappers, Currency Straps, Coin 
Handling Equipment and other Bank Supplies. 





Illustrated here are 


THE ABBOTT COLORED 
TUBULAR COIN WRAPPERS 





THE ABBOTT COLORED 
FLAT WRAPPERS 


wet ¢ ‘ 
to 








THE ABBOTT COLORED 


THE ABBOTT THE ABBOTT 
BILL STRAPS 3 rr 


OUTLOO TWIN 
WINDOW WRAPPERS WINDOW WRAPPERS 
Circulars Mailed on Request 


We not only have the desire but 
the ABILITY to serve. 


ApBotT Coin CountER Co. 


143rd St. and WALES AVE. NEW YORK 54, N. Y. 














Although WPB order #L 227 
which limited the production 
of Inkographs has been revoked, 
the present drastic shortage 
of labor is preventing a speedy 
return to normal output. This 
condition, and the fact that 
government priority orders 
must be given preference, make 
it necessary for us to continue 
shipping on the monthly quota 
basis as originally scheduled. 


Dealers can be assured, how- 
ever, that shipments will be 

“ increased just as soon as our 
Kj; Output will permit so doing. 


= Inkograph Co., Inc. 
2200 Hudson St., N. Y. C. 13 
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NASHVILLE FIRM VENDS VOLLEY OF VERNACULAK 
IN VERSIFICATION VISIONING V-DAY VIGNETTE 
R. B. Stoddard, of the Myers Manufacturing Com- 
pany, office furnishers and stationers of Nashville, 
Tenn., has really uncovered something new in the use 
of the letter “V.” Recently he dispatched a cleverly- 
worded sheet, entitled “V-Day”, to his customers. A 
large proportion of the words used in glorifying that 
happy occasion began with “V,” each of which was 
given emphasis by capitalization. The final paragraph 
carried the sales message, pointing out the firm’s 
ability and desire to help make the customers’ offices 
more modern and comfortable. The letter follows: 


V-DAY 

Vanquished the Vandals, the Virulent Vermin, 
Vanished their Visions of Vested Empire; 
Vain was their Venture to make all men Vassals, 
Victims of Vengeance’ Vast Vortex of fire. 

Voice your Vibrant hymns Victorious 

Venerate your Valiant dead; 

Value high their deeds Vicarious, 

Vow to Void war’s Vulgar tread. 


V-DAY, to Hitler’s Vicious Vandals, spells Valedic- 
tion—farewell to their Vast Visions of world dominion; 
to their Vaunted race of Supermen; to the Voracious 
Violence by which they lived. 

VENGEANCE DAY will be the meaning for the Vic- 
tims of these Venomous Vipers, who laughed at Virtue, 
who scorned Veracity, who Visited their Violence on 
thousands of Villages and towns througheut Europe. 
These Victims will Vote a Vigorous Verdict against 
the Violators of their homes which, all will agree, is 
Valid and just. 

VICTORY DAY is our expression for the Vital day 
when Violence Vacates in favor of a Vigorous peace. 
Long Visioned, V-Day opens to us Vistas of relief, 
security and Vibrant joy. Vehemently we Vent our 
happiness in Vocal praise of the Valorous heroes who 
made this Valued triumph ours. 

Volumes have been written concerning reconversion 
after V-day. If you expect to be in the Van of post- 
war prosperity, you should prepare. In order to do 
your best work, your office should be as comfortable, 
as convenient, as complete as possible. I believe I 
can help you to achieve all of these. In addition to 
the heavier pieces of office furniture such as desks, 
chairs and files, I can supply such items as desk pads, 
desk trays, desk sets, desk lamps, chair cushion, chair 
mats, chair casters, and hundreds of other affice con- 
veniences. Visit our store. View our varied stock. 
Vitalize your office. We Vend Veracious Values. 


2 


COMPETITION KEEN IN EARLY STAGES OF 
CHICAGO STATIONERS’ BOWLING SEASON 


Though the season is barely under way, early returns 
from the Chicago Stationers’ Bowling League indicate 
that it’s anybody’s race, and will probably remain so 
right up to the closing night’s competition. 

The 30-man league is divided into six teams, each 
named for a fighter bomber plane. Team and indi- 
vidual handicaps were established on the basis of the 
first two nights of play at the Arena Bowling Alleys 


on East Erie Street, where the stationers battle it 


out each Tuesday evening at 5:45 p.m. 

Leading the league at the end of the first six nights 
of competition were the Flying Fortresses, with 11 
won and 7 lost, closely pressed by the Spitfires and 
Hurricanes, tied with 10 won and 8 lost. 

High individual series through October 17 showed 
Walter Waldvogel, National Blank Book Company, 
leading with a 604, Gordon Kickels, C. L. Barkley & 
Company, holding the runner-up spot with a 600 series. 

The race for individual high game honors was also 
proving to be a hot affair, “Ham” Warnock, Globe- 
Wernicke Co., holding the lead with a 234 line to 
nose out Walter Waldvogel and Gordon Kickels, whose 
best tallies were 232 and 227, respectively. 
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CAN SELL . 


“RY oa 





BLUEPRINT CABINETS 


/ 


There’s a big demand for safe, convenient storage of blueprints, 
drawings, tracings, maps, charts, large papers and photographs 
... Vital tools of war production programs and reconversion plans. 

Cash in on this demand with Lyon Steel Blueprint Cabinets. 
These strong, compact steel cabinets are now being produced in 
the two sizes that have been most popular for many years. A wide 
variety of dividers are available... making either cabinet quickly 
and easily adaptable to a wide variety of needs. Features that 
make Lyon Steel Blueprint Cabinets easy to sell include (1) rigid 
frames that assure continuous perfect alignment of drawers, (2) 
special construction of slides and drawers that make operation 
smooth and easy through years of hard service. Pass the good 
news along to your customers. It means quick, easy sales on a 
profitable item. 


WHAT ABOUT POST-WAR? 


Our post-war plans include new products with widespread applications ; 


also manufacturing facilities that will help you expand your market 
and increase your profitable volume. 


METAL PRODUCTS, INCORPORATED 


General Offices: 87 Madison Avenue, Aurora, Illinois 


Branches end Distributors in All Principal Cities : 
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$2.95. 





Bench Legs No. 2401-11. 
Heavy steel sections. 
Riveted and welded. 
Maximum rigidity. Re- 
versible front to rear. 
As shown, 28"'x32%4", 





















Machine Too! Cabinet No. 
2345-11. Heavy steel 
bench top makesastur- 
dy mounting for small 
grinders and vises.36" 
wide, 24” deep, 37" 
high, including back 
stop.As shown $17.05. 


Shop Desk No. 2131-13. 
All-welded steel con- 
struction. Provides a 


smooth, firm working 
surface. Asshown $16.10, 





Work Bench No. 100. 








Heavy steel top. Will Steel Stool No. 22. 
not crack, gouge or All- welded, non- 
splinter. Easily breakable con- 


cleaned. As shown, 
length 60’, $14.25. 


struction, large 
comfortable seat. 
Tapered legs pre- 
vent tipping. As 
shown, '22” high, 
$1.70. 








“RB” Shop Box No. 445- 
F1l. Open hopper end 
permits quick easy re- 
moval of stock. As 
shown, 10x 20"'x8”, 
$1.55. 





All prices are F.O.B. 
Factory. When ship- 
ment is made from 
nearest assembly 
plant, prices will be 
quoted F.O.B. that 
plant. 
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SHEETS 
LAST LONGER 


when you use 


FAULTLESs 


S-O 


RING BINDERS 


SHEETS DON’T SPILL 
SHEETS DON’T JAM 
NO PINCHED FINGERS 


. all due to this distinctive feature 








The 
SHEET LIFTER 








STATIONERS 
LOOSE LEAF CO. 


MILWAUKEE 1, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 
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REMOVES ALL 
¢ STRAIN FROM 
OUTSIDE €DGE 
OF PUNCHING , 
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Pushing to make 
orade on deliveries 


So don’t take it for granted that you can’t get 


an Error-No—sometime soon. We're still busy 
with war work, of course. es No 


Yet we are able to accept new orders for early 
production of high quality, all steel Error-No 
line-by-line copyholders. 


Despite most careful planning, production 
schedules are hard things to control these 
days. We don’t want you to expect miracles, 
even though we will gladly accept your Error- 
No order. As to delivery date, we can’t be 
definite, but you may be agreeably surprised. 


Other well-known Hall-Welter Products are CHEX- 
SIGNO (Check Signer) and SPEEDRITE (Check- Writer). 








S| 27 
THE D AWNAWEG.. corp. 
SS ee 





DIVISION OF THE 


HALL-WELTER CO. 


ROCHESTER 7, N. Y. 











t/ Wi ¥y “Y oo i 
LETS TALK «Vik TURKEY! 
Ask us About an Exclusive Franchise for 


PEERLESS Steel Office Furniture for Post War Profits. 
PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH AND HASBROOK STS. 





/ 


PHILADELPHIA’ 11, PA. 
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CELEBRATING 100 YEARS OF SERVICE TO THE TRADE 
1644 - 1944 


The house of McClurg’s wishes to extend its gratitude and appreciation 
to those, both customers and sources of supply, who have made this long 
and successful history possible. Today, McClurg’s, continuing its time- 
tested policies of fair dealing, looks to the future confidently, ready to 


serve America for another century. 





(“McClurg’s Centennial,” a brochure devoted to the history and present day activities 
of the company, is available. If you wish a copy, please write.) 


A.C. McCLURG & CO. Wholesale CHICAGO 


SAFES 


AND OTHER INSULATED PRODUCTS ARE NOW IN GREAT DEMAND 





Government Regulations cover- —some for a period of six 
ing termination and cancellation _ years. 
of contracts provide that cer- | We are booking orders: Send 


tain records must be safely kept us your orders NOW 


Herring-Hall-Marvin Safes Have Been Sold Through Dealers for Over 100 Years 


HERRING-HALL-MARVIN SAFE CO. 
HAMILTON, OHIO 


MANUFACTURERS OF 
Fire Resistive Safes Home Treasureguards Tellers Lockers 
Fire Resistive Vault Doors Steel Files Night Depositories 
Burglary Resistive Chests Bank Vault Doors Steel Transfer Cases 
“Point Of Use”’ Systems Safes Safe Deposit Boxes Stee! Counters 
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"one of the most salable 


lines we have ever handled" 


= Tempo offers the most complete line of stencils, 


. with or without film. Stencils to meet every oper- 
We have been in the office machine ating requirement with a generous profit margin 
and supply business for the past to you and SATISFACTION GUARANTEED THE 
USER. All stencils we make are sold only under 
12 years and find the Tempo line our own brand names. 


one of the most salable lines we 





The Tempo line includes stencils, inks, and other 


have ever handled." duplicating accessories. Free literature for distribu- 
tion to your customers. We sell only through 
(A TEXAS DEALER) dealers. 


WRITE TODAY FOR PRICE LIST AND CATALOG . 


MILO HARDING CO. 


436 WEST PICO BLVD., LOS ANGELES 
317 THIRD AVE., PITTSBURGH 








MAKERS OF THE FAMOUS TEMPO FILM STENCIL 
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NON-RUBBER 


Typewriter 
Keys 
* 
The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 


Speed Key Mfg. Co. 32:,ccumbes rice... 
CLEANS TYPE 


with a whisk of a brush! 




















The cleaner fluid is in the 
bottle-handle. It flows 
through brush when you 
push the button. In a 
jiffy, type is clean. No 
mess. No fuss. No waste. 
Hundreds of firms use 
Speed-Mo type cleaning 
brush. 





RIVET-O MFG. CO. 
96 Jason St. 
Orange, Mass. 


SPEED-MO 


FOUNTAIN BRUSH 














my HONOR ROLLS 


Individual letter or 





embossed name strip 
style. For large or 


small capacities. 


Send for 
illustrated folder. 


ACME 


37 E. 12th St., New York 








ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and utomatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 


Send for Folder and 
prices and go after 
some of this business 








OTTERMA 


4535 N. Ravenswood Ave. 
CHICAGO 40 














\ 
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DAYTON STENCIL 
WORKS CO. "ohio" 











MAGIC FLOW 


An Excellent 
Duplicating Ink 


Duplicating Stencils 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


3144 S. Austin Bivd., 
Cicero, Ill. 














BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 





ge, Write for samples and prices. 
AMIN Dd fab. 8 5h 4 ° 
— Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 
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BUY 
WAR 
BONDS! 


imest- Qualbhy 
* DOWNERS GROVE, ILL. 


RITE-RITE MFG. CO. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 
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INSUL-AMP 


(INSULATION AMPLIFIER) 


Prevents fire from destroy- 
ing valuable records stored 
in old safes and vaults. Re- 
leases powerful, but harm- 
less, chemical vapor. Sells 


quickly to safe owners. 


BRUSH- 


545 WEST AVE 





PUNNETT CO. 


ROCHESTER 11, N. Y. 


















Expense Books are recommended 
by income tax men and endorsed 
by the countless army of salesmen 
and travelers who have used them 


EXPENSE BOOKS 


Everyone needs them now — 
more than ever before —for 
income and payroll tax deduc- 


tions. 
BEACH’S 


“Common Sense” 














PERMA-BILT 


Sectional filing 
equipment for 
every standard 
record size. 


PERMA-BILT 
EQUIPMENT 
COMPANY 


HANNA BUILDING 
CLEVELAND 15, OHIO 








GRIPTITE 








BANDS | 


The Permanent Successor 
to.Rubber Bands 


GRIPTITE Bands are a definite need in 
every office. 

They are easily applied; quickly removed 
They hold papers such as cancelled checks, 
deéds, mortgages, insurance policies, 
vouchers, and other documents neatly 
compressed. 


They are manufactured in 14 lengths— Order from your Stationer or 









for more than half a century. 6" to 54" long. soap dai i aaa 
They can be used over and over again. and prices 
8.2 DETROIT 2, 
Beach Publishing 60. michican ROCHESTER WIRE-O BINDING, INC. 
108 MILL STREET ROCHESTER, N. Y. 

















TRANSP 









« STRAIG 
DRAFTING 
¢ ERASING 


PAPERS. 
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HONOR 


A War-Time 





ReEererretRrRR RR 


* PLAQUES x 


Money-Maker 


Victory Cast Honor Rolls, the latest 
development in a bronze-like plaque 
made of non-priority materials, are now 
available. The demand for them in- 
creases daily. And we give you every co- 
operation on orders of all types. 


Send for illustrated literature. 


| Arrange Now for Postwar Bronze Tablets] 
AVOID DELAY LATER 


ROLL 


Active 





UNITED STATES BRONZE SIGN CO. INC. 


“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 
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CORBY —No Typewriters Now! Soon, 
- we hope. 


BRUT — e do have better ribbons and 


carbons—at better prices. 





REGALRITE Carbon Paper. 
REGALRITE (typewriter Ribbon 
REGALRITE (Adeins Machin 
REGALRITE (Bookkeeping Machine Ribbon 
Samples and particulars will convince you. 


And you should try REVIVO; 


it renews platens and cleans type, amazingly! 


REGAL TYPEWRITER COMPANY 


INCORPORATED 


200 Hudson Street, New York 13, N. Y. 








Loose-leaf envelopes, oye ve. card-cases, any 
size; menu covers; factory retord protectors; tag 
\ holders; bill-fold envelopes; stamp containers, etc. 
% eo, Made of acetate (flame resistant) transparent 

~ cellulose. We build to fit your particular need. 
Write us for details, 


Markileo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S. A. 
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Perhaps I’m 


Believe me, after the last war 
I saw what happened. Will you 
let me give you some advice? 


If you’ve got a job today—for your 
own sake, fellow, be smart! Think 
twice before you fight for a wage 
increase that might force prices up 
and land you behind the eight-ball 
in the end. 

Salt away as mucn as you can out 
of your present wages. Put money 





one war older than you 


Nobody knows what’s coming 
when the Germans and the Japs are 
licked. Perhaps we'll have good 
times. Okay. You'll be sitting pretty. 
Perhaps we'll have bad times. Then 
they’re sure to hit hardest on the 
guy with nothing saved. 

The best thing you can do for 
your country right now is not to buy 
a thing you can get along without. 
That helps keep prices down, heads 
off inflation, helps’ to insure good 
times after the war. 


are! 


have a little money laid by to see 
you through! 





4 THINGS TO DO to keep 
prices down and 
help avoid another depression 


1. Buy only what you really need. 


2. When you buy, pay no more than 
ceiling price. Pay your ration points 
in full. 

3. Keep your own prices down. Don’t 
take advantage of war conditions to 
ask for more—for your labor, your 
services, or the goods you sell. 











in the bank, pay up your debts, buy And the best thing you can do for 4. Save. Buyand holdallthe HWSLP 
more life insurance. Above all, put your own sake, brother, if there War Bonds you can afford— 
every extra penny you can lay your _— should be a depression ahead, is to “sehen ed oro warand KEEP 
hands on into Uncle Sam’s War _ get your finances organized on a Keep up your 
Bonds—and hold ’em! sound basis of paid-up debts—and marion 
| Wh 
A United States War Message prepared by the War Advertising Council); appreved by the Office of War Information; and contributed by this magazine in cooperation with the Magazine Publishers of America. 
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Specity — 


We, ae WORLD’S QUALITY STANDARD 


4, = 


— lasting satisfaction 


,'4 a Gl okol, Ml Sel -0-0-b a _t -40- 0-0 a - a Ono ° 





They Correct Mistakes in Any TL ke 


sael a your Customers 


Newark, New Jersey, VU. -S. A 
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PROTEX 











tection. A quick, simple method 
(no nuisance bands, buttons, etc.) 
plastic material with decorative des 
adding to attractiveness. Each pair 
individual imprinted envelope. 


Retails at 
25c per pair 
Immediate delivery 
3 dz. to a box 


727 Sixth Ave. 
NEW YORK 10, N. Y. 
Watkins 9-1320 


a e 


~\, Cuff Shields are selling 


A new type of cuff and sleeve protector 
affording generous cuff and sleeve pro- 
of 


placing around wrists and adjustable 


All 
ign 
in 


, PLASTEX CO. 


An Ideal Christmas Gift 
for the home and office 


0 a : WONDER [CK does everything the or- 
ee dinary lock can do—pius many things 
no other lock has ever done before. 
Instantly applied and will securely 
lock every kind of a drawer, file or 
door, (See Illustration). Also made 
to protect the contents of show cases. 
No holes to drill—no nails or screws, 
no tools required. Two drawers may 
be secured with one WONDER /OCK 
by the use of brace plate furnished. 


Used by U. S. 
government. Write at once for price and full particulars. 


WONDER [OLK 





List Price $2.50 


Every store, office, factory and home a prospect. 


Prompt Shipments 
53 W. Jackson Bivd. Chicago 4, Ills. 








“ EXPORTER 


e Published in Great Britain every three 
months this popular Journal contains up- 
to-date news of the activities of British 
Manufacturers of stationery and allied 
lines. A number of lines advertised in 


this journal, however, are not necessarily 


available for export at the present time. 


Scores of American dealers are on our 
regular mailing lists and we shall be 
pleased to send you a copy FREE each 
quarter if you will complete and return 


the form below. 


SEND US THIS COUPON 


BRITISH STATIONE 





To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


RIES RNR #2: ae Se TS 


Address ........... 
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NOW AVAILABLE 
Rebuilt 


LINE-A-TIMES 
(All Sizes Up To 36” Wide) 
Also Machines For: 

e ADDRESSING e DUPLICATING 
e MAILING e DICTATING 


and Kardex, Rand & Acme Cabinets 


MAILERS’ SERVICE & EQUIPMENT CO. 
40 W. 15th St. (Mailers’ Bldg.) New York 11, N. Y. 








Acme No. 1 Saddle back } 
STAPLES FLAT 516.00 
SS 

OR SADDLE WORK 
{ 


Zk 





Adjusted Instantly 


ACME 


STAPLE 
COMPANY 





Handy for offices or small binderies—uses 
Yq, 5/16, % and '/2” leg length staples 
without mechanical change and has 1!2” 
reach. Saddie back and flat interchange- 
able _— are standard ra peep Com- 
pare the Acme Silverstreak Line of standard 

1648 Haddon Ave. and special capacity staplers, as shown 
CAMDEN, N. J. in the Silverstreak Folder. 


Also Mfr. ACME No. 1—No. 2—SURESHOT—MIDGET—SIMPLEX 
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STARTS WITH: 
WAR BonD 
SALES 





Official 
U. S. Coast Guard 
photo. 


_ Two members of the shortening Berlin-Tokyo Axis captured fighting side by side in France. 


CONTINUOUS flow of money is the first requisite 
A of a continuous flow of manpower and materiel 
to the fighting fronts. 

Money, raised in continuous War Bond sales, 
makes it possible to attack—to attack unceasingly 
until the Axis is forced into total, 


surrender! 


unconditional 


Retailers of America, our armed forces expect you 


to help make them the best trained, best equipped, 


& 
% 
7) 






This is an official U. S. Treasury advertisement 
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Back the Atack/ 
SELL MORE THAN BEFORE! 


best cared for fighters on land, sea and air. They want 
to finish the fighting at the earliest possible moment. 
They want to get home to the jobs that you will have 
helped to provide through built-up post-war purchasing 
power—by selling more War Bonds than before! 
War Bond selling is your part of the job of bringing 
about the Axis’ unconditional surrender. Keep work- 
ing at it. Drive your War Bond sales to an all-time 
high. Then drive them higher! higher!! higher!!! 


The Treasury Department acknowledges with 
appreciation the publication of this message by 


OFFICE APPLIANCES 


prepared under the auspices of Treasury Department and War Advertising Councsl 
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@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


SEND US THIS COUPON 














To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 





“(Please attach your business card or letter-head) 
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MANUFACTURERS 


We are seeking one or two general office 
supply lines, office equipment or business 
machine to warehouse and distribute. Both 
new and established lines considered. Will 
also represent and sell on a direct basis. 
Unless your line is sold to the stationery, of- 
fice supply and equipment or allied trades, 
please do not reply. Complete coverage for 
Texas, Oklahoma, Arkansas and Louisiana. 
Address Box L-127, care Office Appliances, 
Chicago 6, Ill. 
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Systems 


Guides and Indexes 
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COMPLETE 


* DEALER LINE x 
OF 
FILING SUPPLIES 





SPECIAL FORMS FOR YOUR SPECIAL NEEDS 
THE DACO CARD & INDEX CO. 


Boston, Mass. 


9 Federal Court 


MOORE PUSH-PIN CO., 113-25 BERKLEY ST.. PHILA. 


Makers of Famous Moore Push-Pins— Push-less Hangers since 1900 


Filing 
Folders 










Printed and Ruled 
Stock Forms 








Bi. Ste 


samples, write 


~~ NEATYPE 


TYPEWRITER 
TYPE CLEANER 


fs ; The FINEST cleaner with 

; the RIGHT cleaning brush 
attached. Easy sales—sure 
repeats — excellent profit. 
For full information and 


STARKEY PAPER 
& SUPPLY CO. 


3800 Agnes Ave., Kansas City 3, Mo. 
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’ THE gliders of the United Nations that sail the 
sky today... you'll find parts made by Royal. That’s 
one of the tasks Royal is performing now! 

But we're thinking about “tomorrow” also. We're 
looking ahead—planning the furniture and equipment 
that will mean the greatest possible profits for you. 
Without detracting from our war effort, we are mak- 
ing all the necessary arrangements for the manufacture 
of Royal Metal Furniture again. 

You can continue to look to Royal for durable, 
attractive steel furniture. Royal will continue to keep 
a pace ahead—with furniture that is designed to the 
needs of your customers. With its traditional Royal 
quality—this line of tomorrow will: continue to be 
furniture you will be proud to display—furniture that 
will mean a high margin of profit for you. 

The Royal Metal Mfg. Co., 175 N. Michigan Ave., 
Chicago 1, Illinois. 








The 
Metal Furniture Since ’97 LINE OF TOMORROW 


PS \\ptal Hs 7 


—" 


all / 


Royal Steel Folding Chairs * ¢ Royal Housewares 


DISTINCTIVE FURNITURE 
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MAKE THE BEST IMPRESSION 


They definitely improve the work of any stencil, 
gelatin or spirit type duplicator. Forty years 
of scientific research and refinement to meet 
modern methods, has developed outstanding 
quality and performance. HEYER PRODUCTS 
are recognized leader in business and educa- 
tional institutions throughout the world and 
they will insure good-will and lasting satisfac- 
tion to you and your customers. 













HEYER Quality STENCILS We manufacture a complete list of rotary HEYER Quality INKS 
Lettergraph Cellulose AAA Grade stencil duplicators which will again be available Finest reproductions for automatic hand 
oya e rage q 
Secueity Bry a Goaite January 1945. Our popular EFFICIENCY ROLL dupttcators. Black age 7 esters. 


In note, letter or legal sizes. 


Wax Top Grade DUPLICATOR is now available. 


WRITE for COMPLETE CATALOG 


f 






HEYER Quality REFILL 
For Any Pan Type. 1-2'2-5 and 10-Ib. Can. 





HEYER IDEAL DUPLICATORS 
Note - Letter - Legal - Folio Sizes. Com- 
plete with Ink, Sponge, Instructions. 


i 
|| Spit? PROCESS 


'CARBON 


LETTERGRAPH POST CARD PRINTER PAPER 


Complete with Case, 6 Stencils, 2 Tubes of Ink, Correction 
Fluid, Stylus, StencilScope, Base and Instructions. 





HEYER SPIRIT SUPPLIES 


SPIRIT CARBON PAPER for sharp, clean 
originals in Purple, Red, Green, Blue 
Box of 100. 


SPIRIT PROCESS FLUID, assures maxi- 
mum brilliant copies. No odor—Gallion 
Cans. 





HEKTOGRAPH DUPLICATORS 
Note - Letter - Legal Sizes. Complete with 
Ink, Sponge, Instructions, 

















HEYER HEKTOGRAPH SUPPLIES 
Finest in Inks, Carbon Paper, Pencils and Ribbons. 





HEYER Quality STYLI and GUIDES 

HEYER GELATIN ROLLS and FILMS PORTABLE CLEAROSCOPE 18 Varieties of Styli points with plastic 

In amber or white for any model dupli- Simplifies Drawing and Tracing on Stencils handles. Guides for many type faces and 
cator. Sizes 85,” x 22” wide. Complete with all Tools. sizes. 


























—— Saundl Puce 


Mary had an old machine; Said she, "I want an Underwood 


Its keys would skip and jerk. It's light and fast and neat. 


And every time she typed her notes, Its touch is super ... velvet smooth! 


They muddled up her work. Its work just can't be beat." 


and now 


The light, quick touch she learned at school He bought an Underwood 
He's glad he took her cue. 


No longer could she use. 
She had to hit and hammer now, It writes his letters better ... and 


Will do the same for you. 
AON 
ay 
They had her all perplexed. ‘s ~ & 
J L t i Bs 


And 


Her le turned out blurred and 








Until one day she stamped her foot 
Dear Boss: 
She knew what she'd do next! : . 
Next time you sign your letters, 
look them over carefully. 
If your letters are not as neat as 
c i’ he hic; he } 3 : , 
She took her problem to the boss, they should be, don’t blame your 
And 4d ro ped it in his lap. secretary...It s probably her machine. 
Get her an Underwood as soon 
She screamed: "This is a total loss, as they are available,* and watch 
: - her work improve. After all, there’s 
How can I type with that?" : ems 
a picture of you in every letter she 
writes. And since your letters are 





your personal representatives, make 
Our factory at Dridgeport. ¢, proudl every picture clean-cut and 
flies the Army-Navy “E", with star added a appealing with an Underwood. 


a second citation awarded for the ; 





precision instruments calling for s 





manship of the highest 


Copyright 1944, Underwood Elliott Fisher Company * Underwood Typewriters are available now 


subjec t to War Production Board regulations, 


U N D ER W 00D .. WRITES A LETTER...BETTERL oe nee ae Compan 





